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TO PRODUCE QUALITY 
SOCKET SCREWS THE H-K WAY — 


OUR LABORATORY 

CONDUCTS EXHAUSTIVE PHYSICAL 
AND CHEMICAL TESTS WITH 

THE MOST MODERN EQUIPMENT 


Conventional testing isn’t enough... we subject H-K screws 
to rigid tests in our TEN-TOR machine to determine 
resistance to both tensile and torque stresses. 
Because we test the finished screws and not just material, 
you can be sure every H-K Socket Screw will stand up 
under the toughest application. 


For the finest in socket screw products ...for unmatched 
SAME-DAyY SERVICE—the name to remember is Holo-Krome. 
Write for free catalog and technical information. 


HOLO-KROME BLA OY 
SOCKET SCREWS - V®@ \ 


THE HOLO-KROME SCREW CORPORATION © HARTFORD 10,CONN. SOLD ONLY THROUGH 
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DEAN QUIZZED Tasks for Distributor Management. 


An editorial 





Dean vel rron f : 
ge answers ] } What's Your Definition of an Industrial 
Distributor 


Five attempts to define him 


A Boat Built for Service 


Two Detroit distributors take to the sea 


Employing College-Trained Men......... 


College students choose careers in Industrial Distribution 


How to Sell Against Price Competition 


York, Pa., distributor sells quality first 





How Much Sales Analysis Can You Handle. 


Memphis distributor sticks to four principles 


Save Steps — Steps Cost Money.... 


Detroit distributor's move to suburb did just thot 


Salesman's Help Produces Sales 
Philadelphia salesman gives advice and makes sales 
IAKES TWO 
Distributor Purchasing Demands 
Management Skills 





There's a lot to learn about purchasing, according 


to this Pittsburgh distributor 


That First Call — Make It Good. 


Los Angeles salesman sells himself first, then product 


How Many Calls Do Your Customers Rate. 


Dayton distributor doesn't rely on guesswork 


but a call-frequency chart 





House Organs 


Lots of distributors make friends and influence 


REGULAR FEATURES people with them 


. ft . sr ce eeees Not a Lost-Time Accident in Three Years. . 


Talk of the Trade.... Joliet, Ill., distributor knows safety is no accident — 
it takes planning 


Supply Sales Trends.......... 


Outlook for Business..... Display Is Modern Merchandising. 


’ . — No blind b f t f th 
What's New in Merchandising. eee ee © blin pe ms customers of this Texas distributor 
— see if an ee! it 


New Facilities with Elbow Room 


More space means better service to customers 


of Peoria, Ill., distributor 





_ Meet Your Customers’ Fast-Growing Needs 
for Modern Lubrication Systems 


... SELL Lynco/n 


: UBRICATING EQUIPMENT 


Automation... quality control... lower operating costs... greater 
safety for plant personnel — these basic objectives of industry demand 
improved, modern lubrication practices. Lincoln puts you in unmatched 
position to supply your customers with the greatest and widest 

selection of ultramodern lubrication devices and systems ever offered to 
the market. The complete line includes everything from the new 

surface check Hydraulic Grease Fittings and Man-Size Grease Guns to 
Power-Operated Materials Dispensing Systems and Automatic 
Centralized Lubrication Systems. 


Whatever your customers need in lubricant or materials application 
equipment — you have it—and the best! 
CENTRALIZED LUBRICATION SYSTEMS 
(For One or Banks of Machines) 


ystems to meet every appll- 


omplete selection of 26 
h Mult r* System illustrated (manual 


Lube 








GREASE GUNS (Heavy Duty Stee! Construction) 
Lube Capacities from 16 oz. to 32 oz. 


GREASE FITTINGS 
.  — Types and 
Thread Sizes) 

POWER-OPERATED From Hydraulic Ball-In- 

DRUM PUMPS Head to Self-Tapping. 

(For wy 100 Ib. of 
400 Ib, Drums) 
Complete selection 


of Air-Motors and 
Pump Tubes. 





BUCKET PUMPS 


on ond low, 
nessun (acene. PORTABLE POWER LUBRIGUNS 


HOSE REELS POWER-OPERATED 4 ‘ (leente or Air Operated) 
(For Grease, TRANSFER PUMPS Lube Capacities from 30 Ibs. to 60 Ibs e 
Oil, Air and (For Transferrin 
Water Services) Lubricants and : 
Heavy Duty, \ Fluids From 
spring Original Drums) 
actuated, Empties 55 gol. 
drum of S.A.E. 
30 oil in two 
minutes. 








PORTABLE 

LUBRICATION 

DEPARTMENTS 

(For Heavy Construction Contractors) 

Ce omplete Combinations of Pumps and Hose Reels. 
ndard Groups or Custom-Built Rigs. 





; 


bien 
Setteee FOR THE FACTS on how you can increase 
(Power Operated for your profit opportunities and serve your 


Sa MEASURING VALVE SYSTEMS 
pplications custom ) . . . 
Sect or thant ds Ant ~ omers better with Lincoln Lubricating 


Complete Systems for 
Original 400 Ib. Drums, For Injecting Metered Quantities of Lubricant 


or 5 gal. Packages. on Assembly Lines. 


Equipment, write: 





LUNCOLS EMGIMEERING CO. - _ Division of the McNeil Machine & Engineering Co., 5739 Natural Bridge Ave. * St. Louis 20, Mo. 
‘ eae aot « % 
eee THE MOST TRUSTWORTHY NAME IN LUGSRICATING EQUIPMENT 
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“Self-Alignment’’ Keynotes Complete Line 
of Link-Belt Ball and Roller Bearings 





Link-Belt Offers 
Complete Line of 
Elevator Buckets 


There’s a “right” bucket for 
every job in Link-Belt’s com- 
plete line of cast and steel 
buckets. 

Link-Belt cast buckets are 
for heavy-duty service. Accu- 
rate balance, uniform con 
struction and advanced design 
provide long-life handling of 
bulk materials. 

Link-Belt steel buckets all feature 
heavy-gauge welded steel con- 
struction. HS type is specially 
designed for high speed, high 
capacity handling of granular 
material . . . continuous buck 
ets for top performance with 
gritty materials. 


built 





Fast Removal of Quik-Link Screw 
Cuts Conveyor Maintenance Time 


XZ 


First Step Take out coupling 
bolts and filler piece from sec- 
tion of screw to be removed 


Third Step — Rotate screw to be 
removed 180 degrees so that 
the slot is on bottom. Slot on pre- 
ceding conveyor section should 
be up. Now unbolt hanger 


Second Step — Take out coupling 
bolts and filler piece from pre 
ceding section of screw conveyor 


re) 


Fourth Step — Lift conveyor sec- 
tion from trough. All four steps 
are accomplished in minutes 
without disturbing other con 
veyor components 
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steel housings designed to 
thstand severe loads In the 
Link-Belt offers 


bearing in which seals 


Self-alignment is a standard cast 
feature throughout Link-Belt’s 
complete line of ball and rolle 
bearings—pillow blocks, flange 
flange cartridge, cartridge and well 
take-up units. This feature ef Sselt-aligning 

fectively compensates that wu feature 


for normal shaft * Sales vailable at | yw cost 
flection or misalign- the JPS200 b 
ment Meeting hearing 

in Print 


200 series 


as rolling elements are 


And remembe 


de- 


Means Longer Life Utilize Catalog 2550 


In Link-Belt ball bea You can fir 
ings, lubricated aligning bearing in minutes \ 
face plus aligning Belt Book 2550. This 
provide freedom to align n book cont 
Link-Belt’s line of roller tions of each I 
ings, spherical inner ring illustrates 
freely in any 
load capacity is always assur 
on all Link-Belt bearings 
High impact loads, inac 
curacies in mounting 
ment of shafting and supports 
Link-Belt self-aligning bear- 
surmount all these diffi- 
maintain free-rolling 
without pinching or 


24-page 


j 


scrip 


self 
ns detailed « 
nk-Belt set 
nding 
direction ill It 

plete 

roller be 


! 


move 


ings 
culties 
capacity 
binding 
Ineach series, self-alignment 
is backed up by equally impor 
tant design refinements. “Mill 
Bearings,” for example, feature 





LINK-BELT COMPANY 


Plants in 
Indianapolis e 
Chicago « Atlanta e ¢ 
Pa. e Houston « M 
lis @ San Francis 
Angeles ¢ Seattle 








Offices in Principal Citic 
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The Cover 


rime for industrial distributors to stand 
up and be defined. Although a vague 
concept to many, the industrial distribu- 
tor represents a very real 4) billion dollar 
industry. For more about the problem 
of defining the man behind the shadow 
on our cover, turn to page 82. 


Editor Walter F. Crowder 
Managing Editor John A. Wertis 
Associate Editor D. A. C. MeGil 
Associate Editor Dennis C. Orphan 
(Chicago) 
Associate Editor reorge L. Bottari 
Associate Editor J. Van Ness Philip 
Assistant Editor Paul J. Nicholas 
Assistant Editor Richard L. Sandhusen 
Assistant Editor Teresa Mortati 
McGraw-Hill Domestic News Bureau: 
Atlanta, Cleveland, Detroit, Houston, San 
Francisco, Washington, D. ¢ 
McGraw-Hill World News Bureau: i: 


principal cities. 


Publisher 
Arch M. Morris 


District Managers: E. N. Grantvedt, Chi- 
eago; E. J. McOsker, Cleveland; John 
P. Ora, New York and Philadelphia; 
W. A. West, New York and Boston; 
John W. Otterson, San Francisco; Jo! 
B. Uphoff, Los Angeles; Gordon L. Jones 
Dallas; Business Manager, C. H. HH 
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Accuracy you can trust 
Controlled dimensional stability 


OCTOBER, 1957 Vol 
industrial Distributior 
M ber of AB nd AB 


Longer wear life 
Reduced initial wear through precision lapping 


Tolerance for taper, cloverleaf and bell-mouth plies nce North |B 
held to one half gagemaker's tolerance. g subscri ms change of addr et 


Offices, McGraw-Hill Building, 330 West 42nd St 
| . r 


. . . finer gages at a price you can sell N. Y. 36, N. Y. Donald €. McGraw 


4 G 


Plain Cylindrical Plug Gages... Taper Plug and Ring 

Gages — Master Setting Disks... Plain Cylindrical Ring *sS ations ant yom Be 

Gages ... Adjustable Limit Gages... Thread Gages... Xe yee FS 1 
Thread Checking Equipment... Pipe Thread Gages... tion must be indicated on subscription orders. S 
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Postmaster . . Please send form 3579 tu 
THREADWELL TAP & DIE COMPANY industrial Distribution 
Greenfield, Mass., U.S.A. 330 W. 42nd St., New York 36, N. Y 
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Tt! SIMONDS 
Borolon 


TRADE MARK 


GRINDING 
»~ WHEELS 
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Faster, cooler grinding 
with heavier cuts 


T here’s big money for you in Simonds Grinding Wheels with new 
SA Borolon. Unique single crystal formation of this new 
abrasive’s cutting particles provides more stress-free cutting 
edges for deeper penetration and cooler grinding. Performance 
convincingly proved on toolroom grinders throughout 
industry. Profit by giving your customers these advantages, 
currently featured in Simonds advertising in leading metal 
working publications. Send for Bulletin ESA 272. 





SIMONDS 


ABRASIVE CO. 


$$ QE 
— 






ba CALL 
SIMMONDS ABRASIVE COMPANY YOUR SIMONDS DISTRIBUTOR 








AVAILABLE IN FIVE TYPES 
FOR ALL KINDS OF SERVICE 


DODGE -TIMKEN 


America’s Quality 
Pillow Block 


DopcE DISTRIBUTORS have learned 
through long experience that Dodge- 
Timken Bearings prove their quality de- 
cisively where service conditions are 
toughest. Their superior performance, de- 
pendability, and long life assure your 
customer's satisfaction. 

Dodge-Timken Pillow Blocks are ideal 
Distributor products because they are ad- 
justed, lubricated and sealed at the fac- 
tory. Labrynth seals effectively retain the 
lubricant and prevent the entrance of dust 
and dirt. The inbuilt precision of Dodge- 
Timken Bearings is protected both on and 
off the shaft. They are delivered fully as- 
sembled, ready to mount. 





To meet varying service requirements 
Dodge-Timken Pillow Blocks are provided 
in five types—the Type E.. Double Inter- 
lock (illustrated)..Type C..Special Duty 
and All-Steel. Shaft sizes from 1%e” to 10” 


For the complete story write for Bulletin 
A-638 with load ratings, dimensions and 
other data on Dodge-Timken Roller Bearings 


@ COMPLETELY ASSEMBLED DODGE MANUFACTURING CORPORATION 
500 Union Street, Mishawaka, Indiana 
@ FACTORY ADJUSTED 


@ PRE-LUBRICATED 


THE TRANSMISSIONEER is featured in Dodge advertise- 
ments, which appear in leading industrial publications. 
Prospects are directed to “call your local Dodge Dis 


tributor’’ for information and assistance on new, cost- of Misheweke, Ind. 


saving developments in power transmission machinery 
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You Said It 


Bring the Wife Along 


PirrsBURGH 

Just a footnote to your article, 
“What Does Your Wife Think 
You Do at a Meeting” (Aug., p. 
88): We are planning, sometime in 
the future, on having our personnel 
invite their families to spend an 
evening with us, take them on a 
tour of our building and serve a 


buffet supper, which we believe will 


ri 


promote better relations between 


management, emplovees and their 
families. 

Grorce H. Cuerrincron, JR 

President 

Standard-Machinists Supply Co 


Eliminate Night Meetings 
\Arpany, N.} 


problem suggested 
in your article, “What Does You 
Wife Think You Do at a Meeting” 
\ug., p. 85 
portant if the extra-curricular activi 
the 
- ; 


suspicion in the minds of 


Perh ips the 


would be more im 


ties of men were such as to 
Cause 
their respected spouse. 

Possibly by 
this 
igo, a plan whereby we hold ou 
sales first Mon 
day of the month, unless a holiday 
intervenes, from § a.m. until 5 p.m 
We this has much 


more successful from the standpoint 


way of anticipating 


reaction, we set up, some time 


meetings on the 


believe been 
of information absorbed, and ou 
men need not be unnecessarily con 
cerned with dreaming up excuses as 


Industrial Distribution 


* Two views on the salesman’s wife question 


Some inside work for salesmen is necessary 


There’s more to the problem of big-plant selling 


Executive funtions do need more attention 


to why they arrive home in the wee 
small hours of the morning 

Joun M. Garvin 

Vice-President 

Sager-Spuck Supply Co., Inc. 


A Specialist Differs 


WATERTOWN, Mass 

I certainly do agree that the sales 
man should selling, 
“More Selling Time for Outside 
Men,” Aug., p. 100) but this has 
to be qualified in a good many cir 


stay outside 


cumstances. 

In the first place, 
house cannot operate in the same 
manner as a full line mill supply 
house. Mill supply salesmen, in this 
locality, seem to travel a regular 
route. However, specialty salesmen, 
such as our men are, can’t seem to 


a specialty 


stick to a regular route 

Secondly, all of this costs money 
to maintain. Therefore, you can 
only employ the number of person 
nel the business is able to afford. 
So it follows that, as vour business 


is growing, the salesmen may have 





Said It” 
Write 


Conrrisutions to “You 
are welcome from all readers 
on any topic you like; we'll publis 
it and, if you do not want to be 
identified, you can rest assured that 
we know how to keep a secret 
Just send your letter to the 
You Saw Ir Epiror, INpustriatr 
DistrispuTion, 330 West 42nd St 
New York 36, N. ¥ 
The Edit 
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to do more inside work than after 
a reasonable degree of success has 
We trv to have our 


salesmen outside most of the time, 


been achieved 


but occasionally they help out in 
the office, as we cannot afford any 
more personnel at this time. 

This idea of strictly 
} 


tasks for each inside 


different 
employee 
would seem to me to be a natural 
f what they were 


{ 
ly. As this company has 


yutgrowth hired 


for original 
grown, it has expanded the duties 


of employees to include customer! 


contacts This makes everyone 


job more p [ and produces bet 


rT nit 
tL! LSU 


plies, In 
Someday, 
Co. is a roaring succ 
in a position to experment 
these ideas. 
W. R. McKrssen 
Branch Manager 


Hope Rubber Co., In 


Inside and Out 
Provivence, R. | 
Frankly, we subscribe to the prin 
article, 
Time for Outside 
While sales 
cases they 
We 
keep our salesmen out of the office 


CONTINUED ON PAGE 10 


ciples set forth in your 
“More Selling 
Men” (Aug., p. 100 
men must sell, in some 


must also help in collections. 





One troublesome $10 valve can 
your customer $100 in maintenance! 


He Wants the Best Quality He Can Buy 
and in Valves that Means LUNKENHEIMER! 


Watch the leading business publications. Note the space they are 
giving to maintenance reduction. Read the articles on 
Lunkenheimer Valve installations that have cut maintenance costs 
beyond anything plant people thought possible 

Through their trade magazines and their own experience, vour 
customers are finding out that there's only one answer to 


industry 's number-one headache that answer is / »p-quality equipme nt! 


Nothing cuts maintenance costs at their source like trouble-free equipment, 


and Mo ralre Cai match Lunke nherme) DETTOrIMNAaAHCE, You ll find vour 


only on 


customers receptive to this selling approach, not 
Lunkenheimer Valves, but on all vour quality lines. The long-run 
savings they enjoy with dependable, trouble-free equipment 


like Lunkenheimer Valves can make a big difference in then 


maintenance costs. Today, as never before The cost of a 
Lunkenheimer Valve gets smaller ...and smaller...and smaller... 
with each passing vear of dependable Service 

Use your maintenance saving desk flip chart to present this timel) 

idea every chance you get. If vou need a chart—write 


The Lunkenheimer Co., Cincinnati 14, Ohio. 


LUNKENHEIMER 


nm) 
LW WN nN 
= THE ONE 


QUALITY 
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LQ600-150 
150 Ib. S.P. 
300 Ib. W.O.G. 


LQ600-200 
200 Ib. S.P. 
400 Ib. W.O.G. 


| Bronze 
HEILME fs... 
* Steel 


NAME IN VALVES «pve 
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You Said It 


STARTS ON PAGE 7 


except for problems with collections 
and accounting. These’ situations 
arise from time to time. 

While our inside people have 
their specific tasks, we also like 
them to know something about the 
other fellow’s work. This helps 
during vacations, illnesses and over 
load periods. 

Benton H. Rosen 
President 
Franklin Supply Co. 


Major Plants Pose Problems 


Huntincron, W. Va. 

I read your article in the Aug. 
issue, “Selling Major Plants take 
Major Effort” (p. 82) and have re- 
read it today. My reactions, briefly, 
were: 1. the subject is very timely; 
2. the content of the article was 
adequate for the first of a series; 
3. the situation was weii described 
and typical of what we have en- 
countered; 4. there are further rami- 
fications such as contact with the 
home office of a purchaser and ex- 
tension of service to other plant 
locations. 

An analysis of the cost of han 
dling a large account is important. 
Recognition that larger and morc 
complete stocks are necessary to 
serve large customers can result in 
better service to smaller customers, 
as well as better representation for 
your suppliers. 

I hope this is the first of a series 
of articles on this particular prob 
lem. Among other questions—what 
about compensation for salesmen 
concerned, since executive partici- 
pation is required? 

C. McDonatp ENGLAND, Jr. 
Vice-President 
Logan Hardware & Supply Co. 


An Eye to the Future 


PertH Ampoy, N. J. 
I liked the ideas expressed in 
CONTINUED ON PAGE 14 








IN CUTTING-OFF OPERATIONS... 
- 1D we 


4G | 
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...SPEED WITHOUT ACCURACY 
iS COSTLY f 


Efficient cut-off of steel blanks from bars demar ‘ 
MARVEL, and MARVEL alone, achieves this « inatic 

as whicl fully utilize 
Dlade 


n witli 


accuracy 
machines capable of delivering feeds and speed 
I nigt t rh . Saw 


strength and heat resistance of the modern | 
MARVEL dual power feed and crank lever met} of ati ire two 
exclusive features designed to give increased sp id efficiency. T 
unique dual power feed employed on and No. 9 MAR\ 
Ball Bearing Hack Saw Machines, simultaneo { 
feed depth and feed pressure, automatically ad 
depth of feed correctly in proportion to the number of t 
with the work. This automatically forces the blade to cut as deeply 
possible and prac tical on eve thout demandir 
attention of the operator As a result 
fewest possible number of stroke 
frame on the non-cutt 
lever, delivers 33 
out increasing the 
Accuracy is assured 
Anti-friction ball or roller bearings 
The saw frame re iprocates 


the Series N« EL 
controis tive 

justing bot! 

etn in ¢ 


Stroke wi 
the work Is « 


IT 
bl ade velo 
by the c« 
itself are 
carrying points 
P closed special design ball bearings which are factory ad 
with a pre-load, assuring permanent frictionless rigidity 
ie frame, saddle, and upright are precision m ined and fitted 
form a rigid integral unit capable of withstanding 
with no deflection or side movement 
You can sell MARVEL Hack Saw These exclusive features found only in MARVEL Hack Saw Machines 
Blades and Machines with complete together with the unequalled performance of the unbreakable MARVEL 
confidence that they will produce High-Speed-Edge Hack Saw Blade, form a team that ¢g fastest 
the fastest, most efficient metal most accurate cutting-off 


sawing possible 


any culting 


ruarantees the 


a 


ARMSTRONG-BLUM MFG. CO. 
5700 WEST BLOOMINGDALE AVE. + CHICAGO 39, ILL. 
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Dont sell chuckes 


Sell increased production, 
cost savings and modernization! 


‘ 


HERE’S HOW SKINNER 
PRODUCTS WILL HELP YOU 


When your customers’ present 
lathes are equipped with Skinner 
Power Chucks, their savings will 
start at once. Automatically, they'll 
have high-production machines 
that slash over-all machining time 
and costs. 


Show your customers how Skinner 
Power Chucks use compressed air 
for instant gripping and releasing. 
Hand wrenching is eliminated— 

work goes faster, is far less tiring. 
Old lathes perform better than 
when they were new. 


New Skinner “JUNIOR” Power Chucking Units now +6F+ Work Drivers are distributed nationally by 
bring high-production savings to nearly all makes of Skinner, need only an easy half-turn of the hood for 
small lathes .. . cut costs on every run, large or small. fast, sure clamping. Here, too, speed means savings 
Skinner “JUNIOR” chuck sizes are 4%”, 6%” and for your customers. 

8” with either 2 or 3 jaws. The jaw travel of all three +6F+ Work Drivers grip out-of-round work evenly, 
sizes far exceeds the capacity of any collet. Yet Skinner match clamping force to cutting pressure, drive any 
“JUNIOR” chucks are light in weight and precisely round or smooth blanks, from %” to 8 1/16”. 
balanced to minimize spindle bearing and braking loads. 


It’s just good sales sense to show customers how they can increase 
their production and lower their cost per piece. And only Skinner 
has a complete line of power chucking equipment. 


Send for specifications and applications. Write Dept. 120. 


(S\ THE SKINNER: CHUCK COMPANY 


‘@) (4) ESTABLISHED 1887 


SUC Ge NEW BRITAIN, CONNECTICUT 





DURKEE 
ATWOOD 
V-BELTS 


© @ complete line 
™ ad Mm ia 


MULTIPLE V-BELTS 


Standard | 
loads 
Premium Line with 40% 
extra capacity for high 
loads 


e for normal 








GENERAL DUTY 
V-BELTS 
Power-bolanced con- 
on for maximum 
y, durability and 


STEEL CABLE 
V-BELTS 
Now available @ com- 
plete line of steel cable 
reinforced V-belts 








DOR-TITE 
’ for weather proofing ... 
sound proofing .. . draft 
stopping, etc 
SPONGE RUBBER 
for cushions ... gaskets... 
mounting pads, etc 





DURKEE-ATWOOD 
INDUSTRIAL 


V-BELTS © 


7 Bwill get you more sales from the vast 


ENGINEERING TO GIVE THE METALWORKING INDUS- 
TRIES DYNAMIC ACTION V- — 


A full line of be 

Standard and premium Ves Ore engineere 
applications 2pecial engiree ; w 
required 


A SELLING PROGRAM DESIGNED TO GIVE DISTRIBUTORS 
DYNAMIC ACTION 


The metalworking dustry er 

Wi th the D. A. Dynamic Action distr 

market in your territo By o new D. A 
volume of Voor? Be usiness you cc expect wit 
us for more information about the new D. A 


A DISTRIBUTOR PROGRAM TO GIVE REAL PROFIT FROM 
D. A. DYNAMIC ACTION Banas sngimahintars 


To fir mar hots 

dh oe mo co 

To provide the most g 
neering and ser 

of the 

about the odvantages 
ore interested tor th 


Address 


COMPANY 


FEderal 2-0441 _ Minneapolis 13, Minn. 
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One of a Series: Germs You May Know 


Lackapromotus 


to 


Are You Languishing 
from Lackapromotus? 


Lackapromotus is a germ which causes certain distributor dis- 
eases known as Customer Indifference, Competitors’ Encroach- 
ment, Loss of Orders and Diminishing Profits. 


This germ attacks distributors who are lacking in sales promo- 
tion. The Lackapromotus even attacks the well established dis- 
tributor if he is lax in regularly spreading the word about his 
product and service advantages to customers and prospects. 


To help distributors stay healthy, FORT WORTH's comprehen- 
sive Distribution Policy features a continuous program to aid 
the individual distributor's sales promotion. Provided to the 
distributor without charge are: Recommended direct-mail cam- 
paigns; necessary quantities of product catalogs and other 
advertising literature; materials to help the distributor prepare 
his own advertisements, catalogs or mailing pieces. A basic 
purpose of our public-relations department is to promote indi- 


vidual distributors and their customers, by providing a service 


also without charge) to publicize interesting developments or 
achievements which emphasize outstanding service and quality 
of individual distributor and consumer firms. 


We'd be glad to send you a copy of the FORT WORTH Distri- 
bution Policy (and a picture of the Lackapromotus suitable for 
display ). Just write us, P. O. Box 1038, Fort Worth, Texas. 


Fort WortTH 


STEEL AND MACHINERY COMPANY 


TOMORROW'S PRODUCTS TODAY 


V-BELT SHEAVES ——- ROLLER-CHAIN SPROCKETS — SCREW CONVEYORS — INDUSTRIAL FANS 


Warehouse Stocks in « Fort Worth « Jersey City « Memphis ¢ Atlanta « Chicago « St. Louis 
Kansas City « Odessa « Houston « Oklahoma City « Denver « Los Angeles 
San Francisco ¢ Portland 
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Worry Won't Do It—But Plan 
ning Will” (Aug., p. 92) and en 
dorse the article wholeheartedly. 

When an executive begins think 
ing and talking of the past, he is 
through. If we don’t program, plan 
ahead and set our sights, I can’t see 
how we can possibly be in a posi 
tion to accept the changes that we 
see on the horizon. 

Mr. Voss 


methodical sort of fellow, if he can 


must be a_ pretty 
stick by his program and also have 
the ability to adjust for changes 
that occur. 

Incidentally, this article left me 
with a feeling that this fellow is 
on the right track, and the reason 
for it is due possibly to the fact 
that he doesn’t permit himself to 
be involved in petty day-to-day de 
tails, on the phone, etc., the way 
some of us do. 

If more of this sort of thing could 
penetrate into executives’ minds, so 
that we can give more thought to 
planning, we might not get lost in 
the mire we get into every once 
in a while 
BENJAMIN RABINOWITZ 

President 


 & B Mill Supply Co 


Visitor from Down-Under 


KITCHENER, ONT. 

Recently, you wrote an article 
‘Australian Distributor Likes US 
Methods,” June, p. 38 
an Australian distributor taking a 
tour through the US, at which time 
up-to-date warehouses 


regarding 


he visited 
that stocked steel and other indus 
trial products. 

Would you kindly inform us of 
the name of the company, and the 
address in the New England states, 
where this party visited, as we are 
presently contemplating an addi- 

CONTINUED ON PAGE 18 











A single source saves 
time, trouble, headaches! 


The complete cHIcAGo line includes cap screws, set screws, 
socket screws, and many related items. When you consolidate 
fastener buying with CHICAGO, you write just one order . . 
pay one invoice . . . cut costly paperwork. 

Then, too, you benefit from additional sales help. You’re no 
longer just another account of several manufacturers, but an 
important member of the CHICAGO team. The CHICAGO repre- 
sentative sells with you and for you. . . helping you build 
business with the assurance you'll receive more liberal pro- 
tection in your territory. 

Like to know more about your advantages as a full-line 
CHICAGO distributor? A letter to our Standard Products 
Division will bring you facts in a hurry. Write it today. 


@ A complete fastener line... over 
4,000 catalogued standard items. 

@ Continuing sales help. Fastener ex- 
perts selling with you and for you. 

@ Industry's broadest protection on 
all sales in your territory. 

@ Fast service and delivery. 

@ Superior fastener quality. Special- 
ized engineering and metallurgical 
controls make it possible. 

@ A performance “‘plus’’ 
CHICAGO’'s Carbon Restoration 
process for all heat-treated items. 

@ Preferred by leading manufacturers 
throughout industry. 


THE CHICAGO SCREW COMPANY 


ESTABLISHED 1872 e@ DIVISION OF STANDARD SCREW COMPANY 


2701 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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promote 


your sale 











Complete line stocked by 
the Standard Tool Distributor in your area 





Proper selection of Milling Cut- 
ters from the Complete Family of 
“Standard” rotary metal cutting 
tools is the answer. 

Modern metallurgy, sound engi- 
neering and fine craftsmanship have 


been built into these outstanding 
tools. 

For low cost, high quality milling 
specify “‘Standard”’ Milling Cutters. 








Quality Toots Since (88) 
0) Fe ee 


3950 CHESTER D 00 14, OHIO 


TANDARD [0 


FACTORY BRANCHES IN: NEW YORK « DETROIT «© CHICAGO »© DALLAS «© SAN FRANCISCO 


THE STANDARD LINE: Jwist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide Tools - Gages 





MAUREYMATIC 
VARIABLE SPEED 
TRANSMISSIONS 


maurey MANUFACTURING CORPORATION 


2907-23 S. WABASH AVENUE, CHICAGO 16, ILLINOIS 


you've got it good 
with the MaUPeY line 


EVERYTHING in V-Drives from FHP to 600 horsepower. 


QUALITY brands like Hi-Q V-Pulleys, Mor-Grip V-Belts and 
Ful-Grip Q-D Sheaves. 


ENGINEERING help from the Maurey factory when a customer 
wants it. 


DELIVERY from Maurey warehouse stocks on time, anywhere 
SPECIAL DESIGN V-Pulleys in OEM quantities 


SALES HELPS, catalogs and manuals that stand out from 
the pack, inform and sell. 


PRESTIGE built solidly on Maurey's 40-year record of 
guaranteed customer satisfaction 


PROTECTION and full cooperation in your territory. 


CONFIDENCE that goes with selling your customers the top 
quality v-drive line. 


REPEAT BUSINESS over the transom that results from 
true-running, efficient Maurey performance. 


HI-Q V-PULLEYS 


MOR-GRIP 
V-BELTS 


To Qualified Distributors we shal/ be glad to present details on 
guaranteed protection in several territories. Write for information 


Maurey Catalog Lineup 

F-10 for FHP V-Drives—MVD-56 for Multiple V-Drives—V-55 for FHP 
and Multiple V-Belts—MM-56 for Maureymatic Variable Speed Trar 
mission—Maurey V-Drive Engineering Manual for all V-Drive User 
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DISTRIBUTOR OF FLEXANGLE 


A TIP TO 
STEP UP 
SALES 


When you FlexAngle distributors are 
selling the features of the “Complete 
Angle”, make sure you point out that the 
14 ga. and the 11 ga. make a perfect 
marriage, and when matched in construc- 
tion provide exclusive sales features: 


VERSATILITY — and complete interchange- 
ability that's possible only with FlexAngle's 
uniform bolting arrangement of both gauges. 


STRENGTH — where added strength is 
needed by combining the two gauges. 


ECONOMY — because one section of 11 ga. 
will often replace two sections of 14 ga. 
without disrupting the design. 


Feature-facts such as FlexAngle’s ex- 
clusive 3 bolts in bearing at every joint, 
built-in measure marks for cutting ease, 
and rust preventive finish step up sales 
for all FlexAngle distributors. It’s easy to 
tell the story of the “Complete Angle”. 


LEXAANGLE 
| — 


UNIVERSAL SLOTTED ANGLE SYSTEM 


FLEXANGLE CORPORATION 
278 PARK ROAD, WEST HARTFORD 7, CONN. 
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tion to our warehouse, and we de 
sire to contact this company. 

S. Brown 

General Manager 


M. Brown & Sons, Ltd. 


*The Australian distributor was 
Don Blackwood, of J. Blackwood & 
Son, Ltd., Sydney, Australia, and 
he visited Brown-Wales Co., Cam- 
bridge, Mass. 


The Cards in His Futue 


YouNcstown, Ouio 

Let me tell vou how much | 
enjoyed reading ( “studying” would 
be the better word) your June fea 
ture, “The Cards in Your Future 
June, p. 145). I was frankly 
amazed to learn that there were 
three distributors who had gone to 

h pains to mechanize their pape: 
vork operations. 

Reflecting on the article, how 
ever, | wonder if you made enough 
of the thought that such mechani 
zation requires a drastic change in 
a distributor's attitude to (a) his 
internal organization, and (b) his 
developing function as a distribu 

While I'm not arguing with 

m these points, I wonder if 
1 lot more education is not needed 
to prepare distributors for the ac 
ceptance of “integrated data proc 
essing’ Che handful who have so 
far accepted this idea would indi 
cate that between the majority of 
distributors and the realization of 
their paperwork ideal stretches a 
wide desert of ignorance and indif 
rerence 

I would make the suggestion, 
therefore, that you start a planned 
program of tutoring distributors in 
how they can make the mental shift 
to integrated data processing \pro 
pos would be a detailing of the 
economic and marketing factors 
which will materially alter the dis 
tributor’s function in the near 
future 


IMPATIENT DisTRIBUTOR 








New, streamlined system. 


IMMEDIATE HANDLING 
OF EVERY ORDER! 


Your fastener order gets speedier attention these days at Ferry 
Cap! A new, streamlined system speeds each order through 

to our shipping department the very day it arrives! Both mail 
and phone orders are received and recorded at these busy 
desks. By the running inventory maintained here, Ferry Cap 
management is constantly aware of all inventory situations, 

and the factory is automatically alerted to start producing any 
item before shortages can develop. For quick service and quality 


fasteners, order from Ferry Cap today! 


THE FERRY CAP & SET SCREW COMPANY 


Pioneers and specialists, cold upset screw products since 1906 
2153 SCRANTON ROAD CLEVELAND 13, OHIO 


HI-CARBS 
LO-CARBS 
SHINYHEADS 


nly Ferry Cap makes 

all three!) 

PLUS: Set screws, fillis- 

ter head cap screws, flat 

head cap screws, shiny- 
land studs, bex nuts. 
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“DELTA Line a ‘Natural’ 





Boyer-Campbell serves customers from three warehouses — one in downtown Detroit, one on the west 
side and another on the east side of the city. The complete Delta line is displayed in each showroom and customers 
not familiar with Delta machinery get on-the-spot demonstrations. Here, Mr. Campbell (left) looks on while Mr 
Haovisto (center) shows a prospect an important feature of the 11"’ metal lathe 


£~ 


3 


"Ty 


"Lie 


Displaying a tool can make as much as 
80% difference in sales, according to 
William Haavisto (right) machinery sales man- 
ager. Prominent Delta display at the order 
counter constantly reminds customers of the 


“The Delta name means something to Enthusiasm for the Delta line extends from management 
plant men and purchasing agents. An to the 22 outside salesmen and the 8 men at the order desk. 
industrial distributor salesman can sell a They are convinced that providing sotisfaction and a com- 
Delta tool with as little as one-fifth as much plete line of mill supplies—which includes Delta tools — 
time and effort as it would take to build a builds volume and gives Boyer-Campbell a permanent built-in 


customer's knowledge and confidence in the growth pattern complete stock of tools and occessories avail 


product from scratch,” says Mr. Haavisto able at Boyer-Campbell 
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for Mill Supply House, 


says Robert Campbell, President, 
Boyer-Campbell, Detroit, Michigan 


“We consider the Delta line essential to the indus- 
trial distributor who wants to provide a complete 
mill supply service and continue to increase sales,” 
states Mr. Campbell. Because mill supply salesmen 
get into all aspects of plant operation, they are in 
a good position to know customers’ power tool 
requirements. This, Mr. Campbell points out, 
makes the mill supply house a logical source for 
power tool purchases. At Boyer-Campbell, Delta 
is among the top ten lines. 


EMPHASIS ON DELTA PAYS OFF 


In making its name synonymous with power tools, 
Boyer-Campbell puts plenty of promotional push 
behind the Delta line. ““The completeness of the 
Delta line enables our men to find opportunity 
everywhere they go. Everyone has several uses 
for the tools—whether they have thought of them 
or not,” says Mr. Campbell. Delta Power Tool 
sales doubled in 1955 and increased an equal 
amount in 1956. Of future sales prospects Mr 
Campbell says, ““We have just scratched the sur- 


face in the power tool market.” 


RUGGED DELTA TOOLS 
POPULAR WITH 
AUTOMOTIVE MEN 


They Pay For Themselves—As oné automotive 
plant man told Boyer-Campbell, ““We push our 
tools to the limit—operate them constantly at 
maximum capacities.”’ Delta tools stand up under 
such use. Boyer-Campbell men sell Delta in terms 


of production costs—proving that Delta tools 


another product by 


Ht) ROCKWELL 


INDUSTRIAL DISTRIBUTION 


"Delta products are the recognized standard in power tools, 
states Mr. Campbell. “It's the st dard that other manufacturers try 


to match. Delta jlway up-ft 


ind we never 


hove to ‘sell’ the Delt ‘ 


quickly pay for themselves in increased production 
and lower labor costs. And automotive men, faced 
with annual model changes, like the adaptability 
and portability of Delta tools 

Boyer-Campbell plans greater emphasis on big 
company accounts, contractors and school business 

all big power tool users. By providing them with 
Delta tools, Boyer-Campbell will build sales in 
other lines, too. This planned growth with Delta 
is typical of industrial distributors throughout the 
country. The reason: When Delta Quality is backed 
by dealer service of equally high quality, the result is 
bound to be growing sales and profits. Delta Power 
Tool Division, Rockwell Mfg. Co.,634K N. Lex- 


ington Ave., Pittsburgh 8, Pa. 
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RUST-OLEUM 


PEN 


TOP-LEVEL INQUIRIES LIKE THESE 
ARE YOUR KEYS TO MORE BUSINESS 


e “I would appreciate it if you would send 
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~ 
a>? » . a5 
eth e petguoen, sone yom ‘ 


3 me a copy of the report... by Battelle 
a . ae i] Memorial Institute technologists . 
‘ ee | 2 ‘ — MANAGER, CHEMISTRY & METALLURGY 
: re # , 
ae iy r : @ “Kindly forward all available literature 
a ' * 4 on “Radioactive Isotope Proves Penetra- 


4 * + tion in Rust Layer.” 

| —DESIGN & CONSTRUCTION ENGINEERING 
: ‘ i | “Please send me (the Battelle Memorial 
Institute report), also complete literature 
and color charts as well as a near source 
‘i at a of supply on this item.” 

fe.’ 1 he @ ; —CHIEF DIVISION ENGINEER 
\ i | “We would appreciate receiving an addi- 
4 ; tional registered copy of Summary Re- 
“J ‘ 4 i i port by Battelle Memorial Institute . . 

; —CHIEF ENGINEER 
‘May we please have a copy of the Sum- 
mary Report offered in your advertise- 

0 ment (in the) Wall Street Journal .. .” 
—PRESIDENT 


“We are in need of this type of protection 
and would appreciate it if you would send 
: | the literature listed below.” 
: : | —PLANT SUPERINTENDENT 


RUST-OLEUM. . 


RUST! 
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There is only one Rust-Oleum... 


it is distinctive as your own fingerprint 


ETRATION 


new, important doors for you! 


The dramatic proof of how Rust-Oleum penetrates 
rust to bare metal has really made its impact on 
industry! The first announcement of this proof... 
the result of three years’ radioactive tracer studies 
by Battelle Memorial Institute . . . has already 


brought active response from all levels of manage- 
ment — including top-drawer men with real power 
to specify and buy. More executives than ever 
before have their doors open to your Rust-Oleum 
sales story. 


We're wheeling out the big artillery to keep hitting 
these big targets all through 1957. Look at this 
lineup of publications: Time . . . Newsweek. . . 
Business Week ... Life .. . Saturday Evening Post 
... Wall Street Journal ... Dun’s Review & Modern 
Industry! Plus a long, long list of influential 
industrial magazines like Factory . .. Mill & Factory 
... Plant Engineering, etc. 


Use this powerful advertising — use your specially- 
prepared Rust-Oleum sales tools —to capitalize on 
this important penetration story. It means 
thousands of dollars in savings for your customers — 
thousands of dollars in added Rust-Oleum 
sales to you. 


Geiger Counter traces Rust-Oleum 
penetration through rust to bare metal 


RUST-OLEUM CORPORATION 


eee ee ee ee ee eg 


YOUR MOST IMPORTANT SALES TOOL! 


Be sure that every one of your cus 
tomers and prospects knows the 
facts in your 30-page report on 
Rust-Oleum penetration, prepared 
by scientists at Battelle Memorial 
Institute. It tells how Rust-Oleum's 
spec ially-processed fish oil vehicle 
was first radioactivated, then formu 
lated into Rust-Oleum 769 Damp 
Proof Red Primer, brushed on 
rusted test panels, and traced 
through the rust to bare metal by 
Geiger Counter measurements 


This report is your most impor 
tant sales tool' Remember—you sell 
the only one of its kind when you 
sell Rust-Oleum. It's as distinctive 
as your own fingerprint 


2418 Oakton Street, Evanston, Illinois 





B&D Field Men 


help you 
sell more! 


Exclusive hydraulic feed 
with remote control! 


New Black & Decker Magnetic Drill Press 
takes the tough jobs...standing on its head! 


New Toot Cappy 
created to help you 
demonstrate this 
power-packed tool. 
Trundle tool to the 
job, easily, safely. 
Many customers 
will also want this 
carrier. 


UNITIZED Con- 
STRUCTION of drill 
press can not work 
loose; no side play; 
maintains accuracy. 


Now B&D brings you a tool that’s so far ahead of any competition 
there’s just no comparison! Loaded with exclusives, it has to be 
seen to be appreciated. Look at this: two-piece construction for 
easy, accurate placement—extra power magnet sticks to 42” and 
thicker steel as though it were part of it. Doesn’t need to cool 
off—can be run continuously. It’s stable in all directions—is the 
only drill press with remote hydraulic control. There’s just nothing 
more powerful, more useful, more loaded with features! 

And Black & Decker Distributors are making hay in the brand 
new market this great new tool has opened! How about you? 





packs uae sales punch! 


| ee 


. 
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B&D Field Men 
demonstrate for 
increased sales! 





New B&D Heavy-Duty Router is lightest, 


most compact 1 HP unit! 


Maximum power packed into minimum weight with per- 
formance that just begs to be compared! That’s the story 
of the 


handling, faster work in beading, grooving, routing, fluting 


new B&D Heavy-Duty Router designed for easier 
and inlay work. Exclusive micrometer-type depth adjust 
ment with calibrated depth dial will make a hit with pros- 
And tool stands on end for fast changing of bits and 
Again 
in this powerful new B&D Router! 


pects. 


cutters. you'll find lots of new profit opportunities 


B&D Field Men 
show you new 
tool features! 


Now! For the big, tough jobs—No. 300 


Heavy-Duty Impact Wrench! 


Now Black & Impact 
line with the wrench on the 


Wrench 
market. This 
new Impact Wrench packs in excess of 300 ft. lbs. of torque, 
Ideal 
and simil 
as the popular No. 100 
ture construction, precision machined, heat-treated impac 
ball 
really tough and durable. Of course 


Decker rounds out your 


most powertul 
yet is light and easy to handle for removing truck 


And it’s built 


patented arma 


lugs, bolts over 7s " in size, ir items 


just as ruggedly 


tor and anvil, heavy-duty bearings throughout 


it’s fully reversible 


advertising kicks off 


cations your prospects read 


your selling drive! 


Thousands of powerful, inquiry-pulling advertisements in 


ape 
nines al nd Th 


15 leading business mag 


Saturday Evening Post—search out and pre-sell prospects. Coupons 


build sales leads for you 


ENGINEERING 
NEWS RECORD 


you 


(In C 
eect 
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aa aS aNNTeD 


{Spam POST 


wh WGEST 


another reason to make 
today: THE BLack & DECKER Mrec. Co., 


anada 


*} 
And power-packed merchandising gives 
Black & Decker your Key Line. Write 
Dept. 4010, Towson 4, Md 
Ont.’ 


P.O. Box 278, Brockville 


Leading Distributors Everywhere Sell 


Blackii:Decker 


Quality Electric Tools —Power-Built for top performance 





They're doing your 


" Prospecting” 


1,200,000 times 
each month 


=— 
ACH MONTH—month after month—Goodyear 
trade ads track down your industrial rub- 
ber goods prospects among production supervi- 
sors, foremen and men-on-the-line. From the 
pages of 25 most-read journals, they capture 
attention—then pound home the story of the 
quality of Goodyear products. 
Most of the stories are on-the-job case histories. 
They not only spotlight the superior performance 
of rubber products by Goodyear—they dramatize 
this performance in actual work-settings, famil- 
iar to readers. And they speak in language these 
men understand. 
More than that, these ads make Goodyear pros- 


pects your prospects. Virtually every one of the 
1,200,000 messages each month directs the 
reader to see his “nearest Goodyear Distribu- 
tor.”” And Goodyear has been telling them that 
since 1944. 

The result: many a prospect soon on the phone 
to you. What’s more, they’re presold prospects. 
Often it takes only your call—a few clinching 
and you’ve got an order. 











arguments 
And remember—Goodyear’s ‘“‘distributor-come- 
first” campaign is unmatched anywhere in the 
industry. For the full story on how you can make 
the most of it—write: Goodyear, Industrial 
Products Division, Akron 16, Ohio. 


GOODZYEAR 


THE GREATEST NAME IN RUBBER 
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For more selling power... higher profits 


New!...Morse “Timing’’ Belts 


This addition to the Morse line 


can increase your sales 2 ways! 


1. Morse ““Timing’”’ Belts offer new sources for sales . . . and profits! Now 

you can sell another quality product brought to you by the leader in 
power transmission equipment. 
When you stock Morse “Timing” Belt Drives—in addition to Roller 
Chain, Silent Chain, and Hy-Vo Drives—your customers can choose 
from 4 basic power transmission drives. By recommending the drive best 
suited to their needs, you build customer confidence . . . and boost sales 
on the entire Morse line! 

Morse ““Timing’’ Belt Drives are lightweight, positive require no 

lubrication. They eliminate power loss, slippage, and creeping. Available 

in stock and made-to-order drives—0 to 16,000 FPM; 1 /1,000 to 1,000 HP 
Get all the facts about how you can profit by handling Morse ‘“Timing”’ 

Belts. Phone, write, or wire today: MORSE CHAIN COMPANY, 

INDUSTRIAL SALES DIVISION, ITHACA, NEW YORK. 


EXCLUSIVE! 


Only Morse offers all 4 of these 
basic power transmission 
drives: Roller Chain, Silent 
Chain, Hy-Vo Drives, and 
“Timing” Belts. And you 
profit by offering customers 
a more complete line of 
power transmission prod- 
ucts. Contact Morse Chain 
IN POWER TRANSMISSION 


Company for all the facts. 
THE TOUGH JOBS COME TO 


ee eee ee 2 2 
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PRODUCTS 
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COLD FINISHED BARS—supplied in rounds, squares, hexes, flats and special FLEXIBLE PLASTIC PIPE—for lawn sprinkling, irrigation, industrial uses. Sup- 
sections in standard and special steel analyses. plied coiled from 2” thru 3” dia. In straight lengths in 4” and 6” dia. Plus 


a@ complete line of fittings and clamps. 


REPUBLIC 


Woldi Wideat Range of, Standard. Steels 
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Bottor Products build, Bator Profits... toll Republic 


BOLTS and 


In order to protect the most vital segment of 
your profit potential, repeat-sales, you can’t afford 
to sell anything less than top-quality merchandise. 
And when a product is superior in every way— 
quality, packaging, selling aids and pre-selling— 
you can be sure it will be your best profit-producer 


in the long run. 


suited to the application his customer has in mind. 
Retail prices are clearly shown for all available 
fasteners. 

Extra services like this sales aid —topnotch 
product quality control from raw ore to finished 
fastener—convenient, spill-proof packaging plus 


high visibility labels—pre-seiling of Republic's 


name and reputation—all of these elements com- 


These are the reasons it will pay you to stock 
bine to make Republic Bolts and Nuts your best- 


and sell Republic Bolts and Nuts. 
selling fasteners. 


For example, Republic has pre- 
pared the Bolt and Nut Price 
Finder, shown on the opposite 
page, for you to give to your 
retail hardware customers. Hung 
in a convenient location in his 
store, it makes possible a quick 
selection of the type and size best 


Make a check today on the balance of your 
present stock. Then call your Republic represent- 
ative and order the items you need. And when 
you do, ask him for a supply of Republic Bolt and 
Nut Price Finders. 

For complete information on Republic Bolts 
and Nuts, mail the coupon. 
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STEEL SHEETS—for 
reporr opp 
Electr 


ROOF DRAINAGE PRODUCTS—oc complete line 
that's competitively priced and ready to use, 
These high-quality products are available in gal- 
vanized steel and ENDURO® Stainless Steel, 


CHAIN PRODUCTS— include all types of welded 
and weldless chain, chain slings and accessories for 
home, farm, product or production use. Intelligent 
packaging and labeling speeds handling and 
identification 


STEEL 


and Steel Products 


ess Stee 


Dept. C-2997-AR 
3156 cast 45th Street, Cleveland 27, Ohio 
Please send more infor ono 

Fasteners ( 


Chain Prod 
Roof D 


Name 
Company 


Address 
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PRESS 
CYCLE TRIALS 


The largest, most dependable die spr! ing 
line ever assembled. The exact spring for 
your operation . .in stock of your Danly 


Branch pasomtly Plant or distributor. 


ae Wi 
aoe ) —— ADDED 


FOR : ATTRACTION! 


New catalog simplifies spring 
lection. Write for your free 


SETTING || selection. 
OR \ copy today. 
REPLACEMENT || 
All steel with zinc 
plate finish. 
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DANLY MACHINE SPECIALTIES, 
2100 S. Laramie Ave Chicago 50, lil. 
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NOW! A PORTABLE BUCKET PUMP WITH | ADJUSTABLE LEVERAGE 
SAVES YOUR CUSTOMERS TIME AND MONEY! 








‘BIG A’ 


PORTABLE BUCKET PUMP 


lubricates hundreds of 
bearings with fewer refillings! 


® 35-lb. Capacity ! 
® Hard Chrome Piston! ® Non-tilt Foot Rest! 


6 Exclusive Patented ® 7 Models —for all 
Adjusto Lever! types of lube fittings! 


The all-new design and construction 
features of the new Alemite “Big-A” 
Bucket Pump bring you these impor- 


tant advantages: 


@ Handles either oil or grease! 
® Adjustable 3 ways, for ; ae 4 
(1) Light or heavy lubricants a, 


(2) Cold weather 
speci 


(3) Pressures from 2,500 to 5,000 lbs 
y handles oe 


Dynami 
¢ low tem 
st | 


\) lubricants 


| y 
ive rs 
stant del 


[xci 


usiv* 
even ¢ 


® Easil 


@ Easiest to carry ! Ovalshape prevents 
bucket from bumping leg 


@ Easiest to fill! Rugged cover is gasket- 
sealed ... opens in a jiffy for fast filling. 


@ Easiest to service! One wrench dis- 
assembles entire unit 


sures com on 
primer ins . full pressure 


desig" assure 
every p efficiencY: a 


® Operates at te 
in any weather 


re > j . 
@ tube stoy® ” ining ere , needs attention 


protection 


wigan STEWART 


For complete information, write Alemite, Dept. JJ-107 
1850 Diversey Parkway, Chicago 14, Ill. 
A Division of STEWART-WARNER CORPORATION [ING] 
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rugged cutting... 





_..WITH LENOX HOLE SAWS 


Built to take tough cutting jobs, the LENOX 
welded edge hole saw cuts clean, round 

holes in any machineable material from 

9 16” to 6” in diameter. 


Guaranteed shatterproof, here is a saw that will 
hold up, even under awkward sawing conditions. 
The rugged high speed steel cutting edge 
actually outlasts several standard grade saws. 
Cuts much faster. For performance 

and production, you can be sure of the best 

with LENOX Hole Saws. 





For more information on this unusual 
tool, write today. 


AMERICAN SAW & MFG. COMPANY 
SPRINGFIELD, MASSACHUSETTS e¢ U.S.A. 
@ 
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YOU'LL be on your 
way to a 
“POT OF GOLD” 


by walking 
Kraeuter’s 
New Rainbow Line 
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The hainbow Line noite. ts loaded with Caadured 
| 


| 1. Selection of 3 each of 14 or 6 each 


| of any 7 fast moving tools all with 
colorful cushion grips—all at regu- 
lar prices. 


2. Colorful Free Display Board. BUY THE FINEST BUY KRAEUTER BUY AMERICAN <e 
3. Complete set of multiple hanger =e 
. i 5 ODER ST AORRO 

peg board brackets free with every eee F - in 
Rainbow Line Display purchase kraeuter &co.inc 
Brackets valued at $12.00 FOR 100 YEARS THE FINEST IN HAND TOOLS 1860-1960 @ NEWARK.N. J 


Don’t miss taking this treasure 
route of the Rainbow Line 





Take Your Pick 
of Kraeuter Rainbow Displays 


RADIO & ELECTRONICS 


~ 
\ 
he 


2a. of Short Jaw Nose Cutting Pliers 71 8 R* 
, Long Needle or Snipe Nose Pliers 1621 6Y 
'' Curved Needle or Snipe Nose Pliers 1631 516G 
'' Short Chain Needle Nose Pliers 1641 5R 
' Long Chain Needle Nose Pliers 1661 6B 
Radio & Ignition Nose Cutting Pliers 1663 6Y 
' Tongue-N-Groove Joint Pliers 710 10R 
' Extra Long Chain Nose Pliers 1781 70 
' Electricians’ Side Cutting Pliers 1830 TY 
Diagonal ‘“‘Oblique” Cutting Pliers 4501 416B 
Diagonal “‘Oblique”’ Cutting Pliers 4501 50 
Diagonal ‘“‘Oblique” Cutting Pliers 4501 6R 
Heavy Duty Diagonal Cutting Pliers 4610 7G 
Diagonal Cutting Pliers-Needle Point 5601 5R 


ot 
vr 


bo = 00 ho 
oIoriourc 


There’s a 
Bt of Gold 


with every one 


— Oo 


// 


— Oo 
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I ef 
Cost to retailer 
Profit to retailer 


Peg Board Display & 14 Brackets 


MILL SUPPLY 


Short Chain Needle Nose Pliers 1641 

' Long Chain Needle Nose Pliers 1661 
Long Chain Needle Nose Pliers 1671 
Extra Long Chain Nose Pliers 1781 
Linemen’s Side Cutting Pliers 1801 
Electricians’ Side Cutting Pliers 1830 
Electricians’ Side Cutting Pliers 1830 
End Cutting Nippers 1850 


_ 
~ 


Diagonal “Oblique” Cutting Pliers 4501 50 
Diagonal “Oblique’”’ Cutting Pliers 4501 >R 


' Heavy Duty Diagonal Cutting Pliers 4610 7G 
' Tongue-N-Groove Joint Pliers 710 10R 
“Griptite’”’ Combination 356 60 


List 
Cost 
Peg Board Display & 14 Brackets 


HARDWARE 


Short Chain Needle Nose Pliers 1641 

' Long Chain Needle Nose Pliers 1661 
‘Griptite’’ Combination Pliers 356 
Extra Long Chain Nose Pliers 1781 
Linemen’s Side Cutting Pliers 1801 
Electricians’ Side Cutting Pliers 1830 
End Cutting Nippers 1850 
Diagonal ‘‘Oblique’’ Cutting Pliers 4501 
Diagonal ‘“‘Oblique’’ Cutting Pliers 4501 


IPOD Who SH Coro wnr 


Diagonal ‘“‘Oblique”’ Cutting Pliers 4501 3. 

'' Heavy Duty Diagonal Cutting Pliers 4610 3. 
Gripping & Cutting Pliers 2018 7% 3. 

) 

3. 


it et Sa Sr 


BUY THE FINEST 
BUY KRAEUTER 
BUY AMERICAN 


90 
00 


'' Button’s Pattern Pliers 1841 8 O 
" ' '™ Tongue-N-Groove Joint Pliers 710 10R 


List 
Cost to retailer eee 87. 
Profit lo re tailer 


Peg Board Display & 14 Brackets FREE 


P 
<> 
—, 5 a 

“bY 
AS MODERN AS TOMORROW 


kraeuter &co.inc 


FOR 100 YEARS THE FINEST IN HANC TOOLS 1660-1960@ ve 
*Color code: lternate Packages are available in 6 each 
R-Red, Y-Yellow, G-Green, of any 7 tools listed in the Hardware, Mill 
B-Blue, O-Orange Supply and Radio-Electronics assortments. 
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Catalog Sales 


are 


Low-cost 


Sales 


Suppose a distributor could in- 
crease his phone and mail order 
catalog sales from, say, 45°; to 
55, of his total sales. It would 
not take much figuring with pen- 
cil and paper to show what this 
would do to his a erage sales costs 
and margin of profit. 

Such a revolution could not, of 
course, be brought about over- 
night. All the same, each dollar 
that can be credited to direct cat- 
alog sales is a more profitable 
dollar. 

Every idea we have at Donnelley’s 
for better catalogs, and for mak- 
ing catalogs work harder for mail 
and phone sales, is yours for the 
asking. No obligation. Write us 


EVANSVILLE 


MPANY 


a) 


or call us today. 


The Lakeside Press 


R. R. Donnelley & 


Sons Company John R.Parry 


Catalog Compiling Department oe me A) 


350 East Twenty-second Street, 
Chicago 16 
Telephone: CAlumet 5-2121 


KOLULEE 
Eight recent Donnelley-built catalogs 
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3 big reasons 


why it’s easier to handle 
the best gauge glasses 


1. Corning product performance ...2. Corning rep- 
utation ... and 3. Corning advertising are the three 
big sales-influencing factors at work for you when 
you stock the complete line of Corning Gauge Glasses. 


CORNING®, PyreEXx®, and MACBETH® gauge glasses are ad- 
vertised in Mill and Factory ... Power . . . Marine Engineer- 
ing... Petroleum Refiner ... Chemical Processing ...Chemical 
Engineering . . . Refinery Catalog .. . and Thomas’ Register. 

Well over a 1,000,000 impressions throughout the year. . . 
designed to help you sell more gauge glasses, more sight 
glasses, more flat glasses for odd-size openings and chemicai- 
resistant surfaces. 

No one in your business has to be told that reputation and 
performance are synonymous with Corning when it come* 
to gauge glasses . . . or any kind of glass. 

So... with a market you don’t have to create . . . customers 
who are being reminded over and over again of the importance 
of buying the best . . . (and an order-by-phone product recog- 
nized as the best, and readily available from any of the follow- 
ing Corning stock warehouse distributors) . . . you're all set 
for more sales . . . and profits. 





CORNING STOCK WAREHOUSING DISTRIBUTORS 

American Packing & Gasket Co., Ltd. James Morrison Brass Mfg. Co., Ltd. 

Houston 1, Texas Toronto 1, Canada 
Cincinnati Gasket, Packing & Mfg., Inc. H. J. Murray & Co. 

Cincinnati 10, Ohio New York 7, N. Y. 
Diamond Industrial Glass Stemmerich Supply, Inc. 

Philadelphia 6, Pa St. Louis 4, Mo. 
Fred S. Hickey 7 Swift Lubricator Co. 

Chicago 44, II Boston, Mass. 
Hobelmann & Co., Inc. Swift Lubricator Co. 

San Francisco 3, Calif. Elmira, N. Y 

Warren & Bailey Co. 
Los Angeles 22, Calif. 














"a CORNING GLASS WORKS 


Corning, New York 
Coming meant xeseacch wx Cledbd 
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Industrial hard chrome cones 
now furnished on Imperial flar- 
ing tools. No extra cost! Smooth 


B) Spare cutting wheel now in- (C) For sawing wire-braid pressure 

cluded at no extra cost with hose or metal tubing. Assures 
bends, any angle up to 180°. this tube cutter! Fits behind re- square, clean cuts. Minimum wear 
Calibrated. Specify No. 364-FH tractable reamer. Instantly avail 
“Blue Dot’ bender. Sizes: “4 to able. Cutter has free-wheeling 
4” O.D. tubing ball-bearing action. No. 274-F 
benders for each size. Hi-Duty tube cutter for 44 to 1” 
O.D. tubing. 


Sell Imperial... the industry’s most complete line 
of tube working tools with more work-saving features 


num, steel or stainless steel — your customers 
profit from greater accuracy, speed, ease better 
craftsmanship on every type of job. And the 
word gets around, builds extra sales for vou. 


Bends hard or soft tubing. Open 


side design. Forms neat, accurate 


on hacksaw blade due to special er flares, up to 55 easier! Types 


Extra-tight slide-to-size or 37° and dou 
clamping. For 4 to 1'5” OD o 10-F for 45° flares. No 
hose or tubing. No. 384-F bolls r 37° flores. Sizes y 


to bench or clamps in a vise. Xi 2 and °s” O.D. tubing 


gripper ble flares 


Individual 


If it’s first with all the improved features your 
customers want... it’s Imperial! That’s a mat- 
ter of record as shown by the examples above. 

No matter what the tubing — copper, alumi- 


Get complete details from your IMPERIAL representative and write 
for Catalog 3011. Profit from years-chead IMPERIAL tubing tools! 


No. 500-F and No. 


507-F Rol-Air flaring 
tools for 45° and 37° 
ores. 


' 


No. 140-F Test 
plug — for clos- 
ing end of tube 
temporarily. Pres- 
sures to 100 Ibs 


No. 206-F — 
Adjust-o- matic, 
slide-to-size tube 
cutter. For 34°’ to 


24" 0.D. Tubing 


Fe 


No. 400-F flares 
stainless steel, 
titanium — other 
metal tubing to 
AN standords 


bends 


THE IMPERIAL BRASS MFG. CO. 


6300 W. Howard St., Chicago 3}, Ill 


In Canada: 334 Lauder Ave., Toronto, Canoda 


No. 270-F Gear 
type bender 


of tubing 


Dept. 10107 


No. 260-F tube 
bender combina- 
type tion for 7 sizes: 
Va to %" O.D 
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F. L. Murdock (seated), Ben Moffatt, Jr., H-R Field 
Engineer (center), and Frank Monahan, outside salesman, 
discuss the new circular on Murdock Flexible Connectors 


~ a, 
———_>a>—=- > 


for service station use. Hewitt-Robins cooperated with 
the F. L. Murdock organization in developing the special 
hose used in these connectors. 


HOW HEWITT-ROBINS HELPED 
A SPECIALIZED DISTRIBUTOR 


“Customer Service” takes on a special meaning as interpreted 
by this Southwestern organization 


The F. L. Murdock Company has achieved an enviable 
reputation as a distributor of industrial rubber products. 
For, while its only office and warehouse is in Tulsa, the 
firm gets orders from practically every state in the 
country. 

As the location suggests, the Murdock organization 
serves the petroleum industry. And they make it their 
business to keep ahead of the developments in their field. 
Murdock’s Frank P. Monahan (who took the special 
training course at Hewitt-Robins’ Buffalo plant) can dis- 
cuss any type of hose that’s made . . . how it’s woven, 
what it will do, and why it’s better. And Murdock’s 
method of attaching and testing hose couplings has won 
approval and orders from safety-conscious companies 

For instance, when a leading oil company was having 
trouble with loading platform hose, the problem was 


36 INDUSTRIAL DISTRIBUTION ¢ OCTOBER, 


solved by using H-R Maltese Cross Tank Transport 
Hose and Murdock couplings. The initial cost per foot 
was lower and service life was 18 times longer, so 
Murdock got extra orders from the company’s widely 
scattered distribution depots. 

And, when F. L. Murdock Company got the idea for 
underground Flexible Connectors (for service station in- 
stallation), Hewitt-Robins worked with them in develop- 
ing a wire-reinforced hose with a special neoprene cover 
and fungitoxic tube for use in the connectors. 

It’s one of the jobs of H-R Field Engineer Ben Moffatt, 
Jr., to work with distributors like F. L. Murdock. He, 
like all H-R field engineers, is factory-trained and field- 
experienced. They live with the problems of their cus- 
tomers, who look to them for fast delivery of high quality 
industria! rubber products. 


1957 





Murdock’s Frank Monahan (left) and Ben Moffatt, Jr., 
call on Omer Norris, Supt. of Operations for Hugh 
Breeding, Inc. The Breeding company’s 120-truck petro 
leum transport fleet uses H-R hose exclusively. 


Here, sprouting the typical Tulsan’s Semi-Centennial 
Celebration beard, is Donald Powell, plant mechanic, 
who is responsible for upholding Murdock’s reputation 
for safer coupling assemblies. 


Omer Norris (left) and Frank Monahan examine H-R 
Heavy Duty Fender Guards used on Hugh Breeding 
trucks. As a safety measure, state laws require these 
“‘mud flaps’’ on all dual wheel trucks 


After coupling assembly, the Murdock Company sub 
jects H-R 2" Maltese Cross Propane Butane LPG Hose 
to 450 psi. air pressure—an added assurance of safety 


for the purchaser. 


@ HEWITT-ROBINS 
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(PIONEER THE ONL! 


Pioneer starts biggest advertising campaign ever put behind a factory-to-dealer chain saw organization! 


Pioneer direct dealers get biggest promotional support in chain saw history! 


LASSIFIED DIRECTORY 
LISTINGS 


A r TA 
HANDLE AG 


INDUSTRIAL DISTRIBUTION ¢ OCTOBER, 1957 











_ NEW DEALERSHIP WITH A BUILT-IN FUTURE 


and a high-margin, full promotion present that means 
BIG, FULL-DOLLAR CHAIN SAW PROFITS NOW! 


Here’s your opportunity to cash in immediately on the 
biggest advertising, promotion campaign ever put be- 
hind a direct factory-to-dealer chain saw organization! 
It’s coming your way from PIONEER SAWS, backed 
by all the resources of Outboard Marine Corporation, 
makers of famous Johnson, and Evinrude outboard 
motors and Lawn-Boy lawn mowers. The same engi- 
neering skill and marketing know-how that went into 
these fabulous merchandising successes is now being 
poured into a great campaign that will make big 
profits for Pioneer dealers now and in years ahead. 


But you must act now! The big push is underway! 


HERE’S WHAT YOU GET WITH PIONEER 

A built-in future? That’s right! As a Pioneer dealer you’re 
in on the ground floor of a really booming market. As recently 
as 1950, chain saw sales were less than 50,000. Today, they’re 
nearly 300,000. And the big rise is just beginning. Pioneer 
is actually building for, and selling to, a mass market. Here’s 
what that means to you. 


Advertising Massive, full scale, colorful campaigns that 
reach the heart of every chain saw market. In magazines that 
are read and relied on by the people who are your customers 
now, and those who will be your customers as soon as you 
have the Pioneers to sell them. Everyone from the home- 
owner and outdoorsman to the professional timberman, farmer 
or builder. They'll read about your Pioneers in Outdoor Life, 
Sports Afield, Field & Stream ... in Farm Journal, Progressive 
Farmer, Prairie Farmer, Wisconsin Agriculturist . . . in Timber- 
man, Pulpwood Production, Southern Lumberman, Trees . . . in 
Construction Methods and Equipment 


Promotion Powerful Pioneer Merchandising Kit that answers 
every need you have as a dealer. It starts outside your store 
with signs and window displays and leads your customers 
through the path they want to follow—with facts for the 
factual and helps for the how-to-do-its—right up to the cash 


(PIONEER Saws Division Outboard Marine Corporation: ohasan and Evinrude 


NSUMER FOLDERS 
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register. Strong ad mats and direct mail make it a flexible tool 
that works as hard as you like 

Amazing ‘‘10-day Sales Plan’’ Complete, detailed informa- 
tion shows you step-by-step the easy way to sell chain saws 
The boiled-down experience of master salesmen and successful 


dealers, makes it as easy to s¢ Pioneers as it is to use them. 


High Margin We're selling direct factory-to-dealer! You 
make the extra profit that this efficient distribution allows. 
YOU GET MARGIN WITH PIONEER! 

Low Inventory Two Pioneer models (one-man RA, two-man 
JB) meet the needs of nearly every chain saw user. Prompt fac- 
tory delivery from central points keeps your stock needs low 
Absolutely Dependable Product Nothing has been spared 
to make Pioneer the best chain saw ever made. Your customers 
know: they cost less because they last longer 

Extra Profits Every Pioneer you sell means additional profits 
in chains and bars. Chain saw servicing is easily. arranged 
and gives steady additional! profits 

Famous Product Tie-In In addition to the biggest advertis- 
ing campaign of its kind in chain saw history, big full-color 
ads in LIFE, TIME and other national magazines tell Pioneer's 
tie-in with JOHNSON, EVINRUDE, LAWN-BOY 

90-Day Warranty Unconditional parts-replacement warranty 
on engine protects you, builds customer confidence, means 
more profits over the ong run 

You'll be in business with Outboard Marine Corporation, 


famous for standing in back of every dealer, product, cus- 


>. 
UL d 
PIONEER RA—5 hp PIONEER JB—7\~ hp 
f htweis ke h, tough master of 


Hard working lig t 48 
t t 


tomer 100 


for all f eavy produ 


& LAWN-BOY power mowers 


Pioneer Saws 
Dept. 1016, Waukegan, Illinois 


DISPLAY 


Ger tlemer 


| want to have me ete nformation on the new 


Pioneer dealership with the BUILT-IN FUTURE 
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To Norton Distributors’ Salesmen: 


You're selling the 
“RIGHT COMBINATION” for 
every reinforced grinding 


wheel 


... because Norton builds the 
“TOUCH of GOLD” into it 


For every grinding, cutting-off or slot- 
ting job where your customers need a 
reinforced wheel, you can supply a rein- 
forced wheel that will do that job best. 

Norton helps you sell by producing a 
complete line of reinforced wheels. We are 


backing up your large stocks with addi- 
tional wheels in all popular specifications 
at the Norton warehouses and in 
Worcester. Such wheels provide the 
“Touch of Gold” you can recommend for 
better production at lower cost. 


... because Norton builds in 
Strength and Safety 


As you know, this advertisement can’t 
begin to show the many combinations to 
be found in Norton Reinforced Wheels, 
mounted wheels and sticks. 

But eight advertisements in 18 publi- 
cations with illustrations and descriptions 
like this one tell your customers how to 


get the just-right combination they’re 
after — from you. These messages to your 
market help you sell easier and faster — 
because they list proved advantages you 
offer through your contact with the 
world’s largest supplier of abrasives. 


INDUSTRIAL DISTRIBUTION ¢ OCTOBER, 1957 





a 
( 


RN WHEELS 
Glass Cloth 


New — for the foundry and lower priced! 
Norton has been field-testing a new rubber- 
bonded-reinforced wheel. It's ready now 
ond well worth a customer's investigation 
for savings in cutting-off operations on fer- 
rous and non-ferrous metals. 


S 
Glass-Nylon 


For fastest cutting on right-angle grinders 
sell the glass cloth reinforced resinoid 
bonded hub wheels of rigid type. Ideal for 
medium and heavy weld grinding and 
smoothing flame-cut edges. Specify A24NBD 
for fast cut, A24QBD for long life. For 
cutting-off, A24RBD Nylon reinforced. 


BF WHEELS 
Cotton 


These resinoid straight wheels with cotton 
fabric reinforcement are “the right combi- 
nation” for peripheral grinding, do a fine 
job of deburring and finishing. Fine for 
blending and smoothing light welds. Also 
available in mounted wheels and sticks. 


| pe’ 
les 


thin ° 
BN WHEELS 
Glass Cloth 


New reinforced wheels 6” to 10” diameter 
cre now available in 1/16", 3/32” and 
1/8” thickness. In this range specify A36TBN. 
These new wheels are for slotting, cutting- 
off non-ferrous metals, wire rope, many 
non-metallic materials. For heavy duty work 
we recommend A24R1 4BN. 


BFR WHEELS 
Cotton-Nylon 


Top performers for light, portable grinding. 
These semi-flexible resinoid wheels have 
cotton fabric with an additional layer of 
Nylon for added safety. Specify A24KBFR 
for weld smoothing, removing scale, light 
finishing, minor cut-off jobs, etc. 


Also, Reinforced Mounted 
Wheels and Sticks 


See that your customers get further facts about reinforced 
abrasive products. Give them Catalog No. 1748. NORTON 
COMPANY, General Offices, Worcester 6, Mass. Plants and 
distributors all around the world. 


NORTON 


ABRASIVES 
Glaking better products... to make your products better 


NORTON PRODUCTS 
; Abrasives « Grinding Wheels + Grinding Machines + Refractories 
BEHR-MANNING DIVISION: 
Coated Abrasives «* Sharpening Stones « Sehr-cat Tapes 
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DISTRIBUTORS: ‘‘CASH IN’ ON DEMANDS FOR THIS HIGH QUALITY LINE 


Ideal’s traditionally fine quality craftsmanship and latest manufacturing 
techniques combine to bring you an unequalled standard of excellence 
in live centers. Designed to give “custom” results from standard models, 
the IDEAL line is guaranteed to match, or exceed your customer’s crit- 
ical job specifications. Easy to order, easy to stock — the broad selection 
of GOLD BAND sizes and models means that “specials” are seldom re- 
quired. 99 out of 100 times most orders can be filled right from your 
stocking inventory. Investigate this opportunity today, and you'll be 
making profits with nationally advertised Ideal GOLD BAND Live 
Centers tomorrow! 


A COMPLETE LINE FOR EVERY a - SPECIALS TOO! 


UNIVERSAL MULTI DUTY HEAVY DUTY ~— PIPE POINT 

Super FS General duty (© For extra- | WV For cylin 

accurate L model rugged | drical 

model Operations | turning 
ww 


Write for 
Complete catalog data and IDEAL INDUSTRIES, Inc. 
specifications, as well as 1000-) PARK AVENUE 


available territories and 
terms. SYCAMORE, ILLINOIS 


Sold Only Through the Nation's Leading Industrial Distributors 
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fair pricing policy... 
Ohio Brass believes that by 
standing behind its published 
prices the distributor is as- 
sured of making a fair profit. 


3 more reasons 
why distributors 
like handling... 


sold through distributors only .. 
For nearly 70 years Ohio 
Brass has maintained the 
policy of selling valves 
through distributors instead 
of competing with them. 





easily identified ... 
Because each valve carton is 
clearly imprinted with size of 
valve, type, number, kind of 
disc and pressure ratings, 
order filling and inventory 
taking are speeded up. 


Here, then, are three of the many good reasons 
why you too will like handling O-B bronze valves if 
you are not already doing so. Our representative 
will be glad to call on you and tell you more about 
our products and policies. Just write to the 

On10 Brass Company, 380 North Main Street, 
Mansfield, Ohio. 
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Key to New and 
Improved Wire Rope Sales 


ROEBLING DISTRIBUTOR (« 
distributor, the following v 
all advantages of being : 


ROEBLING ROYAL BLUE WIRE ROPE. the stror t wire rope 
made—stronger than anything, for any job, you've ever known. 
Royal Blue has gained faster and wider customer acceptance 
than any wire rope ever made by Roebling 


ROEBLING BLUE CENTER STEEL WIRE ROPE. Anot! 


favorite that appl itself strongly wherev 


ROEBLING SLINGS. A truly compreher ve range of wire rope 
slings and fittings for every kind of lifting job (there are that 
many, that we've prepared a 52-page | ( subje 


ROEBLING RESEARCH AND VESTINS, T) a very real activity 
that goes on in Trenton and d to assure that what you 
sell has no e yual anyv whe s the out 
come of many years It’ 


} 


Roebling Royal Blu 


ROEBLING CUSTOMER AOCPTANCS. | of tl 
this page are re ‘asons for this large and <¢ 

of course, ther : t 

been making \ 


» ROEBLING appease 


reacnes al 





4 merchand ng, aire 
‘ 
and you kno. 
products are 
have to of 


ROEBLING ENGINEERING. 
technical help is a strong 
that’s too knotty for you o1 
house or Sales Office 


been sol 


We will be very interested in havi 

the many and steady advantages of repres 
Write Wire Rope Division, John A. Roebli: 
ton 2, New Jersey. 


.: 
pf ranch Offices 
Subsidiary Y The Colorado Fuel and Iron Corporation af 


et tet Re at Re ; pee tere. 


INDUSTRIAL DISTRIBUTION e OCTOBER, 1957 





ee ull an 


mae 
ae ae ew 
- ene 4 
-~ 
—« 


% 
* 
- 

* watt 


we 


oy 


wer 


em 
press 
ow 
le Boe 


FS ag BH Eee 


6% KP esee 
ue an 
Bei 


Se 


* 


ean 


C2 


sean ¢ 
ets treet 
Wess cseee 


é he «t $ 
2446. iettocss oe3s Gates: 
e. WEST SSS 25 Sass. Wo 


Ne. 


ae 


a7 
: 








Pictured on the opposite page are only a few of our files—a tiny sam- 
pling of the 6000 Nicholson and Black Diamond varieties that your 
customers can order through you. 

Our business is making the world’s finest files—and making them for 


every job that demands a file, regardless of size, shape, cut, contour. 
That’s why we have 6000 different files. 


Each one of these 6000 varieties is presently finding active applica- 
tion in shops throughout the world. That’s why we continue to make 
them. And that’s why it’s easier for you to sell Nicholson or Black 
Diamond files. No matter what the job is, awe’ve got just the file to 
perform it efficiently, economically, swiftly. 


Consistent advertising has built top brand joyalty for Nicholson and Black Diamond files. Take 
advantage of this sales conditioning. Have your men consistently recommend these brands. 


evOks NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 
Fe ey 
®fs.a.* (In Canada: Nicholson File Company of Canada Ltd Port Hope Ontario = 


NICHOLSON and BLACK. DIAMOND FILES 


WORLD'S FOREMOST MANUFACTURER OF FILES FOR EVERY PURPOSE 
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Unmatched For Positive High Pressure Control 








HYDRAULIC 
TUBE FITTINGS 


ai WEATHERHEAD 
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Yes, there’s more than one reason why Weather- 
head Ermeto is so widely used for today’s high 
pressure hydraulic tube connections. Unequalled 
for resistance to vibration, high temperature 
and high pressures, it is installed quickly and 
easily with only the use of a wrench. Its versa- 
tility fits it into practically any modern, high 
pressure application. Men designing for the 
future specify today’s most versatile hydraulic 
fitting . Ermeto. 


~~. ERIE et ay. i. 
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ERMETO 7000 SERIES 


Weatherhead ‘‘7000” series Ermeto meets all 
S.A.F. standards for hydraulic flareless tube fit- 
tings. In addition to a complete range of standard 
body styles, the ‘“7000” series Ermeto includes 
all the popular straight thread body styles to fit 
the S.A.E. approved “O” ring boss mounting. 
All ‘‘7000” Ermeto Fittings and components are 
treated with the exclusive *Weathercote Finish. 
Distributors coast to coast. 

*""Weathercote” is the exclusive Weatherhead 

trade name for a special rust preventative, 

corrosion-resistant black phosphate finish which 

meets S.A.E. standards. 


THE WEATHERHEAD CO., FORT WAYNE DIVISION 
Dept. J-10, 128 W. Washingten Bivd., Fort Wayne, Indiana 
In Canada: The Weatherhead Co., Ltd., St. Thomas, Ontario 





Step vp safety, Rugged Vogt Drop Forged Steel Gauge Cock 
performance cae Natural Gasoline Storage Tank at Warren Petroleum 


Corporation's San Pedro California Terminal, are unsur 
service life with passed for safety to contents and to plant personne If 

a gauge cock glass should be accidentally broken, ba 

in the gauge cocks would automatically shut off the liquid 

until repairs were made 

Reliable, trouble-free, outdoor operation year 
year in exacting services of this kind is yours wher 
install Vogt Drop Forged Steel Liquid Level Gauge: 


HENRY VOGT MACHINE CO., P.O. BOX 1918, LOUISVILLE 1, KY, 


SALES OFFICES 
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SECTION THRU 
GAUGE COCK 
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See Catalog F-9 for 
complete data on 
gauge cocks, trims, 
and gauge glasses for 
specific operating con- 
ditions or write Dept. - 


OTHER VOGT PRODUCTS 


Drop Forged Steel Valves, Fittings, and Flanges ® Petroleum 
Refinery and Chemical Plant Equipment ® Steam Generators * Heat 
Exchangers ® Ice Making and Refrigerating Equipment 
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‘Selling the BEST-KNOWN BRAND 
cerlainly PAYS OFF |! 


We've found that, in abrasives, as in our other product 
lines, it pays to represent the most widely-known and accepted 
brand name. That’s one reason we value our relationship with 
Carborundum so highly. Ever since the first man-made abrasive 
was trademarked “Carborundum”, the name has been a 
synonym for quality abrasive products...recognized and 


“il 
respected the world over 





pf PRESIDENT 


BUTTS & ORDWAY COMPANY 


*Member, Carborundum Distributor Advisory Boara 


CARBORUNDUM 


REGISTERED TRADE MARK 


continually gives its distributors 
the edge on competition... by putting 


MORE SENSE /? (fhe/r customers ABRASIVE DOLLAR 








BUT 
WOULDN'T YOU 


RATHER HAVE THE LATEST TECHNICAL ADVANCE? 


Now... from Heller 


Another great technical advance in tools... 


Ub lempered ” eal 


Certified by American Standards 
Testing Bureau* to meet 

their standards for superior 
cutting — Uniform Teeth... 
Uniform Set ... Uniform Temper 


There’s a new way to achieve smoother, faster cutting on 
band saw machines, with longer life on a variety of metals. 
Heller’s “JOB TEMPERED” Metal Cutting Band Saws. 


Heller’s exclusive metallurgical and heat treating processes 
that have won these blades the name “JOB TEMPERED” have 
also earned them American Standards Testing Bureau’s Certifi- 
cation. This is your assurance that these blades meet the three 
prescribed standards for superior cutting . . . uniform teeth 

. uniform set ... uniform temper. As a result, when you use 
the right Heller Blade for the job, you’re sure of superior cutting 
every time. 


Heller “JOB TEMPERED’ Hard Edge Band Saw Blades are 
available in all tooth shapes . . . Standard Tooth (Regular or 
Wavy Set), Skip Tooth and Hook Tooth. Saws are available 
in all standard widths and tooth spacings ... in 100’ and 250’ 
coils or welded to specified lengths for use on all type machines. 

High Speed Steel Band Saws are also furnished for specific 
applications. 


Band Saws 














“SGccer TOOL Co. Newcomerstown, Ohio 


America’s oldest file manufacturer A subsidiary of Simonds Saw and Steel Co 


The industry’ s most 
powerful advertising 
backs these great new 
band saws 


In addition, you get solid merchan- 
dising support — direct mail, “How 
to use Heller Tools” booklets, wall 
selection charts, etc. And as a power- 
ful convincer, the American Standards 


T | Testing Bureau Seal. 
‘ 
“rr tool engineer ; y ‘A 
Equipment (| 3.) 


——— 


Heller keeps the “JOB 
TEMPERED” message 
constantly in front of your 
prospects via a blue-ribbon 
list of national magazines 

. with big, colorful 
advertisements. And every 
ad carries a strong 
recommendation for 
the distributor. 

SOLD EXCLUSIVELY THROUGH 











DAYTON INCREASED OUR V-BELT - 


“Dayton’s popularity helps other lines, too!’”*— William A. O’Rourke, 


General Manager, Bearing Distributors, Kansas City, Mo. 


“In less than a year... dating from the day we took 
on Dayton’s complete line . .. our already substantial 
V-Belt sales have increased over 100%. 

“With the Dayton Preventive Maintenance Program, 
we're getting into more plants . . . serving more cus- 
tomers. It’s expert service too, because Dayton Training 
has made transmission specialists of our salesmen — 
equipping them to specify V-Belt requirement for every- 
thing from a fractional horsepower application to a 


multi-belt crusher drive. As a result, all our lines are 
benefiting and transmission sales are up 30%! 

“With Dayton we have everything we need ...a 
complete, high quality line, excellent cooperation from 
the Dayton representatives, extensive sales promotion 
materials and accurate catalogs, plus the Dayton Selec- 
tive Franchise to protect us from overdistribution. Our 
profit picture shows that we were never really in the 
V-Belt business until we switched to Dayton.” 




















SALES 100% 


“It doesn’t matter how long a belt has been stored since 7 
Dayton furnished this precision matchometer. With it we 
can perfectly match sets for any drive!” 


“Dayton’s Preventive Maintenance Program gives our 
salesmen a list of Dayton V-Belts used in this area. 
With a record of the belts and the type of machines 
they’re used on, we can make no mistake in supplying a 
replacement ... even on a moment’s notice.” 


v 


“We started out as a bearing house . hence 
the name. With Dayton’s help in training our 
salesmen, we've now become known as trans- 


+ 


mission spec ialists too!’ 


WwW 


“SEAWING pISTRIBUTORS wwe 


4 “Only Dayton could supply us with the exclusive Dayton 
Cog-Belts* and a V-Belt for every customer requirement. 


At my left and right, examining these two types of 
Variable Speed belts are the Dayton representatives, Norm THE DAYTON RUBBER COMPANY, 


Lever, and Walt Metzger, who work with us regularly. industrial Replacement Division, Dayton 1, Ohio 


I want to know if the Dayton Franchise for 1 


T D.R. 1957 is still available. Please send full details 
*T.M ; 


Daytam mulabex 


World’s Largest Manufacturer of V-Belts 
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306-ton tower erected 
with American Tiger Brand 


_ A STEEL CYLINDER on end 
may not sound like a tough job. 
But when it goes up in the middle of 
an operating refinery, weighs 306 
tons, is over 42 feet around and 
towers six stories high, it challenges 
the best engineering talent in the 
country. 

This difficult job was handled 
without a hitch by the Construction 
Department of the M. W. Kellogg 
Company of New York for a large 
refinery in the Southwest. The tower 


Tower ready for the lift showing wire rope rigging 


was built in the fabricating plant and 
brought to the location on a specially 
built railroad spur. 

Two gin poles were erected on each 
side of the track with a total capacity 
of 400 tons. These were rigged with 
8800 feet of American Tiger Brand 
Wire Rope, 7%-inch diameter, 6 x 19, 
Improved Plow Steel with Independ- 
ent Wire Rope Core. 

The lower blocks on each side were 
attached to a toggle bar carrying an 
equalizer sheave between the blocks 


so that a single load line could be 
reeved through the whole block sys- 
tem. Each end of the line went to a 
separate winch. With this rigging 
method, lifting forces of the individ- 
ual winches were automatically syn- 
chronized and equalized, and the 
toggle bar and sheaves on each side 
therefore remained level at all times. 

Actual lifting took about eight 
hours. Four pneumatically powered 
crab winches furnished the pull to 
lift the top of the vessel while the 


Tower on its way up among tanks, piping, 
heat exchangers and other equipment. 


and universal-jointed lifting linkage. 


AMERICAN STEEL & WIRE DIVISION 
United States Steel, General Offices: Cleveland, Ohio 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO - TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 


ee. a a 


STEEL 


U NITED 
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Wire Rope 


bottom was moved forward on a sled 
toward the foundation. As soon as 
the vessel was suspended and the 
foundation cleared, the signal was 
given to lower away! Like a monster 
candle into a candlestick, the tower 
came to rest, was anchored and the 
job was finished. 

The “Big Lift” became another 
spectacular job handled by Tiger 
Brand Wire Rope. For more infor- 
mation, write for our booklet, ““Amer- 
ican Tiger Brand Wire Rope.” 


Power for the lift was provided by two pairs of 
pneumatic crab winches. Each winch in a pair 
hauled one end of the same load line. 


poles suspended by 7%” diameter Tiger Brand 


Here the full 306-ton tower hangs from the gin > 
Wire Rope. 
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unconditionally guaranteed 


STOCK UTICA and you'll be selling industry’s finest line of quality hand tools. They have the name! 
Utica pliers and wrenches are drop-forged for rugged strength! Induction hardened at the points 
of greatest wear—jaws and cutting edges—for extra toughness! Extra long life! And like all 
Utica hand tools, they are UNCONDITIONALLY GUARANTEED. No other complete line of hand 
tools is backed by such a guarantee. Ask to have your Utica representative call. 


SELL GTVICA ors 


Hallmark of Quality since 1895 
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OVER 1 ) WRENCHES, PLIERS AND 


ATOLEAIT AT 


the tools the exoerts use / 


UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYES CO., UTICA 4, NEW YORK 
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Your Customers are reading this Ad in many leading publications 

















Because it’s Easier to Sell Savings 


IT’S EASIER TO SELL 
JENKINS U-BOLT GATES 


TALK SAVINGS and any customer will be glad to listen. 
If you can back your promise of savings with good, solid 


facts, any customer will buy. 


You CAN ... when you're selling Jenkins U-Bolt Gate 
Valves. No other U-Bolt can match a “Jenkins” when it 


comes to design and construction for economy in use. 


The Jenkins Ad shown here is building interest among 
your customers right now. It suggests that they ask you for 


the new Folder No. 207 which gives all the facts. 


New Folder to Help You — 


It will do a big job of helping you get the 
U-Bolt Gate Valve business that is to be had 
almost everywhere you call. It tells all about 
the money-saving features of this line of 
valves, and shows the wide variety of types 
available with service recommendations and 
complete specifications. You will be well 
repaid for leaving a copy with your 
customers. For a quantity with your imprint, 
contact your local Jenkins office. 
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Only the big line of 


NMS LT cas PR 


TO COST LESS 
T0 USE 


Built right into a Jenkins U- 
Bolt Gate Valve are dollar-sav- 
ing features no other can match 
Construction superiorities that 
equip this valve to take punish 
ment longer saving dollars 
in replacement bills. Features 
that cut maintenance time and 
the cost of replacement parts 

. Saving more dollars. For a 


good example, look at the 





unique Renewable Bonnet Sav- 
er Bushing which is a patented 


feature of Inside Screw valves 


BONNET- SAVER 
BUSHING 


No need to junk a bonnet with 
worn operating threads. Just slip in 
a new bushing for good-as-new 
thread engagement . . . saving bon- 
net and lengthening spindle life 


WIDE CHOICE 


Y et 
LVES 


Sold Thro igh Leadir re D 





G00) TOOL SALES 


START WITH GOOD TOOLS-- 


You can make money with these BLACK- 
HAWK Tools that save time and trouble for 
your customers. They are designed by me- 
chanics for mechanics to handle industrial 
maintenance jobs quicker, easier and better— 
to sell fast and make more profits for you. 
BLACKHAWK gives you a complete, fully 
guaranteed Line, including all the basic Tools 
your customers use every day, plus scores of 
special-purpose Tools for industrial repa‘rs 


and service 


One of the many Service 
Sets of BLACKHAWK Tools 
that are so popular in 
many factories and Tool 
cribs today. Ask us to show 
you how these Sets can 
make Tool sales for you 
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THE STANDARD of INDUSTRY FOR 
MAINTENANCE and PRODUCTION 


These great Tools have the precise fit, 
perfect balance and rugged turning 
power required in industrial mainte- 
nance. Famous BLACKHAWK alloy 
steel Sockets, Drive Parts and Engi- 
neer’s Wrenches handle the toughest 
nut-turning jobs with ease—and their 
triple-plate Chrome finish guarantees 
a lifetime of rust-free service. More- 
over, all BLACKHAWK Hand Tools 
measure up to the same high quality 


ae 


a, 


standard. They are job-engineered, 
made of the finest alloy steel, all fin- 
ished to the peak of perfection. You'll 
find BLACKHAWK Tools easy to sell 
—and hard to beat in any type of in- 
dustrial maintenance or factory pro- 
duction. Ask about the sales-active 
BLACKHAWK Hand Tool Line to- 
day. Write for complete catalog and 
prices. The New Britain Machine Co., 
New Britain, Conn. 


Plus SPECIALIZED TOOLS FOR MAINTENANCE AND SERVICE 


J -“ 
a 
a “ "i 
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HEAVY DUTY 
DRIVE TOOLS 














lackhaurk roots 
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NEW BRITAIN, CONN 





SCRAP METAL 
BLADES 


METAL CUTTING 
SHEAR BLADES 


CHIPPER 
KNIVES 


(*Y 


CIRCULAR 


,) Beare 
VENEER ’ CUTTING 
KNIVES KNIVES 


ONE SOURCE FOR ALL MACHINE KNIVES 


A complete line by 
knife specialists. Adver- 
tised in U. S. News and 
World Report. 


THIN PLANER KNIVES 


WAPAKONETA!,OHIO 


mt WAPAKONETA macnine co. iH! 1 EMS 


Every type of machine knife needed by virtually every 

industry has been supplied with unerring accuracy 

by The Wapakoneta Machine Co. Specialists in the pro- 

duction of machine knives since 1891, Wapakoneta is 

now one of the oldest and largest independent machine 
knife manufacturers in the world. 


Every blade is engineered to fit the job, whether 

it’s for the woodworking, steel, paper, plastic or 
veneer industry. Unsurpassed precision production fa- 
cilities assure quickest possible deliveries, 


WRITE FOR COMPLETE CATALOG ond information about your territory. 


PAPER CUTTING KNIVES a. 


SLOTTED HIGH-SPEED ¥ 


PLANER KNIVES 


# 


Kntwes Engineered for the Job Since 1891 7 DOWEL KNIVES THICK SLOTTED 
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ask for 


im every 


If you are a Century Distributor, we'r nstantly building 
acceptance for you in every Century ad In a selected 
list of publications your customers read * years Century 
has carried on a consistent advertisii 
attention to the Industrial Distrib 

for the order’ for you, as show 


This is just one way in which Cent 
backs you up with good products 
that permits you to get a// the advant 


If you aren’t already a Century Distr 

good business in motors, and tie-in 

nearby Century District Sales Office 
Performance- Rated 
MOTORS 
1/20 to 400 HP 


18th and Pine Sts. « St. Louis 3, Missouri «© Offices and Stock Points In Principal Cities 


7 
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Williams 
helps 

distributors 
make EXTRA 
SALES on 
every call... 


“CONSISTENT PRE-SELLING” 
with strong advertising 
and promotion to back 


up your selling eftort 


BROADEST LINE OF ITS KIND 
enables you to supply 
the right tools for 


any industry 


UNMATCHED ACCEPTANCE 
through quality and 
performance, builds repeat 
sales tor the Williams 


brand 


Williams cooperates with 
Industrial Distributors 
all the way. That’s why 


IT PAYS YOU T0 
STOCK and SELL 





WITH THE 
HEAVIER... 


MORE RUGGED 


“PUSH BUTTON’ 
LOCKING DEVICE 


Featuring exclusive advances in an 
outstanding design— Williams new 
improved, patented Locking Ad- 
justable is built to resist the abuse 
of heavy service commonly associ- 
ated with this type of wrench. 
Diagrams point up major improve- 
ments in locking mechanism. 

Available in 6, 8, 10, 12 and 15” 
sizes, Williams Locking Adjust- 
ables offer rapid, one-hand 
adjustment and positive protected 
locking in precision drop-forged 
construction. 

Your local Williams distributor 
will give you fastest service at 
lowest cost. 

For detailed data on the “Broad- 
est Line of its Kind”... WRITE 
for Catalog 303. 

SE WILLIAMS «co 


7 


LLIAM 


LOCKING ADJUSTABLE WRENCHES 


DUE TO WILLIAMS 
CONTINUOUS PRODUCT 
DEVELOPMENT PROGRAM 
THESE 4 IMPROVEMENTS 
HAVE BEEN MADE 


St: WILLIAMS & CO. 


BUFFALO @© NEW YORK e 
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CHICAGO e LOS ANGELES 
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VALVE REFACERS ELECTRIC DRILLS 


* 
. 
* 
. 
. 
. 
. 
. 


——— 


ALBERTSON & o., INC. 


SIOUX CITY, IOWA, U.S.A. 


ELECTRIC DRILLS » SCREWDRIVERS » SANDERS » GRINDERS * IMPACT WRENCHES « VALVE FACE GRINDING MACHINES + FLEXIBLE SHAFTS + ABRASIVE DISCS * POLISH 
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POWER-PACKED! — 


Sales messages like this are being 
aimed at the people you are 


SELLING ? 


They're building new opportunities for 





HMS distributors to be of real service 


w FASTENERS! 


OTHER LINES, TOO! 





IN THE EAS [ HMS IS THE LINE 


WITH SALES POWER 





Are you using our 

“OPENING DOORS WITH FASTENERS” program? 
Our sales package provides a quick, easy pitch 
the toughest P.A. will want to hear. 
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HMS 
in 


bright with 


By steel screws 
heat-treated equivalents, you can save as much as 19 
Here's the key 


cost reduction program that you can move into quickly. 


replacing ordinary cap 


cost — and get a stronger fastener, too to a 
And the facts you need on strength and cost are right on the 
computer. 

Heat-treated cap screws differ radically in quality. To real 
ize the full benefits of this cost-reduction program, you must 
be sure that the cap screws you order are not weakened by 
That's why to 

restoration 
from surface to core, 


carbon). it’s best 


carbon 


surface decarb (loss of 


specify HMS. Our 
assures uniformity and full strength 


exclusive process 


TT 


. This computer is yours for the ask- 


ing. See your distributor's repre- 


» sentative or write us. 


Always buy HMS... 
in the box you never drop 


# 


INDUSTRIAL DISTRIBUTION 


read how you 
can cut costs 
2 to 19% and 
get stronger 
screws... 


Whitish area c 


HARTFORD MACHINE SCREW COMPANY 


Division of Standard Screw Comp 


DEERFIELD ROAD, HARTFORD 2, 


yny 


101 CONNECTICUT 


« DOWEL PINS « HEX NUT 


CAP SCREWS « SOCKET PR 
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Best Quality with... 


HARDW AREMEN— 
Look at your stock! 

if you have Diamalloy 
Tools, you have the best 


Insist on the trade name “Diamalloy"’ and you'll be 
getting the finest adjustable wrench made. Diamalloy 
Tools cost no more than ordinary tools yet they are 
stronger and more long wearing. You be the judge— 
prove it yourself: 

“There is nothing finer than a Diamond.” 


Write for catalog of fine industry tools giving dis- 
tributors name, to— 


DIAMOND CALK 


HOIEShOG Co 


DULUTH, MINN, e« TORONTO, ONT 































COMPARE! 


Your De Walt Your 
Power Shop Franchise present 
gives you: line? 


See why ({ THE FIRST RADIAL ARM all-purpose power tool—the [F 


machine that revolutionized the power tool market! 


DE WALT (| THE MOST IMITATED of al! multi purpose powe! 


tools (over 40 different manufacturers have tried to 


is the biggest money-maker imitate De Walt's original radial arm design durit 


the past 35 years) ! 

in the po ver tool field! } THE MOST DEMONSTRATED all-purpose power tool 
on the market —over 8 million people saw it demon 
strated last year alone! 
THE ONLY all-purpose power tool with 100 un 
divided, world-wide advertising support—in maga 
zines your customers read for the do-it-yourself info 
mation they need 
LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to 
help share the cost of your local promotions 
THE FIRST power tool so simple in concept, so accu 
rate in performance that it makes woodworking easy 
and practical for everybody, from the novice to the 
“pi ) 
THE FIRST power tool to do the work, save the space 
and cost of a shopful ot other tools! 
THE SAFEST powe! tool design on 
demonstrated through actual experie! 
THE ONLY powe! tool of its kind thoror 
by over 35 years of outstanding pe 
industry! 
A COMPLETE AND READY-TO-USE unit 
motor to buy—no tricky assembly 
customer ! 

Ask Carlisle Hardware of Springfield, Massachusetts |! : THE ONE MODERN, simple ful 

needs no trunkful of clamps 
devices to make it work 
THE POWER TOOL with a Direct Fa 
that offers you the full profit on every sal 
THE ONLY FRANCHISE that offers you a cor 
and fully-proven selling program throughout th 


year! 





Ask about a DE WALT Franchise, 

National Hardware Show at Booth 530 2nd floor, Compare the De Walt® Franchise—point by point—with 

Coliseum, N. Y. Oct. 14-18 inclusive. titer 
any other. See why the power tool that revolutionized 

the industry offers you a profit opportunity you can’t 

afford to be without! 








Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 


- 
| 
| 
| 
| 
| 
! 
! 
| 
wu 


De Walt Inc., Dept. AL-710, Lancaster, Pa., Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 


Send full information on how the De Walt Franchise can boost my profits 


N 


De Wart — 
POWER TOOLS Addr 
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“TOP BILLING” EXTINGUISHERS 
MEAN PROFITS FOR YOU! 


or squeeze valve-operated carbon dioxide extinguish 


The famous Kidde line has top billing as the world’s 
finest fire extinguishing equipment. Kidde is first 
in advertising and promotion first in quality and 


performance 


And there’s more! Our national marketing policy 
restricts the number of distributors in any given area! 


As a Kidde distributor, you can sell the complete 
line of Kidde fire equipment . . . a line which includes 
wet chemical portables with choices of container 
metals, construction, and operation; pressurized or 
cartridge-operated dry chemical units; and trigger 


Kidde 


ers; pressurized or cartridge-operated water and 
anti-freeze units. More than thirty models in varying 
capacities to choose from! 

Kidde operates conveniently-located warehouses 
waiting to serve you. That means maximum con 
venience of selling a minimum of inventory 

With these advantages, selling the Kidde line 
means profits for you. So, get into the act now! Write 
to the Kidde Market Development Department 
today! 


Walter Kidde & Company, Inc. + INDUSTRIAL AND MARINE DIVISION 
1022 Main aie Belleville 9, N.J. © Walter Kidde & Company of Canada Ltd., Montreal — Toronto 
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There’s real profit in the industrial maintenance market 


Thor air or electric utility tools 


AIR THOR NO.15 UTILITY HAMMER MM ELECTRIC THOR U-100 HAMMER 


Thor No.15 is an all-purpose tool which drills, chips or lf it’s an electric all-purpose tool that’s needed, Thor's 
breaks concrete and masonry. Weighs only 14 Ibs. U-100 hammer is ideal. The U-100 breaks up concrete 
Converts instantly from a self-rotating rock drill to a or stone— gouges, cuts or shapes wood—chips and 
non-rotating hammer with a flick of an external cam scales metal or paint—drills stone, concrete or brick 
lever. Free swiveling hose. Easy lubrication. A real necessity on any installation job 


- 
» 


PVs 
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This lightweight air tool is really four too The Thor U- 100 hammer is offered witt 
in one. Thor s exclusive stop rotation give: variety of accessories including: star dri 
you a light demolition tool, a drill, a light chisel, bull point, mortar chisel, bush ham 


clay digger, a chipping hammer all in one mer, scaling chisel, web cutting tool, flot 
compact tool. It's easy to handle, easy to L wood chisel and wood gouge. This versatile 
use and mighty easy on air. Demonstrate electric hammer delivers a powerhousé 
it and prove its performance on the job. punch that's no trouble to handle 
Thor power tools are nationally advertised in Life, Saturday Evening Post, Popular Mechanic 
f : 


in over 100 industrial magazines. Thor Power Tool Company, Prudential Plaza, Chicago 1, | 


THOR POWER TOOL COMPANY, CHICAGO 


Branches in all principal cities 
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These Rubber-Cushioned, 


MULTI-USE STOCK ABRASIVES 
DO THE WORK OF SPECIALS.... 


GIVE A COMPLETELY NEW, WIDER CONCEPT 
OF ABRASIVE APPLICATIONS 


Brightboy gives you something definitely different 
for your customers. A unique working action note- 
worthy for newness and versatility. Frequently 
reduces BURRING, FINISHING, CLEANING, 
POLISHING to a single-step operation. 


Special formulation is responsible for Brightboy’s 
exceptional adaptability. Abrasive grains and “cush- 
ioning” rubber are evenly dispersed throughout the 


compound. Rubber and abrasive work simultaneously. 


STOCK NUMBERS are job-matched to customers’ 
regular and special requirements. Silicon Carbide and 
iluminum oxide grains, each from extra fine to extra 


coarse, in soft, firm and tough rubber binders. 


Distributors and their salesmen are enthusiastically 
selling the versatility of nationally advertised, nation 


ally known, nationally demanded Brightbovy. 


Chere is a very profitable place for you in the sales 

picture of volume-use Brightboy. Write today for TERS SAVING CSATEESS 

Brightboy’s attractive sales proposition. Works to close tolerances 
Can be shaped to contour 

Produces conventional and special finishes and patterns 
frequently the final polish 

BRIGHTBOY INDUSTRIAL DIVISION No before-use preparation or dressing 
WELDON ROBERTS RUBBER CO. No skilled labor required 
95 North 13th Street Newark 7, N. J. 
America’s Pioneer Manufacturer of Rubber-Bonded Abrasives GENERAL USES 


Removing light digs, tool and heat marks 
Cleaning welded and soldered joints 


Burring and finishing castings, stampings 
machined and molded parts 


Maintenance of tools and machinery 
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IF YOU HAVEN'T TESTED 
WHITMAN & BARNES DRILLS 


4 


You Have Not Exhausted 


All The Possibilities 


ee 


Of Cost Saving! 


< 


Y Ii. 
Ny Her 
VPA 2:89 8-4 


For the best 
in service 
—call your 
W&B distributor 
today! 


e's A Tip From 





DRILLS 
F Tale! 
REAMERS 


PLYMOUTH, MICHIGAN 
LOS ANGELES 


HUTMAM s BARNES 


40010 PLYMOUTH ROAD ~*+ 
NEW YORK + CHICAGO + 
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This month we are featuring W&B 
drills in our national tradepaper ad- 
vertising program . . . a program 
specifically designed to help and 
support your sales efforts. 


This ad stresses a very important 
point which should be the theme of 
your sales efforts for W&B drills, 
namely, “If you haven't tested Whit- 
man & Barnes drills, you have not 
exhausted all the possibilities of cost 
savings!” Stress that point with all 
your customers. 


In addition, this ad features the 
availability of off-the-shelf standards 
from your organization and pro- 
motes You as the source for indus- 
trial tools and supplies. 


This is the kind of advertising sup- 
port you always get from Whitman 
& Barnes. This is the kind of support 
that has been featured in our trade- 
paper ads every month... and will 
continue to be featured. 


You will notice that your old friend 
“Whitby” appears in this ad. . . as 
he has in all our ads this year. 
Whitby has developed into quite a 
salesman. Not only is he featured 
in all the ads as we've mentioned, 
but he has been sending you sales 
tips and helps each month. These 
Whitby Tip Sheets provide you and 
your salesmen with vital informa- 
tion on W&B tools. . . such as selling 
features, performance data and 
market information. Quite often 
Whitby accompanies his Tip Sheet 
with promotional material, often in 
the form of a hand-out flyer for you 
to use in your sales calls. This is a 
popular service. W&B distributors 
have been enthusiastic in their sup- 
“oe of Whitby and his Tip Sheet. 
n fact, they've been keeping us 
busy mailing out additional copies. 
Many distributors have reported to 
us the fine response their sales force 
have given the Whitby Tip Sheets by 
actually using the information on 
their sales calls. We hope you are 
using them also. 





NOW YOU CAN OFFER 
One versatile Steam Trap 
to meet almost all trapping needs! 


att, PS 


¥ 


ACTUAL SIZE 





7, aCcAP | 


2. apisc eC 


>™ 








Only moving part —a hardened 
Solid Stainless Steel Disc — 
practically wear-proof! 


“Fe thee ey 


x 


Simplifies steam trap stocking and selling 
... big demand assures volume sales 


Here's the Sarco TD Thermodynamic 

which has taken industry by storm. 
Because it’s so simple and trouble- 
proof and “DOES MORE THINGS 
BETTER!” 


Simplifies stocking and selling — you 
can sell the same Sarco TD, without 
changes or adjustments, for pressures 
all the way from 10 to 600 psi... 
for light or heavy loads . . . for almost 
all steam trapping applications. 


Self-adjusting . . . each Sarco TD 
size uses same large capacity seat for 
all pressures. Has no valve mechanism 

. only one moving part, the disc. 
Practically eliminates maintenance. 
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Big demand for this unique Sarco 
steam trap has been created by its 
application-proven advantages and 
heavy national advertising to all sec- 
tors of industry. 


It’s the fastest selling steam trap 
on the market ... one of the most 
effective “door openers” distributors 
have ever had. 


Are you getting your share 
of this profitable business? 


Let us tell you how you can—by offer- 
ing the Sarco TD for 60-day trial, 
without cost or obligation. Write to 
Sarco Company, Inc., Empire State 
Building, New York City. 


2211-B 


STEAM TRAP 


1957 





Talk of the Trade 


DUE CREDIT: | () \ 
f ¢ t M ta Anthony Ameduri 
f \] 


Va S 


Anthony 


BIG. HOP: Prexy Charles Ducommun 
Ducommun (Ducommun Metals & Sup) 

Angeles) were up in the air quite some time 
literally speaking that is. They were aboard the D¢ 
7C airliner when it made the longest non-s 1 
ever made by a commercial plane carrving passe1 
lhe KLM plane in which they were passenger 

the 2l-hour and 52-min. flight from Long 
Municipal Airport (Calif.) to LeBourget 

France n commemoration of the 30th 


of Charles A. Lindbergh’s famous New Yor] 
hop 


NIORE ENMIPOYEE BOSSES: H. 'T. W agener, p! INFLATION: [hia \llen B. Harden i 
dent of Jam \icGraw, Inc., Richmond, Va \< yuhat Nl 
to the « he Hot I 


omed 15 ne emplovec stockholders 


plovec 


CONGRATULATIONS: William |. Ryan 
lent of Cutter, W & § ( 
Na 
Distril 

| 


Coog an 
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“If your customers wonder 
how to cut production 


costs...the answer is 





Production costs are tough to control nowa- 
days. But if you can give your customers up to 100°; more production 
out of the cutting tools they use...then you give them a real competitive edge. 


That’s exactly what you can do, with Morse Electrolized Tools. Not only do they 
give more production, but they do a cleaner and faster job with more closely held 
tolerances over a longer period of time. 


Another reason why ... MORSE means “THE MOST” in cutting tools. 


MORSE TWIST DRILL & MACHINE COMPANY, NEW BEDFORD, MASSACHUSETTS 


(A Division of Van Norman Industries, Inc.) 


MORSE 


Cutting Tools 
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RUBBER PRODUCTS 


PRICE 
SCHEDULE 
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SELLING helps of reasonable 
unts that his sales force may 
be given the advantage of special- 


ind a knowledge of 
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zec Training 
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SELLING HELPS... 
of reasonable amounts so that RePuBLiC 

his sales force may be given the advan- 
tage of specialized training and a knowl- 
edge of the product sold. 


ty 















LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 
RUBBER PRODUCTS 


Gj, REPUBLIC RUBBER DIVISION 
Oe 





INDUSTRIAL 
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Industrial Distribution 





Tasks For Distributor Management 


1 OMEONE has recently said, “What this industrial dis 
tribution industry needs is more management.” That 
may be but I'd like to suggest that we do have manag 
ment. The difficulty is that the management we have 
isn't managing. To be sure, the executives who make up 
management are working hard but are concerning them 
selves, in too many instances, with the wrong things. Or 
at least, are devoting a disproportionate amount of their 
time to jobs which could be handled by clerks 
At the risk of being presumptuous, I'd like to list 
what I consider the major jobs or major functions of 
management in an industrial supply firm. These are the 
tasks of management broadly defined and these are the 


areas of operation upon which management should be 


spending its time 

First, there is the task of measuring sales opportunities, 
or setting selling goals, or deciding from among various 
alternatives which direction the firm is going. Shortly, 
what is the target? 

Second, management has the task of allocating re 
sources of money and time to the accomplishment of 
these goals and, of course, in proportion to their im 
portance as previously agreed upon 

rhird, management must maintain an organizati 
which is designed to facilitate the performance of th 
greed upon functions 

What is entailed in each of these tasks? 


The Target 


Before a firm can start, someone has to answer Ouc 
tion Number One, what are we going to sell and wh 
ire we going to sell it to? A wise decision can be made 
on these elemental points, only after management knows 
the market potential for the area in which the firm will 
operate. Who are the customers? What do they buy? 
How much do they buy of the various product categories? 
From whom do thev buv? Now this first task of manage 
ment mav be done on the basis of hunches or it may be 
done with greater precision when based on facts. I'll 
idmit some lucky guessers do mighty well. That is won 
derful. But for those of us who have trouble guessing 
right more than half the time, market potential studies 
will supply facts to help management guide the firm in 
the most promising and profitable direction 


Allocating Effort 
Every supply firm has certain resources with which to 
work. The overall goal of management is to utilize these 
resources in such a manner as to make a satisfactory net 
profit on investment while rendering useful services to 
the firm’s customers. This involves a dollars-and-cents 
weighting of “input” against “output” to maximiz< 


financia turn since n f erate na i l 
nd no firm can be everything t ervb t 
ing decisions have to be made 

With the resources at hand and in light of attainable 
] + 


goals revealed by potential studies, management mu 


decide how much time and effort and money will be 
I Decisions in this area 


; 


expended in the various dire ns 
may take the form of product line selection, wh« ther 
] 


you will be a specialist, a limited line house or a general 


line house. It also inv 


] ] lves the allocation of sales effort 
to product ustome! ncluding advertising and 
promotor 
Organization 
l'o help facilitate the achievement of the tw 
g tasks, management must set up nd maintain at 
rganization. This me management must get peopl 
together and get them t vork with each other har 
noniou Duties must be assigned, responsibilities dele 
gated, performance checked and rewards provided. $ 
tems for intern in t t " et u ! 
| ited l raining ¢ ! t 
l 1 made f ik t 
4 fundamental prin f } that it 
h uld pt vide f ts l t ] \ £ 
tion should t on iting tem vit 
toda. S problems but n t l 
in constant preparation for the tasks of tomorrow 
Above all the distributor execut n th 
human and material 1 t i] into a fun 
tioning ganizat it tw f him and give him the 
4 xi} lity t take } oO ent m4 
t the ti ' a. of ' 
tacke =a eh ' +] ' 
t 1 that f him f n det 
Free to Manage 
Here then th t } } nent in th f 
in ask itself. | t, have I ana th pot t 
mv logical tr g area id t £ 1 th 
f the fact evealed? § ne vith the t 
( Spx sal, aa | direct 1g them if the 1 t t 
ind profitable channel And third, have I m 
the money and m 1 mv firm int 1 funct 
ganizat l gan tion that will f ne t b 
manage 


Halt A Ceowcler 
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What's Your Definition of 


© Do acquaintances say, ‘What's your line again?” 
© Do your children ask, “What does Daddy do?” 


By George L. Bottari, Associate Editor 


Here are five attempts to define an industrial distributor. . 


@¢An industrial distributor is a locally owned, locally 


managed, and independently financed business organ- 
ization serving the production and maintenance re- 
quirements of all types of industry in his immediate 
trading area with the products and materials of many 
varied, and often distant, manufacturers.99 


ee The industrial distributor is a local independent 
organization which keeps the wheels of production 
and operation moving in manufacturing plants, mines, 
oil fields, railroads, utilities, and service industries. 

“Industrial distribution actually involves all service 
functions concerned with the movement of industrial 
products (as contrasted with consumer products) from 
the place where they are manufactured to places where 
they are put to use, either in production or main- 
tenance. 99 


ee@lhe industrial distributor is the department store 
for the local industrial consumer. He carries a wide 
range of tools, supplies and equipment required by 
the industries in his territory. He gears his entire 
service to meet local industrial requirements. The 
industrial distributor's function is the dual one of 
providing a stock of supplies on which manufacturers 
can draw for immediate delivery and of providing ware- 
house delivery service and sales representation for the 
makers. 

“The industrial distributor may be known by any 
one of the following trade names: Mill supply house; 
industrial distributor; railroad, marine, mine or textile 
supply house; hardware wholesaler with an industrial 
supply department; iron and steel warehouse with an 
industrial supply department; plumbing and heating 
wholesaler with an industrial supply department; ma- 
chinery or equipment dealer. There are also a few 
specialists of limited lines, such as power transmission 
equipment distributors. ®® 


@eIndustrial distribution is the business of supplying 
needed goods to the industries in an area. This bus 
ness includes among its functions—buying (from var- 
ious manufacturers), warehousing, selling (to indus- 
trial users), engineering, shipping, advertising, financ- 
ing, accounting and management. 

“The industrial distributor is a firm—partnership, 
corporation or individual—doing this business and 
doing it in a manner and at a cost satisfactory both to 
its customers and stockholders, as well as to the manu 
facturers of the goods handled. These goods may be 
abrasives, cutting tools, transmission equipment, fas 
teners, machinery, metals, or any other materials 
needed by the industries in the territory. These goods 
may become 1. part of the products of the industries, 
2. may be tools or machines used in manufacture of 
the products, or 3. may be supplies used in the main 
tenance of the plants served.9® 


©@Simply stated, an industrial distributor is one who 
stocks and sells industrial supplies and equipment for 
the maintenance and production needs in his trading 
area. (He is the essential link between manufacturers 
of industrial supplies and the users of such supplies; 
he offers the most economical, efficient means of mar 
keting on the local level.) 

“He may operate in one of four ways: as a general 
line, departmentalized, limited line, or specialist or 
ganization. 

“He represents at least three reputable manufac 
turers of industrial products, maintains an office and 
stockroom (even if in his own home), invests a mini- 
mum of $25,000 in inventory, employs at least one 
full-time inside employee, and a salesman, unless he, 
himself, spends a minimum of 75% outside selling. 

“He sells and services industrial accounts such as 
the broad range of manufacturing plants from mass 
producers of giant equipment to small machine shops, 
mines and quarries, oil fields and refineries, contractors 
(plumbing, electrical, road and construction), railroads, 
utilities, government agencies, marine trade, retailers 
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an Industrial Distributor ? 


© Do some businessmen regard you as a non-productive “middleman?” 


© Do you realize this 412 billion dollar industry has no official definition? 


of industrial supplies and tools, and service industries 

“While he may be a division of an organization 
primarily, or in part, a plumbing and heating whole 
saler, an iron or steel warehouse, a hardware wholk 
saler, an electrical wholesaler or an automotive jobber, 
the industrial supply division must meet the above 


conditions 


‘A specialist specializes by product, industry or ser 
ice—fo1 example, an oil field supply house 


cialist serving a particular industry; a bearing supply 


is a spe 


house is a product specialist, an electric maintenance 
house stocking power transmission equipment and in 


Why A Definition ? 


HERE IS NEVER ANY QUESTION about what a man 
aes for a living when he says he is a mechanic, 
plumber, writer, carpenter, doctor, artist, or lawyer, 
but when someone says, “I’m an industrial distributor”, 
he’s met with a blank stare and, “Oh, is that so?” 

Attempts to clarify usually lead only to further con 
sternation 

Yet the industria] distributor represents a $4.5 bil 
lion industry. He is engaged in fulfilling an essential 
role in today’s economy. 


Whose Fault? 


Why, then, do laymen and businessmen alike share 
this abyssmal ignorance of what an industrial dis 
tributor is? Perhaps part of the fault may be attributed 
to the industry itself for, to date, there is no official 
definition, no definition that is succinct, comprehen 
sive, and understandable to the layman 

Deans of colleges where industrial distribution is 
now taught, and vocational guidance personnel in high 
schools, frequently inform us of their difficulty in 
supplying a satisfactory definition to their students. 

Is such a definition possible? 

Let’s explore the existing material, determine its 
shortcomings, and outline what should or should not 


be included in an explicit, satisfactory definition 


Typical Attempts 


\ typical textbook definition usually skitters around 
what an industnal distributor is by labeling him a 
middleman, a wholesaler, or a firm known by any one 
of many names (mill supply house, plumbing and 
heating supply house, hardware wholesaler with an 
industrial supply department, etc.), then hurries into 


1] . 
stalling and servicing such equipment is a spe ialist 
by virtue of service facilities and products han lled. &9 
1 discussion on type of operation (general line, spe 
cialist, limited line), or the distributor's funct in 


Our economy. 


Various Meanings 


“Industrial Marketing’ by Alexander, Cross and 
Cunningham, a recent textbook on the subject, starts 
with: “The term ‘industrial distributor’ is used with 
various meanings Then continues: “The Bureau of 
Census employs it to designate an establishment that 
‘handles a general line of industrial goods and sells 
largely to industrial users,’ the Bureau elaborates this 
definition somewhat by describing industrial distrib 
utors as ‘establishments dealing in a more or less com 
plete line of materials and/or supplies for mines, 
factories, oil wells, public utilities, and similar indus 
tries. Establishments engaged primarily in selling 
machinery are not included.’ Most firms falling undet 


this Bureau of Census definition belong to two sub 





Webster Says . . 


Definition, according to Webster, means: 
“Limitation; a setting of limits . . . a word 
or group of words expressing the essential 
nature of a person or thing . . . act or power 
of making definite and clear or of bringing 
into sharp relief.” 











categories: (a) mine and mill supply houses and (b 


oil well and refinery houses 
“For the purpose of our discussion,” 
idmit “the Bureau of Census definition lacks breadth 


the author 


More On The Big Problen —> 





What’s Your Definition of an Industrial Distributor? (Cont’d.) 


in that it does not include many firms which operate 
on a highly-specialized basis in buying materials, sup 
plies and equipment from manufacturers and selling 
them to industrial users. For example, it does not 
include distributors of machine tools and many other 
types of machinery and equipment. In our discussion, 
it will be convenient to include such distributors be 
cause they, like the establishments embraced by the 
Bureau of Census definition, offer the maker of in 
dustrial goods a marketing channel in the form of 
title-taking middleman through whom he can vend 
his goods to the firms that use them.” 

The authors continue by pointing out that firms 
included in this larger category fall into three types 
general house, product specialty house and trade spe 
cialty house. 


“Middleman” Stigma 


The term “middleman” crops up time and again in 
textbooks and articles about the distributor's role in 
our economy. Beckman and Engle, in “Wholesaling,” 
for example, also begin by admitting the existence of 
various meanings then cite the Bureau of Census and 
employ “middleman” twice, as will be noted below 

“Like the concept of industrial marketing, the term 
industrial distributor may also be interpreted as having 
more than one meaning. In a broad sense, the term 
might well be applied to all wholesalers who deal pri 


marily in industrial goods. A number of different 


terms have been used to designate middlemen of this 
type. In the machinery, tool, and factory supply busi 
ness, common substitutes for the term industrial dis 
tributor are supply and machinery distributor, ma 
chinery dealer, mill supply house, and mine and mill 
supply house. 

“In a narrower and more popular sense, and as used 
by the Census of Business, the term industrial dis 
tributor refers to a wholesale middleman who handles 
a general line of industrial goods. The term is thus 
limited to establishments dealing in a more or less 
complete line of machinery, equipment, and supplies 
for mines, factories, oil wells, public utilities, and sim 


ilar industries.” 

Here is a more succinct textbook definition from 
“Elements of Marketing” by Converse, Huegy and 
Mitchell: “Industrial distributors” (often called ‘mill 
supply houses’) are very important in the distribution 


of accessory equipment and supplies. They are whole 
sale merchants who buy goods, warehouse them, sell 
them, and commonly extend credit to the buvers.” 


Out-of-Hat Operators 


Definitions like, “A distributor stocks manufac 
turers’ products and sells to any and all industrial 
users in his territory” are inclined to arouse complaints 
like, “Joe Doakes fits that description, but I don’t 
consider him an industrial distributor. He operates 
out of his hat.” 


The Big Problem 


How comprehensive can a definition be and still 
provide a terse, meaningful answer to the simple 
query, “What is an industrial distributor’? 

Shouldn’t any final definition include answers to 


the following five questions? 


1. What does a distributor do? 
Some description of his function between man 


ufacturers of industrial supplies and users of such 
supplies, in terms of his place in our economy 


2. What types of products does he handle? 


To distinguish him from distributors of con 
sumer products or raw materials. 


3. What types of accounts does he sell and 


service? 
To differentiate the distributor from estab 


lishments that, for example, are essentially retail 
firms. 


4. What type of organization does he have? 
Unless this is spelled out to some extent, there 


is the risk of ruling out such outfits as bearing 
specialists, automotive jobbers with an industrial 
supply department, etc. 


5. What is the size of his business? 
To qualify as a bona fide distributor, should not 


some minimums, or standards, be set up with 
regard to total number of employees, number of 
salesmen, number of reputable manufacturers 
represented, amount of money invested in inven 
tory, or size of premises? (Such standards need 
not conform to minimum specifications estab 
lished by associations for their members. 


Requirements of Definition 


In conclusion, the major problem is to obtain a 
definition that includes information in the above five 
categories and, in addition to being comprehensive, 
is reasonably brief and understandable to all. 

Have we set an impossible goal? 

What do you think? 

What’s your definition of an industrial distributor? 
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Detroit distributors, J]. T. Wing & 
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1 step further to make the 
o applicable to land and sea 
Ihe St. Lawrence Seaway project 
necessitates deepening and widen 
ing of shallow passages to permit 
lake freighters to load deeper and 
allow heavy laden ocean ships to 
move through the lakes. The first 
stage of the Great Lakes connecting 
channels project 1s taking place now 
at the Amherstburg channel and, 
eventually, other channels of the 
Detroit River will be deepened. 
Some time ago, realizing the rivet 
would be paved with dredges, drill 
boats, scows and tugs, Bert Piggott, 
nt and general managet 
ing & Co. began to think 
this field. Some 
distributor, he felt, should set up 
to sell, repair and deliver supplies 
to the dredges and drill boats op 
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Dean Lowell Herron of Clarkson gives 1D facts about . . . 


Employing College-Trained Men 


© First Industrial Distribution Class to be graduated in June, 1958, 33 of them 


© Competition by prospective employers will be keen for these 1D graduates 


© Starting salaries will remain high... Clarkson ‘57 graduates averaged $5235 


1.D.: Dean Herron, would you please bring 
us up to date on the Industrial Distribution 
program at Clarkson? 


DEAN HERRON: ‘Three years ago we started our 
college program at Clarkson leading to a degree in 
Industrial Distribution. This move on our part was 
taken because we felt such a step would contribute to 
the solution of a problem faced by the industrial 
supply industry. In its simplest form, this program, 
which embodies a synthesis of engineering and busi- 
ness training, was designed to supply the need for 
technically trained people in the field of industrial 
sales. And, of course, over the years to supply ex 
ecutive talent for the industry. 

In the development of this program, we have had 
the cooperation and support of both the National 
and Southern Industrial Distributors’ Associations and 
of the American Supply and Machinery Manufac- 
turers’ Association. I would certainly be remiss if I 
didn’t acknowledge the fine cooperation we have had 
from INpusTRIAL DistripuTION magazine itself. You 
people have given most graciously of your time, ef- 
fort and editorial space to help us put this program 


ICTOSS 


1.D.: We were glad to help. How many students 


*“. ..- have 143 
men training for 
careers in Indus- 
trial Distribu- 
tion.” 


do you now have enrolled in this course? 


DEAN HERRON: As the fall term of the 1957-58 
school year begins, we have, for the first time, students 
lasses. We have 42 freshmen, 41 soph- 
juniors and 33 seniors enrolled in the 


in all four 
omores, 27 
Industrial Distribution curriculum. In short, we have 
143 men training for careers in Industrial Distribu 
tion. The 33 men starting their senior year are, of 
course, graduating in June, 1958. In a sense, these 
men will be the product of our first four years of ef- 
fort. Needless to say, we are mighty proud of them. 


1.D.: Could you tell us what the placement 
prospects are for these graduates of the senior 
class? We realize that this is the first class to 
graduate, so perhaps you can tell us what 
happened to the June 1957 graduates from 
your various departments. 


DEAN HERRON: Clarkson graduated 188 men last 
June. We scheduled 270 companies for recruiting 
visits to the campus. Of this number, 226 visited the 
campus and 44 interview dates were canceled because 
no students were available to be interviewed. The 
226 companies visiting the campus conducted 2,445 
individual interviews and made 788 offers of employ- 
ment. This means that the average graduate was in 
terviewed by 13 companies and received 4 job offers 
In addition to this on-campus placement work, there 
was a great deal of individual off-campus job seeking 


activity. 


1.D.: Did these men go with just a few com- 
panies or with many? 


DEAN HERRON: Thev went with 76 different com- 
panies. In addition, 9 went into military service and 





14 are going on to graduate school. Only 8 of the 76 
companies hired more than two men each 


1.D.: Is this very heavy demand for Clarkson 
graduates typical of other schools? 


DEAN HERRON: It certainly is 


no foreseeable limit to the demand of industrv for 


Ihere seems to be 
college graduates in the sciences and engineering. The 
nation has been going through an unprecedented 
boom in industrial building and the expansion of 
plants. American industry has doubled its productive 
capacity since the end of World War II and the end 
is not in sight. Sound management is staffing these 
facilities with trained men. It is also looking ahead 
and employing the men who will be running these 
expanding facilities in ten or twenty years. 

While we were at the San Francisco Convention, 
Professor Groneman, who heads up the new work in 
Industrial Distribution at Texas A & M, Dean Clare, 
of Bradlev and I discussed this whole situation at 
his intense demand for well 
trained men seems quite universal. During 1956-57 
at Texas A & M, there were 1,292 job calls from 465 


companies that sought seniors for employment. In 


considerable length 


checking with their Placement Office, it was learned 
that a conservative estimate is that ten percent of the 
job calls reveal an interest in people professionally edu 
cated in industrial and technical sales 


1.D.: You talk to several hundred graduating 
seniors each year, what are they really think- 
ing about? Are they interested in opportunity? 
In security? 


DEAN HERRON: Today's college senior is thinking 
more deeply and more soundly about his future than 
manv of his elders are likely to realize. He is interested 
in all of the job features you might mention including 
opportunity, salarv, security, training programs, travel, 


fringe benefits, living conditions and sincere and 


pleasant colleagues 


\ctually, we hope that one of 
the mental traits he has developed at college is that 
of looking at more than just one or two facets of a 
problem. He does approach his career planning in a 
prettv well balanced way. I have heard it said that 
these young men are “mostly interested” in this o1 
that particular feature. It just isn’t so. If an emplover 
offers a well balanced job with a normal complement 
of advantages and disadvantages, he will do well in 
recruiting. However, the advantages must be just 


as real as are the disadvantages. 


1.D.: We hear a lot of talk about the high start- 
ing salaries of college graduates. We would 


““Seniors ap- 
proach career 
planning in pretty 
well-balanced 
way.” 


like to get your thinking on this matter. Some- 
one even likened college graduates to the 
“Bonus Babies” in pro athletics. Perhaps our 
thinking on this is a relic of bygone days. 
Could you up date us? 


DEAN HERRON: The answer to this question 

it seems to me, pretty thoroughly spelled out in the 
recently released Wilkinson Report which presented 
the results of a survey of the quality of management 
as currently practiced in this industry The basi 
findings of this Report are that the Industral Distri 
bution industry greatly needs trained leadership and 
modern management methods. The Industrial Dis 
tributor engaging a college graduate is paying him 
not alone for what he can produce today. Rather, 
he is making an investment for his firm to insure the 
future. He is looking ahead from two to five vears 


will } 
\ 


llv trained have 


when the technically trained college man 


advanced faster and further than a man of the same 


ize who lacks this training 


1.D.: What is the economics of the situation as 
far as the seniors are concerned? 


DEAN HERRON: These men 


plovers with four vears of conce1 tk 


ilready iccomplished Chev will bring to their jobs 


1 technical and business education which represents 
an out-of-pocket investment of eight to ten thousand 
dollars, plus a loss of earnings for four years Che 


1} 
costs of a <¢ 


ollege education have also increased over 
the vears just as the prices of practically everv thing 


vou buy 


1.D.: What is your reaction to the type of train- 
ing by which a man is put in the warehouse 
for a year or two, then on delivery, then on 
inside sales and finally on outside sales? This 
| believe was the Horatio Alger formula. 


hat empl f 
} na 
nousemen and 


DEAN HERRON: I understand t 


young men as order pickers or ware 


How Much Training? — 





**... technical and 
business educa- 
tion... represents 
out-of-pocket in- 
vestment of 
$8-10,000 .. .” 


bringing them up through the ranks to an executive 
position in twenty-five years or so has, in the past, 
been standard procedure in the Industrial Distribu- 
tion industry. But modern methods are different. The 
college trained man isn’t going to take, nor need, 
anything like twenty-five years or even ten vears to 
learn the “ins and outs” of the business and become 
highly productive. 

Now possibly the stock-picker’s experience is a 
necessary part of an executive's training. I doubt 
it, but for the sake of argument, let’s say it is. Then 
my point is, the amount of time which need be 
spent on learning what “order picking” has to teach 
is mighty short with a trained man. A man with a 
solid background of college training in mechanical 
engineering, for example, doesn’t have to spend two 
years in the warehouse to know what a V-belt, or a 
sheave, or a pulley or a sprocket looks like. By the 
same token, his training in other areas will short cut 
his learning process all along the line. 


1.D.: Doesnt this mean that distributors should 
do more looking ahead? 


DEAN HERRON: Yes. You might ask this ques 
tion, “Where are the top men of the future in this 
industry coming from?” ‘They must be selected for 
that specific purpose today and trained accordingly. 
lhe young men so selected should have a proven 
capacity for rapid growth. ‘The college graduate is 
such a young man. ‘The demand for these men will 
come from firms managed by the most alert and 
advanced business brains in the country. As one 


Industrial Distributor recently said, “In the battle 


“Where are the 
top men... in 
this industry com- 
ing from?” 


of competition, I'd a lot rather have these trained 
men in my camp than try to sell against them.” 
lhe employer is going to get real value for his money 
when he engages a well-trained college graduate. 


1.D.: Now for the $64,000 question. What were 
the starting salaries for your 1957 college 
graduates? 


DEAN HERRON: I have cited the figures which 
indicate the heavy demand at Clarkson and this com 
petition for trained men shows up in starting salaries 
The class average was $5,235 a vear or $436 a month 
I'he averages, by departments, were: Business Admin 
istration $4,968, Chemistry $5,412, Chemical Engi 


neering $5,180, Civil Engineering $5,155, Electrical 


**But modern 
methods are 
different.” 


Engineering $5,600, Mechanical Engineering $5,400, 
and Physics $4,870 Ihe average for engineering 
students was $5,349 


1.D.: Is this about in line with other colleges? 


DEAN HERRON: As nearly as we can determine 
and from the studies I’ve seen, the starting salaries 
for our graduates are in line with those from other 
After all, the com 


panies employing our graduates are also employing 


schools of comparable standing 


graduates from other schools and they would want 
to have all of their new recruits within a comparable 
salarv range regardless of the school from which they 
have graduated. ‘There are variations, of course, de 
pending upon the maturity of the student, his record 


and his experience. 


1.D.: Do you feel the demand will be equally 
intense for the ID graduates? 


Professor Groneman, Dean 


DEAN HERRON: 
Clarey and I also talked on this matter at some length. 








*... recruits from 
these courses will 
be very much in 
demand.” 


While we've never had graduates from an Industrial 
Distribution course, the feeling was shared by all of 
us that the industry's demand for more men with 
technical training for industrial sales is so great that 
recruits from these courses will be very much in 
demand. Professor Groneman indicated that Texas 
\ & M _ graduates from the field of Industrial Tech- 
nology had taken positions in industry at salaries 
ranging from $375 to $450 a month. ‘This range of 
starting salaries also correctly reflected the experience 
of graduates of Bradley University according to Dean 
Clare\ 


1.D.: We have been talking about what hap- 
pened in June of this year but what are the 
placement prospects for the graduates of the 
ID course in June of next year? What's your 
forecast? 


DEAN HERRON: Another busy vear is in prospect 
As of August 26, Clarkson College had already sched 
uled 275 companies for on-campus interview visits 
Requests for dates are being received almost daily. 
lhirtv-one 
ments to interview the thirty-three seniors in Indus 


companies have made specific arrange 


trial Distribution. 


1.D.: Are these companies from the industrial 
supply field? Are they monufacturers and 
distributors from this industry? 


DEAN HERRON: Last spring we mailed to mem 


“When are indus- 
trial distributors 
going to do some- 
thing?” 


bers of the ‘Triple Industrial Supply Associations the 
booklet, “A Letter To You About Thirty-Iwo Pr 
spective Employees.” We did this because we w inted 
the members of these Associations, who have been 


} 


so very helpful in planning and sup] 
gram, to have an early opportunity 

seniors about employment Ihe 

we have a considerable number of inter 

but 


for our senior class with manutacturers 
handful with industrial distributors. Obviously, 
ompetition to employ the graduating class 


W hen do you suppose 


to be verv keen the 


trial distributors are going to do something about 


1.D.: If a manufacturer or distributor in this 
field wants to interview seniors, when should 
he start? 


DEAN HERRON: Inter 


; 


ontinue 


“Interviews begin 
on October 28 
and continue until 
early April.” 


\.D.: How should he go about getting in touch 
with the students? 


DEAN HERRON: Our Du 
F. A. Ramsdell, 
His office provides empl 
on each student incl 


] 
MaKCS 


tracurricular activities, work experience, 1 


mf 


ice, job preferences, honor point averag 


rank in department, a faculty evalu 
] 
the student 


of grades earned. For companies 


S person i qualities, inl 


to the campus, Mr. Ramsdell 
dents of interest by such compan 


ae 
men write directly to t mn 





How to Self 
against 
Price Competition 


By Don McGill, 


Associate Editor 


! HAPPENS ALL OVER—this business of attempting to 
I meet price competition. In York, Pa., two out- 
side salesmen of P. A. & S. Small Co., Inc., encoun- 
tered the not uncommon situation where they were 
trying to sell portable power tools against an out-of 
town competitor offering a similar product at 10% 
off list. The power tools the two salesmen were 
handling had to be sold at the manufacturer’s sug 
gested resale price. 

What does a salesman tell his customers in face of 
a situation like this? What selling technique can 
he use? 

Both Robert W. Wagner and D. W. Elicker, the 
two salesmen in the case, decided that the only way 
they could lick price competition was to convince 
their customers of the superior quality of their line of 
portable power tools. This was no easy assignment, 
especially when it is remembered that more and more 
purchasing agents are today looking at the price tag 
on items they buy. To successfully counter the grow- 
ing cost-consciousness of buyers, distributor salesmen 
have to put up pretty stout arguments to justify the 
higher price of a product. 


Don’t Talk — Demonstrate 


Mr. Wagner and Mr. Elicker proceeded on the 
theory that the surest way of proving quality to their 
customers was to get demonstration units into the 
shop. How did P.A.’s respond to this approach? 
Most of them were agreeable, as they preferred to 
abide by the expert opinion of plant men when it 
came to assessing the merits or demerits of a piece 
of equipment. 

However, in contacting P.A.’s, they were careful 
always to carry a sample tool with them, and let him 


1. LET P.A. SEE—Salesman Robert W. Wagner (right) is 
ready to show Purchasing Agent H. J. Morton of Chas. G 


Summers, Jr., In portable electric drill 


see and handle it Catalog pictures can easily be 
faked to show a tool to good advantage,” states Mr. 
Elicker. “By putting the actual unit into the buyer's 
hands, you can easily point out its features and 
advantages.” 

The efficacy of this approach was revealed by Mr. 
Wagner’s experience with a portable electric drill. 
When talking to buyers, he stressed one feature—the 
fact that the drill would not stall under tough operat 
ing conditions. But he knew this feature could best 
be demonstrated to buyers by Jeaving a sample drill 
in the shop. If the price of the drill was higher and 
the non-stalling feature was so outstanding, then let 
it speak for itself. What happened, therefore, when 


a 4 
€ ay 


“Pee “ 

4. PRICE ISN'T EVERYTHING—William I. Conway 
P.A.. Colonial Products Co., “Yorktowne Kitchens” manu 
facturer, tells Salesman D. M. Elicker (right) he considers 
item’s “ultimate cost.” 
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2. LEAVE SAMPLE—Mr. Wagner explains drill’s non 


stalling feature to Stock Clerk J]. J. Mavs prior to leaving it 


g 
an 3 11, 


iS a Samp! ye used inning plant § maintenance crews 


ne left a sample dmill in the tool room of the Chas 
G. Summers Co., Inc.? It's always out on a job, so 
much did the non-stalling feature appeal to the main 
tenance men. Price was out of the picture; quality 


was 1n. 


The P.A. on Price 


However, the P.A. of one of Mr. Elicker’s accounts, 
Colonial Products Co., Dallastown, Pa., says some 
thing that indicates that price may be too much of 
a bogey with salesmen; that smart P.A.’s employ a 
technique commonly termed “Value Analysis”. Wil 
liam I. Conway states that “ultimate cost,” rather 


5. FOR EXAMPLE -—This router may 
than others uut according to assistant 


Olphin right t ighter 


on kitchen ntet 


é} 
3. FOLLOW UP—Mr. Wagner watch 
se drill in icksmith shop, and answet 


| ++ 


than initial . s the factor he considers when 


buying That is “Value Analysis He thinks in 
terms of what a product will do in reducing labor 


cost, increasing production, saving time, and so on 


Thus, an item costing 10% less than another item 
is not always, in Mr. Conway's opinion, the cheapest 


in terms of “ultimate cost And this may expla n 


why he favored a portable router Mr. Elicker and a 
factory representative recommended for a parti 
pplication. ‘The router cost more, certainh 

was lighter, easier to use, and faster than an 


1] e atth 1 ~— ~ 
Ultimately, it v ye less expensi ha 


} 
nit forme! 








6. DESK BEING MADE for ¢ 


acc i 
i \l I 
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be too 


MORE THAN THIS would 
Johnson, president of Lewis Supply C 


starts through pile of 1,500 quarterly 


much, 
> = 


savs Eugene 
Memphis, as he 


rd operation 


rept 


r + nr + }, 
rts Sales $s proof shec 


BASIC FUNCTIONS ONLY are performed with punched 
Besides 


sales analysis, cards are used for daily 


t, monthly 


I OMIMISSIOI 


How Much Sales Analysis Can You Handle? 


Punched cards will supply almost any sales statistics you can think of, but 


this distributor has reasons for not wanting to be swamped with reports 


By Van Ness Philip, Associate Editor 


*.F 


has punched 


EWIS SUPPLY 


L 


ment but management doesn’t use 


l‘enn., card equip 
full 
fo! 
Ihere’s a 


it at 


wont 


capacity and _ probably 


some time 

for this. Says 
Eugene Johnson, president: “When 
ror 


analysis we’d heard of distributors 


reason 


we installed our system sales 


who tried punched cards and later 
discontinued them as too expensive 
We 


oul 


and complicated decided we 


wouldn't get over heads with 
more reports than we could actually 
put to use. We'd keep it as simple 
and as inexpensive to operate as 


possible.” 


Fundamentals First 


He believes there are four prin 
ciples of good mechanical sales an 
alysis in a firm like Lewis Supply 

17 salesmen covering a wide terri 


92 


Memphis, 


tory, with a sales manager spendin 
in the field 

limit the lines under study to a rea 
stick to basic 


functions in punching the cards 


considerable time 


sonable number, 


3. limit the frequency of reports to 


reasonable intervals, and 4. keep the 


ot data 


} 


scope within manageable 


bounds 


Quarterly Data Enough 


lhe punched cards turn out data 
lines by 
every quarter, but 
they differentiate 


pliers’ lines but not product lines, 


on sales by salesmen by 


customers not 


monthly; sup 
major suppliers but not all sup 
pliers. “This gives us all the sales 
analysis we're set up to use just now 
—a total of 1,200 to 1,500 regular 
all,” says Mr. Johnson 
“Any more would swamp us with 
to sav 


reports in 


more than we could read, 
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of 


persuading 


cad them 


Little Time Required 


tl 


iles and cost of sales 


us data, plus a daih 


+] 
LU I 


S| 
tabulation of sales 
the 
: a £ hom 
yperated only about 50 hours a 


onth 


sy? ly 
im ynthly 


yMMissions, machines 
One clerk does most of the 
rk, with a helper for about a day 
1 half Coding 
opies takes extra min 

it the order editing desk. Th« 

3 card puncher, printet 
rent for $182 


each quarter 


a Tew 


Ines 
tabulator1 
1 month 


[his 


] 


ind sorte! 


how Mr. Johnson ex 


plains it 


i 

1. Limiting the number of lines 
studied. 

lhe first 


vzing 75 supplier lines, but found 


management tried an 





this too cumbersome and reduced 
the total to 47. The rest of the 
lines are in Miscellaneous (which 
in turn is divided into three broad 
specialty categories). The policy is 
to keep most of the lines supplying 
less than $12,000 annual volume in 
Miscellaneous, though several lines 
with less than this volume are re 
tained in the individual tabulations 
for special reasons (in one case, to 
determine if a suspected obsolescent 
product should be dropped). ‘The FREQUENCY OF REPORTS 
miscellaneous categories represent month) ilesm R 
about one third of the firm’s vol- them 
ume. “We could refine this break 
down in the future if we need to,” 
savs Mr. Johnson, “but we don't 
feel it’s justified now.’ 
2. Sticking to basic functions. 

Punched cards were installed, 
savs Mr. Johnson, for the single 
primary purpose of assembling sales 
data by lines by customers. “W<« 
have no intention of making the 
system more elaborate. If we could 
get this data some other wav, we 
wouldn't have put the machines 
in.” 

The cards produce two by-prod 
ucts, however: monthly tabulations 
of salesmen’s commissions and a 


daily total of sales and sales costs 


} 


hese are the only accounting ap SCOPE OF DATA 


plications l‘hey were added to the HH 


; 

system because it was relatively eas\ 
; 

to punch cost of sales on the cards; 


invoices were already being costed 


it 


for manual tabulation of commis 
sions and daily accounting proofs 
“If we add anything more, it will 
be done gradually,” Mr. Johnson 
asserts And only the simplest 
tabulations at first.” 
3. Limiting frequency of reports. 
Ihe management first considered 
monthly instead of quarterly 1 
ports by lines by customers but 
dropped the plan as _ unrealistic 
Says George L. Frank, vice pres 
ident, sales: “Assuming I could read 
1,500 reports a month and make 
sense out of them, then somehow 
get our salesmen to use them profit 
iblv, would be assuming too much 
in our situation.” Mr. Frank sends SIMPL! BUT ADEQUATI 
ird pul t 


i 
t 


the salesmen the _ lines-customer af enamine ie 


Where the limit is —> 





How Much Sales Analysis Can You Handle? (Cont’d.) 





How Lewis Supply Operates Punched Card Sales Analysis 


® Monthly cost of mechanical operation is as fol- 
lows: $182, for rent of card puncher, sorter and 
printer-tabulator; 50-55 hours of operators’ time; 
plus cost of cards and some extra order editing 


® Original order copies are coded daily with num- 
bers for customer, salesman and supplier line. 
Cost of sales is written on the back. 
The numbers are punched out daily on cards, 
along with sales and cost figures. 

® A daily summary of sales and costs is run off on 


the tabulator for accounting proof purposes. sending 
Once a month sales by salesmen by lines and chine firm’s office, where complete reports were 


total gross margins are tabulated for purposes of produced regularly, for an average cost of $800 


time to code order copies 
@ Alternative method (tried previously by company 
in coded order copies to business ma- 


figuring commissions. Reports are sent to salesmen. per month. Present system has reduced tabulating 


Every quarter sales by salesmen by lines by cus- cost; also, according to the management, elim- 
tomers are tabulated. Report binders on each inated numerous tabulating mistakes that appar- 


customer are mailed to salesmen concerned. ently resulted from having work done outside 











4+. Keeping the scope of data within 


reason. 
] 


system does ii 


ring his week in tl ield 5 yond suppliers’ lines 


ohnson: “It would be 


; 
) 


yncerned eithe 


man. Even s 
item 


some of them operatins ng to have complete 


miles away, he can barely g lowns, and further breakd 


ill the salesmen twice a veal \Mliscellaneous, but  hovw 
} 


Salesmen also get monthly 1 vould this cost and how 


tO 


] ] ] } > RS 
ports of sales by lines with thei would we use it? There h machu 


i 


| 
ommission checks mount 


utoff point.” 
More reports than this, the mai 
igement feels, would probably end Their Money’s Worth istify the time it 


4 
Ze MO'e 


n salesmen’s wastebaskets 


id of their binders \Ir. Johnson sums 


MANAGEMENT FOLLOW-UP main reason for sales 
analysis, says Mr. Johnson. He and Mr. Frank don’t have not 
more reports than they can read, yet have enough data to istomers-lin 


FIELD FOLLOW-UP se sales analysis data 
too copious, says M I shown here explaining 

rey > 4 Wilkerson of outside sales 

spot the lines customers are not buying so sales efforts can force. Mr. Frank spend ther week with one of firm 


be redirected where necessary 17 salesmen 











Founded in 1884, The 
Chas. A. Strelinger Co., 
Detroit, faced a move 
from the multi-story 
building they occupied 
for 40 years to a new 
one-story, 93,000 sq. ft. 
building in a_ Detroit 
suburb. 

Based on their experi- 
ence, Chairman of the 
Board, Charles T. Bush, 
suggests when you reno- 
vate or build, be sure 








vou... 


FTER 40 YEARS’ CONTINUOUS OCCUPANCY of a multi 
A story building, Detroit’s face-lifting 

brought The Chas. A. Strelinger Co. face to face with 
the monumental task of locating land and planning a 
new structure for its 200 employees and broad inven 


project 


tory of industrial supplies and machinery 

According to Charles T. Bush, board chairman, 
“Our present site was selected after studying the re 
location trend of metropolitan Detroit's industry 
we wanted to save steps to, and for, our customers 
From our new ‘Distribution Center’ in Warren, we 
can reach 400 customers and potential accounts with 
in 20 minutes at a carspeed of 30 mph, for the city's 
major industrial expansion is within a 10-mile radius 
When located down by the river, our accounts wer 
spread out in all directions, like the ribs of a fan 
Now we are truly centrally located.” 


To Stay In Business 


Ihe theme of saving steps was carried into the lay 
ing out of the new building and planning the big 
move. As Mr. Bush points out, “Today, there are 
only two things that will keep a distributor in busi 
ness. One is volume. But volume alone won't do it 
The other factor is cost-cutting. ‘Today, every step 
To survive, vou've got to save steps a 


costs money 
(here are two major kevs to how Chas. A. Strelinger 





WORKING PLAN 


Save Steps — Steps Cost Money 





















Divisionalizea Inventory 


] 7 ] ] 
When planning the layout of the building interior 
it was decided to arrange inventory by departments, 
i 


or divisions. The present set up, for example, has the 


power transmission division manager seated at a desk 


in the general office area facing a glass partition that 
looks out on that portion of the 100-ft. counter area 
featuring shelves and bins containing fast-moving 


power transmission items. Following a straight line 
called the “‘little store 


hre door (into the “large store”), additional rows of 


from this area . through a 


shelves and bins contain slower moving items an 
following this section, are rows of boxed and crated 
power transmission equipment representing bulk ship 
ments. 

All inventory is arranged by major divisions. Each 
division manager is situated so the aisles of stock w 


der his jurisdiction run straight through the building 


starting close to his desk ‘his makes for bett 
ventory conirol and speedy service in fi 
Inter-Com Systems 

Designed to help determine the availability of 


Step to Spread for details —» 









Save Steps (Cont’d.) 


1 os 


SWITCHBOARD ROOM, built two steps higher than 
general office level, with glass partitions, saves steps as opera- 
tors can observe those at desks to accept calls 


stock and facilitate prompt and efficient service, the 
inter-com systems save steps for all employees. 

The newest and most modern telephone equipment 
was installed with the switchboard located in a glass 
walled room two steps higher than the general office 
area. Both switchboard operators can see at a glance 
who is at his desk or in his office to accept incoming 
phone calls. All executive offices have glass partitions, 
too. “Not for supervision,” Mr. Bush points out. 
“But for quick observation of personnel available 
when you need someone at once.” 

Men on the order desks wear headset earphones 
leaving hands free to write orders and check catalogs 


DIVISIONAL INVENTORY SYSTEM places fast-moving, 


mall-size products on shelves behind 100 ft. long counter 
in direct view of division manager in general office. 


=" Y " . 


bill} 


PNEUMATIC TUBES in credit department provide speedy, 


step-saving transmission of questionable orders from. and to 


order department 


In addition to standard telephone equipment, the 
firm wholly owns an interior, automatically-operated 
telephone system. ‘The push buttons on these phones 
provide speedy contact with key personnel through 
out the building. “With 200 employees scattered 
throughout a 93,000 sq. ft. building, it is essential that 
communication within the organization be speedy,” 
Mr. Bush says. “Our supplementary system saves 
steps. No one has to get up from his desk and walk 
any distance to confer with someone in another de 
partment. Everyone in the building is as near to me 
as the telephones or squawk box on my desk.” 

Che squawk box referred to is a Tele-Talk system 
that was installed throughout the entire building to 
supplement the two phone systems. 

Another step-saver in the inter-com set-up is a 
pneumatic tube system for conveying paper work 
from department to department. This is particular]; 
advantageous, for example, for speedy transmission of 
orders between the order and credit departments 


The Big Move 


; 


In planning the move, it was imp tant to Sa 


c 


Te 


steps for all involved in packing, transporting and 


placing the merchandise and office equipment. 

\ scale diagram was drawn showing the divisional 
inventory arrangement with aisles, shelves and bins 
labelled with products and size ranges to be stored, 
and offices were outlined along with the equipment 
necessary to each. 

The entire moving operation was completed with 
in two weeks (six-day weeks with considerable night 





EARPHONES wor by order department personnel fre« INTER-COM SYSTEMS on desk 
oth hands for writing orders and thumbing through hand vel i ’ lager 


tral I nd ion Manag 


work by many people). and only two working days equipped with adequate winng to permit operation 
I ; 5 : I i 5 | 


were lost. yf the machinery. 


Mr. Bush concludes it is worth the expense to hire \ modern heating system and air conditi 


professional movers. “By contracting with people who store areas with high ceilings are serviced by 


know their job, you obtain a scientific move engi chanical ventilation) insure co1 


neered in relation to their experience in a field you building regardless of the time 

know little about. ‘This results in a minimum of Enclosed truck wells, with automatical 

steps and rehandling of merchandise.” overhead doors, and adjustable docks, expe 
I'he mover provided such equipment as 800 four ing and unloading 

aster dollies, cartons, canvas containers, pallets, etc \ conference room, fully-equipped 


creen and other training ment 
sillict } . 1) 
Noteworthy Features full-staff meetings and 
At the rear of the buildu 


At the front of the building, a spacious showroom provided for employees; adjacent to tl 


large parking area for customers and 


for the display of machine tools and supplies is 


DISTRIBUTION CENTER is located in Detroit suburb centrally located for industrial activity 














In mechanized 


car washing... 


Salesman's Help 


Produces Sales 








MECHANISM that douses cars with detergent was devised with help of A-C ro 1 
ply’s salesman Richard $. Ruddy, who recommended motor assembly (upper right 
photo) which drives arm that moves nozzle (lower night photo 
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DISTRIBUTOR SALESMAN'S WORK 


For 


A him 


example, 
from P. D 


anywhere. 

of a 
Hurwitz, president of 
Philadelphia = Minit-Man 
Richard S. Ruddy, 
Philadelphia's 
Co., found 


technology 


can lead 


is a result cal 
Corp., 
sales engineer 
A-C Supph 
olved in 


tod i\ "s 


with 
] 

himself in 

or one oO mo 


piacc iS 


doused with a special 
Nir 
then 1S 


} - 
tling brushes 


Hurwitz 
moved be 
that 


\fter 


lrenching shower bath, the 


rs top ind sides 


1 blower that dries 
With 


is again ready for the 


ses under 
off excess wate 1 final hand 
polish the cat 
road 


New Sales 


Ruddy was originally called 
Mr the 
choice of pumps for the liquid de 
He 


turbine 


advise Hurwitz on 


recommended a regen 
He 


vised on the electric motors used to 


tergent 


erative also ad 


pump. 
manipulate the nozzle that squirts 
the detergent on the cars. 

When Mr. Hurwitz’ new “Minit 
Wash” unit opens on North Broad 
Street, it 
nished by 
for 
panel containing controls recom 
Mr Also, the 
variable speed gearhead motor dri 
the that 


h the wash 


will feature units fur 
A-C Supply 


motor 


There will 


be, instance, a control 


mended by Ruddy 


hb] 


ing chain hauls the cars 


throug line will be an 


\-C Supply item, the result of con 
sultation between Mr. Hurwitz and 


Mr. Ruddy 


OLD transmissiot 


that p 
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CHART OF DUTIES defines line and staff responsibilities of purchasin 


Pump & Supply Co., gives him definite function in departments 


g agent of Harris 


* pape , 
losely dependent on buving 
| 


Distributor Purchasing 
Demands Management Skills 


\YRURCHASING MAY BE DELEGATED but it can’t be 

ene It takes professional skill to buy the 
right materials at the right time in today’s complex 
market, just as it does to sell them.” 

That’s how the management of Harris Pump & 
Supply Co., Pittsburgh, justify the time and effort 
they've spent defining and organizing their firm’s 
purchasing function in recent years, and training men 
to handle it. It explains why Cliff Edwards, put 
chasing agent, devoted much of his spare time recently 
working on a project of the National Association of 
Purchasing Agents to evaluate 24 basic duties of dis- 
tributor buyers, and why he’s now deeply involved 
in setting up new systems of inventory control and 
expediting in his firm. 

To his company president, L. L. Brenholts, who 
was once a purchasing agent himself, the word pro 
fessional connotes four main qualifications in dis 
tributor buying: aptitude for staff work, skill in de 
tails, facility with systems and ambition to master 


the knowledge of the purchasing specialty. 

“A purchasing agent in our firm has to work close 
to management, prefet ibly as a part of management,” 
Mr. Brenholts said. “He’s not the whole dog or 
the tail that wags it, by any means. But he has to 
know a lot about sales and operations as well as 
buying.” 

Here’s how Mr. Edwards carries out this mission 


Staff Man 


The purchasing agent’s relationship with sales man- 
agement is his most important staff function at Harris 
Pump & Supply. Mr. Edwards works closely with 
FE. A. Duffy, sales manager, on recommendations fot 
addition of new lines, discontinuance of lines, increas 
ing or decreasing stock, and choice of products to 
feature in sales campaigns. Factory salesmen are inter 
viewed either by Mr. Duffy and Mr. Edwards in turn 
or by both together, often with T. H. Hubbard. vice 
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‘ 
Harr MASTERY OF DETAILS 


STAFF WORK is basic t purchasing assignment at 
Pump & Supply (¢ sburgh. Cliff Edwards, purchasing Mr. Edwar im 


Duffy, sales manager, on ph 
, 


H 


itial of a new hn 


SPECI 


ALIZED KNOW LEDGI 


\ 


president, presiding \ good buver is alway le 
minded,” savs Mr. Brenholts. “He can’t restrict h 
thinking to his own department's problems 

Mr. Edwards is a member of the company’s ex¢ 


board consisting of the firm’s officers, the sales 


O separate 
ind his time 
side proj 
1 ] r ‘ 
ind assistant sales manager. He also mak« ( takes ti O h up wi 
e N.A.P.A 


ions in a statt capacity to the office mat 
} 


recommendat 
OMpose 


iwer and di ind product managers 


Detail Man 


The thousand-and-one details familiar to distribu 
tor buyers are often delegated by Mr. Edwards to 
others in his department. but he can’t pass on the 
responsibility of seeing that every sales order is filled 
ind all purchase orders are correcth specified and 


ities ur purchasing agent Mr. B 


paid. ‘To free himself in some degree from acti’ 


And other duties too 





Distributor Purchasing (Cont’d.) 


really our production manager. He has to set up the 
system that will get the goods here before a sale is 
consummated.” Mr. Edwards’ view of systems is also 
conditioned by the need to save his own time. And 
procedures planning is made easier for him by his 
supervisory status—he’s in charge of work assignments 
in the firm’s inventory control and expediting sections 
as well as in purchasing itself. Mr. Edwards has been 
working for some months on a new inventory control 
procedure. 

An example of a simple but rewardirg systems 
change he recently effected is a new expediting 
inquiry method emploving pre-printed mailing 
cards and permanent address cards on sensitized 
paper. The address cards are affixed to small card 
board holders filed by supplier. When information 
on an undelivered purchase order is needed, the folder 
is pulled, the mailing card is slipped inside the holder, 
and a small hand duplicator (Visiriter) is used to 
imprint the address. A pre-printed message is then 
checked off on the mailing card. This eliminates 
considerable letter writing and hand addressing and 
further systematizes the expediting process so less 
supervision is needed. It took several weeks of trial 
and error to perfect. 


Specialist 


Mr. Edwards has for some time been an active 
member of the National Association of Purchasing 
\gents and when the Distributors Buyers Group was 
formed last year he was encouraged by the Harris 
management to accept the group’s appointment as 
its national secretary and later vice chairman. This 
has encroached on his office time but the manage- 
ment feels the time was well spent. Says Mr. Bren 
holts: “A professional outlook is what the distributor 
buyer needs to encourage him to learn more about 
this complicated purchasing business. A buyer can’t 
be a real help to management until he can assume 
major responsibility for his specialty.” 


Wanted—More Knowledge 


Mr. Edwards keeps a shelf of reference books in 
his field. He’s currently reading up on traffic man- 
agement, a subject he believes should be stressed more 
than it has been so far as a basic requirement for 
distributor purchasing. He is also making a study of 
his own firm’s traffic problems, starting with a letter 
canvass of suppliers asking them the names of indi 
viduals connected with traffic and opinions on ship 
ping methods. 

He sums up: “T like purchasing, it’s challenging, 
there’s always something new to explore. No matter 
how much experience you have been exposed to, 
there’s a lot to learn.” 





That First Call — 


Los Angeles salesman puts 


ahead of products when mak- 


‘“gernp our all you can about a plant beforehand but 
don’t try to get an order on your first call,” is Art 
Eggersman’s advice on making canvass calls. 

Mr. Eggersman, salesman for J. W. Minder Chain 
& Gear Co. of Los Angeles, Calif., admits it may be 
heresy to suggest that a salesman not try for an order 
on every contact with a prospect, but he feels that 
the time of the first call could be spent to greater 
advantage. 

“I even tell the prospect that I am not there to sell 





him anything, but only to get acquainted,” he says 
“This seems to put him at ease and in a much more 
receptive mood for my sales presentation. After all, 
there is a time limit with each customer and if you 
use the time on your first contact in an effective pres 
entation of vour company, its products, its services, 
and yourself, you have created an impression that 
should result in many orders in the future.” 

He also feels that a salesman has a much better 
chance of getting orders on subsequent calls than 
he will on the very first contact with a prospect. 

“The salesman is at a distinct disadvantage during 
the time of his first call,” Mr. Eggersman comments. 
“Even though he represents a company that is long 
established and well known, such as our company is, 
he could still be a stranger to the prospect. People 





Make It Good 


selling self and company 


ing initial call on a prospect 


don't like te do business with strangers. 

“Then too, the salesman still has a lot to find out 
about his prospect’s company. He knows nothing of 
its policies, its buying habits, who actually is the 
most important person for him to cultivate, which 
of his products offers the greatest possibilities, o1 
even what the potential of the company is. A sales 
man who uses his first call to find out these things 
and get his own story across, is establishing solid 
ground for future business.” 

Mr. Eggersman, who has been in outside sales with 
the J. W. Minder Chain & Gear Co. for five years, 
and prior to that spent ten years in sales with the 
Link Belt Co. and three years with Dodge Manufac 
turing, feels that a constant search for new customers 
is one of the most important activities of a salesman 
But he does not hold with the theory that the best 
way to find new business is to “ring door bells.” 

“Dealing as we do in power transmission equip 
ment, just about any plant in the city could be con 
sidered a prospect of sorts,” he observes, “but with 


a salesman’s effective selling time extremely limited, 
I find that I can make my canvass calls much more 
effective by finding out all I can about a company 
before I ever set foot inside the door. 

“If you know what a company makes or does, the 
tvpe of equipment it has in the plant, the name of 
someone to ask for, and the assurance you're not 


violating its rules for call days or hours, you're much 
better prepared for making a successful and profit 
ible sales call than you could ever hope to achieve 
hitting a plant cold Certainly there are a 
things that have yet to be established by 

contact, but at least vou have the basis f 
onversation.’ 

Mr. Eggersman feels that one of the most awkward 
questions a salesman can ask is, “What does your 
plant make?” Such a question frequently is res 
“More than likely,” he says, “the prospect is ver 
proud of his company and probably considers its 
products to be world famous. Your ignorance of it 
could get you off to a bad start.” 

\ valuable source of information, he finds, is vat 
ious manufacturing, business, and special industn 
directories. “Our company keeps a good supply of 


such publications available for ou salesmen’s us¢ 


When I note a plant that | think might be a good 


prospect, I jot down the name and address and then 
refer to these publications for information I gen 
erally find what I need to know including the names 


of the people that are best for me to 


quently, | phone for an appointment 
Mr. Eggersman is of the opinion that the 
time and effort required in finding out the pertu 


1] ; 


facts is time and effort well spent. “I know it 
me,” he says The more I know about a ] 


| Can mak 
; 


Mr. Eggersman savs he still makes 


; - 
better sales call 


alls when it is expedient or necessat 


sums up, “I consider the constant 


ustomers toc important 1 funchion 
5 


in anv but the best 


and most 
rT } 
For me, that wav has b 


about a plant before I make 
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don't concern mvself with gett 
I trv to establish that neces 


should result in many future 
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SHEET NO. 1 NICHOLS 
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CUSTOMER | JAN.| FEB. |MAR.| APR.| MAY | JUNE | JULY | AUG.) SEPT.) OCT. NOV. | DEC. | TOTAL CALLS 
ABC Le | | / / i 2s me Set — ss 2 eo / : 1 ro / "] /2 2 
XYZ Co 4 + 4 4 =  o 4 4 4 4 4 a 48 @ 
1-S-m™ = l F K i yo * U = t / Te 4 
| bet oa, / / / + 
I+ Ce 8 8 8 8 8 FS 8 8 2 ” 8 a 96 
V-P-4 2 2 2 2 2 2 2 2 2 2 2 2 24 
L_A ¢ PD l ! ! ! ! ! ! l ! ! l / 12 
s s-P. imc. : ! = 4 { { { + ™ 
Y GYL Ce 4 4 4 4 e | y 4 4 4 4 4 Ds 48 
| U-X-2 *# * = Sa Oe. i t eS OF 
| DEF, Inc l u Ul ! f l f 7 ) 12 
SUL, Inc 2 2 2 2 = eS. 2 2 24 
te 
SV+R Ce 2 RP Se Me ee ee 2 2 2 2 2 24 
| Fed am 4 2 2 2 2 2 2 2 2 2 2 2 24 
ef "8 4 a a a ee a a ee a ee eS ee a l l f ! (2 
| Cher. P. Co. | Fj * | F | Ff e+ | #* | : a * t t * Te o*f 
| All-Sev _ le le ae ! edie ! I é 
7) 7 SS Ge 2 oe ee ee ee l ! i l / l t le 
TR-X_ l (ae SSS u _ l / + + Te © 
VL+Q / / re Ot a A ae a Oe [ / i i 12 
i TOTAL CALLS SHEET|1] 538 
4 Seeieal | \ REVISED TOTAL 486 
4 ‘ x Trans ferred jo non-teryitery salesman 
CALL FREQUENCY CHART of Transmission, mum frequency of calls by months. Then add up 
Inc., salesman is key to company’s sales plan- calls for the year to see if plan jibes with avail 
ning. Idea is to list all customers and project opti- able working hours. If it doesn't, it’s revised to fit 
How Many Calls Do Your Customers Rate: 
Working Quota vs. Working Time 
How Salesmen Estimate Call Frequency 
Each Transmission Inc. salesman sets a “work- who was called on once a month now rates twice 
ing quota” for each account, representing annual monthly calls. An account where potential did 
dollar volume that can reasonably be expected, not develop may have its call frequency reduced 
given adequate coverage. This is generally higher A trial “call frequency chart” is constructed 
than the firm’s “pay” quota, on which compensa- from this data showing all customers and the 
tion is based, but lower than the account’s full number of calls the salesman expects to make on 
potential. It’s based on these criteria: each for every month of the coming year. Totals 
re are added up for a grand total of calls for the , 
2. Growth of the account. year. It’s a matter of simple arithmetic to find 
3. Industry conditions. out if the salesman has over-estimated the num 
4. Customer’s manufacturing methods. ber of calls he can make in a year. Six calls a day 
5. His use of Transmission Inc. lines and is considered optimum average. Since there are ‘ 
equivalents. 245 working days in a year, more or less, some 
(hen the salesman notes from his customer 1,470 calls are theoretically possible. If more 
records the number of calls he has made on this than this number have been projected on the call 
customer over the past year, and estimates how frequency chart, the salesman reworks it, cutting 
many he should make in the coming year. The where he can by reducing the call frequency on 
working quota has an important bearing. If it’s accounts of low potential or eliminating certain 
larger than last year’s sales, possibly the customer customers from his list. 
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Once a year Dayton firm’s sales- 
men evaluate call frequency for 
all accounts to get selling time 


and potential in proper balance 


— COVERAGE Of high-potential accounts was 


a serious problem at Transmission Inc., Dayton, 
Ohio, until salesmen began planning out the fre 
quency of their calls a year ahead, says Harry Richards, 
the firm’s president. 

“Not that we've licked the coverage problem,” Mr 
Richards adds, “but by encouraging our men to drop 
certain low-volume accounts from territory call lists 
every year, we're getting more calls on our best 
accounts and more business.” 

Territory salesmen now estimate dollar potential 

called “working quota”) and optimum call frequency 
for all their accounts each December. ‘Then they 
construct a “call frequency chart” and sit down with 
Mr. Richards to adjust the call frequency to fit avail 
able working hours, reducing the number of calls on 
some accounts and eliminating others from their list. 
Accounts that have been taken off territory men’s 
lists but that still represent enough volume or poten 
tial to warrant attention are transferred to a non 


territory salesman 


For Accounts That Rate 


Results of this practice show up in the records of 
William A. Nichols, outside salesman who started 
with the company four years ago and has since tripled 
his annual sales. His first year, Mr. Nichols’ call 
frequency chart reveals, he was averaging 10 calls a 
day and covering, or attempting to cover, 157 a 


- 


counts. He had estimated a year’s total of 2,020 calls 
Since that vear, he has turned 26 accounts over to 
the non-territorvy salesman, and total calls have been 
reduced to 1,440, or 25% 

This averages out to about six calls a day—‘“Not 
that I alwavs make that many,” says Mr. Nichols, 
“but at least I have more time for the accounts that 
need it.” Of the 580 calls he has eliminated on paper, 
some 258 involved accounts no longer on his list. The 
rest of the calls were lopped off by reducing call 
frequency from once a month to bi-monthly or quar 
terly on 33 accounts where monthly calls were not 
justified. 

Mr. Nichols’ calls on some of his larger accounts 
now take half a day where they used to take a half 
hour. Sales results from these accounts have mul 


PAST SALES, CALL RECORDS 


| 
a i i 


Small Accounts: Classified 


as _ } . 
I quota accounts that have 
territory salesmen § 
] 7 ’ at } y . ry y n 
lesman with i fl LC itTor\ runction 


" i 
savs Mr. Ricl 


in them. Any customer who 


house i¢ 


_ 
n amount rates sales calls, even 1 


\ never know when 


sometimes a 

unt that buy 

Since 
iccounts are in nearby industrial area 
ficult for them to be covered from the 


S| 
enior salesman with a preferen f 
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work now has the job 


Mr. Richards thinks onc 


Tough Decisions Involved —»> 








WHAT ACCOUNTS TO DROP when salesman has too 


many calls to cover active accounts properly is the big deci- 
ion for Mr. Nichols. He works out the answer on call fre 
juency chart with Harry C. Richards, president 


:n ambitious salesman is to restrict his activities within 
1 reasonable sphere. ‘Tougher still is the decision on 
whether to give up accounts that don’t justify calls 
“As a good salesman develops a territory, he gets to 
know more people and the larger plants take a bigger 
share of his time. Yet it’s natural for him to want 
to hang onto all the smaller accounts too, because he 
always hopes for a windfall. We salesmen (Mr 
Richards was one himself for a number of years) have 
inother great weakness—we trv to take on too many 
new accounts because the grass looks greener where 
we haven’t been, long before we've fully developed 
what we have in our own backyard. 

“We're optimists, so we over-estimate our time and 
capabilities. We don’t always realize we're trying to 
cover more than is physically possible. That’s why 
time planning is so essential.” 

The call frequency analysis also tends to keep 
potential estimates down to earth, Mr. Richards feels. 
“We have a reason for using the word ‘quota’ instead 
of ‘potential’ for the dollar sales estimates salesmen 
use as a guide to call frequency. The ‘working quota,’ 
as we Call it, is supposed to be the salesman’s realistic 
estimate of what an account can produce, taking into 
consideration such limiting factors as past sales pat 


terns, business conditions, methods of manufacture, 
and the account’s use of our products in the plant. 

Mr. Richards feels salesmen tend to over-estimate 
future sales, whether they call them potential or 
quota. “You'd think the opposite would be the case, 
since a man can make himself look good by under 
estimating, then surpassing the goal. But good sales 
men aren't built that way. On the first go-round, with 
our call-frequency and quota estimates, we found 
that a lot of potential we had mapped out simply 
did not exist. So we try to shake out the water before 
putting estimates on paper.” 

He adds: “It’s not easy to do this and we sometimes 
go wrong.” For example, one firm on which a quota 
of $2,000 was set last year ended up with sales of 
$6,600. But investigation proved this was due to an 
unusual production spurt, so next year’s quota is still 
$2.000. 

Mr. Richards also watches for “saturated’’ plants 
-where the distributor has made a big sale of equip 
ment that obviously won't be replaced for some time 
-and plants that can never be good sources because 
of the nature of their industry. 


Guidance vs. Control 


Mr. Richards refuses to take credit for success of 
the call frequency chart. “It wouldn't work if our 
experienced men were not convinced that it helps 
them. I work it out in some detail when a salesman 
starts a new territory, but after a few years it’s left 
mostly up to the salesman, except we check quota 
figures together and decide what accounts to drop 
or to call on more often. We don’t supervise our 
men in a literal sense—they’re adults—in fact we don’t 
even have call reports because I feel each salesman 
has his own individual method of keeping customer 
records that works best for him. 


Not Foolproof But— 


Nor is the call frequency chart foolproof, Mr 
Richards adds. He admits there are too many var 
iables for a salesman to ration out calls exactly by 
the week or month. “But to plan any work, you 
have to start somewhere with a mechanical formula, 
and this is ours. We know there are only so many 
working hours and days in a year, and only so many 
accounts can be covered to leave time for six calls 
a day. Common sense tells us that an account worth 
$32,000 should get four calls a month it an $8,000 
account gets one. Conversely, that if a salesman is 
making four calls on his $32,000 account, he probably 
should make at least one on the $8,000 customer. 

“We vary the plan where we have to. But at least 
salesmen start out the year with a reasonable chance 
of covering what they set out to cover.” 
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Use House Organs To Communicate To Your Public 


Distributors throughout the country are using publications 


to spread messages to employees, suppliers, customers 


AN YOU AFFORD A HOUSE ORGAN? day, reliable estimates show there primal used to increase sale y 
Will it do vou any good? What are about 6,00 ympanv publica to expand distribution 
ire some problems involved in get tions with a total circulation f Ihe third kind of house organ 


ting a company publication started? 75,000,000 ye that combines the inside and 
Can vou do it? How? Incidentally, the terms—hous« utside magazines and serves both 
t one Tl OT al { I 1S fans, € loves pub] iTions, il CTHIDIO CS ind 11¢ Ol I |) 
\t one time or another most di ran mploy ul t nd ti ther put 
tributors concerned with communi ompany  publications—a mean Most employee publications diffe 
cating with their employees, sup- about the same thing. Al! three n policy and content. Most avoid 
pliers, or customers have asked represent an effort of management a yntroversial issues and subject 
} ‘ +} | } + , + + 7 + r\ + + TY) yTy)7 ; c na t ve Phy 
themselves 1¢ iDOVE questions o communica so sto some npanies send ¢ ve « 
Some distributors are small enough wn pub 1 publication to anyone that would 
so that bulletin boards or throw have an excuse to read it, whil 
away mailers handle the majority Who Will Read It? thers control their readership. ‘The 
of the situations when word needs trend nowadavs to get away f1 
to be spread However, where there Ihere are three different kin vriting gossipy material about em 
ire too many employees, or the mes of company publications. ‘The in ployees and to get specific about 
| ] 
sage from management is a compli ternal magazine or the inside house ompany operations and product 
cated one, there is nothing that can organ is edited primarily to reach he reason why a 
beat the house organ employees within a company. The _ lication is start t 
It isn't a new device. In 1847, a external publication, or the one that ompany. Genera eaking t 
machinery manufacturer in Ver- reaches outside the company, is purpose of an inside magazine is 
mont started what is thought to be used for salesmen, dealers, custo management to gain the emp 
the first company publication. ‘To- ers, potential customers, etc. It is good will, while an outside pul 


learn how — 








House Organs (Cont’d.) 





For Personnel 


To develop and nurture a feeling of unity 
among employees. To develop company 
morale. To build an espirit de corps. 


To spread management's word. To explain 
and interpret company policies. To announce 
company plans. To announce coming events. 


To stimulate production. To promote work- 
manship. To encourage personal ambitions 
by recognizing good performance. 


To foster loyalty to the employer. To promote 
friendly competition between departments. 
To improve interdepartmental cooperation. 


To promote good-will between management 
and its employees. 


To provide employees with the history 
and customs of the company. To educate 





For Customer Relations 


To promote the company within its business 
community. To publicize the company. To 
advertise the company. 


To increase sales of product. To stimulate 
salesmen and dealers. 


To introduce new products or services. To 
suggest new product uses. To increase pro- 
duction. 


To promote brand loyalty. To increase the 
company’s prestige. To show customers how 
to make better use of the company’s products. 


To develop good will. 


To reach potential customers. 


employees. 











tion attempts to guide readers to 
favorable opinions about the com- 
pany and to stimulate sales of the 
company’s products and services. 

If you are thinking of starting a 
house organ there are a few things 
you should do first. 


Starting the Presses 


Find out what you want the pub- 
lication to do. Are you trying to 
make friends with the employees? 
Do you want it to increase sales? 
Are you trying to make friends in 
the community? etc. When you 
know what you want your publica- 
tion to do, consider these steps: 

1. Find out how much it is going 
to cost. Get bids on printing. Fix 
a cost on editorial help. How many 
times yearly do you plan to pub- 
lish? Are you going to use pictures? 
What size do you want it? Are you 
going to print it or mimeograph it? 
It is only sensible to have a realistic 
view on how much the publication 
will cost you. For instance, you can 
mimeograph 500 one-page sheets 
(84 x 11” both sides of the page) 
for about $5 to $7.50 depending on 
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price of paper in your area and pro- 
viding you have your own mimeo- 
graph machine. This doesn’t in- 
clude the cost of typing or running 
the sheet through the mimeograph. 
The other extreme is to spend a few 
thousand dollars a year on a multi- 
colored printed booklet. 

2. Select an editor. With him, 
define the aims and policies of the 
publication and then give the editor 
the full responsibility of the pub 
lication. 


Use Intelligence 


One important thing to keep in 
mind is that the house organ is not 
a magic vehicle to insure good pub- 
lic relations with employees, cus- 
tomers, or the other general public. 
When company executives or super- 
visors make little effort to under- 
stand employee’s problems, then no 
house organ can offset ill feelings. 
Neither can the company publica- 
tion offset unsatisfactory surround- 
ings, poor working conditions, or 
executive shortcomings. Executives 
who believe they can spoon-feed 
employees with the use of propa- 


ganda in their house organs are 
making a mistake. It won't work. 

What should you include in your 
magazine? If you plan a publica 
tion that could be used both inside 
and outside the house, you ma\ 
include: 


A message from the owner ot 
president of the company 

. Articles by company execu 
tives on policies 

. Educational information on 
different subjects 

. Interviews, special articles 

. Articles on company progress 

. Stories on new products 

. Stories on company activities 

company operation 

. Financial reports 

. Social notes, light gossip, per 
sonal items, pix of babies, 
newlyweds, etc 

. Cartoons, puns, jokes, fa 
mous sayings 

. How to do it articles 

. Continuous service recogni 
tion notes 

. Promotions, awards, retire 

ment items 


. Research plans, future plans 





Stones on management prob 
lems 

History of the company and 
the men that made it 
Feature stories on the com 
panys products 

Sales figures and sales charts 
Dealer 


sonal 


information and per 
news 
Feature stories by company 
personnel 


Athletic 


bridge 


scores—bowling or 
tournaments 

Recipes for information 
women 
Personality stories 


Safety 


Job education news 


news 


Basically, workers want to read 


what is news in their company in- 


cluding personal items, reports 


about group activities, news about 


company prog and human in 


ess 
terest items of people in the com- 
pany 


The Sales Function 


house organ is to be used 


If the 
as a sales piece it should concen 


trate on articles about selling and 


inspirational articles to encourage 
salesmen to do better jobs. A pub 
that 


] 
pucation stories pl! 


lication leans on product ap 


duc es gt 0d sales 


immunition for own sales force 


ind such a publication serves cus 


tomers and prospects alike. To be 


+} 


effective, this sort of house organ 


must have a reputation of printing 
objective stories on product appli 
cations 

house organ de 
Certainly, 


foul 


The cost of the 
pends on many factors 
a printed magazine in colors 
that is sent by first class mail to all 
workers, salesmen, potential cus 
lot 
than a sheet or 


sheets stapled together which is dis- 


tomers, etc., will cost a more 


mimeographed 


tributed at payday in the plant. 
Some of the 


include 


factors determining 
cost 
1. Distribution 
to homes or is it to be distrib 
uted in the plant? 
Methods of reproduction—is it 


is it to be mailed 


letter 


mimeographed, or 


to be press 
offset? 
Frequency of issue—is it to be 


weekly, monthly, quarterly o1 
daily? 

Format—is 

size, newspapel 
izine size? 


} 
hot 


In most cases, 
staff is needed to publish a house 
Usually an editor and a full 


girl can do 


OTgan 


time the job? In large 


distributor organizations, an edito1 


may assign a reporter to represent 
each department or division of the 


organization. In this situation, it 


would be the reporter's responsibil 
ity to provide the editor with the 
latest doings in the reporter's de 


partment. 
Distributors that 


or public relations agencies to do 


their catalogs and other 


business should g¢ 
assist in publishing 
publication. ‘The majority 

with editori 
news experience handy and 


take OVCI 


cies have persons 


people may very well 


operation. 


Plenty of Examples 


Here are some examples 
industrial distributors 
country house org 


Co., 


house organ that 


use 


Iron Evansville, Ind., has 


is pitched to sales 


scores on various Sales con 


men 


tests are printed, and other general 
Ihe 
publication also contains notes and 
but 


information 1S 


sales information is included 


personal items on employees, 


the bulk of 
geared to salesmen and sales execu 
\ weekly publication it is off 


the 


tives 


set on 84” x 11” colored paper and 


uses cartoons and pictures 


In contrast, the Globe Machinery 
Des Moines, prints 


& Supply Co., 
a 26-page 6” x 9 booklet in 


colors. The booklet, mailed quar 


terly, lists all of the company’s of 


ficers in their four 


has a product story by one of their 


joke i. 


items, and some advertising. 


suppliers, a few 
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printed, 


too much of a 


use advertising 


idvertising 


two 


lowa locations, 


personal 


1957 


Kansas 


sheet 


Watkins Wichita, 


mimeographs an $4” x 11” 


Inc 


of paper, folded in half, and loads 
it with personal items, an editorial, 
and shop talk 

The Mine & Smelter Supply Co., 
olorful 


publication 


Denver, puts out a note 
ottset, 


news of 


book-size, that 
rew 


ind 


ibout the com 


includes salesmen, a 


pictures, feature storie 


| 
general 


some 
nrormanion 
pal 
Briggs-Weaver Machinery Co., 
Dallas, offsets an eight-page, 9” x 12” 
publication pitched ilesmen 
One section 
enthuse more ft 
salesmen 
Hardware Co., 
on 


compention 
Pratt-Gilbert 


Phoenix, publishes 


mong 


a four-page 
includes stories by 


the 


} 
one oft mitry 


ut] pub 


LOTS 
udes_ stori ind 


reature 


ad 


Saiesmecn, 


ind SOI 


of abo 
Phil ide Iphi i, 


of general interest and sen 


vy to the friends and cus 


; } ] 


bimonth] 
tomers of Hajoca.” The two-color, 
+” x 9” booklet, 
ture stories, many pictures, and a 
list of the company’s 21 branche 
Ducommun Metals & 


Co., Los Angeles, publishes 


carries general fea 


Supply 
1 four 
iP, lott 


page house organ, 9” x 2” on letter 


press. It includes company news 


and endeavors, pictures of pri moted 
the basketball 


persons, scores of 


team, etc. 
Ultimately, it 


distributor to 


is up to the 


vidual determine 
what type of publication will serv 


his communication needs the b 





Joliet, iil, firm’s safety record... . 


Not a Lost-Time 
Accident In 
Three Years 


By Dennis Orphan 


Associate Editor, Chicago 


HH’ DOES YOUR SAFETY RECORD COMPARE with Bar- 
rett Hardware Co.’s record of not having a single 
lost-time accident in three years? 
For the last three consecutive years, this Joliet, Il. 
firm, because of its perfect record, has been awarded 
plaque from its insurance company which reads 
as follows: 
“For outstanding achievement in preventing 
injury and loss of life.” 


Safety Through Teamwork 


When the 1956 plaque was presented to the com 
pany recently, an insurance company spokesman told 
the employees (57 warehouse and 59 office) “It is not 
the Barrett Hardware Co. or its management that has 
won a safety award. You men have won the fight 
against industrial injury. Because of your efforts, and 
through the direction, urging, and cooperation of your 
employer, none of you is lying in a hospital bed fight 
ing to recover from a painful injury, or sitting around 
the house trying to regain your strength, or working at 
a much reduced income because of the permanent 
disability left after the scars have healed. You have 
really won, because you are here to attend this 
presentation instead of being attended by another 
representative of our company, the claims adjuster.” 

The safety program was started by Robert Leck 
rone, plant superintendent, almost immediately after 
Mr. Leckrone came to work for Barrett Hardware in 
1953. He said, “Recognizing the hazards we had 
from the standpoint of fire, as well as the various 








rWO BARRETT EMPLOYEES receive 1956. safet 


vards. | ft: A. H. Hawes, safety engineer, and | 
Bedore ss pre\ t lanage! Hardward Mutuals I 
ance ¢ W alt HH . ind Carol Lamonte, Ba 
Hardwa 


accidents that can happen by the handling of many 
different heavy items, management had to take action 
to minimize fire hazards, and to protect the employees 
from injuries due to carelessness on their part. W< 
just couldn’t continue to have accidents and have 
workers away from their jobs in our highly competi 
tive market 

Mr. Leckrone 


to establish safe operations in every area of our plant 


ontinued, “Our first objective was 


as well as in our delivery service activities. We in 
talled automatic transmissions in all of our deliver 
trucks to give drivers more of an opportunity to keep 
their eyes on the road. In many cases, our safety phil 
1ed into our customer area as we didn't 





osophy reac 
hesitate to inform a customer of unsafe conditions 
that were liable to cause injuries to our delivery pet 


sonnel.” 


Education on Benefits 


He added, “We knew we had to have the complete 
cooperation of every employee if we were to have a 
good safety record. So, we started an education pro 
gram to inform and remind every employee of the 
benefits of reducing and eliminating accidents. We 
didn’t hesitate to impress upon each employee that 
he had a responsibility to himself, his wife and family, 
and to his company, to adopt safe measures and 
procedures. 

“We brought out the message that whenever the 
breadwinner is hurt or disabled, his loved ones suffer 
the most. Once we impressed the workers with the 
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GERALD FLATNESS, kman, uses the special safety 
glove yi ver he pick I heet meta This reduce tl 
in i re ind tn ainful ures A] t K 

1 K i ] t i th & 


fact that we were sincerely interested in their health 

and safety, we had the tap roots of our program 
“This type of human relations paid off in big 

dividends as each employee knew that we had his 


} 


interests at heart. The by-products of having a safe 


operation was manyfold. The employees knew that 
we were trying to help them help themselves and 


they volunteered many suggestions and ideas 


+} ; 


ld 
aided us in establishing efficient and safe procedure 
in our work activities. 

“In addition, the employees were motivated to hel 
us develop better performance standards leading 
toward increased productivity in both our plant opera 
tions and our delivery service operation.” 


Insurer Develops Program 


Che safety program was developed by the insurance 
company Ihey supplied Barrett Hardware with 
various printed brochures on how to work safer. ‘These 
were distributed to the workers. ‘The insurance com 
pany also provided eve appealing posters for bulletin 
boards, reminder slips for payroll envelopes, and let 
ters which were mailed to the employees’ homes 

Six times a vear, or oftener if he is needed, a safet 
engineer visits the company and makes a thorough 
inspection of all working conditions. He points out 
areas where there are unsafe conditions and he makes 
suggestions on how they may be eliminated. When 
ever management has a special safety problem, th« 
engineer is called in to help solve it. The engincer 
may show movies, slides, or he may conduct seminat 





SAM OLIVERE wear ecia fet ‘ l 


pi € fla 
ta i \ 
sessions with various groups on safety id« 
(hree pieces of safety equipment are used 1 the 


warehouse: 


Safety shoes. Eve varehous¢ emplo' ee 1S re 
quired to wear safety shoes with built stec 
tops All of the department heads, including 


those in the office, wear the shoes 


2. Safety glasses. All maintenance men using any 


kind of power equipment o1 tools wear the 
glasses 

3. Safety gloves. Personnel handling stock are r 
quired to wear heavy-duty glove 





JOHN B 


ager, poin i Sla 


EDORE, insuran i 


n tl h +} work f 


Employers Take Part —> 








Not A Lost-Time Accident (Cont’d.) 


CORNER GUIDES keep the workers 
from brushing their hands or legs along 
comers of sharp objects 


[his equipment eliminates many gashes, cuts, 
bruises and other painful injuries. 

Mr. Leckrone also brings the safety program into 
each workers’ home. Before national holidays, he 
distributes a memo to each employee with the re 
minder for the employee to drive carefully over the 
holiday period. Other safe driving pamphlets and 
information are distributed throughout the year. 


Employees Sign Pledge 


\t the beginning of the program, each employee 
was given a printed safety rule book which helped 
him become familiar with the company’s attitude 
and policy toward safety. The employees were asked 
to sign a pledge which read: 

[his is to inform vou that I have read the book- 
let “Your Part In Our Safety Program” and 
agree to carry out my safety responsibilities to 
the best of my ability. I feel that all rules of 
employee safety conduct listed in the booklet 
are fair and, if respected, will be beneficial to 
me, my fellow workers, and the company. 

The pledge is kept in the employees’ personnel files. 

lo help Mr. Leckrone with the safety program, 
the insurance company supplied him with a manual 
for safety training. It covered the procedures and 
techniques of training employees for safety. 

The worst record Barrett Hardware had was in 1951, 
when the insurance company paid out $409.24 in 
medical bills and $1,636.96 on compensation. Last 
year, one of the company’s best years, they had nine 
minor accidents requiring $144.95 in medical bills 
and no compensation. ‘This was the third year in 
a row that no compensation was paid. Two of the 
accidents happened on customer property. The other 
accidents included cuts and bruises which required 


A. H. HAWES, insurance company en- 
gineer, checks safety construction of 
pallet racks with Mr. Feigerle truc 


ALBERT FEIGERLE, 
teaches safety training on a fork-lift 
k to Louis Alloco 


supe TVISOTr, 


medical aid but involved no lost time. Half of the 
$144.95 was paid out in X-ray fees to make sure there 
wasn’t serious injury. 

So far this year, in the first quarter, not a single 
There wasn’t even a scratched 
finger in over 60,000 man hours. In the last three 
vears, the company has averaged 245,000 man hours 


accident was reported. 


a vear without a lost time-accident. Money-wise, 
Barrett saves on reduced insurance premiums and 


the workers do not miss time from their jobs. 


Teamwork Pays Off 


After the 1956 safety plaque was awarded, a repre 
sentative of the insurance company said, 

“The Barrett Hardware record of over three vears 

without serious injury or a day lost because of 

an accident, is the result of plans, action and 

teamwork. 

tion that the safe wav to do business is the best 


The planning results from realiza 


and most efficient way. 
made to change and improve ways of material 


rherefore, plans were 


handling, piling, etc., which is reflected in pal 
letizing, neat and uniform storage, well-trained 
men and much more. 

“Then action came into the picture. Action 
consisted of putting the plans into effect and 
keeping them in effect. The job of communi 
cating the plans and reasons for action to the 
people and getting their ideas and suggestions 
is also a continuous and really living part. 

“The result is a team working toward a goal 
of efficient operation with safety. The Barrett 
Hardware team has won three years in a row 
and is started on its fourth year because the 
team is playing just as hard and with the same 
cooperation as when it started.” 
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THE PERFECT BALANCE 


e Dependable Bolts 
e Sturdy Packages 


Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That's the quality you'll find in 
National’s most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won't show on the glossy surface of these 
sturdy boxes either, so they always look good wn 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 


are available. 


THE NATIONAL SCREW & MFG. CO. 
CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 









CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 
CAP SCREWS « WOOD SCREWS « PIPE PLUGS 
MACHINE SCREWS « NUTS « TAPPING SCREWS 

STOVE BOLTS ¢ COTTER PINS 


Os 





\ 
Vational, , x ( 
apttiiemnsl Fasteners J. Hodell Chains / Chester Hoists ik 
4 i 
Y 
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U.S. TOTALS 





Compt_ep sy Inpustrauat Disrarscrion 





July 1957 


Compared with 


June 1957 


W/L sdb 


+2 % 


July 1957 


Compared with 


July 1956 


Vdd ddd 


+2 % 


First 7 Mos. 1957 
Compared with 


First 7 Mos. 1956 


WLMTMssss 777 


+2 % 





Supply Sales Trend 


Final Figures For July 1957 





July 1957 
Compared with 
June 1957 


July 1957 
Compared with 
July 1956 


First 7 Mos. 1957 
Compared with 
First 7 Mes. 1956 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 


Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 








NO 
CHANGE 


+10% 


NO 
CHANGE 


+15% 





NO 
CHANGE 


+ 2% 


NO 
CHANGE 


+ 3% 
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“our Yarway Irap sales 
doubled in 2 years” 


Q. 





Mr. Hoffman*, your company, as one of 
the leading industrial distributors in the 


Baltimore area, was also one of the first 
firms to handle the Yarway Impulse Steam 
Trap line. What’s been your experience? 


Most favorable. The Yarway line shows a 
continuous increase in sales. Last year's 
sales were double two years previous—and 
remember we've been handling Yarway 
Traps for 20 years! 


How about profits? 


Yarway gives a wonderful profit margin. 

Repeat orders come easy. Then too, our 

men find Yarways a great “‘sales opener’ 
they open the door to other sales. 


What kind of support do you get? 


All we need—and the best. With advertis 
ing, customer service, color-coded packag- 
ing and engineering help Yarway’s factory 
back-up is 100°;. 


Q. You’reglad to handle the Yarway line then ? 


A. We sure are. We make money on it and 


satisfv our customers! 


YARNALL-WARING COMPANY 
111 Mermaid Avenue 
Philadelphia 18, Pa 


A G00d way to 
Ack Ateam taper 


OVER 1,200,000 YARWAY IMPULSE STEAM TRAPS ALREADY SOLD 
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SALES TRENDS (Cont‘d.) 





| 
| 











SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Missis:ippi 


Tennessee 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
W voming 


PACIFIC 
California 
Oregon 
Washington 





July 1957 
Compared with 
1957 


July 1957 
Compared with 


July 1956 





| 
= 2% 


+ 6% 


+14% 


+10% 


- 2% 








- 1% 


NO 
CHANGE 


- 1% 


+ 9% 


- 4% 





First 7 Mos. 1957 
Compared with 
| First 7 Mos. 1956 





2% 


- 1% 


- 1% 


C% 
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V-R CARBIDE INSERTS 


sala style and Grade for Every Operation 


Standard 
V-R Grade 


Strength and toughness characterize this 
grade. It is the strongest of all steel cutting 
grades. Recommended for rough and inter 
rupted cutting 





A general purpose steel cutting grade with 
good wear-resistant property 





A tough heat-resistant general purpose steel 
cutting grade. Especially recommended for 
severe applications where high heat is gen 
erated 





A hard grade with good abrasion resistance 
Recommended for medium and light machin 
ing and boring of carbon and alloy steels 





The hardest and most abrasion-resistant steel 
cutting grade. Recommended for high speed 
light finishing cuts and precision boring 





A grade for general purpose machining of 
cast iron, non-ferrous metals and non-metal 
lics. It has good strength and superior abra 
sion-resistance in excellent balance. 








The hardest and most wear-resistant crade 
for cast iron, non-ferrous metals and non 
metallics. Recommended for light, fast fin 
ishing cuts and for machining to close toler 
ances such as required for precision boring 








MANUFACTURERS OF 


Standard and Special Throw-away Type and 
Long Inserts for All Mechanical Toolholders 


Standards. Vascoloy-Ramet manufactures 
and stocks a complete line of standard ce- 
mented carbide inserts for straight and lead 
angle turning, facing, chamfering, profiling, 
grooving, face milling, planing, shaping, and 
other operations commonly performed with 
mechanical toolholders. 

Specials. V-R produces custom-made in- 
serts to meet special requirements. 

Let your V-R qualified field service engi- 
neer show you the economies of tooling with 
V-R carbide inserts. Call him today, or write. 

Ask for literature. 


This advertisement, currently running in leading metal 
working magazines, describes the complete line of 
carbide inserts that is a real door-opener for Vascoloy 
Ramet Distributors. Certain territorie till open 
Inquiries invited See us at the METALS SHOW, Boot? 
1615, Chicago, November 4-8 


CEMENTED CARBIDES, TOOLHOLDERS and TANTUNG® CAST ALLOY CUTTING TOOLS 


Vasgologetamet borperation 


bape by SUBSIDIARY OF FANSTEEL METALLURGICAL CORPORATION 
“hau oh vd 


828 Market Street @ Waukegan, Illinois 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


go SS IN GENERAL IS VERY GOOD INDEED, and if the 
salesmen perform effectively it should get better 


before the end of the vear 
Expansion of consumer purchasing promises to oft 


set and more than offset cutbacks in military expendi 
tures. These expenditures account for about one-tenth 
of the nation’s total volume of business. Whether 
the cutbacks recently made in them will prove as 


effectively and permanently made as tl 


1ev have been 
noisily made remains to be seen. It would be fine if 


they were. While cutbacks mean temporary aches 


ind pains for some companies and communities, our 
economy can continue to provide a high level of pri 
perity without being steamed up by them. 

\ lot of people peering further into the future en 
visage some let-down in business next vear, primarily 
because business investment in new producing facili 
ties is losing some of the spectacular ebullience it has 
had in recent vears. We'll know more about that 
when we get the results cf our fall check on 1958 
plans, in a couple of months 

In the meantime, the consumer has the potentiality 
of expanding his buying more than enough to enable 
the economy to take the immediate bumps in busi 
ness investment and defense spending comfortably 

Here are some more detailed observations: 


No Summer Slumber 


Despite the soporific influence of warm weather 
ind vacation pastimes, important business develop 
ments can and do take place. And one of them has 
recently occurred 

lhe important development is a major change in 
the trend of our national defense program—which in 
the carly months of this year was shooting up in a 
way that suggested the procurement curves had been 
drawn to resemble the flights of guided missiles. Ap 
parently, defense spending was getting completely 
out of control when a decision was made to apply 
the brakes and bring procurement down to a rate 
somewhere near the amount specified in the budget 

No one knows how effectively the brakes will work, 
in this case. But obviously the defense program is 
going to be slowed down to some extent. In _ the 
meantime, the announcements of cutbacks in specific 
programs have received wide—perhaps unduly scary— 
publicity. And judging by the stock market, this has 
been enough to shock some people into hysteria about 
the business outlook. 


Budget Cuts and Tax Cuts 

Although Cong: manhandled the President's 
budget, to the extent of loppirg off $5 billion in re 
quests for new spending authority, vers little of this 
“saving” will show up in the next vear. But the cuts 
in defense spending will show up, in the form of 
black ink for the fiscal 1958 budget 

It seems unlikely that Congress will miss the op 
portunity to indulge in extensive talk—both in Com 
mittee hearings and in floor debate—before passing 
yat 


\ 


tax cut sometime next Spring. Some of the del 
on tax reduction—particularly on tax revision—ma\ 
even sound encouraging to business, although Wash 
ington is betting heavily against an outright reduction 
in the corporate tax rate 

Meanwhile, lest government spending decline t 
anemic proportions, Congress has on tap a numbet 
ot healthy new 


ing up for election-vear consideration are new aids for 


spending proposals for next vear. Con 


farmers and homebuilders, higher social security pai 


| grab-bag of river, harbor and 


ments and the usual 
other resource development projects. In addition, 
Corgress decided at this last session to allow bill 
boards on the new national highwav svstem—which 
proponents of the bill-boards argue is all that we 
need to get this great outdoor advertising program 


rolling. 

Thus, although it remains true that overall federal 
expenditures rise and fall with the defense program, 
there is enough civilian spending on tap to keep the 


fall from amounting to much. And considering stat« 


} 


highwavs, schools, ct 


nding will still show 


and local exp 
the total for 
slight rise-in the » come 


Meanwhile—Back at the Store 


While attention has been focussed on the action 
of Congress and the cuts in defense spending, most 
people seem to have missed the fact that retail trade 
has carried on at a merry clip. Hot weather or not, 
people have been in the stores buying things (not, w« 
are told, autos or appliances, but apparently everything 
else). Total retail sales have increased quite sharp! 
since April, after virtually no change (seasonally ad 
justed) in the first four months of the year. Pre 
liminary figures for July show a 6% increase from 
1956—which is a good gain, even after allowing for 


price IMICTCASCS 
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y letterhead tf 


to you promptly ulk or pack pan rhea 
warchouse near you. Over on Box 1360-ID, S 


In STOCK 


Wood Screws @ Machine Screws & Nuts @ A, B.C & F 
Tapping Screws @ Wood & Type U Drive Screws © Dowel 


Screws @ Stove Bolts & Hanger Bolts 


SCREW COMPANY 


STATESVILLE e NORTH CAROLINA 


Roll Thread Carriage Bolts 


Warehouses: NEW YORK CHICAGO DALLAS LOS ANGELES 
Sold Through Leading Wholesale Distributors 
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ew in Merchandising 


tial design of piping lavouts a 





included, together with a table of 
equivalent resistance of valves, ht 


] 


f 
nd 


tings bends, and charts for 


rational solution of pressure 


tor juids, gases and steam 


Burndy Corp. Unit 
Travels Demonstration 
Burndy Corp., Norwalk, Com 
developed a mobile unit fo: 
ing and demonstrating 
cal connectors and tools 
g aluminum, including a 
full tension spl 
is examined in their warehouse by Stanlev Sheld St 
lan H. Chase of Boston’s Chase, Parker 


sa\ 


Campbell Chain Is 


Now Packaging Its Product 





Campbell Chain Co., York, Pa., has issued a new valve catalog 
is now packaging its “Blue Tem 57) including such recent additions 
per” chain, stating that the step will _ to its line of bronze and iron bod: 
help distributors in displaying and valves as the renewable seat ring 
identifving various sizes and lengths bronze gate valves, composition 
Ihe chain is pre-cut in lengths of — disc bronze swing check val 
10, 15, 20, 50, and 100 ft. and indi- and solder end globe valves 
vidually packaged. Master cases con Tall Vechnical data for the 
tain five or 10 individual packages ind ype connectors pre-filled wit! 
Each package is labelled with joint compound are shown by th« 
size, length, and working load limit. ravelling unit. Demonstrations wi 
In the 50 and 100 ft. lengths, the umed chiefly at public uti 
chain bears the “Measure-Mark,” nd industrial plant locations 
measuring off every five feet. Blue 
lemper chain is a welded chain 
available in the following sizes: ;*,, Weatherhead Catalog 
1. ,, and @ in. Covers Tools 
As the firm says: “Chain has be Weatherhead Co., Fort Wavin 
come a shelf item along with break F/ Div., Fort Wayne, Ind., has issued 
fast cereal.” 1 5-page catalog on its new line of 
tube working tools. It illustrates 
Fairbanks Co. Offers ot ee eee 
New Valve Catalog bending, and joining cooper 


lairbanks Co., New York, N. Y., 11.C. steel tubing. Instructions 
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Manufacturers’ Training Programs « Films 


Displays +» Packages «+ Literature 








Meadville, Pa., announces a_ three 
color display for “Channellock 
pliers. Display accommodates any 
three pliers, and can be set up for 


counter o1 





Dodge Mfg. Issues 
Pillow Block Bulletin 
Dodge Mfg. Corp., 
Ind., has issued a bu 
“Spher \ 
th photos and 
the bull 


data 


specification ‘ r¢ l luded ro! 
(he publication — features 
Rotarv- l'vpe« tool, a 


patented 1 


iutomat 


Stanley Toois Has 
New Display Board 
“a . e. Stanie' lo 1) 
Skil Corp. Folder —— Works, New Bnit 
Describes New Abrasive \ OUNCES SH Ss 
Skil Corp., Chicago, 
1 folder featuring i 
Gnit” abrasives, whic 
carbide rit brazed 
Sleeves, s, shoes, shapers, 
af 


Nlicr 


spherical ro 


1 , ’ 
rated and describ 


cr | des the lubrication 
Champion DeArment Display = stem, et ck page contains 
For Small Tools tion d 
Champion DeArment Tool C 





Millers Falls Has 
Tool Display Carton 
Nhille 


SKILLED HANDS REACH FOR 


ton makes pe ssil stocking and 


~ 


displaying of the items in less than Panef Mfg. Display 


me square foot counter or win For Lubricant 
dow space. Each display comes Panef Mfg. Co., Milwat 


upply of sales folders, and CONTINUED ON PAGE 
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NEWS THAT HELPS YOU SELL 


How SPS heat treats 





Automatic SPS continuous heat treating lines in action. Seven conveyors in each line carry more than 4 ton 
, quenching, tempering and 


per hour of UNsrako fasteners through successive operations—washing, hardening 
rustproofing. All variables which might cause deviations from rigid SPS heat treating specifications are precision 


controlled. Conveyor speeds, furnace and quench tank temperatures, furnace atmospheres are kept closely within 


predetermined levels. Fasteners emerge from heat treating lines ready for packaging 


ere a 
FLEXELOC séir-lockiING NUTS MALLOWELLE SHOP EQUIPMENT §EL-LOK SPRING PINS 
a [EE a a 


0 SOCKET SCREW PRODUCTS 
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~UNBRAKO socket screws 


UNBRAKO socket screw products 
are heat treated in automatic fur- 
nace lines which are among the 
most modern, most completely 
automatic of all such facilities in 


the industry today. 





But precision heat treating is only 





part of the whole UNBRAKO story 
Every UNBRAKO fastener is a precision product 
Every manufacturing operation—from material selec- 
tion to packaging—is closely controlled to insure 
that every UNBRAKO product will meet or exceed 
the highest industry standards 


Complete information about UNBRAKO products Is 


~ 


given in “UNBRAKO Standards” (Form 877), a 3 


page booklet. It lists standard sizes, materials, and 
engineering data on the entire UNBRAKO line. Order 
copies for your customers and prospects from A. W 
Scott, Advertising Manager. STANDARD PRESSED 
STEEL Co., Jenkintown 13, Pa. 


STANDARD PRESSED STEEL CO. 


JENKINTOWN PENNSYLVANIA 


Instrument panel controls operations of 
one furnace line. Electronic instruments do 


the thinking—even shut down the line 


automatically in case of malfunction — 
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-‘NEWS:- 


Industry Leaders “Prof” ID 


An advanced seminar, in which 
1+ members of the supply and 
equipment industry will participate, 
at Clarkson College of 


] 
Class 1n 


is underway 
lechnology for its pioneer 


industrial distribution, now in thei 
scnior VyeCal 

Product line selection, inventor 
ontrol, budgeting and salesmanship 
ire among the topics slated for cis 


cussion by men experienced in the 


practical aspects of these problems 


inaugurating the 


An obstacle in 


new course was the lack of text 


books which could be used for a 
course in Industrial Dis 
Clarkson 


piled a textbook, however, 


specific 
tribution College com 
from a 
collection of special sections pub 
lished by INpustrrRiAL DisTRIBUTION 
over recent vears and arranged them 
in a logical order of 14 topics to 
form a solid reading base for the 
seminal 
Dean 


launched 


| lerron 
on Sept 17 
Industrial 


Lowell \ 
the seminar 

with his address on the 
Distribution industry. This was fol 
lowed on Sept. 24 by a discussion 
of the problems of distributor or 
Prof. Harry Waters. 


Each seminar meets twice a week. 


ganization by 


During the first session, a member 
of the faculty discusses the topic of 
the week, using the textbook as a 
basis. At the second meeting, the 
visiting distributor or manufacturer 
presents practical and timely aspects 
of his topic, leaving time for class 
room discussion. 

Supplementing the seminar will 
be a field trip program. 

rhe following list represents the 
remaining topics scheduled for this 
vear’s seminar, as well as the indi 
viduals chosen to present them: 
Oct. 1—Plant Location, Buildings, 

Kquipment and Facilities—Llovd 
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MANUFACTURER 











Arch M. Morris, publisher, ID, and Walter F Crowder, editor, inspect the new 


textbook, composed of reprints fr 


in their advanced s 


612 p 
Colleg 
B. Mize, president, Industrial 
Supply Corp., Richmond, Va 
Oct. 15—Objectives, Policies and 
Product Line Selection—Donald 
R. Whyte, treasurer, Mau-Sher 
wood Supply Co., Cleveland 
Oct. 29—Salesmanship—J. M. Gar 


vin, vice-president, Sager-Spuck 


m ID, to be 
ae Sead 


minar in indus 


1957 


used by seniors at Clarksor 


bition 
ion 


Supply Co., Inc., Albany 

Nov. 5—Advertising and Sales Pro 
motion—Ray C. Neal, executive 
secretary, Buffalo-Niagara_ Sales 
Executives, Inc., Buffalo 

Nov. 12—Public Relations 
Customers and Suppliers—C. M¢ 
Donald Hard 


with 


England, Logan 








ware & Supply Co., Huntington 

Nov. 19—Office Operations and 
Records—Hesket Kuhn, presi 

Vhe Hardware & Supph 
Co., Akron, Ohio 

Nov. 26—Pricing 
Policies—D. W 
dent, Henry G 
Son Co 

Dec. 9—Finance, Budgeting, Cred 
its Collections—Iloward B 
Begg, vice-president, Alban Corp., 
Squier, Schilling & Skiff Di 
Newark, N. J. 

Jan. 7—Sales Management — Dr. 
Harold E. Torell, executive vice 
president, Svracuse Supply Co., 


dent, 


Problems and 
Northrup, presi 


Thompson & 


and 


Svracuse 
Jan. 14—Trends and Opportunities 
in Industrial Distribution—Dr 
Walter F. Crowder, editor, IN 
DUSTRIAI 
It has been announced that copies 
of the textbook “Reading for In 
dustrial Distribution Seminar” are 
available upon application to Dean 
Lowell W. Herron, Clarkson Col 
lege of ‘Technology, Potsdam, N. Y.., 


it $7.00 per copys 


DIstRIBUTION 


David MeGilvray A. C. Trautwein 


Four senior vice-presidents of 


I yr Fyter Co. were 
firm’s board of directors, accord 
to William MM. Wetz 
chairman. 
David 


president 


elected by 


NicGilvra 
istration for parent 
seven divisions, including 
Fyter and Ac« 
Wooster Brass division, 
C-O0-Two, C-O-Tw 
SAFA Alarm divis 

\. ¢ l rautwe 
president 
the Fvr-F vter divi 


CSSOTIC ( 


and gener 








Manufacturers Supply Moves to New Quarters 


of Manufacturers Supply Co., Gr 


Manufacturers Supply Co., indus 
trial distributor of Grand Rapids, 
Mich., has moved to its new build 
ing at 2851 Buchanan Ave. S. W 
Occupying 16,000 sq. ft. of floor 
area, the new facility will afford 
MANSCO customers better service 
and more complete inventories. 


Established in 1928, and cw 


ind Rapids 


rently headed by Henri 


} bec 


expansion has n mad 


current 
the continued growtl 
that 


Manufacturers Sup 


possible by 


} ! 5 
has marked the 


ind progress 


firm's history 


ply is a distributor of drills, reamers, 


carbide tools and end mills; grind 


wheels and abrasives; 


ing 


ind Compressors 
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Charles J. 








1957 


Somers 


James J. 


Fyr-Fyter Names Four Senior Vice-Presidents 


Dunleavy 





Ground-Breaking At New Marshall-Newell Site 





posed for 


Ground-breaking ceremonies were 
Marshall-Newell Sup 
plv Co. for their new building to be 
ocated in So. San Fran 
lustrial Park 


, ] 1? 
(he contemplated structure will 


ybserved by 


sco’s In 


have easy access from the Bayshore 
Freeway, ample off-street parking 
ind improved materials handling 
ind office facilities 
Marshall-Newell, 51-vear old San 
Francisco firm, is a distributor of 
tools, builders hardware and indus 


trial supplies 








Marshall Newell Supply ¢ 








Elgin Launches 
Distributor Program 


A new tool stocking distributor 


program aimed at broadening its 


product coverage and improving 
customer service was announced by 
the Abrasives Division of Elgin Na 
tional Watch Co 

William H. 


sales manager, said they expect to 


Baudouine, division 


have a nationwide distributor plan 
in operation by the first of the year. 
lhe program will be geared pri 
marily to expanding the market for 
Elgin’s “Electro-Ground” carbide 
end mills and standard rotary tools. 
Distributors 
their territories include, in Arizona: 
Roy f. Machine Co. 
Circle Sales Co., Phoenix; in north 
em Qhio, Clark-Campbell 
Sales Co., Cleveland; and, in cen 
tral Indiana, lool 
Supply Co., Indianapolis. 


already named and 


Heyne and 
lool 


Browning and 
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President Names Cruger 
To Action Committee 


Frank M. Cruger, Indiana Mam 
facturers Supply Co., Indianapolis, 
former president of the National 
Industrial Distributors’ Association, 
was one of five men appointed to 
the Action Committee of the Pres 
dent's Conference on ‘Technical 
Distribution Research for the 
Small Business 


Committee 


and 
Benefit of 
Action 
implement the findings of the con 


lhe 


was set up to 


ference by developing a_ practical 
program for aiding small businesses 

Ihe first national conference on 
technical and distribution research 
Washington on 
Sept. 23 at the request of President 


was convened in 


Eisenhower to assist small manu 


facturers, wholesalers and _ retailers 
in using modern methods and tech 
niques for developing and impro\y 
ing their products and increasing 
their sales. The conference ran from 
Sept. 23 through Sept. 25. 

Other 
Committee included, 
Cruger, Edward M. Barnet, Profes 
Marketing, Northwestern 
R. MacKenzie, vicc 


State 


Action 
besides Mr. 


members of the 


sor of 
Universitv; O 
president, ‘The Pennsylvania 
University; Earl P. Stevenson, chair 
man of the board, Arthur D. Little, 
Inc.; and L. T. White, vice-presi 
dent, business research and educa 


tion, Cities Service Petroleum, Inc 
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T. Walker Lewis’ 
Advice on Retirement: 
‘Don’t Do It’ 


“When 


observed I. 


little older, Ill 
Walker 


his 76th birthdav, when he 


I get a 


_ 


quit’, Lewis, 


lv became chairman of th« 
of Lewis Diesel Engine ¢ 

At the 

Walker Lewis, ]r., becam« 


same time, his son, 


pre sident 


of the firm 
I he 


thern 


president of the 
Distributors 
recalled that he 
1946 when 
Lewis Supply Co., but he 


mained president of that firn 


former 
Industrial 
1934 
planned to retire in 
1_] 


lation 


“1961 Is the Date” 


Ih Diesel Engine Co 
started in 1945, and Mr 


been pushing his 


| CW1S 
retirement 
Now he 


as the 


mead ever since 


birthday date | riends 


ink he will end up making it $5 
guests 


\Ir. Lewis urged the 56 


gathered for the occasion “not to 
figure out how long it will be before 
uu retire. Just decide how much 
can do until the good Lord de 


des to take vou away.” 


Robert Hunter, general sales 
manager of the Detroit Diesel En 


Motors 


gathering 


gine Division of General 
Corp., 


I 


iddressed the 
Officials of the company presented 
Mr. Lewis with a 


; 


ge sci 


two-piece lug 


— 


T. Walker Lewis 





Cowlin Appointed 
Director and Sales Head 
Of Quality Fasteners 





president, American Latex Produ 


Pacific Polymat lected president of the Dayton Rubber 


l 
the board ot I COI He will succeed \ I I’ reedlander 


president since 1936, 





+} 


. a . elected chairman of 1 
Son Succeeds Father ' 
to continue as a full-time 
At Steinman Hardware directing company expans 
J. Robert Moore was elected | velopment of new proc 
president of the Steinman Hard- | acquisition 
ware Co. at a special mecting of ct 
the firm’s directors American Latex 
He succeeds his late father, Adam t the local meeting 
Z. Moore and he was elected only | vice-president and _ assis 
hours before the death of his tarv was elected to 
mother, Mrs. Ruth J. Moore, who | ted office of vice presid 
was a vice-president and secretary | Eisbrouch, vice-preside: 


the 





+ 


of the firm (see obituaries in thi of tire sales, was promot 
issuc | president and general manager 


i 


Frederick Shand, on-in-lay | charge of the tire division 


ao D nee f 7 9 ] 2 y y 
the late president, \ named vicc Baker, treasurer, continues 


president post and was elect 


Mr. Moore, a lieutenant junior | ident in charge 
grade serving in the Navy, is a gt In announcing Mr: 
uate of Prnceton Universit pointment, Mr. Freedlander stre 
the Harvard Business Schoo] his outstanding record in the foam 
Other officers of the firm are } rubber industry. In June 1946, Mr 
Harrv MM. Herr, assistant treasurer, | Christie formed the American Latex 
and Lorena W. Mease, assistant | Products Corp. to manufacture and 
treasurer and assistant secretary | fabricate foam rubber. In 1951 he 
Named to the board of directors | sold American Latex Products to 
were Mr. Shand and Robert Y. | Davton Rubber and became one of 


} 
; 


’ . t harees S ) hol rs 
Garrett, Ji |} IS large t ckh Ider FE. D. Cowlin 
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William T. Todd, Jr. 
W. T. Todd Jr. 
Dies Aboard Ship 


William |] 
Fitler & 
past president of the National In 


l'odd, Jr., president, 


Somers, lodd Co., and 


dustrial Distributors’ Association, 
died suddenly Sept. 13 aboard the 
He was 62. 

Mr. Todd was going to Europe 
Elizabeth Al 


a visit to England 


liner Parthia at sea. 


with his wife, Mrs. 
Todd, for 
ind France and for a stav with his 
daughter, Mrs. Elizabeth H. Lind, 
in Frankfurt, Germany. 

He was a graduate of Cornell 
University and served as a captain 


corn 


in the chemical warfare branch of 
the Army in World War I. Follow 
ing the war, he joined the Pitts 
burgh mill supply house founded by 
his father and became president in 
1941. 

Mr. ‘Todd was president of the 
Pittsburgh school board from 1952 
until 1954. He was a 
the Automobile Club of Pittsburgh, 
vice-chairman of the board, East 
Liberty Presbyterian Church and 
trustee of the Carnegie Library. 

Besides his widow and daughter, 
Mr. Todd is survived by three sons, 
Thomas Todd, James H. Hardie 
and W. Logan Hardie, as well as 
three sisters and a brother. 


director of 





New Purchasing Director 

Alvan Markle joined Walworth 
Co. as purchasing director. He was 
formerly purchasing director at 
Cork and Seal Co. 


ADDITIONAL NEWS STARTS ON PAGE 





I'he diverse problems of the dis 
tributor in instituting a profit shar 
ing plan, as well as the most cftec 
tive plan for him, will be one of the 
topics at the 10th Annual Profit 
Sharing Conference to be held Noy 
14 & 15 at the Hotel Commodore 
in New York City. 

Under the Proht 
Sharing Fits Your Business”, tl 
Council of Profit Sharing Indus 
tries, sponsor of the Nov. meeting, 


theme “How 


C 


is devoting this year’s conference to 
a consideration of profit sharing as 
applied to representative industry 
groups. Employing the panel tech 
nique, separate panels of executives, 
experienced in profit sharing in thei 








Front view of the new location | 
Louis 

The Mill Supply & Machinery 
Co. ct. floor 


space by moving to a new location 


Louis, doubled _ its 
near the center of the city 

The new quarters contain three 
floors with a total of 33,000 sq. ft 
[he office area on the first floo: 
equipped with fluorescent lighting 
soundproof drop ceiling, air condi 
tioning and radiant hot water heat 
Che office was designed to providk 
for future expansion. 

In the lobby of the building, an 


all-glass, dust and moisture proof 
to 


display case has been set up 
house a number of small tools rep 
resenting each line the company 


‘Conference To Feature Distribution Panel 


own industries, will discuss theu 


companies’ experience with the pro 
gram 

One of the panels, made up of 
five authorities from the field, will 
discuss proht from the 
standpoint of the retailer and dis 


sharing 


tributor. Sessions have been so 
scheduled that those attending the 
onference and ask 
questions of, their industry panel, 
ind still take in the general sessions 


devoted to considerations common 


] 


can listen to, 


to all businesses and industries that 
stablish profit sharing: Communi 
itions, Legal and ‘Vechnical, Labor 
Union Relationships, and Invest 
nt in Own Company Securities 


neti iil 


:~ 


Sm 


Mill Supply & Machinery ¢ St 


handles 


[he display room for ma 


hine tools covers an area of 600 


sq. ft. and has a plate glass front 
yverlooking the street. 

Small tools are also exhibited on 
boards attached to the walls 


3 on easel-type displays provided 


disp a\ 


by suppliers. 
lhe warehouse area on the first 
floor has been furnished with new, 


1] ] 
iil-steel 


shelving and drawer units. 
Uhe shelving is adjustable to pro 
vide the most efficient storage for 
varied types of small tools. 

\ 4000 Ib. freight elevator pet 
mits easy access to the merchandise 
second and third floors. 


on the 


230 




















Walk 


YALE CABLE KING 
ELECTRIC HOISTS AS 





Cash in on the trend to large-volume, overhead handling systems 
using electric hoists. Yale Cable King Electric Hoists are favorite 
because they are rugged, dependable—built to stand up no matter 
how heavy the duty cycle. Prove to your prospects that Yale Cablk 
Kings are the ideal hoists for a smoothly operating system by 
pointing out these features: 

e No need for “cool-off” time—Yale’s exclusive air-cooling sys- 
tem and load brake lubrication get rid of brake heat instantly : 
..prevent slowdowns due to overheating. 

e Quality Construction—Precision ball and roller bearings for 
smooth action... high-torque, heavy-duty motor for fast lift- 
ing...gears and pinions heat-treated for wear resistance... 
pushbutton action for positive load control 

e Full Safety—Weston type load brake for instant safe-hold 
action...magnetic motor brake for control of motor di a 
fracture-resistant load hook. 

Simplify your sales effort by pointing out the outstanding fea- 

tures of Cable Kings with the help of Yale’s “Why” booklet and 

by telling your customers how Yale Cable King systems have 
solved overhead handling problems for famous-name firms. You’ll l ‘ 

be one sales step ahead! Capacities: % to 15 tons 


YA LE INDUSTRIAL LIFT TRUCKS AND HOISTS 


*REG U.S PAT. OFF 








The Yale & Towne Manufacturing Company, Philadelphia 15 


Gasoline, Electric & LP-Gas Industrial Lift Trucks + Worksavers + Warehousers + Hand Trucks + Hand and Electric Hoists 
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Price Index for 19 Product Classes 


(1947-49 — 100) 
% Change 

















Aug. July Aug. From 
NAME OF PRODUCT CLASS "D7 "97 °56 =©Year Ago 
theses Products 139.4 137.4 129.0 + 8.1 
Cutting Tools 151.8 151.8 145.3 + 4.5 
hae and Blowers 177.4 177.4 171.3 3.6 
Seite 205.3 201.1 169.7 + 21.0 
Diniitenenn Lamps 160.5 160.5 145.0 10.7 
Industrial Rubber Products 146.5 144.7 145.5 0.7 
haiatinties 98.2 98.2 $9.9 9.2 
Materials Handling Equipment 165.4 164.8 156.8 5.5 
Medinetes Hand Tools 173.9 171.4 163.8 6.2 
(Files, saw blades) 
Mesdiwedhine Accessories 170.9 170.9 151.8 r 12.6 
ee 112.4 112.4 111.8 40.5 
Paint 128.1 128.1 119.1] +7.6 
Portable a Tools 137.1 132.9 130.7 +4.9 
Denny Ceieniation Equipment 170.8 169.7 156.6 +9. 1 
esd mien Tools 141.1 141.1 134.2 +5.1 
uae onl Compressors 164.0 161.6 155.6 2.4 
Steel Prato 181.5 181.5 168.6 7.7 
(Pipes, bars, nails, wire rope, etc.) 
Valves and Fittings 158.9 158.9 152.0 +4.5 
Welding Machines 148.2 148.2 144.5 2.6 
(Equipment, rods) 
Total Dedion (weighted average) 158.1 156.8 147.5 +72 


Source: Bureau of Labor Statistics and Industrial Distribution 
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“LYON QUALITY DESIGN 


makes 


g4 
(_ THE DIFFERENCE. 


STEEL LOCKERS, for example. Look for the design 
features that pay off for years and years. Compare Lyon 
construction and you'll see how and why you get so 



































>. 
much more in both durability and appearance. 
This same quality design makes the difference in every 
7 8 ; 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 
CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally im- 
portant, he can show you how to get the most for vour 
money in terms of saved time and space. 
We can manufacture peci tems to your specifications 
LYON METAL PRODUCTS, INC. 
PATENT APPLIED FOR 
* 
Lyon quality design is reflected in this General Offices: 1053 Monroe Ave., Aurora, III 
new handle with beautifully contoured lines, Factories in Aurora, Ill. and York, Pa 
finger-tip action and finished in durable chrome. 
“Soe . 
— SS 4 Ty hae! Be 
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X — : 
DRAWER CASES 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 
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ON THE MARKE 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





smooth anything from soft 

to tough steel, and feature a tw Foundry 

wav handle that makes conversion the maker's engi 

tool easy. ended for cut-off oper 
has two rows of cutting itput requirements 

tecth with edges claimed to | speed and accuracy 


} 


glass hard, is non-clogging vhere ability to « 


MOS 
flexible, double-sided for dou super-metals an 
ind repla bl I i] I led 
nd CpidCeal C ne alovs 18 needed 


\lillers Falls Co., reenftield Machine h 
Mass e with 


1 
IS DeCTI 


, ‘igh-speed 
Abrasive iaue 
Six Types — 


Of Tools 
Six tools fabricated 
lasting Perma-Grit 


made by brazing 


~ 


‘rrits on steel) hav been intro ‘ Less Thrust 
a | + a : J On the Work 
LLICC( ae 


1 
\ tooth 


| 
which sands as it its; standard 


CSS-CII 


size grit shoe for powered orbital 

sanders; hand sander with a grit 

shoe; a ‘1-C grit file, and grit sleeves 

and rods for spindle sanders com 

pris¢ the products innounced 
Rods are avail 


in diameters 


Stethoscope 
3-in diameter Regulator Isolates 
Skil Corp Particular Sounds 


rsonic’, an industrial steth 


: Plastic 
pe, is recommended for listening Locking Action 
, in on all internal and ma 
Plane-File 


sounds of a running machine, cl 

Planes and Files ing the flow of liquids, and lo 
Wood, Plastics, Metals ing leakages of liquids, ait ee 
under pressure. wi 


With various attachments, it 


) ”? a9 9 
R-File’, combination Permanent ny} 


is said to plane, file, shape o1 
be used in all stages of industria 
manufacturing, testing, mspecting, 

maintenance and repairs. 


\/ Paquet & Co., New York 


two-woy 
handle 


Band Saw Machine 


Heavy-Duty, 
Horizontal Type 


Called “Milford Rezistor Mil 


band Machine”, a band saw machin¢ 


. i 
a enananenieeted 
Hs. aN cue 
AAARAAAAAALA AAA 


=afl 
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TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Couplings 
Feature Rubber 
Toothed Sleeve 


Spindle Heads 


Drill Or Tap Million ite 
Different Hole Combinations LR 
I i] \ 


i 


Transmission Belt 


Ettco 1 


> l-] 
Brookh 


Straight Edges 


Dove Tailed 
18 to 84-in Sizes 


sem i¢ ¢ talk STralgiit CUS Continued or 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGES 136 AND 














Chips flow freely, since chip driver 
contours are: always of exact size, 


shape, and position 
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te 
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BALANCED ACTION TAPS 
cut clean—always! 


When you know that a tap has been manufactured with great care and 


skill—you’re assured of closely controlled hole size and long tool life. 


Only Winter makes taps with Balanced Action. They give clean-cutting 


performance—always. — 

78 7) 
All Winter Advertisements say > 
CALL YOUR WINTER DISTRIBUTOR 


WINTER BROTHERS COMPANY 
Rochester, Michigan, U.S.A. 
Distributors in principal cities. Branches in New York + Detroit 
Cleveland e Chicago e Dallas e San Francisco e Los Angeles 
Division of National Twist Drill & Tool Co. 








| 











For your customers-=- 
that “just right" tool 


——. . : National’s complete line of tools save valuable time for distributor 


salesmen. For instance, take any sawing or slotting job. National w 





have a suitable tool that is sized, styled, and designed 1 


best job. 


NATIONAL TWIST DRILL AND TOOL CO. 
Rochester, Michigan, U.S.A. 


Distributors in principal cities. Branches in New York 
Cleveland e Chicago e Dallas e San Francisco e 





o 


All National Advertisements say °* 
@ TWIST DRILLS « REAMERS « COUNTER 
The search that never ends CALL YOUR © BORES © MILLING CUTTERS » END 
, NATIONAL . MILLS «© HOBS «+ CARBIDE AND 
* 
> 


DISTRIBUTOR SPECIAL TOOLS 


, als! ~ + + 4 >r 
g the vest way to do a ceep 


roam ehilelale Ma ass 1-1elae 






On the Market Today (Cont’d.) 


ni 


Turning Force 
On Flat Surfaces 


pen end 


ir places on 


I 
sal l 
said tO mMak¢ 


Truck 
High-Ladder 


Maintenance 


i high-ladder maintenance 


Hi-l, 
truck, « 


in be extended for safe foot 


136 
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ng 8 ft. 2-in. off ground, and when 
telescoped is low enough to pass 
through standard 6 ft. 8-in. door 
wavs 

Mobilc 
front casters and weighs 166 Ib 


Rol-Awav Truck Mfg. C 


Portland, Oregon 


unit features retra 


Plier 
Long Nose 
Shear Cutting 


cle il) uft 


ici i 
ua 


dead” soft wire: plier ca 
tures a removable shearing blade 
Catalog No. 208-6C 


self-opening coil 


is furnished 
standard with 
spring and in diameter point. 


\Mlathias Klein & Sons, Chicago 


Band Saw 


Retains Hardness Up To 
Temperatures 1100 deg. F. 


th speed steel band 
hard teeth ro! 
t maximum speeds ind te 
1ed with a back that has 
ind toughness 
Ss range from 
hook-tooth 
1+] 


lI Vidti md 


IR ] } 
Accommcnac 





ABRASIVI 
Skil Corp 


I 


PLANE-FILE 
Millers Falls ¢ 


STETHOSCOPI 
M. Paquet & C 


BAND SAW MACHINI 
Henry G. Thompson & S 
( 


END MILLS 
Brown & Sharp 


BOLTS 
Republic Steel ( 


SPINDLE HEADS 
itt l 1 & Ma 
In 
STRAIGHT EDGES 
Chall Mach 


SAV 
Porter 
COUPLINGS 
I. B. Wood's Sons (¢ 
PRANSMISSION BELT 


Extremultus, In 


WRENCH 
Blackhawk Hand ‘To« 


PTRUCK 
Rol-Awa\ 
In 


Cable Macl 


Truck Mfg 





Index of This Month’s New Produets 


PLIER 
Mathias K 


BAND SAW 
L. S. Starrett ( 


CAP & SET SCREWS 


Standard | d St 


WING NUI 


(; It 


JACKS 


( 


COATING 


\last | 


I 


BITS 
Sta \\ 


POOL HOLDER 
Wendt-Sonis (¢ 


GEAR MOTORS 


(,encra I 
Mot 
( 


Ci 


VISI 
I v Mfg. ¢ 


MULLING CUTTERS 


Goddard & Goddard ( 


BALANCERS 


Thor | lool 
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optionally on the maker's large 
sized Unbrako socket-head cap and 
been ex 


No i) to 


socket set screws has now 
tended to the microsizes 
3) and to No. 4 sizes 
l’'asteners are made to Class 
thread fit; in allov or stainl 
Standard Pressed Steel Cr 


kintown, Pa 


steels, free machining steels, alloy 


steels, tool steels, stainless steel, 
titanium 


L. S. Starrett Co., Athol, Mass 


Cap & Set Screws 
Microsizes With 
Self-Locking Feature 


Nvlok self-locking feature offered CONTINUED ON PAGE 138 





Index of This Month’s New Products 


PUMPS 
Mfg W orthington 


WIRE CONNECTORS 
Minnesota Mining & 
C 

CART 

VISES Lyon 
( 

GRINDER 

VARIDRIVI \ Arc ( 


[ S. El 
SEALING RINGS 
\pp il ( 


Metal Prod 


Parker 


BRAKES-CLUTCHES 


bate Mfg. Ce Dynamat 
D 148 ICE MELTER 


Chem Indust 
BORING 


BAR DOWEL PINS 


Al Pr ' 1 
I 
GEARMOTORS 
Drive G 
| l ¢ 


} 


BEAKERS 

Resistofl 
\ n 

Truck ¢ rC 5 - 
GLOVES 

Wilson R 
Tay 


i 


CASTI 
Nutt 


VALVI 
Hanna | 


WRENCH 
Aro | quipm 


DRUM LIDS 
Witt Cornice Ci 


BALL BEARINGS 
Hoover Ball & Bearing Co 


rEST STAND 


Farris Engineering Corp 


FILE 


RS 


ng Works 


nt Corp MOTORS 
, * Allis Chalmer 
LAMPS 
General F] 
Dept 
CASTERS 
Faultless 
COUNTER 


Production Instruments 


Caster Cory 


Div 





Nicholson File Co of General Control] C 
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IN THE 


PROFIT 
COLUMN 


WW nccte Tl ane KEYWAY BROACH KITS 


For cutting keyways from ie" to 1” in 
any bore from %" to 3” in one minute 
for as little as one cent 


yyy sy- 


Winute Welan SQUARE BROACHES 


For finishing cast or drilled holes in one 
pass. For 6" to %" squares. Also stand 
ard stock Hexagon, Round and Produc 
tion Type Keyway Broaches 


a 
duMONT TOOL BITS 


High Speed Ground, Square and Rec 
tangular. Hold a keener cutting edge 
longer due to 


red hardness and wear res 


balanced"’ toughness, 


stance 


Winute Tan 
MAGNETIC 
BASES 


Hold dial in 


— save set up 


dicator gages 
time 
Alnico magnet has 50 Ib 
grip on all tour sides 


360 horizontal swing 


. 180° vertical swing 
For complete information on these fost 
selling, high profit tools, get in touch with 


du MONT 


CORPORATION 
GREENFIELD 
MASSACHUSETTS 





Ada thal 


RADIUS GAGES 
Now Available for 
1-1/16° to 2° RADII 








S aeeentiene 


Convenience and 
Adaptability Have Made 
Lufkin the First Choice 
in Radius Gages 


1. Determines radius of 
inside corner and if sides 
are 90°. 
oo 
fa 
aS 
{ 
fr 
2. Determines radius of 


outside corner and if sides 
ore 90°. 


a 
i 
5 


3. Determines convex radius 
near projection that prevents 
use of goge as in views 2 
ond 5. 


nN 
ros 


4. Checks any concave 
radius that is 2 or less of 
circle. 


5. Checks Y% of a circum. 
ference. 





This style radius gage, preferred by 
toolmakers, diemakers, patternmakers, 
inspectors, layout men and others, is 
now available in a complete range of 


sizes up to 2”. 


With a design pioneered and devel- 
oped by Lufkin, each gage is a separate 
unit with five different gaging applica- 
tions for use on both concave and con- 
vex radii. The gaging surfaces have 
smooth, accurately machined edges, and 
the sides of the blade have a polished, 


natural metal finish. 


Available in sets as listed below or 
by individual gage. Sets are packaged 
in durable folding cases of heavy red 
vinyl, fitted with pockets for each edge. 


.77A 6 gages '/s2 to '%ea by 64ths 
.77AX 17 gages ‘44 to '%ea by 64ths 
and No. 20 Holder 
. 77B 8 gages °A2 to '/2 by 32nds 
.77C 24 gages (Sets 77A and 77B 
Combined) 
.77CX 25 gages (Sets 77AX and 77B 
Combined) 
.77D 16 gages '/32 to '/2 by 32nds 
.77E 8 gages Vis to 1 by 1é6ths 
.77F 8 gages 1'/s to 2 by 8ths 
.77G_ 16 gages 1'Ae to 2 by 1éths 
ANOTHER LUFKIN PLUS — Transportation costs 
on all precision tool orders totaling over $100.00 
list sent to your warehouse will now be paid by 
Lufkin. 
BETTER MEASURE WITH [LEKIN 
TAPES * RULES + PRECISION TOOLS 
THE LUFKIN RULE CO., Saginaw, Michigan 


472 


Wing Nut 
Die-Cast 
Zinc Alloy 


“Economy Series” wing nuts are 
said to be lighter weight and less 
costly than the other two types pro 
duced by the manufacturet 

Thread sizes from No. 6 to }-in. 
NC-2 or NF-2); wing spread from 
3 to 14 in. 

Gries Reproducer Corp., New Ro 
chelle 


Can Be Used 

In Any Position 

Designed for precision jacking, 
pushing and pulling operations and 
for linear action, a line of worm 


SOLD ONLY THROUGH DISTRIBUTORS §& 
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gear screw jacks has been intro 
duced. 

Power source can be either man 
ual or motor with 
Four way miter box assemblies are 


available for multiple systems re 


reducer unit. 


quiring synchronization. 
Jovce-Cridland Co., Dayton, Ohio 


Coating 


For Galvanized 

And Smooth Metals 

Derusto galv-a-grip, a protective 

coating that adheres to galvanized 

surfaces where good adhesion is dif 

ficult without cracking, chipping or 
peeling, has been announced. 

Available in white, light gray and 


red, in 4 pints to 55-gal drums, it is 
weather-proof and requires no etch 
ing or acid treatment of metal sur 
face 

Master Bronze Powder Co., Inc., 
Calumet City, IIl 


Bits 
Fit 1-in. and Larger. 
Power Drill Chucks 


No 215 
bits for use in electric 


high speed steel power 
drills and 
drill presses are available in six sizes. 
No. 212 power bit extension adds 
12-in to reach, two extensions can 
be connected for 24-in reach. 

Also announced by the manufac- 
availability of No. 215A 


turer 1S 


FOR DISTRIBUTORS ONLY 


let’s get down to (by $ 


> square nuts 


Most of the leading nut and bolt manufacturers and dis 
tributors throughout the country have learned to thei 
advantage this one undeniable fact about us 


heads and threads prices are consistently lower! 


To the distributor who hasn’t yet availed himself of this 
unbeatable source for greater profits on the sale of Nuts, 
Bolts, Screws and Lock Washers, we are listing prices on 
one item in our tremendous line to illustrate our point 


you can save 24% on regular square nuts! 
IN STOCK FOR IMMEDIATE DELIVERY FROM CHICAGO OR BAYONNE 


Truly chamfered — not just crowned. Made by skilled 
European craftsmen to full measurement and accurately 
tapped. Consistently top quality, conforming to all applic- 
able American standards 


COMPARE THESE PRICES WITH YOUR PRESENT ial 
SIZE .- Fae | 


ss Pp T ] 
COARSE THR. | = aa 


| NET PRICE 
M 
ome on NUMBER QUANTITY ie PER M 





1 /4-20 QBC 

5 /16-18 QBC 51 
3 /8-16 QBC 
1/2-13 QBC 
5 /8-11 QVH 
3 /4-10 QVH 
7 /8-9 QVH 


1-8 QVH A, 
QV oon ——-.. SA See 
Sold in Full Keg Quantities Only. Ne day F.O.B. ¢ 











Just like getting 
One Keg Free on 
every four you or 
der! Same savings 
on all other prices 


ORDER NOW WHILE STOCKS ARE COMPLETE. Mail the coupon — 
phone LOngbeoch 1-3762 or Teletype CG2943. 


Complete satisfaction guaranteed or re 
our expense. We sell to distributors only 


will not sell to users or consumers 


FREE CATALOG — For bigger profits on bulk fasteners — Nuts, Bolts, Screws 
and Lock Washers, mail the coupon for our complete Fastener Catalog. It 
makes the world your factory, with 14,000 skilled craftsmen from nine 
countries to serve you. Send for it today. 


furn privileges at 
and positively 


and 


threads inc. 


O Send me your complete FREE FASTENER CATALOG 
© Ship the following Regular Sq e Nut P.O.N 


Size 1/4-20] 5 cats Tr 13 | 5/8- 11] 3 /4- 10] 7/8-9 | 1-8 | 
~ ere — my Oe 
PartNo. _|QBC 14|QBC 516]OBC 38|QBC 12 eres bem é 
No. of Kegs 





























Nome_ 

Compony aan 
EE es 
eee 


Phone 
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Every factory and 
plant needs these 


HEAVY-DUTY 
WASTE 
RECEPTACLES 


More and more plants are buying 
these light-weight, yet strong and 
durable waste receptacles. Avail- 
able with or without cover, all- 
welded construction, aluminum 
coated, they nest for easy shipping 
and storage. Model 763, 22” O.D. 
x 35” high, 34” round rod frame 
Model 770, 16” O.D. x 27” high 


44" round rod frame 


ACTUAL SIZE of EXPANDED METAL 
3/4” steel mesh 16 gauge expanded 


Write today for complete 
prices, discounts, com- 


Several sales territories still open 
information on sales potentials, 
missions, efc 


HorFMAN Propucts Co. inc. 


2590 W. Philadelphia St., York, Pa. 





A source of 
good repeat business 


This handy dispenser rack 
saves time and trouble for your 


customers. Roll shim_ stock 
(solid, not laminated) is neatly 
packaged and protected—four 
separate rolls, each a different 
gauge. Your customer just 
snips off stock as needed. When 
roll ends, you get an automatic 
reorder. Available in 6” x 100” 
rolls, brass or steel stock. 





4110 Union Street, Glenbrook, Conn. 
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g of SIX 
kit for storage in drill 
r tool box. 
nley Works, 


New Britain, 


Tool Holder 


Cuts To a 
90 Deg. Shoulder 


turner tool holder 


’ ‘ 
icad 


an be 


vith deg and inserts 
ndexed to plus or minus 

{1 

» adjustments for depth and 


eth of cut are unnecessar\ 


Wendt-Sonis Co., Hannibal, Mo. 


Gear Motors 


Compact, Versatile 
Speed Reduction 


Offered in three basic com 


ponents: an integral-type unit, an 


ill-motor type, and a separate helical 











; OO iin ’ 
| ney 
| Monobloc Rotary Pumps 


Ct 





Base-mounted Rotary Pumps 


~ 7 3 
. ol ac) LF 
a F # 


= 


Chemical Centrifugal Pumps 





Water-cooled Compressors 


Does your pump and compressor franchise offer 


ALL NINE PROFIT-BUILDING LINES? 


In order to get complete product coverage, many dis- 
tributors find they must carry pump and compressor 
lines of two, three, or even four manufacturers. 

Not so with the Worthington franchise. You get all 
nine to meet your customers’ requirements. Whatever 
their pump and compressor needs, there’s a Worthing- 
ton product to do the job. 

This “one instead of many” 
your customers but you as well. One price book, one 
policy, one advertising and sales promotion package, 
one high-quality pre-sold line that keeps selling costs 


policy benefits not only 


















Power Pumps 








Steam Pumps 


Monobloc Centrifugal Pumps 








down, profits up. It’s one sure way of licking 
cost of overhead. 

By supplying distributors with a complet 
compressor line, Worthington again proves 
franchise that works for you ” Worthinet 
tion, Merchandising Sales Department, Harris 


WORTHINGTO N 
SFiS 






speed reducer, a line of gear motors 
has been announced. 

Mounting dimensions on _ all 
three components are identical for 
similar rating, parts are interchange- 
able. Also feature built-in provision 
for accomplishing ratio changes 


a O i O U G + through a change of pinion and gear 
in first stage only. 


General Electric, Gear Motor & 


an d y e€ t so smoo t h l'ransmission Components Dept., 


Paterson, N. ]. 


NEW 


Ndlonal Sanders 


ADVERTISING AND SALES 
PROGRAM TO HELP YOU! 


National Sanders’ new advertising and sales 
program emphasizes the tough, reliable opera- 
tion and smooth finish that your customers will : Saw Filing 
appreciate in National Sanders. New counter 

folders, mailing pieces, and a complete new Circular saw blades of 4 to 18-in 
catalog are available for your use. Advertising ities a ae 
in the trade papers will help you sell. Be sure aes ey OC Sharpens with 
that you make full use of the National pro- Model 346 filin 
motional program. It can mean real profits Saws mav be filed either verti 


For Circular 


g vise 


for you: cally for straight across filing or 

& locked at any desired tilt angle to 

pe Neo t5 
WRITE FOR SAMPLES OF 

| ALL NEW NATIONAL LITERATURE 


bebtrced Milling Cutters 


?o For Aluminum And 
Ferrous Materials 
Dual-purpose, high-helix _ plain 


NATIONAL AIR SANDER INC., 2810 AUBURN ST., ROCKFORD, ILL. milling cutters with a 52 deg. left 


hand helix and 12 deg. hook are 


| . 
oles g. Co., Minneapolis 
| 


recommended for light cuts in thin 
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Whether you need fasteners in small or large quantities, 


you can count on getting the kinds you want—and quickly, 


too—when you order Bethlehem headed and threaded 


products. Fast service is possible because of the huge 
stocks of general-line fasteners which we keep on hand, 
ready for immediate delivery, at our fasteners plant at 
Lebanon, Pa. 

Using modern, automatic machinery, Bethlehem turns 


out a full line of machine, carriage and lag bolts, as well 
as nuts, rivets, cap screws and other items. They’re good, 
the kind that you can sell with 


de} ndable fasteners 


confidence. 
For prompt delivery, and satisfied customers, specify ( 


Bethlehem the next time you order fasteners. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Coast Bethlehem products are sold 
Dis r: Bethlehem Stee! Export Corpora 


BETHLEHEM STEEL 
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RESINOID 
DIAMOND 
WHEELS 


who specialize 
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picture which has 


and cutting tools. Add a product to your sales 


abrasives 


approved and is used by major U. S. industries. 


been fully 


Your further inquiry is invited and we will be happy to provide full particulars 


AURORA, ILL. 


SUETES DIAMOND WHEEL CO. 


springy pieces or intermittent cuts 


on frail parts. 
High helix angle is said to prevent 
“J 


hogging in” when cutter is enter 
ing or leaving work piece. 


Goddard & Goddard Co., Detroit 














Balancers 
Suspends Air, 
Electric Tools 


Two balancers, fea 


turing the manufacturer's automatic 


suspension 


“no-drop” safety brake for handling 
tools, inspection gages and other 
equipment up to 10 Ibs, have been 
introduced 
Model 


loads to 


5LB6 is for 
Model 


suspended 


LOLB6 for 


> Ibs; 
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NEW! 
"LONG REACH” 


LUG-ALL 


Winch Hoist 
30 FT. CABLE 


1/2 TON 
CAPACITY 


DISTRIBUTORS WILL LIKE 
THIS NEW LUG-ALL 


Because 
IT FILLS A LONG STANDING NEED 
(1% TON CAPACITY, 30 FEET OF 
CABLE, LIGHTWEIGHT) 
COUNTLESS JOB APPLICATIONS 
GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 
RUGGED CONSTRUCTION—GUARAN. 
TEED FOR ONE YEAR 
SELLS FOR ONLY $53.70—YET OFFERS 
HIGH DISTRIBUTOR DISCOUNTS 
OTHER LUG-ALL MODELS FROM % TON 
* TO 2 TONS ARE AVAILABLE TO MAKE 
@ A COMPLETE LINE OF PORTABLE WINCH 
@ HOISTS 
@ Special corrosion resistant, salt spray tes?- 
@ ed LUG-ALls available in all capacities. 
@ Because LUG-ALL Is The Best, It Is The Most * 
@ imitated Winch Hoist On The Market @ 
4 CAR DOOR PULLERS THAT OPEN DOORS @ 
os IN A JIFFY ROUND OUT THE LINE 
$ WRITE TODAY FOR MORE INFORMATION @ 


$ THE LUG-ALL COMPANY 3 


© HAVERFORD 11, PENNA. @ 
SHOSSSSSSSOSSSSNSSSSOSSSECSOSE 


* 
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Write for Your Copy: 
CARMET CATALOG 


Just out. . . 32 well-illustrated 
pages, containing data on all 
Carmet grades, and on Carmet 
blanks, tools, die sections, 
punches, draw die inserts, etc.; 
also special preforming to order. 
@ Write for your copy. 


ADDRESS DEPT. ID-94 





Look How You Can 
Save with 


Wa vs) " 


PREFORMED 


ae 


DIE SECTIONS 


these Blanks are preformed 


to a Finishing Allowance 
of .018”-.022" per side 


These tungsten carbide die sections are of 
Carmet CA-11, a special grade developed 
expressly for punches, dies, and other 
heavy shock applications where wear and 
abrasion resistance are required 

These blanks have a span of 1.315" 
with a wall thickness of only .046"', but 
they were easily produced to close toler- 
ances by AL's precision preform methods. 
All surfaces are clean, smooth and free 
from defects, requiring only a minimum 
amount of grinding to final dimensions. 


Carmet carbides can be accurately pro- 
duced to practically any shape or size your 
designs may require, and can be supplied 
preformed as desired. Typical highly suc- 
cessfulapplications includeinserts fordraw- 
ing, heading, extruding and blanking dies; 
gauge and wear parts; pins; bushings; etc. 

Find out, TODAY, how you can cut 
costs with preformed Carmet. Write or 
call Allegheny Ludlum Steel Corporation, 
Carmet Division, Wanda and Jarvis 
Avenues, Detroit 20, Mich. 


For nearest representative, consult Yellow Section of your telephone book. 


For ALL your CARBIDE needs, call 


Allegheny Ludlum 
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when your customers need small pumps 


—EE 


MANY 
INDUSTRIAL USES 


including 
@ Coolant Pump Systems 
@ Fuel Pumping 
@ Boiler Feed Systems 
@ Drainage Systems 


you can build extra profits! 


Almost 100 sizes and combinations available — 
Gear, Centrifugal and Neoprene Impeller types 


AMERICAN GEAR PUMPS 

7 sizes from %” to 

144” ips., each upper 

or lower, single or 

double shaft, spur or 

herringbone gear. 20’ suction lift 
without priming. Develops 100 psi. 


AMERICAN NEOPRENE 


as well as many other key IMPELLER PUMPS as 
to 144” ips. “SN 


pumping jobs involving |6 


sizes from 4 


liquid, high viscosity fluid, | Easily replaceable impeller 


or semi-solid transference. | ©, 





keyed to shaft. Passes small 
rticles without jamming. 


Self priming. Operates in both 
directions at high or low speeds 


Write today for detailed information including 
prices and attractive distributor discounts on the 


complete AMERICAN Line. 


AMERICAN MA 


Excellent deliveries. 


CHINE PRODUCTS, INC. 


Manufacturers Since 1926 


172 CENTRE STREET 


NEW YORK 13, N. Y. 





PARKER 


Replaceable TOOL STEEL Jaws 
Keep PARKER VISES 
In Top Condition 


The entire top (working surface) of a Parker Vise is 


protected by long wearing tool steel. This means longer 


life, better and more accurate holding of work. 


Pinned on, After 


long, severe service, if the jaws wear down or are 


Cannot work loose. damaged, an entire new working surface can be provided 


easily 


Use This 
BIG 
Selling Point 
Today 





The Parker Sales Policy .. . 


100% Sales Through The 
Distributor. Full protection 
to the distributor stocking 
Parker Vises. 








by replacing the tool steel jaws. 


Serving American Industry for 125 Years 


THE CHARLES PARKER CO. 
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Established 1832 MERIDEN, CONN. 
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equipment weighing from 1 to 10 
lbs. Nylon sheathed steel aircraft 
cable and rubber cable stop are fea 
tures on both models 

Thor Power Tool Co., Chicago 


Wire Connectors 


400 Combinations 
Using Three Sizes 


Two new color-coded, pre-in 
sulated spring type wire connectors 
have been added to the manufac 
turer’s “Scotchlok” brand electrical 
connectors. 

[ype Y (yellow), is a fixture con 
nector; Type B (blue) a heavy duty 
connector. With existing Type R 

red), the three sizes are said to 
accommodate AWG wire sizes from 
No. 6 to No. 18 in over 400 combi 
nations. 

Minnesota Mining & Mfg. Co., 
St. Paul, Minn. 


Vises 


For Drill Press 
And Milling Machines 


Said to eliminate need for special 
jigs and fixtures, a series of four 
drill-press and milling-machine vises 
feature complete interchangeability 
of parts from one vise to another of 
the same size. 


Vise bed is designed to “clear” 











Count on 


VEEDER-ROOT 


to help you build business with 

Mechanical, Electrical & Hand 
Counters for every 
industrial application 


My customers all 
have “different’’ 


counting problems 


ANSWER to 


del-jea met 


Industry may vary with location, but you can cover 
industry in YOUR area, when you take on the basi 
Veeder-Root package of mechanical and electrical 
counters for industry. Let your customers bring yo 
counting problems on machines as widely varied as punch 
presses, spot welders, conveyors bottling and rat-catchir 
machines and in almost every case you can adapt 


Veeder-Root standard-stock counters to their need 


hat’s why so many profit-minded Industrial Sup; 
Distributors stock the 5 Veeder-Root Counter 
widely used throughout industry ill strikingly 
packaged in red, white and blue for easy identificat 
and stockkeeping. Get the whole story. Write 


D. G. Dresser, Veeder-Root In« Hartford 


Everyone can count on 
VEEDER-ROOT 
"The Name that Counts" 


Hartford 2, Connecticut 
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heads of mounting bolts. Four }}- 


in kevslots are spaced at right angles 
for precision location on press or 
F-Yefe! these . machine. 
Columbian Vise & Mfg. Co., 
Cleveland 


Varidrive 
Compact, 
Footless 


Designated ‘Type VEV, a foot 
less Varidrive with NEMA stvle 
C or P face-type mounting bracket 
has been developed. 

Featuring accurate alignment to 
driven equipment, it is recom 
mended by the maker for such ap 


plications as turbine pumps and 


mixers. 
U.S. Electrical Motors Inc., Los 


Angeles 


Brakes—Clutches 


Operated 


: , : Electro-Magnetically 
Every sales and profit making factor is working for you when 


you sell Atlantic flexibie metal hose. You lower your break-even Dyna-torQ” clutches and brakes 
point by one-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested. 
And over 40 years of product advertising have made Atlantic 
flexible hose a buy-word in industry. 
There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500. 


Flexible metal hose ix: all workable metals — \%” 
=— 86” I.D. with standard or special couplings. 


ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN ST., NEW YORK 34 
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CLOVER MEN AND CLOVER ABRASIVES 


THE MEN who sell Clover Coated Abrasives, not to mention Clover Grinding 


and Lapping Compounds, are under instructions to talk about our distributors. 


Gossipers? Not at all! It’s simply part of their job to sell Clover distributors 


to Clover industrial users all the time. 


Clover men know what good distributors can do and have done for their cus- 
tomers and their suppliers. That’s the reason Clover’s sales policies, promotions, 
and advertising are built around distributors. And we can prove that there’s 


a real profit advantage in Clover products in stock turn-over and in the shop. 


Coated 
CLOVER MFG. CO. | sircsive: 


VaR SPARES SRS SEN OS hy ce NORWALK, CONN., U.S.A. ° 
DEAR Oya os RES Pe peat at oe ™ Lapping and 
AeA ee PS S07 5 SP oh CY) : Wasoe ats ® . 

Grinding 


Telephone: Victor 7-4515 


Compounds 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they’re the best “door openers” 
you'll ever find for all your other lines! 

And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 


cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters .. . and the famous “M-40-U” Alloy 


Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They’re backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


_ Gorkan TOOL COMPANY 











operate on principle of electro-mag 
netic engagement of two friction 
members—the armature and field 
magnet—to develop driving or brak 
ing torque. 

Four types are now In production 
—basic clutch, basic brake, clutch 
brake and clutch-coupling, with cor 
responding parts of all units in a 
given size completely interchange 
able. 

Eaton Mfg. Co., Dynamatic Div., 
Cleveland 





Boring Bar 


Harmonic Vibrations 
Kept To Minimum 


Known as Silent Sam, a chatter 
less boring bar features an inside 
bored out from both ends to var 
ious sizes, with smallest size in 
center of bar to diminish harmonic 
vibration to a minimum. 

Graduated each }-in so that depth 
yf bore is readily known without 
measuring with a scale, it is claimed 
work can be run through faster on 
any lathe or boring mill. 


Pensco Products, New York 


Beakers 
Non-Breakable, 
Non-Contaminating 


Molded laboratory beakers made 
from a fluorocarbon resin and avail 
able in 250, 500 and 1000 cc have 
been developed. 

Chemically inert up to 500 deg. 
I’. for molten alkali metals, fluorine 


ated “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOiS” 


144400 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. to be unaffected by severe oxidizing 


and certain fluorine compounds at 





elevated temperatures, they are said 
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—_ 


uw 
GE Vib Sey 





SY 
toy General Electric says: 


“G-E Lamp users will keep getting more and more light ... 


Md) p without adding fixtures or increasing lamps.” 


é . 
ll frou’ L. E. Wilson, plant 
pie . 
Samp?” rs ENSINCEL, Says: | 
' i . "G-E Lamps gave our plant a light level of 23 footcandles in 1943. | 
bight “ 4————F By 1050 it was 39. Today it's 40! And we're using the same | 
Me number of fixtures, the same number of G-E Lamps!” 










NE of the est ways to 
value for all y lignting « 


use G-E I imps ¢ 4 ¢ nen \ KI “ 


the lamps you are 
lighting systen pt agate beca e the 
contain the latest lamp improven 
General Electri ese nh. 4 
I ed the G-I 
. t 
| 
hit ; 
€ x N 4 


/ ~~. . “4 ; _ 
/ G-E Lamps have kept this lighting installat p to Progress /s Our Most Important Product 
date at no extra cost,”’ says L. E. Wilson of Cleve i 


/ | Seeintee tine Rte" atic aeons’ GENERAL @@ ELECTRIC 


checks light level with H. D. Hanson, safety director 


G-E LAMPS GIVE YOU. MORE FQR ALL YOUR LIGHTING COSTS 











REPRINTS ARE AVAILABLE — You can get full-size 


verti shown above — just 
oofs of the advertisement shown a 
- it will appear in November issues of leading Progress /s Our Most Important Product 


business magazines. Take them with you on your , , C 
calls—or mail them out ahead of you. See your G E N F R A L E LE c T 


local G-E Large Lamp Department representative. 
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You Move More Merchandise 
when he EIN LOOSE-LEAF ; 


BINDERS ~~ 
Make Selection Easier AN 


_ x 
— ‘ 
vt \ 
y Pe ~*~ 
QoQ - . \ 





\ 
WH 


Busy buyers want facts fast. When 
your catalog gives them the right in- 
formation in five seconds, they reach 
for their order pads 

That's why Heinn Loose-Leaf Binders 
and Colorific indexes play a vital part 






in wholesale selling. Product infor- 


mation stays up to date and in se- 
The Noland Company, progres quence for fast, easy reference. And 
sive distributor of Newport News, 
Va., reports: “This binder was 
very well received by our custom 
All comments 


the custom-tailored binders look and 
and add the force 
of impression value to your sales 


feel elegant - 


argument 


ers and salesmen 


: 2 Write for 
have been favorable and we feel __ information on , 
° ° how Heinn 
sure it has increased our sales can tole 
We have found from experience you simprity 
your catalog ng 


that a loose-leaf service is far su problems 304 W. Florida St., Milwaukee 4, Wise. 


perior to a bound catalog.”’ Copyright 1957, by The Heinn Company, 


WITH REPEAT ORDERS FROM SATISFIED USERS 
AND NEW CUSTOMERS CREATED BY ADVERTISING 









IN BIG DEMAND 
HOLE YEAR T 


Pre-Sold Customer 
Acceptance Means 
More Sales! 


A COMPLETE LINE 

ENGINEERED AND LOAD-RATED 
FOR TROUBLE-FREE AND 

LONG- LIFE LIFTING PERFORMANCE 


MADESCO TACKLE BLOCK CO. 


MAIN OFFICE & PLANT, EASTON, PA. 
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Milwaukee 


gents such as aqua regia and hydro 
fluoric acids. 
Resistoflex Corp., Roseland, N. ]. 





Casters 
Demountable, 
Easy Replacement 
Matching swivel and rigid casters 
vith 10-in. semi-pneumatic ot full 


pneumatic rubber tired wheels fea 
ture heavy duty top plate and fork 
side construction 

Swivel type has two rows of ball 
earings and proper fork lead for 
easv swivel action under heavy loads 

Nutting Truck and Caster Co., 
Faribault, Minn 


Valve 
Improved Pilot 
Air Control 
Flo-Pilot series of pilot valves fea 
ture a small synthetic rubber boot 











“Off-the-shelf’ 





' / conveyors 








...new /dea for distributors 





Stocking of Jeffrey LMV Conveyors in 
12-foot lengths, that can be easily custom- 
cut to size, pays off big for distributors. 


Here’s why. 





In all kinds of plants, there are plenty 
of places where the handling of light 
materials can be speeded up, simplified, 
made more efficient and economical. 
These jobs are a snap for Jeffrey's auto- 
matic, quick-to-install and compact 
mechanical vibrating LMV units. 


Once the plants in your territory learn 
that LMV Conveyors are: 

inexpensive 

easy to instal! by plant personnel 

rugged for round-the-clock use 

quiet in operation 

trouble-free in service 
your “shelf supply” for next-day delivery 
will clinch sales fast. 
Make dollars with LMV'’s in the big- 
potential materials handling market. Get 
facts on an LMV inventory set-up and 
technical information. Just write: The 
Jeffrey Manufacturing Company, 930 
North Fourth Street, Columbus 16, Ohio. 


Ga 


(MVJEFFREY 


CONVEYING + PROCESSING + MINING EQUIPMENT... 
TRANSMISSION MACHINERY... CONTRACT MANUFACTURING 
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which snaps into place around valve 
stem, sealing critical parts from dirt 





ind abrasives. 


} 


Built for 150 psi air operation 
with }-in pipe ports, it is said to 


® 3 remain leak free. 
cnet oo Hanna Engineering Works, Chi 
BAND Mls aso 


is Moving! ), 


FLEX-O-TUBE | 


the COMPLETE line .. - the PRON 
of Rubber, Teflon* and Synthetic 
Hose Assemblies and Couplings 
Wrench 


All-Steel 


fp) Oe Nose Housing 
i. C a 
Vy c ‘e . 
y sats Model 8100 air-powered reversi 
Eeor ble impact wrench, 3-in heavy-duty 


All Types of Couplings— capacity, uses the exhaust air to cool 
Crimped-on, Reusable, Push-on 
Dynalock Clamp Type 


All Materials— 
Rubber, Teflon and t] ~ 
: ‘ ti airi\ SpllI Be 
Other Synthetics - . idle 


Specifications include: 6000 rpm 


motor, 4-in square drive, spindle 
The new Flex-O-Tube Bandwagon is on the move... offset l4-in, height 7,4-in, length 
and gaining speed. 643-in, weight 6 Ibs. 
Aro Equipment Corp., Bryan, 


Industrial distributors on this bandwagon can offer 0} 
110 


their customers the most complete line of hose and 
couplings available . . . get those additional sales that 
mean extra profit. They also gain these extra advantages Drum Lids 


when they sell the Flex-O-Tube line: 
; Converts Drums To 
1. Top quality, nationally 3. Steady repeat orders 


. Sanitary Refuse Containers 
advertised products y 


2. Large quantity sales 4. Generous profit margins Big Top” self-closing lids fea- 
Flex-O-Tube Division of Flexonics Corporation offers 

a sound distributor policy, engineering and product ap- 

plication assistance and effective sales promotion aid. Is 

this bandwagon passing you by? .. . better take a good 

look. Write today for full information. 


* A DuPont Trademark 


a e 
Tai Flexonics ©... 


FLEX-O-TUBE DIVISION 


1314 S. THIRD AVENUE, MAYWOOD, ILLINOIS 





backed Dy f year FORMERLY CHICAGO METAL HOSE CORPORATION 


Manufacturers of flexible metal hose and conduit, expansion 
joints, metallic bellows and assemblies of these components. 


in Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
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The pipe that pays off 
im service! 
NATIONAL PIPE 


And that’s where the pay-off counts—in long, trouble-free 
service. The kind of service that gives you a good reputation, 
builds your business, and brings in the profits 

When you invest in National Pipe, you get more than just pipe 
You get extras—extra strength, extra durability, extra-easy in- 
stallation. And you can depend on National Pipe to pay off hand- 
somely in all types of building and industrial applications 

Some “specifics” you should know about National Pipe: 


IT’S COMPLETELY UNIFORM in metallic structure, ductil- 
ity, strength, corrosion resistance, surface finish, wall 
thickness and diameter. 
IT THREADS AND CUTS EASILY due to the unvarying qual- 
ity of the metal. The steel cuts clean—retains its charac- 
teristic strength even in the lightest part of the smallest 
thread. 
IT MAKES SOUND, PERMANENT JOINTS. In fact, its uni- 
formity and accuracy in manufacturing have made un- 
equalled pipe jointing records for National Pipe 
whether welded or coupled. 
IT COILS AND BENDS WELL for it possesses that full meas- 
ure of strength and ductility needed for smooth bends 
With National Pipe you can estimate closely without 
worrying about excessive loss of time, labor and material. 
IT’S RIGIDLY CONTROLLED during production. From raw 
material to finished product one organization controls 
all the manufacturing steps that go into producing 
National Pipe 
IT’S THOROUGHLY TESTED with the most painstaking tests 
and inspe ctions that can be applied. This thoroughness 
in all National Tube Division plants gives you a product 
in which you can put your complete confidence. 

For further information, write to National Tube Divi- 
sion, United States Steel Corporation, 525 William Penn 
Place, Pittsburgh 30, Pa. 


National Tube Division eset sean Corr : n ttsbur Pa 
Columbia-Geneva Stee! Division, San Francisco, Pacific Coast 


NATIONAL PIPE 
UW TTS OS eS ee tee Be 


t 
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ture a flap opening with word 
‘Push” embossed in red. 
Both cover and inner hinged flap 


are of 22 gage steel finished in gray 
enamel. Lid has 233-in I. D.; flap 
opening is 16g-in x 154-in. 


Witt Cornice Co., Cincinnati 


The World's Finest and Most Saleable Line! 


ALL ATHOL VISES are made to rigid specifications based on Athol’s 88 
years of specialized vise experience. Check these important and exclu- 
sive features that are yours to sell when you handle the ATHOL line: 


Ball Bearings 


Lock Lube In, 
Keep Dirt Out 


Lubricated-for-life ball bearings 
utilizing seals of Teflon have been 
developed by the manufacture1 


Hoover Ball & Bearing Co., Ann 
Arbor, Mich 


1—HEAVY HORN provides added rigidity when vise is openeed to full capacity. This 
is an Athol first. 


2—BUTTRESS THREAD adds 50% more strength at the root of the thread—where it is 


most needed. An Athol exclusivee. 


3—SWIVEL BASE cannot slip because grooves are cast in, like an internal ring gear, 
and tapered DROP-FORGED clamp bolt is similarly grooved. Clamp handle is easy 
to operate, swings back out of the way of work. Two fingers will tighten the clamp, 
but two men cannot turn the vise. This is another Athol first. 


4—SPRING SCREW FASTENER holds the buttress-threaded screw tight. NO SLIPPAGE 
OR BACKLASH. Wear is compensated by this spring screw, held securely by two 
collars and a pin. Another Athol first. 


5—JAW FACINGS are made of tool steel, machine-milled deeply, and welded in place. 
They cannot come loose, and will last as long as the vise. There is no substitute for 


welded jaws. 
6—FRONT AND BACK JAWS are made of solid cast iron. 
Optional — RATCHET HANDLE is useful to the toolmaker for making quick adjust 
ments. Again, only Athol provides this feature. Test Stand 
Portable, 


Self-Contained 


“Porta-T ester” bench-type hydrau 


MACHINE & FOUNDRY CO. lic and pneumatic test stand is rec 


ommended for use wherever pres 


ATHOL, MASS. sure equipment must be tested with 


out an external source of power. 
Farris Engineering Corp., Pali 


"Strength Where Strength is Needed” sades Park, N. ]. 
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Get more sales 
from your 
territory with 


Thermoid 


Get in touch with Thermoid. You'll soon 
see how Thermoid can help you get more 


sales from your territory. 


TAKE iny 


You want to 


company 
or one 
Thermoid line 


iles Lo 


S 


to increase 
profitable customers of prospects 
the Thermoid 


WHY ? Beca 


complete r 


use 

inge of Conveyor Be 
Belts flat 

Frictioz 


} 


used 


Power Transmission 


full line of Industrial 


plus 


All 
by all industry 


top quality products 


for rep! 


icement an 
equipment 
WHAT'S MORE Thermoid helps yo 


First with cc 


Sé 
ynsistent, efi 
advant 
and 1 


ways 


important 


idvertising of Thermoid product 
zines read by your customers 


ft of 


in mag 


ects. Second with a sta experienced 
I 


engineers ready to give you techni 


assistance on spec ial problems 


Thermoid Company 
Trenton, New Jersey 
“eohi, Utah 








‘When MARKING 


COUNTS-Count on 


AMERICAN ! 





‘AMERICAN LUMBER CRAYONS 


| or 120 years The American Cray« 
pany has been the ‘‘first”’ in the develop 
and manufacture 
crayons. 
For Clear, Long-Lasting, Legible m 

Insist 

( RAYONS 


Send for 


r Free Ind Crayon ( 
Dept ML. 81 


SANDUSKY. OHIO 





HEAVY-DUTY 


BENCH 
EGS 


ARC 
WELDED 


Available in 18 different 
sizes, Pollard one-piece 
Bench Legs are ideal for 
single unit or continuous 
benches. Their heavy-duty 
design, angle-iron con- 
struction and arc welding 
assure many years of ser- 
vice-free installation! 


WRITE FOR CATALOG No. 304 


POLLARD BROS. MFG. CO. 


a= 


5504 Northwest Highway 
Chicago 30, Illinois 


INDUSTRIAL DISTRIBUTION ¢ OCTOBER, 


of the FINEST in markir 


»n AMERICAN LI MBER 


THE AMERICAN CRAYON COMPANY 
WEW YORK 


1957 


For Both Ferrous 

And Non-Ferrous Metals 

Magicut Machinist’s file 
single cut teeth interrupted 


narrow chip breakers said 
of 


has 
Oalse 
by long, 


} 


to create hundreds individual 


chisel-like scallops. 

Also effective on stainless steels, 
it is made in Nicholson and Black 
Diamond brands; flat, half round 
and square shapes; 8, 10, 12 and 14 
in lengths. 

Nicholson 
R.] 


File Co., Providenc« 


Pumps 
For Economical 
High Pressure Service 
(vail through 4, a 


duty herringbone gear rotary 


ible in sizes 1 
necavy 


pump introduced by the manufac 


turer is recommended for oil burne 


high-pressure coolant serv 


SCTVICe, 


ice, small hydraulic hy 
draulic lifts, 


other applications requiring contin 


systems, 


filtration systems, and 





“My customers like the convenience of a 3-in-1 level, square and tape. 
After buying an LST, one customer came back and bought twelve more 


More dealers, like Sam Stein, of Millburn Hard- 
ware, Short Hills, N. J., find that the popular LST 
is moving off their shelves faster than ever. It’s the 
only tape on the market with 3 practical uses that 
everyone finds helpful, at home or on the job. 
Here are the features that make the LST a best 

seller... 

e Easy-view, unbreakable built-in level 

e Sliding end hook that grabs and holds 

e Rugged chrome plated casing of die cast 

~ construction 


@ Refill blades available 
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for gifts. The Kae LST is one of the best selling items in my store.” 


’ 


ad Uae t= f= 


= 
om 


Be sure to place your order TODAY... . cash in on 
the availability of this fast moving, K&E tape NOW, 


K&E makes it easy for 
your customers to see, like 
and buy this handy tape. 
The self selling “blister” 
display stops the eye. It’s 
pilfer proof. 


KEUFFEL & ESSER CO. 
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J : . i 
i 


and high teed 





Your best source for 


special cutting tools 
—just send us the specs 


we do all the work 


SN 





Immediate action on all requests 
— better service for your customers 


—results in more profits for you 


Do it the easy way... order from SPIRAL 








Whether you need cutting tools made to your specifications, 
or you need tools custom-designed to fit a specific job, 
your best source is Spiral. We specialize in ‘‘specials,’’ fast 
quotations, quality workmanship, dependable delivery. One 
trial will convince you. Let's get together now! 


Designers and Manufacturers of 
of Special Cutting Tools 
———— 


54 N Domen Avenue « Chicago 25, Illinois 


STEP TOOL COMPANY 


Phone: LOngbeach !-5384 


INDUSTRIAL DISTRIBUTION ¢ OCTOBER, 1957 


uous service at pressures to 500 psi 
aa 
in capacities to <> gpm. 
Worthington Corp., 
N.] 


Harrison, 


Cart 


Rolls Easy 

On 5-in Casters 

Recommended for use in stock 
ooms, shipping and receiving rooms 


and as an assembly line feeder, a 


new size (36in long x 24in wide 


x 32-in high) service cart has been 
ynnounced 
Pan-type trays are 3-in deep; fin- 
ish is green baked-on enamel 
Lvon Metal Products, Inc., Au 
rora, Ill 


Grinder 


Uses 9-in. Disc Wheels 
As Well as 7-in. Cup Wheels 


Using a 2 hp 115V AC/DC mo- 





: 
| 


Ana A+ 
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Sell American COLOR-marked Chain 
—the chain with three-way identification 


The color-mark is a brand identification— gives 


assurance that it is American Chain. 

The color-mark is a grade identification—Proof, 
BBB, High Test, Alloy or AccoLoy X-weld. 

The color-mark, approximately every five feet, 
makes for easy measurement. 
To save time —to help you furnish the exact grade, 
brand and quantity of chain your customers want— 
American Chain is now marked, at intervals of ap- 
proximately five feet, with distinctive, self-identi- 
fying color bands of stick-tight tape. These bands 
bear the brand name ACCO, also the grade of the 
chain (Proof Coil, BBB, High Test, Alloy, X-weld). 
Tapes are in standard industry colors as follows: 


GREEN ... . for ACCO Proof Coil 
RED .......... for ACCO BBB 
BLUE ...... for ACCO High Test 
ORANGE .... . for ACCO Alloy, 
also for Accoloy X-weld 125 ro. n«276s768) 


Containers are marked with the same colors 


INDUSTRIAL DISTRIBUTION 


Instant Identification * You can see instantly what grade 
the chain is and that it is American Chain—the very best 
in chain quality and value. This eliminates the possibility 
It makes bu ying ind sé ing easier, 


of confusion and error 


more satisfactory all around 
Easy Measurement * It is a simple matter to measure 
off any desired length of chain, i nds, thanks to these 
bright, durable color markers which appear approximately 
every five feet of the chain 

Full Protection *« These color markers assure that you 
supplying the right length and the right grade of genuine 
Even a color-blind person ¢ 


nm sect 


are 
ACCO-made chain wanted an 
identify the chain from the easily-read color markings 
Remember this: Top-grade distributors always choose to sell 
the top-grade line—in any field. In chains, the top-grade line 
is the American Chain line. You'll find it good business to 
feature American Chain products! 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and “Braddock, Pa 


AgcO 





*Hoveton * 


* indicates Warehouse Stocks *Por! 
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A = CALL THE CM DISTRIBUTOR FOR CATALOGS, 








VERSATILE 


TOOLS 


that belong in every 
efficient plant 
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Light Weight—Heavy Duty 
High Speed Chain Hoist 
Capacities from \ to 10 tons 


Made of tough aluminum alloy. 
Carries with ease. 1 ton model 
weighs only 36 pounds. 42% fewer 
parts. Requires little maintenance. 
Sealed-in lifetime lubrication. 96% 
efficient. Equipped with CM-Alloy 
flexible welded load chain. The 
best there is in hand hoists... yet 
reasonably priced. 


CH PULLER 
< 






\ 
\4 - 
x3 

= 

% 





0.9 


act 4: 





Lifts or Pulls 
At Any Angle 


makeshift methods. Au 


QI cost 


@ ALSO Meteor Wire Rope Electric Hoists 


% to 5 tons), Lodestar and Comet Electri 


Chain Hoists (% to 2 tons), CM Trolleys 


and CM Cranes. 


%, 135, 3 and 6 ton capacities 


For lifting, pulling, skid- 
ding, stretching, straight- 
ening. Use at any angle. 
Eliminates dangerous 


matic brake. % ton model 
weighs only 13 pounds. 
CM-Alloy flexible welded 
load chain. Time savings 
quickly repay low initial 


to- 


c 















PRICES AND QUICK DELIVERY FROM STOCK. 


HOISTS AND CHAIN 





CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 
REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 


In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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tor with 60% power required for 
normal operation, this 14 Ib port 
able grinder is equipped with 
“Klixon” automatic reset overload 
protector. 

No load speed 5300 rpm; spindle 
$-11 RH. 

Vee-Arc Corp., Westboro, Mass. 


Sealing Rings 
Sizes From 
2 Through 32 
Wingseal synthetic rubber seal- 
ing rings have been introduced for 
interchangeable use with AN6290 
o-ring sizes on AND10056 fittings 
in the AND10050 boss. 
Parker Appliance Co., Rubber 
Prods. Div., Cleveland 


Ice Melter 


Free of Moisture 
And Impurities 


Melt pellets, when sprinkled 
lightly over frozen surfaces, are said 
to quickly dissolve ice and snow 
without harming vegetation, rubber 
asphalt, or metal. 

Available in 25, 50, 100, 200, 300 


and 500-lb containers. 
Chem Industrial Co., Brooklyn, 
Ohio 





CONTINUED ON PAGE 168 








ACCO 


for Better 
Values 


THE COMPLETE LINE 
—DESIGNED FOR DEPENDABILITY 





Sell R-PsC Eleetrie Furnace Iron Valves— 
ereated by R-PsC and made exclusively by R-PsC 


Electric furnace iron— introduced exclusively 
in R-PaC Valves 


cast iron that meets the exacting require- 


provides a high quality 


ments for pressure castings. Melted and re- 
fined under closest metallurgical supervision, 
R-Pat 


far exceeding the minimum standards to which 


Electric Iron has physical properties 


they must conform. It has a balanced chem- 
ical composition and a tough, dense body 
structure: and, it Is more resistant to corro- 
sion. For these reasons, all cast iron parts of 
R-Pat Electric 
Furnace lron. 

Shown above is Fig. 625, a general service 


valve which is particularly applicable where 


Valves are made of R-Pat 


full, unobstructed flow is desired. This type, 
available in bronze-trimmed or all-iron style, 


FREE WALL CHART 


longer valve life. Thev are 
x 17” wall chart. Write for 





**How to Protect Your Valves”’ 


either flanged or screwed, is made in hitteen 


sizes, from 2” to 24 and is typical of the 


better values offered by the entire line of 


R-PaC Electric lron Valves. 


The R-Pat 
—a Good Line to Sell 
The R-Pat 


and check valves in bronze. 


Line is Complete 


line embraces gate, globe, angle 
electric furnace 
iron and cast steel, and forged steel: all in a 
wide range of sizes, styles and pressure classes 
Also, R-PaC. offers specialties such as Lubro- 
tite gate valves, bar stock valves, asbestos- 
par ked cocks, cast steel fittings and pressure- 
The R-PaC Valve line 


isa good line to sell! kor comple te catalog, 


seal cast steel valves. 


write our Reading office. 


R-P ac VALVE DIVISION 


AMERICAN CHAIN a CABLE 


em 
-_ 


& 
CAST STERL 
GLOBE 
VALVE 


BRONZE 
Gate 
VAIiVE 





© hee Pree Reading, Pa., Atlanta, Boston, Cl 
: : ' Detr H ton, N York, I 
San fF I i ( 
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FEATURE ATTRACTION in Wessendorff, Nelms’ new 40,000 sq. ft. building in 
Houston is this 8,000 sq. ft. display room. It increases former display space six 
times. Theory is to make the firm a mecca for industrial “shoppers” who look now 
buy later. Decor is in modern fixtures, bright colors. 


HELP FOR SHOPPERS and “drop-in” customers is provided from 
small tools department. Management feels modern merchandising 
than a catalog type operation; industrial buyers like to inspect and mul 


nt th Sammie aS CONnSUMCTS buving lawnmowers 


EMPLOYEE-OWNERS of Wessendorff, Nelms line up by new building. Owner 
ship was vested in 4] of firm’s 70 employees shortly before the move. Building 
contains 100-seat auditorium, separate wil!-call department with parking, pneumati 
tube and p.a. communications systems 
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“Display {s 
Modern 
Merchandising” 


Texas firm devotes a fifth 


of new buildings to exhibits 


that encourage “shoppers” 


mes WHO BUY  INDUSTRIAI 
EQUIPMENT like to inspect, com 
pare, feel and, if possible, operate 
it the same as a man who's buy 
ing a new power mower or a rod 
and reel.” 

(hat’s management's theory at 
Wessendorff, Nelms & Co., Hous 
ton, Texas, where a new 40,000 sq 
ft. building featuring a central dis 
play area of 8,000 sq. ft. has just 
been completed. 

Phe display includes virtually all 
the firm’s lines from small tools to 
machinery and represents a substan 
tial investment in fixtures as well as 
space. It is air conditioned and fin 


ished in a modern, colorful deco 


Shoppers Welcome 


om Nelms, executive vice pres 
ident, said it was set up with two 
types of customers in mind: the 
drop-in’ customer who's picking up 
some drills or a file in the process 
of a small job, and the ‘shopper’ 
who is looking for a certain piece of 
equipment or kit of tools for a 
whole new operation. 

We're most interested in the 
shopper,” said Mr. Nelms. “We've 
tried to design the store so he can 
find what he wants and spend as 
much time looking it over as he 
likes.” 

Shoppers often call the next day 
to order equipment they've in- 
spected and these orders have in- 
creased markedly since the firm 











FOUNDER AND PRESIDENT, L. | 


Nelms, ts cake with Mrs. Nelms at 
open house. He started company 34 
vears ago in a bicvck nd tool shop 


} 


moved from its old quarters, where 


it had only a sixth as much display 


space. Mr. Nelms attributes this 
both to the wide assortment on dis 
play and floor arrangement that 


keeps lines and accessories for sim 
ilar operations close to each other. 

“As for 
always have a 


that,” Mr 


lieves it’s 


we'll 
amount of 
He be 
the 
ersitv of lines 
in the d 


the drop-in trade, 


certain 
Nelms remarked. 
csood advertising for 
Ss dit 


firm to show off it 
to 


anyone who comes 01 


Catalog Operation 
Not Enough 


Mr. Nelms said the firm had al 
wavs been a “catalog” type of op 
eration but the management felt 
modern merchandising called for 


more display. “Frankly, we followed 
the supermarket trend in making 
our display room what it his 
be a radical deviation in this 


business, but the idea has proved 


1S. 


may 


itself in other equipment and sup 
ply fields and we think all custom 
the same in 
They like an 


where 


ers are pretty much 
their likes and tastes. 
ittractive, 


there’s something worth seeing. 


modern _ store 
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h jive in RAWLPLUG MASONRY ANCHORS 
nol TO ABSORB 

waa VIBRATION of HEAVY DOORS”. 
RAWLPLUG USER FOR OVER 20 YEARS 


They have 
industrial 


says 
Modern Doors Inc., Maplewood, N. J., manufacture overhead doors 
served New York and New Jersey for over 30 years. Their heavy 
doors are custom made and hung by their own installers 


From 4 to 12 Rawiplugs are used per door—only one size is used—%*% 


” 


x 2” for %’ lag bolt 
“NEVER HAD ONE ‘LET GO’....” says Dan Rice, Foreman. 
‘There is considerable vibration and movement in raising and lowering 
these doors. There is enough ‘give’ in Rawlplugs to absorb this vibration. If 


I've been using Rawiplugs 


shields are used, they will let go after a period of time 
20 years and never had one 
We 
of our doors 


‘let ZO 
give a one year guarantee against defective workmanship on all 
I never have had to go back to replace a Rawiplug 


for ove! 










Installer uses power tool with Row! 
drill to drill through wooden beam 
ond into brick beoms 
cre used to support springs which 
counterbalance Modern overhead 


Wooden 
























hole is drilled nstaller 
places Rawiplug into hole. Note 
thet the leg bolt is partially 


inserted into Rawiplug. This per- 
mits the Rawlplug to be pushed 
the hole in beom ond 
n brick 


through 
into the hole 





Using an electric powered wrench 
the lag bolt is secured. Eight 
Row!lplugs used to anchor 
4 beoms for spring supports for 
this size door Rowlplugs per 
beam and 4 Rowlplugs 
used on surrounding framework 
for each door 


RAWL 
CALK-INS 


were 


(2 


were 





RAWL HAMMER-SETS _-RAWLPLUGS 





RAWL DRILL-HAMMER 


me RAWLPLUG Co., Inc. 
ie. 


204 Petersville Road 
RAWL MULTI-CALKS 





SPRING-WINGS 


\\ 


RAWL-DRIVES 







as 


\ New Rochelle, New York 


OUD} 


RAWL LAG-SHIELDS 








RAWL 
CARBIDE 
DRILLS 


“504. . 
<4 
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This and similar ads 

Leading Publications 

- TO HELP YOU SELL 
VIKING PUMPS 


Would 


J =4 (ed F-F(e}\"| 
PUMPING 


help you too? Fe 


FRONT of Ray M. Ring Co.’s new building in Peoria, Il. has truck-height loading 
dock and off-street customer parking 


Thermal unit does 
successful job 
with Viking Pumps 


Precision pumping by two Viking heavy- 
duty pumps contributes much to the highly 
successful operation of starch cooking units 


a ee Spe, LARGE AND SPACIOUS SHIPPING AREA helps Vern Doerr at the shipping 


Skokie, Illinois . 
WHERE USED—Units cook starch continv- table get shipments out quicker. John Trotter, left, assists Mr. Doerr 
ously in many applications, including paper, 
textile, food and other fields Example 
unit easily cooks 25% paste of unmodified 
cornstarch 


HOW USED—With variable speed drives, the 
pumps are used to regulate the mixture of 
slurry and water in the pressure chamber 
The slurry pump can be varied from 0.5 to 
5.0 gallons per minute—the water pump 
from 5.0 to 20.0 gpm. 


WHAT VIKINGS CAN DO FOR YOU—Whether 
you need precision pumping or have some 
other pumping problems, Vikings may be 
your answer. Vikings are the best answer 
for pumping many liquids—from viscous or 
thick semi-solids to light, liquefied gases 
With Viking Pumps, you have: Self prim- 
ing—smooth, even flow—controlled ca- 
pacity—positive action—no splashing or 
pounding no spasmodic operation — no 
foeming or churning. 


For information, call on your nearby Vik- 
ing Pump distributor, or write for bulletin 
57S mm. 


VIKING — the leader, 
not a follower, 
in Rotary Pumps 


VIKING PUMP CO. 


Cedar Falls, lowa, U.S.A. 
In Canada. it's "ROTO-KING” pumps MAIN OFFICE INCLUDES, left to right: Robert Appel, billing; Jerry White, office 


See Our Catalog in Sweet's Plant Engineers File manager; Ron George, office; Larry Becker, sales; Wayne Morris, sales. 
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New Facilities 
with 
Elbow Room 








HE Ray M. Rune Co., Peoria, IIl., 


has moved into a new building 





that affords more warehouse space, 
off-street parking for customers and Yes, you could! The fact is you'd 
employees, and convenient truck- have maximum profit potential. For 
loading. All offices are air con- we make a// types of steel drive and 
ditioned. Says Thomas J]. Porritt, conveying chain plus sprockets and 
attachments. No matter what the 
chain needs of your customers and 
prospects, you could supply them. 
You could also call on the engineer- 
ing knowledge and technical sales 
~ : assistance of engineers trained in 
poe oe oo ey all types of chain, al// types of appli- 
tomers. cations. That could add up to more 

Specializing in power transmis profit too. We'll answer your in- 
sion equipment, the firm opened in quiry promptly. 


president: “After 12 years of opera 
tion in the Peoria area, we're look 
ing forward to continued expansion 
and, with the new warehouse and 
better facilities, we can now offer 


Peoria in 1945. Two men were 


employed at that time besides Mr TRANSAIT 
POWER 





Porritt and an assistant. ‘Today 
there are 11 employees: Mr. Por 
ritt; Norma L. Porntt, vice-presi 
dent; Arthur J. Grotsma, secretary 
treasurer; Mrs. Joy Velpel, book 
keeper; Jerry White, ofhce manager; 
Larry Becker and Wayne Morris, 
sales; Bob Appel, billing clerk; John 
l'rotter and Ron George, ofhice; and 
\ 


Vernon Doerr, warehouse 











Cutting Tool Firm Expands 





Cutting tool manufacturer, F. M. 
Morency, president, M. A. Ford 
Mfg. Co., Inc., announced the fur 


ther expansion of his firm’s plant The Union vert -iia y-Vit-| 
and office facilities, with full pro Manufacturing Company 


duction underway at the new qual 


ters, 1545 Rockingham Road, Dav SANDUSKY, OHIO 


enport, lowa. 
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BILLINGS 


DISTRIBUTOR NEWS 


THE BILLINGS AND SPENCER CO. + HARTFORD 1, CONN. 


Dowel Pins 


Packaged 
Or In Bulk 


100% accuracy inspection of each 
s said to be employed in this 
f standard and oversize pins. 
Packaged for use in tool room 
ind machine shops, pins can also 
be supplied in bulk quantities 
Precision Steel Warehouse, Inc., 


Downers Grove, II] 


*The Hammer with TRIPLE SAFETY Features! 


ee 5 sae Seve of Se BILLINGS Vitalloy® Forged 
. 1. SAFETY EYE CONSTRUCTION 


portion of the handle is actually 


reduced in size in being driven ° ° 
Gees Ge Sette tee tore tight fitting handles Gearmotors 


a wedge of itself. Additionally 2. MAGNAFLUX* INSPECTION High Output 


secured by both wood and metal 
Torque Ratings 


— — at right angles sound, perfect heads 
<> ani 3. ROCKWELL TESTING 


controlled hardness 
LEST YOU FORGET chen 40 a dk ea aiid bien tint with a helical primary permit driv 


free from cracks ond imperfections. 


SELL 
Y sockers 


Digging into the Billings line of sockets, ports and sets, 
you can find the delicate finger jobs—'% inch and the 
he-man, massive, two-fisted work horses— | inch. Scattered 
in between are the regular % inch, the 2 inch and the 
OD extra heavy % inch. They're all Square Drive and fit the 

hand of the man on the job ... many sets in each drive 


size. Sell Billings’ Sockets—users know ‘em 


Hollow shaft gearmotors combin 


ing double-enveloping worm gearing 


























Pages 53—46 & 47—44 & 45 

—48 & 49—51 in the Billings 

General Catalog 

ing of shafts in any position with a 


Tools & Forgings ENGINEERS’ SINGLE HEAD: one of the recent additions 
since 1869. to the Billings’ Vitalloy Forged line of wrenches. “A ating” power unit. 


Users know DISTRIBUTORS \vailable to handle 1 to 15 hp 
the name BILLINGS Be certain you know all the facts about standard NEMA D flange motors, 
GUARANTEES Satisfactory Billings’ Selective Distributor Sales Policy. units can be ordered with or with- 


Performance Write today. out motors. 
Cone-Drive Gears, Div. Michigan 


WRENCHES e SHOP pele) RS lool Co., Detroit 
CONTINUED ON PAGE 190 
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The Jacobs Model 91 
Spindle Nose Collet 
Chuck for tool room 
and engine lathes. 


The Jacobs Rubber- 
Flex® Tap Chuck de- 
signed for tapping 
heads and impact tools. 


The Jacobs Plain Bear- 
ing Chuck for drill 
presses, portable elec- 
tric and air tools. 


CHUCKS 


Dependability is the sum of dependable parts. 

Jacobs and your industrial supply distribu- 
tor are ready to deliver the chucks you need 
and the service you deserve. First in chucks 
... first in service. 


The Jacobs Manufacturing Company 
West Hartford, Connecticut 


uu 


Go 
“= 


The Jacobs Impact Key- 
less Chuck especially 
designed for the air- 
craft industry. 


The Jacobs Model 96 
Collet Chuck for grind 
ing machines, millers 
and jig-borers 


The Jacobs Ball! Bear- 
ing Super Chuck for 
heavy duty and pre- 
cision industrial use 











_— DISTRIBUTORS [2a 
AND 


DISTRIBUTOR SALESMAN <j 


i Are YOU—“Cashing-in” on this IMPOR- : 
: TANT part of the ARMSTRONG line by eg ¢ . J , ae, 
: x carrying adequate stocks and promoting ’ ea? / 
7 | j sales on ARMSTRONG SET-UP and — 
HOLD-DOWN TOOLS? 
ARMSTRONG Set-Up and Hold-Down 
Tools reduce setting-up time—keep men 4 * 3 
and machines producing. Designed for @iNEEE 
use on planers, drill presses, milling ma- , 
chines, etc., they hold work securely and 
rigidly, and thereby reduce spoilage and 
prevent costly accidents. 
ARMSTRONG Bulletin SUT gives com- 
plete information. 


ee Write for Circular 


UNIVERSAL CLAMP 


‘= {— 


r > 
PEARDRPEP RRR RP ERED ~ = 
® STRAP 


T-SLOT BOLTS AND NUTS CLAMPS 


ab ARMSTRONG BROS. TOOL CO. 
AS 


“The Tool Holder People” 


5205 W. ARMSTRONG AVE. CHICAGO 30, U.S.A. 


a 
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GROUND FROM THE SOLID 
END MILLS 
BY 


4 





JUST COMPARE 


Cy 


END MILLS WITH 
CONVENTIONAL END MILLS 


Our END MILLS have an entirely new 
ond advanced flute design with an un- 
interrupted contour and hook from one 
flute to the next. 

Flutes ground from solid hardened 
blanks with mirror finish allow a smooth 
flow of chips. Identical flutes as to dimen- 
sions and contour give a perfect distri- 
bution of cutting load. The form relieved 
land provides much greater strength to 
the cutting edge. 

RESULTS: longer tool life, finer fin- 
ishes, and lower production costs. 


Attention Distributors 


There are a few select markets open to 
distributors who can handle Eclipse End 
Mills. 


Please write General Manager, 
Eclipse Counterbore Company, 
Detroit 20, Michigan. 


All applications will be treated in com- 
plete confidence. 


ECLIPSE COUNTERBORE COMPANY ~\ 


1600 BONNER AVE., DETROIT 20, MICHIGAN 
END MILL DIVISION—NORTH BRANCH, N. J. (,0x 07 naritan. No. 
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YOU GET more* WHEN 
YOU BUY BEARINGS FROM 


uve Bunting 
DISTRIBUTOR 


\ 


\ 








ore 


QUICK, EASY ASSEMBLING, perfect functioning and trouble- 
free maintenance are assured by Bunting’s precision. 
Precision requirements in the manufacturing of Bronze 
Bearings and Bars go far beyond mere dimensional 
accuracy. There is precision in the metallic composition and 
in every factory operation required to produce Bunting Cast 
Bronze and Bunting Sintered Powdered Oil-filled Bronze 
Stock Bearings and Bars. Precision in the handling of the 
customers requirements is the common characteristic of 
Bunting distributors whose ample stocks of these 

products are always at your command. 


Your Bunting distributor is listed in the 
classified section of your telephone 
directory usually under Bars—Bronze, 
and Bearings—Bronze. Two modern 
Bunting factories and eleven Bunting 
Branch Warehouses expedite 
distribution in all areas. Write, 
or ask for catalogs giving 
complete dimensional listings 

All Bunting Sintered Bronze Plain and technica! data. 

and Flange bearings stamped 


with part number—an exclusive 


Bunting feature. BUSHINGS, BEARINGS, 


Hu iv _ BARS AND SPECIAL PARTS 
This advertisement appears in: be a | OF CAST BRONZE AND 


Purchasing News 
Iron Age @ Mill & Factory POWDERED METAL. 
Machinery ¢ Modern Machine Shop 
Southern Power & Industry e Steel The Bunting Brass and Bronze Company @ Toledo 1, Ohio @ Branches in Principal Cities 
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*POWER AND HAND HACKSAW BLADES 
*METAL CUTTING BAND SAWS 
*eCIRCULAR METAL SAWS eFILES 
*SEGMETAL METAL SAWS *CARBIDE TIP SAWS 


ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 
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This package 
helps you 
get more 


BULK 
socket screw 


orders 


How? Just tell your industrial prospects about the new Bristol 
packaging for BULK SHIPMENTS 

Your bulk Bristol socket screw user now gets all the conven- 
ience of packaged goods, designed to his specific industrial needs 
—a neatly-packaged, labeled, branded, clearly-identified, eas- 
ily-handled, easily-shelved, easily-stored product. No wooden 
boxes, no barrels, no messy, handmarked identification. He’ll 
like these big features: 
EASY TO HANDLE. Bulk 
identifies each box. Type of screw, size, thread, length and 
more than 25 pounds. Spill-proof when label is right-side up. 
Easy to lift, easy to stack, easy to shelve. The boxes, in turn, 
are packed in newly designed cartons (right) with a top 


socket screws come in 


weight-limit of 200 pounds each. 

EASY TO IDENTIFY. A neat, easy-to-read printed label 
identifies each box. Type of screw, size, thread, length and 
quantity are clearly shown. Color coding (green for multiple- 
spline and yellow for standard hex) and prominent hex or 
spline symbol designate socket style. 

EASY TO RE-ORDER. Package and carton are prominently 
branded with the Bristol name (extra advertising value for 
you). The labeled quantity makes it easy to tell when to re- 
order. This plus complete technical data encourages the buyer 
te re-order exactly the same Bristol screws from you instead 
of some other brand from your competitor. 


Precision socket screw manufacturers since 1913 


Bristol’s Hex Socket Screws . 


UO Ww 8 Get 


*Made in sizes as smail as No. 0 in Alloy Steel and Stainless Steel. Cap screws up to 15g" diameter. 
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EASY TO INVENTORY. Quic! 
stocks of socket screws is no p1 
sristol. High-visibility labels, neat stacks « 
ble quantities of screws per box make 

This new packaging for bulk shipments i 
outstanding selling Bristol 
screws. Mention it on your calls along with Bristol’s fir 
uct features, more complete stocks, 
service due to expanded facilities, extremely fa 
dling of stock queries. Distributorships are still open it 
localities. 


iccurate inventory of ] 
when the stocl 


blem 


inventorying easle 
S just one 


features you have with 


faster deli 


veries, D 


and 


Bristol gives 
one-day shipment on 
every urgent order. 


THE 


BRISTOL 


COMPANY 
SOCKET SCREW DIVISION 
WATERBURY 20, CONN. 


Bristol's Muttipte- 
Spline Socket 
‘Screws 


U 
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Year-round use of the Yellow Pages emblem by 
manufacturers of branded industrial products in their advertising, 
reminds purchasers to turn to the Yellow Pages for their nearest local] distributor. This 
makes your own advertising and trade-mark listings in the Yellow Pages 
increasingly profitable. In addition you direct more sales your 
way by displaying the emblem on your buildings, 
trucks and in other advertising. 


Find Your 
Nearest Distributor 
in The 


Yellow Pages 

















directs sales 
to YOU! 
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Ads like these have 
introduced EXTREMULTUS 
and helped make it 
today’s fastest-moving belt 


INDUSTRIAL DISTRIBUTION ¢ OCTOBER, 1957 





Less than two years ago, EXTREMULTUS, the original 
plastic and leather belting, made its first appearance in 
American industry, after more than fifteen years of Euro- 
pean application. Introduced first in the paper-making field, 
the news of its outstanding performance spread rapidly and 
one year later more than 150 of the nation’s leading pi aper 
mills had installed EXTREMULTUS belts. This process is 
now being repeated in other industries, stimulated by dis- 
tributor sales aids, national sales promotion and advertising 
schedules in leading industrial publications. 


Distributors play vital role... The unprecedented expansion of 
EXTREMULTUS sales is largely due to the efforts of a 
carefully selected group of industrial distributors, a network 
which is still growing. 


We wish to welcome the following dis-] 
itributors who have recently joined our | 


|expanding distributor network. 


Associated Bearings Company 
Kansas City, Mo. 
Coe & Brown Company—Hamden, Connecticut 
Dodge-Newark Supply Company 
Newark, N. J. 
Lewis E. Tracy Company — Cambridge, Mass 
Pittsburgh Gage & Supply Company 
Pittsburgh, Pa. 
Sager-Spuck Supply Company Albany, N. Y. 
Washington Belting & Rubber Company 
Tacoma, Wash. 


|_F.B. Wright Company — Dearborn, Mic h. : 
Write today for full information 
Showing how you can capitalize 
in your area on the success of 
this unique product. 


EXTREMULTUS, | 


405 Lexington Avenue, h »w York 17, N. 
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E. Howard Perkins, Board Chairman of Brooks & Perkins, Inc., asks you 


‘“How fast will our new earth satellite travel?”’ 


“Hundreds of miles high, the new earth satellite will streak 
through space, circling our globe each 90 minutes! 

“But this speed, estimated at 18,000 miles an hour, is 
achievable only in the remote emptiness above our atmos- 
phere. Down here, the satellite had to travel fast, too, 
to meet the schedule of Project Vanguard, assigned to 
the U. S. Navy 

“We have built a number of these satellites on tight 
production schedules. 

“The satellites had to be shipped quickly to the U. S. 
Naval Research Laboratory in flawless condition, ready 


—__— @ Airkxpress 


for the final metal coatings which make them look silvery 
So, we used Air Express which delivered all our shipments 
without a scratch! 

“The fact is that Air Express never fails us. It expedites 


pick-up and delivery with radio-controiled trucks. Its 


private wire network can ‘keep an eye’ on each shipment 
Time is saved by Air Express’ use of the first scheduled 
plane—there’s no wait for full plane loads. Door to door, 
Air Express carries our valuable products on schedule— 


every time!” 


c—y— 


30 YEARS OF GETTING THERE FIRST via U.S. Scheduled Airlines 


CALL AIR EXPRESS ... divisionof RAILWAY EXPRESS AGENCY 
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END MILLS ARE OUR BUSINESS... 
NOT A SIDELINE 


, = 
_— 


* 


TO BEST SERVE YOUR NEEDS 


For over twenty years our designing and manufacturing abilities have been 
devoted to producing highest quality end mills. Because end mills are our busi- 
ness, we realize that universal acceptance of our product is obtained and main- 
tained by continuously supplying the best end mills available. 

Putnam manufactures and stocks over 1400 standard types and sizes of end 
mills. Thus, you can quickly and economically select the exact size and type to 
best meet your needs. 


Putnam Distributors from Coast-to-Coast carry large stocks of 
standard end mills. Contact your neighbor, the local Putnam 
Distributor, he will recommend the best end mill for specific jobs, 
give you personalized service, and quickly supply your needs 


with the finest end mills obtainable. 


2981 CHARLEVOIX AVENUE +- DETROIT 7, MICHIGAN 
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Incandescent and Fluorescent 
Lamps are ‘‘bread and butter’’ essen- 
tial items for you. They mean not only 
steady volume and profit but also a 
key supply leader for your men. Once 
they get the lamp business they get 
other supply business. 

Add CHAMPION Lamps to your 
line and give your men a new and real 
opportunity to get in and get lamp 
accounts they’ve never had a crack at 


before. Champion quality backs ’em 
up — wins steady repeat business. The 
Champion sales plan is simple, direct 
— no red tape nor extra handling ex- 
pense — everything to help your men 
go after and get more lamp business. 

For new volume and profit in 1958 
look into the Champion Lamp story. 
It’s yours for the asking. Simply get 
in touch with 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF. CONSOLIDATED ELECTRIC LAMP CO 
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Distributors 
Offered new 
Selling aid... 
"Ex-Cl-Treat"! 


Heat treatment is an old story at 
Chicago-Latrobe. We have tried to 
stay ahead of the entire drill in- 


Ex-CL-Treat’ 


A CHICAGO-LATROBE 
EXCLUSIVE 


Regular industrial users of Chicago 
Latrobe Drills and Reamers have 
come to expect extra mileage from 
Chicago-Latrobe products. There are 
a lot of good reasons for this, but one 
of the foremost is the extra heat treat 
ment that we al Ex-CL-Treat 
Ex-CL-Treat i an exclusive witt 
Chicago-Latrobe, as are these 
formance advantages that 


Treat produces 


(1) Greater lubricity for more ef 
(2) Reduced galling that prevents 

ng on margit 
(3) Strain reduction that l\engthe 


(4) Added toughness |! 


“Ex-CL-Treat” Drills and Reamers... 
only from 


Chicago- 
Bice 


CHICAGO-LATROBE ¢ 427 W. Ontario St., Chicago 10, III 
OFFICES AND WAREHOUSES 
NEW YORK «+ DETROIT + CHICAGO + LOS ANGELES 


dustry in this very important and 


6 


highly technical activity. And we’ve 
been successful at it, too—so our 


customers say. 


> 


But we did slip in one regard. After 
perfecting the finest treatment yet 
devised—we failed to give it a 
name. So—for 1957 and the future, 
you'll see that many Chicago- 
Latrobe drills and reamers are 
called *“*Ex-CL-Treat’’. It doesn’t 
mean that the drills are different— 
it just means that C-L is giving its 
distributors one more in a long list 
of selling aids . . . a name to de- 
scribe the extra value that extra 


heat treatment produces 


sell the drills and 
reamers with the big, 
big extra... 


“Ex-CL-Treat’! 


DOUBLE CIRCLE 
TOOLS The stocks are large and the service is great from your 
. local Distributor. Call him 


eA 
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Here’s How KENNEDY'S Union Bonnet and Cylindrical Body 
Simplify Installation and Increase Valve Life... 


Fig. 525 


125-Pound SWP Bronze Gate Valve 
Union Bonnet Rising Stem 
Inside Screw Wedge Disc 











E 











Pressure in ordinary non- 
cylindrical valve bodies tries 
to push the body wall out 
to form a circle or cylinder. 
Rupturing stresses concen- 
trate where wall has the 
shortest radius. Resultant de- 
flection causes leakage over 
disc and early failure. 


These additional advantages make KENNEDY your best valve buy... 


Rugged, wider hex ends, blended into body, Newest in the valve field . . . best in the valve 
prevent distortion. On a conventional valve field . . . Fig. 525 gives greater strength with 
body, hex ends protrude from the body and are less bulk and weight than any comparably 
connected by thin body wrists. This area rated valve. 

under severe wrench pressure, can distort and Kennedy's Fig. 525 can be repacked under 
cause disc seating trouble. Kennedy's wider pressure, eliminating line shut-downs. You 
hex ends are blended into the body making simply open valve fully, remove packing nut 
the body and hexes one unit. In this way and then repack. 

wrench pressure can be absorbed. 


e@ YOU CAN'T BUY A BETTER VALVE THAN A KENNEDY! 


-KENNEDY VALVE mre. co.— 


1608 E. Water St., ELMIRA, NEW YORK 
VALVES * PIPE FITTINGS * FIRE HYDRANTS 


@ OFFICES AND WAREHOUSES IN NEW YORK, CHICAGO, SEATTLE, SAN FRANCISCO, ATLANTA @ SALES REPRESENTATIVES IN PRINCIPAL CITIES @ 
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Whitinsesli 


erin 


for Vic Ericson 


uy 


Foreman Bill Todd's problem was a t 
in the central g 
handle parts from 
iron, Meehanite 

Wheel chan; 
realized thar, if | 
different wheels 
considerable 

A lot of pe eo] le f 

Bay State distributor Vic Ericson 

to work with the sales engineering 
up with a solution a single wl 
sizes and all the 
as fine as #2 

The same combi | 
top quality products is paying off every d 
across the country. Selling “Wheels of Pri gt 


too. Write for full details 


ss BAY STATE 
*“ ABRASIVES 


Bay State Abrasive Products Co., Westboro, Mass 

Branch Offices and Warehouse Bristol, ¢ 

Distributors: All principal cities. Bay State At 
Brantford, Ontario 
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make ANTI-CORROSIVE 
first choice for stainless fastenings 


si . 

NEW | : make Anti-Corrosive the low- 
est cost source of supply for most of the tens of thou- 
sands of iter ms which we manufacture and stock. 


NE\ W ER VILES v through our regional prod- 


uct managers and warehousing provide immediate 
quotations and delivery scheduling, fastest shipment 
of your orders. NEW WAREHOUSES IN FORT 
LEE, N. J.. AND LOS ANGELES, CALIF., ASSURE 
QUICK SERVICE. 


PADAITY . 
NEW VAI AVI I in the form of cold-heading 


and hot-forging equipment, plus a doubling of manu- 
facturing area, mean lower costs and faster deliveries 
for our customers. 


NEW Ci ) eal 


in-stock product lists give the 
most complete, easy-to-find in- 
formation in the field, eliminate 
figuring by showing prices in 
quantity groups plus delivery 
times. Write for your FREE | 


copies today. 


PIONEERS SINCE 1927 


}* ANTI-CORROSIVE 


METAL PRODUCTS CO., INC. 
CASTLETON-ON-HUDSON, NEW YORK 





Gates is one of leading lines 
chosen for “Planned Selling” Program 


at Orr lron Company 


“Planned Selling” Strategists 
Mr. Samuel Orr, President; 
Mr. Bernard C. Weirauch, VP-Sales; 
Mr. A. F. Riecken, VP-Operations 


In 1954 the Orr Iron Co., Evansville, Ind., 

inaugurated a key line selling program. 

Under this plan, 24 out of the 300 lines carried 
were selected as “cream lines”—those found worthy 
of concerted selling effort as a result of these five 
considerations: amount of gross profit; possible 
sales volume; cost of handling; number of potential 
customers; manufacturer’s cooperation. 

Mr. Bernard C. Weirauch, VP-Sales and orig- 
inator of the company’s “Planned Selling” Pro- 
gram, says: 


“These 24 lines now account for about 65% of 
our volume, and have materially increased our 
profits every year. 
because it 


“Gates is one of our ‘cream lines’ 


meets all five requirements under our plan. 
“The Gates Field Engineers give us the ‘on-the- 
spot’ technical service when and where we need it.”’ 


Orr Iron is one of the many distributors who know — 


the Gates f 
to increa 


aE 


The Gates Rubber Company, Denver, Colorado 
World's Largest Maker of V-Belts é' 
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HERE’S A 


Profitable, 
asy-to-Sell 


ADDITION TO 
YOUR LINE 






/ > . . Rs 
Cut out Floor Drilling, 
Bolts & Lag Screws 

“MOUNT MACHINES ON 


UNISORSB 


Here's the fast, easy way to install machinery. Just spot it 
with a Unisorb pad under each machineleg 











and drop it. 





Saves up to 30% on cost, 80% on time, checks up to 85% 
of transmitted vibration at its source! Easy to move, 
too, whenever you have to shifta production line 
Unisorb is impervious to oils and cleaning sol- 
no machine 











utions. Permanent alignment, 
“walking,"’ precision shimming. 
















hy 

and Booklet Shows How and W 

re your machines a modern installation 
it pays to anchor with Unisorb. Send 


reader service card, call or write 


The FELTERS Com 
219 SOUTH STREET, BOSTON 11, & 


Manufacturers of Felt and Felt Prod 





FE 7-5 









‘Fy ° 
e 


F 





OFFICES: New York, Philadelphia, Chicago, G ¥ 
SALES REPRESENTATIVE: Son Fra 
Representatives in principal cities through 


** 
¥ 
uJ 
“4 
14 ; 


LE MACHINE ,j 
7.74% MOUNTS 


- 2 Pere t ae | 


/ 






Check 
Harmful 


Vibration 
At Its Source 


+ 








This is a national ‘‘best-seller”’ line, ready to make extra 
profits on at least 40% of your sales call! Check these 
Unisorb advertisements, running in magazines for over 
ten years, to get the key sales points. It's a “pre-selling”’ 
campaign making over 3,169,862 impressions a year — 
pre-sells the product, brings in leads, sells by direct mail 








Only Unisorb gives you this strength, plus, these other 
MACH y g y g 
Uy INE easy-to-sell advantages 
'D reduce 
Protects a, . OSE oe. ¢« No engineering, correct type and size quickly 
un 2mm V4 
f rea Chine «°° Wear and ¢ eg Vibration — selected and shipped. 
LUS P Peed: Zet be S So he; " 
* Uy ht ~ © MOney-say a a 1Uality Workmancn, ‘ * Quality product, backed by a 100-year-old company, 
a ag Neaper instaliania P no problems with deliveries or quality. 
‘ON Costs oy 
* No floor grin); : 80% time + Leads, promotional material, samples, booklets and 
* Firm anc = 0 bolts or tae ms Sales aids all furnished in quantity and without 
rTINe. ve ws, 
Permanent ai;. yet permits Moving wp charge. 
aligr men r ten r ire : . 
Precision « lines ” © MO machine +, ae waived Top Profit-Potential, too! Dealers stocking Unisorb 
. " can bank on a better than 80% profit, plus the money- 


FREE Sam 
pl | 
€@ and Booklet making extras of fast turnover, easy stocking and fast 


direct-from-factory shipments when required. 


Ask about adding Unisorb to your line, today. 
Change from direct factory representation to distributor 
Sales makes many territories (outside South and far 
West) available. Write or wire for more information. 


Tell 
$ how ang 


FE7.19 oY YOU, Mouse : 





the - 
232 or LTERS com cn T 
Monvfacturers of paOSTON 1, MASS Pany bi h e E L E RS c ° m p a n y 
and e » 
Felt Product 210 SOUTH STREET + BOSTON 11, MASS. 


Manefacturers of Felt and Felt Products 
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New 


a3 


OE 


Amazing 
HOLL-Q-RAMS 


HOLL 0 RAMS are ex 


hydraulic 










1. Self-retracting 










tra-compact — No exposed springs, yokes or 
external interferences 
2. Versatility tremendously increased with 





three interchangeable saddles 

3. One ram serves as power unit for pullers, 
for lifting as a jack. No other ram fulfills 
this multiple purpose 

4. Rams are provided with a means to mount 
conveniently in presses, jigs and fixtures 

5. Rams are machined from solid steel bars 
— not castings. Greater strength, safety, 
freedom from porosity and leaks. Full pou 
er output in a sing le symmetrical unit! 
and there’s plenty more! 


‘I 
















hawk franchise more 


power 





WM é iy 3 complete series of 


BLACKHAWK HYDRAULIC PULLERS 


Push-Pullers, 
Grip Pullers — activated by 20, 30 and 60-ton 
HOLL-O-RAMS! 


Push-Pullers 
in 3 capacities 





NEW and EXCLUSIVE 


elling advantages! 


Yours with 2 new 


BLACKHAWK Hydraulic tool lines 


Blackhawk HOLL 
PULLER lines break markets wide open 
petition far behind! 

Sure-fire 


HYDRAULIC 


leave 


-O-RAM and 
| com- 


The selling advantages are limitless! 


profit makers like these make your Black- 
valuable every month! It’s why you 
can stay out front with Blackhawk, the world leader in 


tool sales! 





Double-Grip Pullers and Triple- 






A maintenance man's dream! 








» 





Double-Grip Pullers 
in 3 capacities 





Triple-Grip Puller 
i capacitie 














PRODUCTION 


Blackhawk HOLL-O-RAMS power 
presses build into production fix- 
tures for assembling, pushing, 
pulling, bending, clamping, 
spreading. Use them with gauge- 
equipped pump for a wide range 
of testing operations. 


<>BLACKHAWK: 


BLACKHAWK MFG. CO., Dept. H-17107, Milwaukee 46, Wis 


MAINTENANCE 


Blackhawk hydraulic pullers pro- 
vide an easy, damage-free meth 
od for torque-free removing or in 
stalling of gears, pulleys, wheels, 
bearings — any shoft-driven port 
press-fit on tube or shaft. 


CONSTRUCTION 


Blackhawk HOLL-O-RAMS fulfill a 
pre-stressing 
cable, post 
tensioning and pulling shafts on 
Speed equip 
ment repairs right on the job! 


growing need for 


concrete stressing 


construction jobs 


ALL INDUSTRY 

Blackhawk HOLL-O-RAM with 
pump ana hose ¢ 
sotile, remote-cont hyd 
jock. Exerts full power in an 
rection, any angle 
power of your fingertip 
ing on 1001 job 


Phone your BLACKHAWK man today! 


“World's Largest Manufacturer HYDRAULIC POWER TOOLS” 
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Make these Blackhawk exclusives 
boost profits for you! The Blackhawk 
man will give you full sales-getting 
details immediately. 











® Your sales job is simplified 
through a service complete in 


every respect. 


* More than 40 years serving 
industrial distributors with top 


quality. 


® Here is the brush line for 


every industrial requirement 


* From receipt of order we 
work to smooth the distributors 


sales job 


® Repeat orders of any quantity 
are exactly the same as initial 


orders 


*® Lay your problem in our lap 
and we will have the right 


answer for you. 


THE MILWAUKEE 


2212-36 NORTH 30th STREET 













When you make a sale of Milwaukee Indus- 
trial Brushes, you can be sure of all around 
customer satisfaction. At the same time 
you establish yourself as a dependable 
source of supply. Repeat business follows 
as these brushes prove their quality, and it 
is the quality that pays dividends. 


Quality is built-in because of the top grade 
materials used and the skilled workman- 
ship that produces them. We are organ- 
ized to give you a prompt and 
complete service which in turn 
enables you to render good 
service. 


BRUSH MANUFACTURING CO. 


MILWAUKEE 45, WISCONSIN 


Write for 
descriptive 


literature 
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Johns- Manville representative explains the 


How J-M Trade Show Exhibits 
Support Packings and Gaskets Distributors 


PROFIT BY PERFORMANCE 


BO AS CTMER LELOING MANPRCIURERS. OC 
/ 


i Johns - Manville 








onstruction of a newly developed packing. 


Year-around schedule boosts customer 
acceptance ... stimulates new business 


Many of your best packings and gaskets custom- 
ers regularly attend their industry’s trade shows 
and conventions. And Johns-Manville is there, 
too, at all the big shows. 

Here, J-M field representatives are available 
to discuss your customers’ packings and gaskets 
problems . . . and offer solutions that will bring 
more business to you. Displays and working 
models dramatically demonstrate the advantages 
and exclusive features of J-M products. New uses 
and markets are explored for these products. New 


products are effectively promoted person to per- 
son. The latest literature and brochures are put 
in the hands of your customers and prospects. 
Valuable inquiries are developed. And, best of all, 
your customers acquire increased confidence in 
the products you sell them under the Johns- 
Manville label. 

If you would like more information on the 
many other advantages of a Johns-Manville Dis- 
tributor Franchise, write Johns-Manville, Box 14, 
New York 16, N.Y. In Canada, Port Credit, Ont. 


JOMNS Manville 


Johns-Manville PACKINGS, GASKETS & TEXTILES 
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JACKS for All Trades 


100-Ton Hydraulic 
Mode! 100B12 


Hi. 
Y 


CS. ae 
Ratchet Lowering 
Model 2215SB 


Roller Bearing Journal 
Model 2510 


Hydraulic “Two Speed” 
Model 25B22 


Hydraulic “Hi-Speed” 
Model 8-9A 


No matter who your customers are... 


No matter what kinds of jacks they use... 


You can supply them IF you carry... 


VW E ¢ 


145 Models—9 Types 

WESTERN is a new name in the jack manufactur- 
ing industry, having only recently acquired 
the jack portion of Bupa Division, Allis- 
Chalmers Mfg. Co. This old, established, 
highly-reputable line of 145 models in 9 basic 
types is wisely and widely diversified and thor- 
oughly complete . . . expertly selected to sup- 
ply the mass demands of the whole industrial 
market . . . capacities from 3 to 100 tons... 
closed heights from 634” to 38”. . . lift ranges 
from 114” to 24”. This means every jack is a 
fast mover because comprehensive user-market 
analyses pinpoint each as a necessity by many 
basic industries. 

But more has been changed than just the 
name. WESTERN is determined to become the 
most aggressive jack manufacturer the 
most attractive to buy from. . . the most profit- 
able to represent. Here’s how: 


New SALES Policy 


New representatives have 


New SERVICE Policy 


Authorized Repair Stations 
Strategically located through- 
out the nation carrying com- 
plete stocks of replacement 


parts. Pron 


ipt repair service. 


New DELIVERY Policy 


WesTERN has built up an 
ntory of all models, all 
types. No matter how large 
an order is placed, deliveries 
will start immediately. 


inve 


New ADVERTISING 
Policy 

Hard-hitting, interest-pro- 
voking ads are scheduled in 
leading industry publications 
...urging users to buy 
WEsTERN Jacks from WeEstT- 
ERN Distributors, 


been appointed. Territories 
are set up so representa- 
tives Can concentrate on 
proper servicing of selected 
distributors 


New DESIGN Policy 
WESTERN has announced a 
100-ton hydraulic jack 
illustrated above. More jacks 
are on the drawing board 
others are being redesigned, 
refined, improved. 


New PROMOTION 
Policy 

Direct mail pieces for dis- 
tributors to send to their cus- 
tomer lists... ample space 
for imprinting so distributors 
can tie-in with WEsTERN’s 
national advertising. 


Member, American Supply and Machinery Manufacturers Assn., Ine. 


WESTERN 


INDUSTRIES 


INC. 


Formerly Western Railroad Supply Company 
Industrial Division—2400-2434 S. Ashland Ave., Chicago 8, Ill. 
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Gloves 


Secure Grip 
For Heavy Objects 


Wil-Gard 


reinforced 


Heavy-duty natural 


rubber gloves, in and 


gauntlet-type acid models, have 


been introduced. 
Reinforced type feature Firmold 
and palms with hand-fitting, 


thine 
i 


ers 
curved finger styling. Gauntlets are 
Linemen’s rejects having slight sut 
face irregularities. 
Wilson Rubber Co 
Div., Canton, Ohio 


Industrial 


Motors 
Vertical, 
Weather-Protected 


Built to NEMA Type 11 stand 
ard, vertical weather-protected mo 
tors in squirrel-cage and wound 
rotor induction and synchronous 
types are available in ratings of 250 
hp and up 


Allis-Chalmers 


waukee 


Mfg. Co. Mil 


Lamps 
Provide Nearly 
5% More Light 


mercury lamps 


Four 1000-watt 
feature application of a special phos 
phor as an internal coating 
According to the manufacturer, 
the phosphor reduces cost of light 
ing up to 15% in average industrial 


ireas. Identified as “White Mer 
CONTINUED ON PAGE 194 





ALLEN-pointers that will help 
you sell more socket screws! 


how to keep costs down 
... profit margins up! 


ALLEN Engineers will show your custom- 
ers how to save time and money by 
using standard * ALLEN Hex-Socket Cap 
and Set Screws instead of specials. 


Let’s get this straight right away . . . if your customers’ product designs MUST 
have special cap or set screws, then ALLEN’s the place to come for them 


But our engineers have found, from a good many years of experience, t! 
designs frequently call for special hex-socket cap and set screws that are 
only slightly “off-standard.” These specials take longer to get, cost more 
Allen engineers can probably save your customers both time and money by 
working with them on ways to use standard Allen Hex-Socket Cap and Set 
Screws, where specials may seem to be necessary. You'll do your custome: 
a good turn by calling on Allen’s Engineering Department. Just send blue 
prints, or good descriptions, of your customers’ product designs, or talk with 
your Allen Field Representative. 


“ALLEN manufactures 1457 standard items 
Al i | ar MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 
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What does WILTON offer 
the industrial distributor? 


PERSONNEL 

Wilton Representatives create steadily in- 
creasing demand for their distributors. 
These 12 men, supplemented by 30 other 
representatives, devote their full time to 
selling Wilton products. 


PROMOTION 

Wilton’s 1957 advertising schedule will in- 
clude 3,840,000 sales messages in Mill & 
Factory and 18 other industrial publications! 





P , 
ALBERT BURKE, JR. MARK McGINNIS EDWIN ROBINSON 
Buffalo Cleveland New York POLICY 


Every line of Wilton’s sales policy means 
maximum profit for each Wilton distributor, 
and this policy is enforced just as it was 


written! 


PRODUCTS 


Wilton has the most complete line of clamp- 
ing and work positioning tools ever mar- 
keted, including both basic industrial tools 
of superb quality, and unique equipment 
RICHARD GABORI JOHN MIKLOS TOM protected by 11 U. S. patents. 

Detroit San Francisco VANRENSSELAER MANAGEMENT 


Los Angeles 
Although Wilton’s president draws on 


nearly half a century of manufacturing ex- 
perience, Wilton is primarily a company 
of young men and young ideas. As Wilton 
grows, it contributes directly to the growth 
of each of its distributors. 


FACILITIES 

This modern one story plant, completed in 
1955, is on a five acre suburban site. A 
1957 addition to the plant has boosted 


EDWARD JAMES EDWARD PHILLIPS WILLIAM FERRICK floor space to 74,000 square feet. 


Philadelphia Boston Sales Manager 


f. WILTON 


SCHILLER PARK, 
ILLINOIS 


—_—-— 7 
' 
i 
| 
i 
; 

— 


DAVID MATTHEWS OLIVER RISCHE JOHN TUOHY Wilton Vises Are Sold By 
Chicago Chicago Sales Dept. Leading Distributors Everywhere 
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COMPAR PLASTIC 


Free { 
Re 


LATEX 


Tan Latex for most water 
solutions of acids, alkalies, 
salts, and in ketones. Six 
styles. ““Kanry Tex”’ Latex for 
; heavy-duty service in can- 


neries and other punishing 


bs 
’ applications Two styles 
*~ , ‘'anners’ Mittens for services 
where finge reedo 5 
ex tor 
e th 
t 


unnecessary) 
INDUSTRIAL y D teamahore a 
delicate work t 

GLOVES 


When vou stock the Wil-Gard 

line. you can be rubber glove 

headquarters for every industry 

in vour area. You handle five 

top-quality lines in a full range 

of stvles and sizes ... all avail- 

able from a single dependable ; 

NEOPRENE 


source with a 40-year reputa- 
F Superior in oils, greases 


pesess ise ¢ 
tion for product reliability and petroleum solvents 


P ‘ 4 made from DuPont's miracle 
fair dealiu.. And you're backed synthetic. Ten style 
by an ageressive new promotion 


program—the best-balanced 


P ' 
campaign in the industry! 


Write for new catalog 


and full information 


LATEX AND NEOPRENE FINGER COTS = 


ms 


wit: Joan) = enna eumnen pee 


| Pteleomece V1) i meee \\) on CANTON 6, OHIO 
WR-967-15-A 
A Division of Becton, Dickinson and Company 
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now available ...a few choice 


BORROUGHS 
STEEL SHELVING 


franchise distributorships 


We invite your inquiry 


Here’s a genuine opportunity for aggressive distributors to 
take on a line of steel shelving that offers outstanding and un- 
limited sales and profit possibilities. First of all, Borroughs Steel 
Shelving is the most simple and most rapidly assembled shelv- 
ing on the market—bar none. This feature alone means on-the- 
spot sales. Look at the illustrations and see how easy it is to 
install and adjust shelves. Except for the top shelf (2 bolts and 
2 nuts), no other bolts or nuts are required for 
shelves. There are many other reasons why you 
should distribute Borroughs Steel Shelving. With- 
out going into a lot of chit-chat here, why don’t 
you write us today (Dept. SS), and let us tell you 
what states are open now? Maybe we can get 
together on a deal. 


Look at these 
easy-to-sell 
Borroughs 


features! 
Insert shelf support Tilt shelf into support 
bracket . . no fumbling bracket . . and shelf is 
with studs, bolts, nuts or ready for loading. 


lock washers. 





Ty 


Each individual unit is complete im With Borroughs Fork Lift Adapter ony 

itself . . no part depends on unit next to Borroughs unit can be instantly moved any- 

it. . any unit can be moved independently. where without disturbing adjacent units or 
stock in unit. 


33 oO R R ° i G 4 = MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PROT T MPANY OF DETROIT 


3024 NORTH BURDICK all) KALAMAZOO, MICHIGAN 





| 
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cury,” lamps are listed as H1000 
AW12, AW15, RW12 and RW15 

General Electric, Large Lamp 
Dept., Cleveland 


Casters 


Double Acting Locks 
For Safe Scaffold Work 


Series C900 swivel stem and CP 
300 swivel plate casters are said to 
combine manufacturer’s double ball 
bearing swivel and simultaneous 


locking of both swivel and wl 


iction to offer a safe solution for 
mobile equipment holding work 


] 
1cCi 


mcn 
Faultless Caster Corp., Evans 
ville, Indiana 


Counter 


One Knob Turn 
Resets To Zero 


signed Junior King small re 
igit stroke counter features 


4 


mounting holes in cover to prevent 
disassembly for tampering without 
complete dismounting. 
Overall dimensions less operating 
arm: 2¢in x 133-in x 1#%-in high. 
Production Instruments Div. of 
General Controls Co., Chicago 





Longer Cutting Life 
°*QMaximum Safety 
* Minimum Kerf 


Here’s Simonds newest 1 solid saw that 


longer cutting life and greater safety sir 
Simonds Inserted Tooth or Segmental S 


Spec ifically, it provides increased cuttin 

between sharpenings decreased brea 
| 

high speeds and less kerf (as con 
non-solid saws The saw rim is made extremely, 
hard for tremendous resistance to abrasio1 
wear the saw body is made just hard enoug 

for true cutting of non-ferrous metal 


piastics On ali types o! machine 


Simonds “Hard Rin will 
because the solid tooth design cuts truer 
be safely run at higher speeds be 
not shatter. And they can repeatedly 


on standard saw grinding equipmet 





Hard Rim”’ Saws in diameters 


i vee Fast Service 
trom 


Complete Stocks 
mene ry SIMOND 
ingustnal Supply SAW AND STEEL CO, | 


FITCHBURG, MASS. 








y Ss 


Newcomerstow b Js Abrasive Co 


Other High Quality SIMONDS Metalworking Products 


nll ta 
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Dowel Pins 


Standard PINS available in lengths from 3,” to 
6”— 14” to 1” in diameter. Specials, including pins 
of stainless steel, quoted on request 


Precision pins, hardened and ground to .0002” or 
.001” over nominal diameter—also available: 
.002”, .003”, .004” and .005” oversize— 

all diameters .0001” 


Acme Pins are case hardened to 60-62 Rockwell 
““C”’ scale and a core hardness of 36-38 


Acme Pins will break before bending or 
mushrooming 


Write for information and prices on standard and 
DISTRIBUTORS: Big ads like oversize dowel pins 
this are teliing your customers 
to order Acme Dowel Pins 
from you. Write for suggested 
initial stock and price lists. 


ACME INDUSTRIAL COMPANY 


218 N. Laflin Street * Chicago 7, Illinois * MOnroe 6-4122 
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POWELL VALVES 


meade with quality proved materials 


Consult your Powell Valve Distributor for full facts about quality proved bronze, | 


ron, § 


corrosion-resistant valves. For every flow control problem—there is a Powell Valve to solve it 


THE WM. POWELL COMPANY, CINCINNATI 22, OHIO ...11!ith YEAR 


PS. This is juts one of many ads appearing. in trading magayines that falp you sell POWELL VALVES! 








r 


GRAPHITED 
BRONZE 


LEDALOYL 
SELF-LUBRICATING 





ELECTRIC 
MOTOR 
BEARINGS 








GENERAL PURPOSE 


UNIVERSAL 
BRONZE BARS 


Distributors find greater 
sales opportunities with 2300 
types and sizes of Johnson 
stock bearings and bars 


Johnson distributors and their salesmen find that the 1900 
types and sizes of standard stock sleeve bearings and over 
400 sizes of bronze bars in the Johnson line give them a 
distinct sales advantage. It means that on every call they 
can offer standard stock GP bearings, bars, Ledaloy] self- 
lubricating bearings, graphited bearings and electric motor 
bearings. This leads to larger orders, increased profits. 

If you are not enjoying the advantages of the full 
Johnson line of standard bearings and bars and would like 
to know more about them, write Johnson Bronze Com- 
pany. 


535 South Mill Street © New Castle, Pa. 
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Which CAP SCREW 
is STRONGER? 


The RIGHT Answer Can Save You 
Money These FOUR Ways: 





... ON INITIAL COST PER CAP SCREW 
... ON ASSEMBLY COSTS 
... ON SHIPPING AND INVENTORY COSTS 


... ON MATING NUTS 


... And, in Addition, You GetA 
STRONGER, LIGHTER ASSEMBLY! 





Appearances can be deceiving. For instance, of the two 
Cap Screws pictured at right, the one at top with the 
smaller diameter shank is the stronger. That's because 
it’s a Lamson 1038 Double Heat Treated, high- 
tensile screw whereas the other is a more expensive 
Full Finished Cap Screw manufactured of a steel with 


lower tensile strength. 





sions Company 
reet, Cleveland 2, Ohio 
facts onre 


Ask for the Cap Screw 
with the “1038 —L ai — Lae Bsth 3 
on the Head. A ww e my free chart giving the 


lative Cap Screw Strengths 


Please send m Title 
Send for chart showing the relative St, & No 
strengths of these types of Cap Screws. 

It could mean important savings on your Zone State 
production line. 


rE XY 
sil 


VOT7\ WEST B5th STREET - CLEVELAND 72, OW + PLANTIS AT CLEVELAND AMD KENT, 


OWA ~ BVRMANRGNAM © CHM 
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TRUE TEMPER What's New in 


makes ’em all... rt 
fom l-t—) ai lelale|—lat-lale M20) a.@nel—14<—15 Merchandising 


‘Me celell Midal- tae 1-\1-Miealelal-) Milamilalel*. lie | 


These are the rugged kind o 
They're built to tast. They're pre- Starts on page }2 ) 


 Telesmololal tig ¥lettlela Mal) wa -Meselelo ia 


roit-1 1 \"Mme)-\|-talet_leMBsel@hi-t-.@n.ela Sm -- b-Mai-hdlelel -) 


ROCKET HAMMERS 


> Seams 
. . — 
pavlel*l|-tes i4-1-1me 1b, -10' sel -lale||- mh. .eleM ame) -lale Mel am ela -)- 1.5 
ioe liMeleldeal-lMneL | fie! 1. leMe!-lal@alelel| latmeliaie—e iia ki: 
tito Maen | - ti Mal-lesleal le Miialele|_[¢- Milal-iieial-.fiie!- imme! lial) 


elgle: @mel-leslesl is) 


Be Nd 8 2 oO) 1 C] 8 Oe) | Oh 4 3 


Weight for weight, the strongest shovels made 
Bele) [aa seldellale ME olels Miaalels Mies! -)¢-\Me-i@h 1 -|-laielelials.| 
mila -tlal- tach lal toh telilel’ lenia-|-Mal-lalel|-. Mal @elealell ha] 
‘ital Moh Mn aol] 22 lel- teal a @)cel-tihd Fame leleMme lelilels lal. lal; 
= T-Tehd- laste) ae -lealeME—lelilelele 


a 


(Stee tate TINIE oy gp mae 


SLEDGES 


lig -riel- ise) -lel-leMal-lalel|-. miele\ | -[a@lleiah.-laMilalieM— ela loll 
puffer guns of “Lub-A-Spray, 


ielatiselae| loMMal|-tolda 1-t¢_leMlal-1- lel MMuul- lal Miel-lad-laal) | 1Z | 
lubricant. Measuring 
ind two in. in depth, the 
printed in four colors and 
3 oz. containers 
FORKS 
Forged from high-carbon steel. Fire-nardened INDUSTRIAL HARDWARE 


nhandies Stone ballast coal asphalt man > . . } 
od Brewer-litchener Corp., Cortland, 


N. Y.—Catalog on marine and in 


other types 


} 


dustrial hardware, illustrating and 
des riDIng hooks, shackles \ 


clips, thimbles, etc. Indexed 


1] 


PICKS, MATTOCKS tically and by figure numbe 


el 1 -(oMbcelae) le MilaMelal Mell le! Mh iccelasM—et-liclelaM@— 3-1-1) 
oh 2 - bORae 1-04 -leM- tale Md aalel-la- re . 
WIRE ROPE—Leschen Wire Rope 
I 
Div., H. K. Porter Co.—Bulletin 


: no. 101) entitled “Abrasion” and 
KELLY AXES covering principal causes and ways 


Forged from solid steel. Precision-tempered of avoiding this destructive enemy. 


tough cutt ale mm -lelel =) aia -taal-lael-lal-le! power-driven | irst rf a series of bulletins. 


al-lalell-.- ta [- lal ae!-lad-igel Mm. laleME 1 -llelala1 


Va - 1h - ol- ml a1 <4 lot Ge Wmeolc Min dele! t—-me tol-Mal Teltl-ha-17 BELTS—Boston Woven Hose & 
: ee } 2 Shovels, eGuy am Rubber Co., Boston—Folder on 


23 Euc 1 Avenue 


“balanced belt construction” fea 


t quality in trequninte: tae ture of conveyor, transmission and 


se oe 
Wa /EMPER | Fr) in Frese Ban elevator belts. Firm has also pub 


lished folder containing data on its 
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i. Fe 


NEW KEYSTONE RT FITTING replaces conventional relief plugs. Speeds lubrication of anti-friction 


bearings in motors, machines, pillow blocks 


Snaps open 


nd shut with just a flip of the finger 


Facts to help you sell New Keystone RT Fittings 


“FLIP OPEN” CAP swivels 
to any position. Internally 
flared body speeds dis- 
charge of excess grease. 
Keystone RT Fitting cover- 
ed by Patent No. 2770507. 


Sd 


Here’s a brand new Keystone development — the 
RT “Flip Open” Fitting that’s revolutionizing 
lubrication methods. Sell this money-maker 
now! A big time saver in bearing lubrication, it 
is rapidly replacing conventional relief plugs. 


Conventional relief plugs hike maintenance costs 
—especially when sheaves, pulleys and sprockets 


make them hard to reach or when corroded 
plugs are hard to remove. New, patented 
Keystone RT Fitting lets you do the job in 
seconds. No wrenches or special tools required 
No danger of cap being dropped or lost 


Because it does away with stubborn plugs that 
cause neglect, the Keystone RT Fitting helps 
prevent over-lubrication and resultant contam- 
ination of windings. “Flip open’”’ feature re- 
duces lubrication time to as little as 23 seconds 
under actual test conditions 


Our new ‘Technical Bulletin BU-61 contains 
complete information and specifications on 
Keystone RT Fittings. Review 
your copy now and be ready 
to answer inquiries developed 
by Keystone trade journal 


advertising. Seeciatssse 


LUBRICANTS 


KEYSTONE LUBRICATING COMPANY .: 21st and Lippincott Streets + Philadelphia 32, Penna. « | 
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line of high tension belts. Also pub- 
* . 

Brown &Sharpe CHIPS Th RIE Designed | lished: catalog on two new items in 

water hose line—industrial water 

| hose and “Performer” air-water 


with Economical Chips in Mind fie 


CASTERS—Nutting Truck & 
Caster Co., Faribault, Minn.—Cat- 
ilog page on new matching swivel 
ind rigid casters with 10 in. semi- 

eumatic or full pneumatic rub 
ber tired wheels. Dimension and 


t data are given in table form. 


SHELVING—Penco Metal Prod 
Div., Alan Wood Steel Co 
tin (no. SE-5) on six basic types 
lving. Photos show construc- 

in features, different shelving ar- 
rangements, and_ installations 


tockrooms, warehouses, factories, 





FITTINGS—Le-Hi Div., Hose Ac 
essories Co., Philadelphia—Bulletin 

Center cutting End Mill plunges vertically into work- » low and 1 lam oF a - 
) OW ¢ ; ’ ; 1C 
piece. When milling a slot to desired width, metal de a pee , 


removal is concentrated on the peripheral teeth. 








brass hose fittings for air, spray, 
steam, suction, water, welding 


High Speed Slotting with MOTOR STARTERS — General 


High Speed Steel End Mills Electric Co., Schenectady, N Y 


Bulletin on new small-size “100 


Line’ manual starters for fractional 


means High Speed Sales for . 
ind integral horsepower motors up 


Brown & Sharpe Distributors! to 74 hp. New features, applicatio 


llation are discussed 

Yes, continuity in product quality, continuity in advertising promotion, . 
result in a continuing increase in cutter sales for Brown & Sharpe = ae 
Distributors! PRECISION ‘TOOLS—Challenge 

hit r y _ 
Brown & Sharpe emphasizes BUY THROUGH YOUR LOCAL DIS- og, Co. Grand Haven, 
TRIBUTOR for expert attention, job engineered and tested tools, and —_ 
for service from a “standard” stock of over 2300 High Speed Steel 
Cutters! 


atalog on magnesium and 

aluminum inspection equipment 

ingle plates, height blocks, tooling 
gles, patternmakers angle plates, 


Thousands of metalworking buyers read 

Brown & Sharpe’s national advertise- 

ments and CALL THEIR DISTRIBUTORS ; CHAIN—Diamond Chain Co., In 
DAILY to order from over 2300 high : dianapolis, Ind.—Catalog (no. 757 
speed steel tools in this 80 page catalog. on stock roller chains ae sprockets 


'ypical drives are illustrated, and 


prices are given. Firm has also pub 
FrOWT? lis hed bulletin (no. 7) on flexible 
shaft couplings. Selection data are 


BROWN & SHARPE MFG. CO. e« PROVIDENCE 1, RHODE ISLAND 
VALVES—Dole Valve Co.. Mor 
STOCK OF OVER 3000 STANDARD TOOLS! ton Grove, I/l.—Bulletin (no. PH58 
Obtain impartial High Speed Steel, Carbide and Carbide Tipped tooling on full line of plumbin r and heat 


recommendations from your Brown & Sharpe-NELCO Distributor. ] 1 1 
Ing Vaives: alr and vacuum radiator 
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CARBOLOY. 


STANDARD TOOLS 


is being made more valuable to 


Se, Authorized Distributors of CARBOLOY 


"Rips 


Unique Quality Control Laboratory 


helps build repeat business for 


Authorized Carboloy Distributors 


One of the strongest selling points Carboloy Dis- 
tributors can use is the dependable performance 
of Carboloy cemented carbides. 

This performance is the result of consistent 
metallurgical quality. It is built into every piece 
of Carboloy cemented carbide by the efforts 
of the unique Quality Control Laboratory in 
Detroit. 

The sole job of the 30 engineers, chemists, 
spectrographers, and technicians in this $250,000 
facility is to make sure Carboloy cemented car- 
bides measure up to all the rigid quality stand- 
ards set for them. 


Helps Distributors by Helping Customers 


Quality Control pays off for the Distributor’s 
customers in many ways: more predictable per- 
formance on machines, less downtime, less re- 
grinding, more efficient scheduling of operations. 

And it pays off for the Distributor in easier 


selling ... more highly profitable repeat business. 


New $20,000 X-Ray Fluorescet 
supplements extensive work dor 
Quality Control Laboratory’s prism 
rraph and many other — ; of m 
ing and an alysis — me! 
consistent metallurs } 


cemented carbides 


; 


The Quality Control Laboratory is just one of 
the many ways the Metallurgical Products De- 
partment of General Electric is building customer 
confidence in Carboloy products ... and in the 
Distributors who sell them 

And it’s another reason why Authorized Carb« 
loy Distributors have one of the most valuabl 
franchises in the field of industrial distribution 
Metallurgical Products Department of General 
Electric Company, 11133 E 
Detroit 32 Michigan. 


CARBOLOY 


CEMENT E D 


oes 


GENERAL QB ELECTRIC 
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venting valves for steam and hot 


water systems, water mixers, relief 
valves, flow control valves, solenoid 


valves and shower flow valves 


' OOLS COUPLINGS — Rawson Coupling 


Div., O. S. Walker Co., Worcester, 


By APCO MOSSBERG Mass.—Catalog (no. 140) on multi 


purpose centrifugal clutch coup! 


show features and _ listing 


ig 


ndustnal applications 


FASTENERS-—Standard Pressed 
Steel Co., Jenkintown, Pa.—Report 


Apco Mossberg Rigid Frame Torque Wrenches meet m new high-temperature fasteners, 
1 ctre 


Government specifications. Large, easy-to-read dial ranges detailing sile, fatigue and stress 
from 0-300 inch pounds; 0-2400 inch pounds; 0-25 foot Ibs.; 
0-200 foot Ibs. 


LATHES—Sheldon \Nlachine Co 


Chicago—Circular on new senes of 


1] and 13 in. variable speed lathes, 
ntaining specifications and _ spe 


section on production acces 
“me 

Larger Models range from 0-300 inch pounds; 0-1000 foot on 

pounds. Removable handle for easy storage. 

CARBIDES—Super Tool Co., De 


Catalog on carbide drills, 


reamers, end mills, countersinks, 





ling cutters, counterbores and 





] ] 
[ scr net prices are Stee 





The Apco Mossberg Micro-Set Torque Wrench is the MOTORS~—Allis-Chalmers Mfe 
ideal assembly tool. Micrometer type setting eliminates dial Mil k B let cage Verti it 
watching. Automatically releases at desired setting. Wide wee we On ertica 
range of sizes. All Apco Mossberg torque tools are made to 
exacting specifications. 


Hollow-Shaft” motors in frame sizes 
180 through 30 for use in hazardous 
locations. Construction and features 


] 
of units are described and ilh 


1S 
trated 

TRANSMISSION — Jettre: Mfg 
Co., Columbus, O.—Catalog (no 


114) on transmission products and 


uses in elevating and conveying ma 
. i hinerv. Data with drawings and 
nsion tables cover variety of 


Midget Micro-Set Torque Tools from 6” to 10” overall. llars, couplings, pillow 
Preset torque in handle to wide range of inch ounces or blocks, take-ups, et 
inch pounds. Box end, open end, square or ratchet drive. 

HYDRAULICS—Parker Appliance 
WRITE FOR COMPLETE INFORMATION ON APCO MOSSBERG a Chil cutsber dan’ 198 


TORQUE TOOLS AND DISTRIBUTOR TERRITORIES OPEN. m new line of piston-type accumu 


laters for hydraulic service. Pre 


harge pressure tables are given for 


PCO Mos SB E RG each model, together with engineet 
2 drawing showing part numbers 

COMPANY 
GRINDING WHEELS — Cincin- 


213 Lamb Street, Attleboro, Mass. natinati Milling Products Div., Cin- 
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“Our SANees steel pipe sprinkler 
system withstands ground heavage, 
cuts labor time 663% sizt.3. ee. 


Club Manager F. D. Croucher reports that 

' detachable sprinkler heads can be in- 
stalled in three minutes per hole, supply 
31 gpm each oat greens, 99 gpm on fair- 
ways. Course is watered weekly. 


Spong Stee! Pipe sprinkler system woters 
the 16th green ot Golf Crest. Entire 
course is now kept in top playing condi- 
tion throughout the dry winter season. 


Piping Contractor: Cribbs Brothers, Houston, Texas; Spang Distributor: Hamilton Supply Co., Galena Park, Texas 


27,000 ft. of SPANG Pipe keep 
golf course green in dry months 


“It used to take one man eight hours, six days a week, to 
water the |16-acre Golf Crest course, hauling hoses, making 
connections and shifting equipment,” says Mr. Croucher. 
“Ground heavage, peculiar to this area, often caused under- 
ground pipe breaks, and repairs interfered with members’ 
games. Some course areas were too remote for watering and 


were in poor condition. 
means 
fo correct this, we installed a permanent sprinkling 


system, using 27,000 ft. of Spanc Steel Pipe. The pipe was 


your ti 


welded at the joints, coated and wrapped, and laid in pipe-line 


fashion 24 inches below ground surface down the center SPANG-CHALFANT SOUANS 


of the fairways. DIVISION OF THE NATIONAL SUPPLY COMPANY 

General Sales Offices CW STEEL PIPE 
; Two Goteway Center, Pittsburgh, Pa 
on fairways. Four outlets serve each green, each tee has one. District Sales Offices: Atlanta, Boston, Detroit, Howst New York, 


Water is drawn from three lakes on the course. Philadelphia, Pittsburgh, San Francisco, St. Louis 


Detachable head connections are located on 90-ft. centers 





) STANLEY | 


In the photograph above “Yankee” Vise No. 1993 holds a steel bar on 
the bed of a milling machine for milling of assured accuracy. This 
kind of start-to-finish work holding is one way to assure accuracy. 
Here’s how. 
































Off the swivel Back on the Lifted onto drill Held in same 
base, end down swivel base, at press, still held position but 
for accurate bench, for cen- accurately in moved to mill- 
marking. ter punching. position. ing machine. 


No. 1993 lifts off and on swivel base as you see. It is machined square 
on top, bottom, sides and front end for machine work. Four sizes are 
available with or without swivel base ... 1%”, 2”, 2%” and 4” 
jaw widths. 
Stanley-Yankee Tools 
Subsidiary of The Stanley Works 
Philadelphia 33, Pa. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
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cinnati Milling & Grinding Ma- 
chines, Inc., Cincinnati—Booklet 
no. PG-341) describing features and 
ipplications of centertype grinding 
wheels. Table of suggested grind 
ng wheel gradings is included. 


SPRAY SYSTEMS—Oil-Rite Corp., 
Manitowac, Wisc.—Report (no. 5) 
on pneumatic spray systems for 
grinding, milling, drilling, tapping, 
etc., and illustrating various instal- 
lations. Firm’s spray valves are il- 
lustrated and described. 


Du Mont Issues Catalog 
on New Standard Broaches 
Du Mont Corp., Greenfield, 
Mass., lists 34 additions to its line 
of “Minute Man” standard stock 
broaches in sixteen page catalog 
Keyway broach _ kits, special 
broaches, arbor presses and “Min 
ute Man” magnetic bases for dial 
indicators also listed and described 


END MILLS—Brown & Sharpe 
Mfg. Co., Providence, R.I.—Bul 
letin (no. C-20) listing four differ 
ent styles of two-in. diameter shank 
heavy duty end mills. Included 
are data on new adapter for these 
end mills 


BUSHINGS—Browning Mfg. Co., 
Maysville, Ky.—Catalog (no. HB- 
101-A) on steel hubs and malleable 
split taper bushings. Specifications 
ind stock bushing bores are given 
in table form. 


STEEL BARS—LaSalle Steel Co., 
Hammond, Ind.—ll” by 17” wall 








of Pi Ober Brushes 


BY OSBORN 


*K 


TOP PROFIT LINE of brushes 
that sells on every industrial cali 


Make extra profits from the steady demand for 
all types of industrial brushes. Sell Osborn 
maintenance, paint and power brushes on every call 
Your customers are already sold on Osborn 
through consistent advertising. Proved quality has 
established unequalled acceptance of Osborn 
brushes 
On your next call—and every call—ask for a 
brush order. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Obio 


BRUSHING METHODS « POWER, PAINT AND MAINTENANCE BRUSHES « BRUSHING MACHINES « FOUNDRY MOLDING MACHINES 
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SKINNER-SEAL 
PIPE JOINT 
. CLAMP 
STOPS LEAKS 


at joint where pipe is 
Tora -\)a-1eMmlahcomanadiale 





SKINNER-SEAL 
PIPE JOINT CLAMP stops 
leaks at joints where 
pipe is screwed into fit- 
ting. Any temperature— 


any pressure up to 2,000 pounds. 
Saves the cost of tearing out and 
renewing leaky fittings. Prevents 
shutdowns. In stock at most indus- 
trial distributors. 





SKINNER-SEAL 
EMERGENCY PIPE CLAMPS for safe, 
sure, lasting repair of splits and 
rust holes in pipe. No pressure too 
high. Anyone can apply in a few 
moments. Made in all sizes, 2” 
to 12)’ for steel and C. |. pipe. Stocked 
by practically all distributors. 


Complete line of 
Repair Clamps. 
Send for catalog! 


M. B. SKINNER CO. 


SOUTH BEND 21, INDIANA 











AISI grades of cold 


bars. 


chart shows all 
finished steel Lists and ana- 
lvzes 241 grades of steel bars which 
of all 


Includes 


satisfy more than 95% cure 


rent specifications ma 


chinability ratings 


VALVES-Schade Valve \fg. Co 


Philadelphia—Catalog (no. 307) on 
serics 30 control valves. Cross-s¢ 
tion drawings and_ text explair 
features 


LOOLS—Montgomer\ & Co., 
Newark, N. J.—Catalog (no. GN2 
on accessories for lathes and milling 
centers, arbors, 


machines—mandrels, 


vises, etc. One page covers tapping 


attachments 


CARBON, GRAPHITE 
Carbon Co., St. Marys, Pa 
tin (no. AD) containing application 


Spec! 
Bulle 
information, kev characteristics, and 
| tabulated 

sizes and properties of graphite and 


information on_ grades, 
carbon products for high tempera 


ture application. 


POTENTIOMETERS Norden 
Ketav Corp., Stamford, Conn 
no. +15) on pick-off and sex 
tor potentiometers for aircraft and 
Specifica 


rawings includec 


Bul 
letin 


ect 
systems 


contro] 
} 


missile 

tions and outline d 
PRECISION 
Challenge Machiner 
| Haven, Mich 


; new 


EQUIPMENT — 
Co., Gran 
no. §23 


¢ italog 


tvpes of precision surface 


equipment for tooling and produ 
tion operations in metalworking a1 


welding shops 


MILLING 
Co. 


de SCI ibes 


CUTTERS—Denham 
Detroit, Mich.—catalog 
49 ot solid high 


speed milling cutters designed fo 


and 


types 


machining aluminum, light metal 
alloys, and ferrous metals. Contains 
specifications for each cutter and 
accessorv tool holders 

TUBING—Wolverine ‘Tube, De 


troit, Mich.—Institutional brochure, 
the Refrigera 
| rh) 

| tion Industry” on facilities, engi 


“Wolverine Serves 


| neering capabilities, and complete 


Choose.. . from ALY 
most complete Ta) i 


recessed head drivers! 






{ | 


BREAK-PROOF 
SHOCK-PROOF 


Screw \ 
Drivers 







A Driver for 
Every Need! 


_—=> © 
P ps es 


ie @ Because VACO offers 
—_> (< more than 200 styles 
Reed & Prince urn izes of screw drivers 


which to choose, 


— VACO brings you a co 


— plete choice of recessed 
———e——_—_—_ 
—— \ head drivers Another 
Alle ; . 
reason why you should 
= © VACO for all your 
~ crew driver needs 


Look for 
the VACO Vari-Board 


. A Irave “ t 5 
jact > tre the VACO Var 
= Displa . 
a he ttt _ 46 . 
\ ee ath} | unc ditionally guar 
od nih} 4 snteea 
a "HA 
- Plier 
' . 
agi Vari-Board, Too! 
i = 
. . Tili Complete display of all 
~ j ‘ f 
i - : 
ye { popular styles and size 
for on-t ; selection 


Look for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy/ 


VACO PRODUCTS COMPANY 
317 E. Ontario St 


Chicago 11, Illinois 


In Canada: Vaco-Lynn Products, Ltd 


Montrea! 1, Quebec 
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Columbian 


PURE MANILA 


' ROPE 





Cac Rom Hom 


this NEW 
COLUMBIAN ROPE 
merchandiser 

will stretch your 

rope sales 

Columbian Rope Merchandiser No. 57 


« 4 ng 44 gh without sign—2 
ep. Sign 2 high. Comes knocked down. Can 


« } ne I ( } takes you to 
' 7 Rope Merchand rope. And 1 roy ains coiled, 
. 1 a or ext I 
é ne ng rer Maer 
1 r Columb | Col t Manila Roy lls readily and in large 
} ititie I wner meowner farmers 
ng 
! w! pe. With the new Columbian 
rie ed hy lt varill yy d = » 
M r ‘ ‘ER a vuit, Wilh | : Merchandise Ta t n inbeatabk ales and-profit 
oils and reels and is equipped with a mbination for 1. For full information. write 


Columbian Rope Co., Auburn, N. Y 


COLUMBIAN ROPE Company 
Auburn, “The Cordage City”, N. Y. 


The only 


evice and a cutter 


rope with the red, white, ond blue markers 














product line for industry. Also— 
catalog on analysis of comparable 
costs between plain condenser and 
“Trufin” type S/T shell and tube 


exchanger. 


8LE suartl SHAFT MACHINES ' 7 MACHINE TOOLS-The Du ’ 


are IN DEMAND and ; : . = =< = more Company, Racine, Wis. 
EASILY SOLD wherever £., e Catalog (VM 57) on new portable 
“Small Work” Grinding and . 54 eg precision machining tool, the “Ver F 
nar ape aa x sa-Mil”, for milling, boring, shap 
Finishing jobs are performed ing, slotting, grinding, drilling and 


some related machining operations 
Many of YOUR customers con 
PROFITABLY USE Foredoms. POW- 













ond their 





E . ERFUL ADVERTISING in leading T iC IPE _R 
EXIBLE SHAE I -* controlled hand industriel publicotions BUILDS rt BING AND PI E—Babcock 
tl ht and h aie e friends and ACCEPTANCE for our product now ind Wilcox, Beaver Falls, Pa.—Bul 
: r in its 34th Yeor. For o surprisingly . . 7 ¢ > of 
ai sous Geen Gen oem letin | PDC 187) on methods of 
4 more | YO" con give effective represente- bending pipe and tubing. Also bul 
aon | San te Bie Cane paned fine. feredom letin (TB-340A) on cost and time 
e big "e? prices are scaled for competition : ; 
end YOUR PROFIT. saving benefits of tubing over other 


08 ad . ; forms of stock 
SPEED REDUCERS-—W insmith, 


REPEAT BUSINESS ON ACCESSORIES! : > " 

For details of ovr outstanding Here ore just a few of the many accessories listed Inc., _Springy i le, N. ¥.-€ vatalog 

Getivter set-up write for in ovr catalog to make your sales of Foredoms SM-57) contains selection informa- 
etateg No. NS1M BUILD PROFITS. tion on new shaft mounted worm 


Qasim ELECTRIC COMPANY gear speed reducers. Includes 


weights, dimensions, parts, ratios, 
27 PARK PLACE, Dept. MHZB NEW YORK 7, N.Y tia aid eerdite wad election 


factors 











mitt a PLUG VALVES Walworth Co. 


7 cants in lubricated plug valves and 
i] e Oo [hy essential properties of an effective 


lubricant 


SLEEVES and SOCKETS ane gests pice sypise 


Co., Cleveland, Ohio—‘‘Parker O 


NOW! ring Handbook 57” on design and 


pplication of synthetic rubber O 


HEAT TREATED ring seals. Includes illustrations, 


tables, charts and other data 





* So popular with users * 


COLLIS Heat Treated Sleeves and Sockets Ltd . , : : : 
EXPANSION JOINTS—Yarnel! 


Waring Co., Philadelphia, Pa 


Bulletin on Yarway “Gun-Pakt” ex 


are manufactured by skilled workmen to 
give long durable services and extra long 


life. This type of sleeve has less chance of 





nicks and assures same accuracy with pansion joint includes features, 





STANDARD 
Type types, sizes, and applications 


HEAT TREATED 


longer runs 


Call at once for our representative to ex- 


VALVES-—Rivett, Inc., Boston 


plain about the Complete Callis Line of 


Lathe Centers, Arbors, Drill Drifts, and Folder on line of valves and cylin ’ 
Magic Type Chucks as well as Sleeves ders Cross-sections illustrate and 
and Sockets and Collets describe each type of air or hy 
LA e e a7 | ] ] ] li 1 y 
cairauiic vaive and cviinde 
Call Collis for Service | 


momma THE COLLIS COMPANY mmm O) Cccs Catios sn stanton 


DEPT. A, CLINTON, IOWA steel finding operations with the use 
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HERE’S WHY FOOTE BROS. — 


uti-Ratéd Z| 


ee GEARING 


GIVES BETTER PERF 
ooo LONGER LIFE 


+ -— _ a 
PERFORMANCE COMPARISON CHART e | 


; 








DUTI-RATED GEAR— 
Hardened after cutting. 
Precision processing per- 
mits maximum hardness | 
while holding accuracy / 
within extremely close tol- 
erances. 


ORDINARY HARD GEAR— 
Hardened after hobbing 
and shaving; hardness | 
limited to maintain reason- 
able accuracy. 


ORDINARY HARD GEAR \ 


ORDINARY GEAR— 
Hardened before cutting; 
hardening limited to main- 
tain machinability. 





ORDINARY GEAR | SOFT GEAR— 
Low hardness— excessive 
: GEAR size required because of 
© 5 10 15 20 25 30 35 40 45 50 55 60 low capacity. 
HARDNESS-ROCKWELL C SCALE 









AND YOU GET 


Outi- i ated 








LINE-0- POWER Right Angie Drive 








ae 
. = 


Horizontal VARI- MOUNT ~ 
Variable Speed Drive 





intents Gosmtintan hind Geter: | Vertical LINE-O-MOUNT Speed Reducer 


Write for DUTI-RATED Gear and LINE-O-POWER Catalogs. 
See how you can get more for your drive dollar. 


sz, FODTE: BROS. 


Beller Power Tranbmission Through Beller Gears 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4561 South Western Boulevard, Chicago 9, Illinois 


this trademark 
stands for the 
finest industrial 
gearing made 
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FOOTE 
BROS. 


gives you 
more fo 


gett 


more 
chance 
for 
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They Take Tough Punishment © 





That's why they stay sold and bring Distrib- 
utors REPEAT ORDERS YEAR after YEAR. 







Sold 100% 
through distributors 


“Bull Dog” 


eG 
AL iy ¥ or 
7. | 

al 
us > 


VISES 





BACKED BY 89 YEARS OF TIME PROVEN ACCEPTANCE 


PRENTISS VISE DIVISION MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 


PRENTISS 





Give Your Customers 
Off-the-Shelf Delivery 


of FLEXIBLE 
GEAR COUPLINGS 
in 44 
Finished 
Bore Sizes 





, ae ae "" 
Off-the-shelf delivery—that's what you give your cus- | — oaty ne 
tomers when you stock Sier-Bath Flexible Gear Coup- | } } l 
lings. A complete selection of 44 most wanted fin | / | 
ished bore sizes of this well-known coupling are avail- Smaller and Lighter! | 
able now for immediate delivery on order. Here's a ; a : 
powerful reason to join the growing list of distribu- : : i 
tors who are profiting from Sier-Bath’s popular high- | Gi a7 Goyal Give | 
capacity, low-priced line of smaller, lighter, stronger, i 1/2 Usual Weight | 


longer-lasting Flexible Gear Couplings. And your local 
sales efforts are backed by national promotions, in Be an 
cluding advertising, direct mail and the informative 


publication “Coupler” that’s tailored to your personal Md 
circulation list. 10/- fo. 


Find out more about America’s fastest-growing GEAR AND PUMP CO., INC. 
line of Flexible Gear Couplings write FLEXIBLE COUPLING DIVISION 


today to Bob Miller, Sales Manager. $246 Hudson Bivd., North Bergen, N. J. 
Founded 1905 Member A.G. M.A. 
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1 flexible shaft machines and acces 
sories. One section is headed “Some 
lips for Better Finishing.” 





Counter Merchandiser For 
“King Cotton’ Rope 

John H. Graham & Co., New 
York, N. Y., announces a counter 


ree! merchandiser for its “King Cot 
ton” manila rope. Reels are in 50 
ind 100 ft. lengths, and shipped in 
carton which can be set up for dis 
play. Rope sizes available for this 


set-up are 4, ¢, and 4 in 


CLAMPS— Universal Vise & ‘Tool 
Co., Parma, Mich.—Catalog (no 
>57) covering “Clamp-N-Jack” setup 
vstem for use with boring mills, 
planers, milling machines, presses 
and dni] presses. Typical applica 


ms are shown. 


SHELVING—Equipto Div., Au 
rora Equipment Co., Aurora, II]. 

Catalog illustrating and describing 
metal shelving, bins, drawer units, 
lockers, benches, counters, and 
trucks. Prices and weights of items 
ire included 


BEARINGS—Aetna Ball & Roller 
Bearing Co., Chicago—General cat- 
alog and engineering manual on 
bearings line. Engineering data sec- 
tion correlates Anti-Friction Bear- 
ing Mftrs’ Assn. terminology with 


\etna designs. 


SEALS—Minnesota Rubber & Gas- 
ket Co., Minneapolis—Reference 
booklet on use of “Ouad Ring,” 
four-lipped seal. Illustrated case 
histones show application of prod 


+ 
uct 











Portion of Warehouse in RB&W’s Port Chester plant 


Look at this reliability 
of supply...and packaging 


OXES, cases, kegs as far as you can see 

all packed with RB&W bolts and nuts, in 
instant readiness for shipment. This is just 
part of our finished stock .. . and in just one of 
our four plants. 


To a bolt and nut distributor, that’s like 
tnoney in the bank. 


Because it means dependable supply, for one 
thing. Your customers look to you as their 
“warehouse” to free them from need and cost 
of large inventory. But you in turn need 
prompt delivery from your own supplier. RB&W 
has not only strategicaily located finished 
stocks, but also the plants ana abundant raw 
material reserves to handle even unusual orders 
promptly. 

Note, too, the sturdy wooden cases. Their 
use at RB&W exceeds the industry’s packaging 
standards. They stand up when stacked. You 
waste neither storage space, nor stock through 
broken or collapsed containers. 





RB&W standard fasteners, one of the broad- 
est and best known lines in the industry, are 
made right . Stocked right . . . packaged 
right ... priced right. Yes, handling the RBaW 
line is profitable business 


Russell, Burdsall & Ward Bolt and Nut Com- 
pany, Port Chester, New York. 


RB-W 


112th year 


Plants at: Port Chester, N.Y; Coraopolis, Pa.; Rock Falls, Iil.; 
Los Angeles, Calif. Additional sales offices at: Ardmore 
(Phila.), Pa.; Pittsburgh; Detroit; Chicogo; Dallas; San Fran- 
cisco. Sales agents at: Milwaukee; New Orleans; Denver 
Fargo 


RB«wW FASTENERS - O7019 Point of any assembly 
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NEW LINES 
taken on by 
DISTRIBUTORS 






SHELDON 


Variable Speed 
PRECISION LATHES 











(he following were appointed by 
Extremultus, Inc., as distributors 
on its line of power transmission 
belting: 
¢ Associated Bearings Co 

Kansas City 

Coe and Brown 

Hamden, Conn. 

Dodge-Newark Supply Co. 

Newark, N. J. 

Patlyn Gears and Transmissions 

Corp. 

Chicago 

Pittsburgh Gage and Supply 

Co. 

Pittsburgh 

¢ E. E. Rempfer and Associates 
Minneapolis 

* Lewis E. Tracy Co. 
Cambridge, Mass. 

* Washington Belting and Rub 
ber Co. 

Seattle 

¢ F. B. Wright Co 

Dearborn, Mich. 











A new series of 11° and 13° Precision lathes with - - - 


2,000 r.p.m...- 
toolroom accuracy . . . spindle speeds to 2, , 
instant and automatic selection of speeds . . . increased 


I'lexangle Corp. named the follow 
ing as distributors: 
¢ Charles Bond & Co. 
Philadelphia 
Buhl Sons Co. 
Detroit 
Central Electric Supply Co 
Battle Creek, Mich. 


‘ “08 ; ‘—- ; ™ 
Write for Cutter, Wood & Sanderson Cx 
Cambridge, Mass 


This New Bulletin! + Elder & Co. 


San Francisco 


complete specifications . . . detailed explana- ¢ Elder Construction Supply Co 
tion of new variable drive . . . information San Francisco 


on many new production accessories. 
Parker Appliance Co. announced 


SHELDON MACHINE CO., INC. the appointment of the following 
4232 N. Knox Ave., Chicago 41, Ill. as distributors: 
*Louis H. Hein Co. 
Baltimore 


Parker o-rings and Parker tube 
and hose fittings ) 
¢ Industrial Bearings Co 
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cnoseY CLIPS Crosby Laughlin Lebus gives you 


MOTIONAL MATERIAL 


for every month of the year! 


IT’S THE INDUSTRY’S BIGGEST promotional campaign 
—and it’s carried on in your behalf. The program combines 
complete, fact-loaded catalogs and specification sheets . . . 
intensive national advertisements reaching your best cus- 
tomers in all markets . . . year ’round selling aids with 
your name imprinted! It’s a complete program that costs 
you absolutely nothing! 

Make this hard hitting program work for you—your sales- 
men. Coordinate your selling efforts with this big campaign. 
Boost your sales of the world’s most complete line of 
fittings for wire rope and chain. 

Remember, you’re selling safety, quality, availability and 
complete line when you sell Crosby Laughlin Lebus. 


YO DEALER IMPRINT appears on handy 


pocket memos and folders describing famous Crosby* Wire 
Rope Clips and “‘Load Rated”’ Blocks, Lebus Loadbinders 
and Snatchblocks and Crosby Laughlin* fittings for all 
industries. *Restandhiadenet 


HERt - 
ELIMINATE HOOK ACCIDENTS :) 
USE THIS HANDY, INFORMATIVE MATERIAL. . . 


@ For your direct mail program 
@ To distribute when making calls 
@ To insert in parts shipments 


@ To hand out at the counter 


sell safety... sell 


World’s Most Complete Line of Fittings For Wire Rope and Chain 


= cnosey LAUGHLIN LEBUS 


SO. KEARNY, N, J. FT. WAYNE, INDIANA LONGVIEW, TEXAS 


SAFETY HOIST 







orstareurto ey 
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ARE YOU FAIR 
TO YOUR CUSTOMERS? 


DO YOU OFFER THEM THE MOST COMPLETE 
LINE OF PULLING ,AND INSTALLING TOOLS AVAILABLE? 


There’s no question about it. The OTC 

line of hydraulic maintenance tools is 

the most complete ever built. Starting 

with a mechanical unit the size of your 

hand, it can be extended by adding sets ee eee 
and accessories as needed up to a 100 —~ith the fomous, OTE mechanical 
ton hydraulic unit. Shop presses are 

available for every need. 


From a small investment of less than 
$50.00 your customer can add sets and 
accessories to do specific jobs until he “ie 
has all the pulling and installing tools Then he adds the hydraulic 
needed for his maintenance problems. 50, or 100 oe hag wtheainens 
With these tools he can save unbeliev- 
able time and money —thousands of dol- 
lars a year—make tough jobs easy and 
increase production. Get your customers 
started now. They'll thank you and 
extra sales will come automatically. 
Now he has the world's famous, 


easy to use portable pulling too! 


Two of the 1600 jobs that can be pulled with these tools. 


Removing drive gear on paper shearing machine 
with OTC hydravlic rom and push-puller. mechanical Grip-O-Matic puller. 


OTC TOOLS APPROVED BY THESE MANUFACTURERS: 
Allis-Chalmers * American Tractor * Case * Caterpillar * Oliver 


Cockshutt * John Deere * Ferguson * Ford * Fordson Major 
International Harvester * Massey-Harris * Minneapolis Moline 


OWATONNA TOOL COMPANY 


373 CEDAR STREET + OWATONNA, MINNESOTA 


INDUSTRIAL DISTRIBUTION ¢ OCTOBER, 


Removing counter shaft gear bearing with OTC 


Nortolk, Va 
Parker o-rings 
¢\leier Brass & Aluminum Co 
Hazel Park ( Detroit), Mich 
Parker tube and hose fittings 
ind Parker  tube-working 
if ols 
¢ Wilson-Wylie Distributing Co 
Baltimore 
Parker o-rings and Parker tube 


ind hose fittings 


ore stocking distributors 

vere named by Detroit Tap & 
l'ool Co 
e The J | Axelson \ 

San Marino, Calit 
¢ Robert O. Butler ¢ 

Manlius, N. Y 
¢ Cascade Tool Sale 

Portland, Ore 
¢ Lauderdale Tools 

Ft. Lauderdale, Fla 
* \idwest Supply C 

lulsa 


Supply Co., Memphis, was 
ippointed mid-south distributor 
for the complete line of knives 
ind industry products manufac 
tured by the Ohio Knife Co. 


utheastern Plastics Sales Co., At 
lanta, was named plastics distribu 
tor by Resistoflex Corp 


lustrial Piping Supply Co., Chat 
lotte, N. C., was named ware 
\ousing distributor for Resisto 
Hex Corp.’s hose and hose assem 


1.) 
1es 


ile Materials Handling Division, 
lhe Yale & Towne Mfg. Co 
ippointed the William H. Zeig 
ler Co., Minneapolis, franchise 
representative in Minnesota and 
the 10 western counties of Wis 


sin 


m Supply & Engineering 
Co., Paterson, N. ]., took on 
Cooper Alloy Corp.’s line of 
Stainless Steel valves, fittings and 


somes 
Supply Co., Charleroi, Pa., is 
new distributor of Carboloy 


ning tools, manufactured by 


1957 





For heat-saving protection 
that’s permanent... 


KeM “Featherweight” 
85% Magnesia 


When maximum heat-insulating efficiency and economy are 
called for, not just for a few years but for the life of the 
equipment, engineers choose K&M “‘Featherweight’’® 85‘ 
Magnesia. The deaerating heater and piping illustrated here, 
for example, are insulated for life by ‘‘Featherweight.”’ 
“Featherweight” 85°; Magnesia is the type of heat insulation 
best suited to the important up-to-600°F temperature rang¢ 
And in combination with K&M Hy-Temp, it serves with 
equal efficiency up to 1900°F. 

The experienced insulation contractor in your area who can 
offer you K&M insulations is also well equipped to advis« 
you on heat conservation and dollar savings. Call him o: 
write us for complete information. 


KEASBEY & MATTISON COMPANY * AMBLER, PA. 
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DISTRIBUTORS WANTED! 
NO REVERSE LEVER! 
WON'T STICK! 
.075 TRAVEL! 
RUGGED! 


wears IN, 
instead of wearing out! 
A highly sensitive, easy-to-read 
finger-type indicator that will 
read either direction without 
; reverse lever or clumsy gear 
shifting. Will accurately repeat 
within .0001, The extra long 
INDICA TOR contact point makes it more 
accessible and versatile. 
Unconditional lifetime guar- 
antee. WRITE TODAY FOR 
COMPLETE DETAILS. 


Key Area Territories Available! 


write ropAY: M & G INSTRUMENT CO. 


Dept. 15, 12940 Saticoy Street, North Hollywood, California 











INDUSTRIAL 


_ BRUSHES ano BROOMS , 


CAPITAL Industrial Brushes and 
Brooms are considered as standard 
equipment in many large industrials 
today. They have proven themselves 
in actual service to last longer and 
give dollar for dollar return on main- 
tenance investment. They take the 
worry out of the maintenance prob- 
lem for plant men. 











@© We suggest that users buy thru 
their local distributor. 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


Corner of Brush and Broom Streets 
INDIANAPOLIS 7, INDIANA 
Est. 1890 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1957 


the Metailurgical Products Divi 
sion, General Electric Co. 


Odland Iron Works, Toledo, has 
taken on Metal & Thermit 
Corp.’s line of Murex arc weld- 
ing electrodes, machines and ac- 
cessories. 


Johnson-Mandeville Co., Belleville, 
N. J., has taken on the following 
lines: 
¢ Nicholson File Co. 
¢ Flexible Tube Corp. 


Cameron & Barkley Co., Jackson- 
ville, Fla., have extended distribu- 
tion for Delta Power Tool, a divi- 
sion of Rockwell Mfg. Co., to 
their Orlando branch. 


Standard Equipment & Supply 
Corp., Hammond, Ind., has taken 
on the following lines: 
¢ Acme Steel Co. (Dexion) 
¢ Aro Equipment Corp. (pneu- 

matic tools) 


Industrial Supply Corp., Richmond, 
Va., is a new distributor Dexion, 
a product of the Acme Steel Co. 


Johnson Tool & Supply, Inc., Des 
Moines, will be the exclusive 
representative in the state of lowa 
for the precision gage line of Size 
Control Co, a division of Ameri- 
can Gage and Machine Co. 


Fletcher Sales Co., Berkeley, Calif, 
has taken on the David Round 
line of hoisting equipment, for- 
merly handled by J. C. Fennelly 
Co., San Francisco. 


Frank Hockett Co., Mesa, Ariz., 
was appointed representative for 
The Fairbanks Co. in New 
Mexico. 





EASY ‘COOKING’ 


Despite a yen for convenience foods, 
homemakers still like to think of them- 
selves as good cooks. They continue 
to make foods requiring some kitchen 
processing, such as brown-ond-serve 
rolls, Food Engineering, McGraw-Hill 
publication, says. 

















TO REMEMBER 





Oct. 7-9—National Electronics Con 
hie Hotel Sherman, Chicago 


Oct. 14-18 — National Hardware 


Show, Coliseum, New York. 


Oct. 20-23— National Hardware 
Convention, National Wholesale 


Hardware Association and Ameri 
can Hardware Manufacturers As 
sociation, Marlborough Blenheim 
Hotel, Atlantic City. 


Oct. 21-22—29th Annual Boston 
Conference on Distribution, Ho 
tel Statler, Boston. 


Oct. 21-25—45th National Safety 
Congress, Chicago. 


Oct. 24—New York State Industrial 
Supply Conference, Syracuse. 


Oct. 24-25—Computer Applications 
Symposium, Morrison Hotel, 
Chicago. 


Oct. 283]1— National Industrial 
Packaging & Handling Exposi 
tion, Convention Hall, Atlantic 
City. 


Oct. 28Nov. 1—National Business 
Show, Coliseum, New York. 


Nov. 2-8—World Metals Congress, 
sponsored by the American So 
ciety for Metals, Hotel Sherman, 
Chicago 


Nov. 3-4—Central States Industrial 
Distributors’ Association Annual 
Convention, Edgewater Beach 
Hotel, Chicago. 


Nov. 46—Ninth Annual American 
Institute of Electrical Engineers’ 
Machine Tool Conference, Hotel 
Schroeder, Milwaukee 


Nov. 48—39th National Metals Ex 
position & Congress, Interna 
tional Amphitheatre, Chicago. 


Nov. 1415—10th Annual Profit 


dressers wear longer | 
cutters change quicker | 


Longer life—by far—plus quicker, easier- 
than-ever cutter change are basic im- 
provements in the patented, new type 
Desmond Huntington dressers. Supplied 
at no extra cost in No. 1, 2, 21, and 22 
sizes. Note the new construction: hard 
ened side washers, press fitted into head 
positively secured with slotted hex head 
bolts and lock washers. Remove one bolt 
(with wrench or screw driver) to free 
spindle for quick cutter change 

Ask your Desmond industrial distrib- 
utor for Bulletin D-48. He can help make 
your grinding wheels perform better— 
longer—with proper dressing 
Desmond-Stephan Mfg. Co., Urbana, O 


Desmond 


THE ONLY COMPLETE LINE OF GRi 5S WHEEL DRESSERS AND CUTTERS 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 
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SELL TOP QUALITY 


ARBOR SPACERS 

SHIMS and SPACING 
COLLARS e Arbor Spacers and 
Shims in 20 sizes and thicknesses from 
001” to .125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from 14” to 3”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway. 


FEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, 14” x 25’ coils packaged in trans- 

parent plastic boxes, except above 

020”. Strips 14” x 12”, in cellophane. 

27 thicknesses. All thicknesses from 

001” to .032”. (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 


SHIM 

STOCK « 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 
carton for easy dispensing and protec- 
tion. 15 thicknesses, .001” to .032”. 
Sheets 6” x 12”; coils 6” x 120”. Avail- 
able also in two assortment packages 
—I2 thicknesses, .001” to .015”, and 
15 thicknesses, .001” to .032”. 


WRITE FOR 
Complete, Profitable 
Dealer Information 

Today! 


DETROIT STAMPING CO. 


332 MIDLAND AVE. ©* DETROIT 3, MICH. 


220 


Sharing Conference, Hotel Com 
modore, New York City. 

Dec. 1-6—The American Society of 
Mechanical Annual 
Meeting, New 
York City. 


Engineers, 
Hotel Statler 


1958 

Jan. 68—Southern Industrial Dis 
Annual 

Roosevelt 


tributors’ Association, 
Mid-Year Meeting, 


Hotel, New Orleans. 


Jan. 27-30—Plant Maintenance and 
Engineering Show, International 
Amphitheatre, Chicago. 


May 1-8—Armnerican Society of ‘Tool 
Engineers ‘Tool Show, Conven 
tion Center, Philadelphia. 


May 11-l4—43rd Annual Conven 
tion of the National Association 
of Purchasing Agents, Conrad 
Hilton Hotel, Chicago. 


May 26-28—Triple Industrial Sup 
ply Convention, Waldorf-Astoria, 
New York. 





FROM THE 





25 YEARS AGO 

“Sooner or later, every 
turer must decide whether he will 
devote his major efforts to satis 
fying the buyer who demands 
“How cheap?” or the buyer who 
asks “How good?”—B. F. Good 
rich ad announcing a price in 
crease in its industrial line. 


manufac 


Reviewing causes and effects of past 
major depressions, the Cleveland 
l'rust Co. Bulletin predicted the 
business low-point had already 
been reached and recovery would 
soon be on the way. 
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FIRST WITH “SKIN PACK” 
VISUAL CARDED FASTENERS 


® Quick turnover 
® Impulse sales 
® Self service 
® Greater profit 
USE takes the modern ap- 
proach in packaging 
as well as product display. 


KEEP IN MIND 


Many items purchased in your 
store will need to be fastened to 
walls, floors, ceilings, etc. 
U.S.E. Rack display makes SELF- 
SELECTION a quick service — 
saves you time. 





FAST SELLING 

U.S. E. Products 
are nationally ad- 
vertised. 
Refills available 
from your jobber 
packaged 25 cards 
per box. 


FREE RACK — Easy to set up. 
PUT THIS U.S.E. DISPLAY 
TO WORK IN YOUR STORE. 


_ Suggested Selling Price $14.75 
YW Dealer cost 9.70 


lad Profit ~ 5.05 
4g ORDER THROUGH YOUR 
8%,» jogser oR WRITE 

| 
U. S. EXPANSION BOLT CO. 
YORK, PA. DEPT. ID-10 
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You seldom lose an order when 

you stock the complete line of 

HARRINGTON PEERLESS HOIST 
PRODUCTS 


Wherever there’s a lifting iob to be don 


there’s a Harrington Peerless hoist to do 


25 Years Ago (Cont'd) 





Concentrate on small plants in 
stead of big customers in hard 
times, advised M. Voight, sales 
man for John Pritzlaff Hardware 
Co., in an interview. He said he 


VUUUNNUUUUUUNANAAAOONNAAANAUUNAN 


had increased his average numbet 
of calls from 8 to 15 a day 


\ principle reason for distributors: 
profitless prosperity” in the late 
1920's was “territory jumping, 


the Joint Merchandising Com 


mittee announced after a study it. Because of the completeness of the 


line and the quality of the products, you 
Phe national Chamber of Com seldom lose an order. This one big ad 
vantage alone helps you build profitabl 


merce’s research director told a 
Sales... keep customers satisfied issure repeat orders. | X Pc 


4 , , 
usiness audience that the cost ence of Harrington distributors over the past few years has show 


of distribution was too high be that the average gross profit per unit is better than 25 and turt 


cause of too many outlets over IS as high as ¥.09 times per year 
And you are backed by a strong distributor sales policy, cons 


national advertising, and sales-building promotion material. Some 


TVUVUUOUUOUUOUUUUUAUOUUUUUUEUUUAEAAAEAUOOEOUUOAAUAAUHAOOOAOOAOGUOUUOOUOOOUUUUUUUUUaennnanEnELOONENEAGUOOOOUOOUOAOOUNULUNUNNE 


The national Committee on Indus 
1 Rehabil profitable territories are still available. Write for complete inforn 
trial Rehabilitation was urging in tion about our line and our policies toda 

dustries to take advantage of low 


equipment prices to modernizc 


plants. The committee estimated oY =n a 
“¢) PEERLESS MODEL C e PEERLESS PRGRET 


that 50% of industrial facilities 26! 
"“ HOISTS —'4 to 60-t0n HOISTS 0 2-1 
were obsolete yy a s 
capacities—for intermi c pac ities —all p 
tent lifting of load Ask uminun Ask for I 
The Ravl Co., Detroit, installed a for Bulletin P-11 ; 
teletype machine for communi ’ 


cating with suppliers 


ven © Rese Ce. was epee a PEERLESS PACKET HARRINGTON |-BEAM 
Providence, R. |L., by Harry B TROLLEY HOISTS _~ TROLLEYS 
Read, former president of Bel . V4 to 2-ton capacities 7 1 plair 


cher & Loomis Hardware Co., 2. for lifting and cor 
: “a 12 ds 

ind John M. Farr, of the former | veying loads on a wide 

\ ‘ range of I-beams. Have 

John I. Farr & Co extremely low 

room. Ask for 


P-35 


fror 


G. RK. Armstrong Mrs. Supplies, 
Boston, added four salesmen to 


its force 


BEARCAT ELECTRIC PEERLESS PAL LEVER 
Qo. HOISTS —17010400 PULLERS —'+ a 
ce) 


lb. capacities—featur tor p 


The National Supply & Machinery 


Distributors Association launched 


1 full scale study on the pros and amercnangeabie §= sp 
gears which permit yo 


DIUNUUUUANAEANUUAA ALANA 


yf “selective distribution.” ao alliiiie Mestad Gamal 


speed and determ 
\\ Lewis, Lewis Supply ‘2. the lifting capacity of 
y Bearcat Hois 
Memphis, presided over a Mem =“ 
le | py PECoturn Ask for Bulletin P-53 





phis regional mecting of the 
Southern Su ppl & Machinery 
Distributors Cilia 


THE HARRINGTON COMPANY 


Ma f Hoists Since 18 


[he National Association was con pemmeeth Meeting 11, Pa. 


hme a ore ; ] ‘ ; 
ducting a ’ to find out wha sNHHHLHULUIIUL 


=H 
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Here's the Saw 

that’s really built for 

Heavy Duty Production 
Metal Cutting! 


3 
rue WELLS move: 1200 


HORIZONTAL METAL CUTTING BAND SAW 


Looking for a way to handle heavy duty production metal cutting? 
Focus your eye on a Wells Model 1200, the quality built, efficient, 
economical horizontal band saw. Ask your Wells dealer to show 
you one in operation. You’ll appreciate its outstanding value. The 
Model 1200 has a rectangular capacity of 12” x 16” and rounds, 
12%” O.D. It incorporates such select features as controlled blade 
pressure to provide proper feed action and increased blade life . . . 
pushbutton operation and for greater safety, 110 volt control cir- 
cuits. Also available with J.I.C. controls. 


New Model 312 Roto-Veyor... 


A brand new concept in automatic 
bar feeds. Designed specifically for 
use with the Wells Model 1200 
Band Saw, the Roto-Veyor con- 
verts it into a heavy duty, com- 
pletely automatic cut-off machine 
Feed mechanism and stock clamp- 
ing action is synchronized with the 
saw to provide accurate repetitive 
cutting. Improves saw efficiency, 
saves time, and reduces produc- 
tion cutting costs. Write today for 
Bulletin 265. 


The Pioneers of Horizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 Adams Street Three Rivers, Mich. 
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Years Ago (Cont'd) 





distributors wanted in a supplier's 
distribution policy. Written poli 
cies of several manufacturers 
were being circulated for com 


ment 


Peerless Mill Supply Co., Buffalo, 
N. Y., has an elevator in its new 
quarters large enough to drive 
its trucks onto for unloading on 
the upper floors 


Williamson Supply Co., William 
son, W. Va., added an automo 
tive supply department 


10 YEARS AGO 


Ihe National Affairs Committee of 
the National and Southern Asso 
ciations met in Poland Springs, 
Maine. On hand were Al Lohn, 
Ducommun Metals & Supply, 
Los Angeles; Ted Kenny, S. B 
Hubbard, Jacksonville, Fla.; Bill 
Haseltine, Haseltine & Co., Port 
land, Ore.; Harry P. Leu, Harry 
P. Leu, Inc., Orlando, Fila.; 
Harold Young, The Murray Co., 
Dallas, Texas; J. D. Nicholson, 
Mine & Smelter Supply, Denver; 
Joe Pitts, Brown-Roberts Hard 
ware & Supply, Alexandria, La., 
ind George Weaks, Weaks Sup 
ply, Monroe, La 


Ed Stvan, Strong, Carlilse & Ham 
mond, Cleveland, reported back 
from a vacation tour of Canada 


\tlas Supply Co., Winston-Salem, 
N. C., separated industrial su] 
plies from plumbing and heating 
in a new department 


H. J. Casper, sales manager of Stand 
ird-Machinists Supply Co., Pitts 
burgh, had his full complement 
yf salesmen at work for the first 
time since the war. Ten men 
vere now covering the territon 

W. S. Wilson Corp., New York 
City, celebrated its 30th anni 
versary with a “Founders Day” 





10 Years Ago (Cont'd) 


| Electri 
in honor of Ed Hirshon, Arthu STAN LEY oct . 


Tools 





Graseck and ‘Theodore Christian 
son. Hugh Hirshon presided 


W. Bromwich, of ‘Tools & Sup 
plies, Inc., St. Louis, described 
his methods of sales control in an 
interview The company com 
piled five sets of current records 
showing sales by lines and cus 
tomers, calls per day and other 
vital sales data 
Screw Machine Supply Co., Chi 
cago, moved into a new one-story 
headquarters. The building was 
the result of months of elaborate 
space planning based on motion 
studies, templates and __ scale 


models 


Some 294 manufacturers took ex 
hibit space at the Machine Too 
Show in Chicago with equipment 

ilued at $16,000,006 Many dis 


tributors attended 


Business was holding “steady at 2 Sell heavy-duty saws 


— ; 
high level,’ according to the eco 


> 


nomic experts. But some of them with work-saving features 


} 


were alarmed about a drop in 


exports and prt <d  trouble 
— eee * 
ic id ror the ec liomy unless the Sell Stanley Saws. Here is a complete 


Marshall Plan g rolng soon for heavy duty. You can sell them 


6” H65 cuts 2” at 90°, 142” at 45 only $59.95 
Woodbury & ¢ 642" H68 cuts 2%” at 90°, 1%” at 45 only $64.95 
vas elected pres ns H70 cuts 2%” at 90°, 1%” at 45 only $74.95 
8” H85 cuts 2%” at 90°, 2%" at 45 only $89.95 
hewi\ OTganiZe¢ 
Supply Club Take these two exclusive Stanley features for example: 
Free-Start” Guard Ihe guard never sticks at ; 
there’s never a “hang-up” at the st 
blade coverage 
Motor-Saver Drive This teat 
against shock from sudden impact 
objects. Blade mounts on flange ¢ 


shaft, no blade freezing 


: Sell quality electric tools with St 
river boat Island Queen caught sell Stanley Electric Tools. Fo 
ind exploded off its Pitts Electric Tools, Division of The St 


1} Britain, Connecticut 
gh landing, smashing ever 


window in Somers, Fitler & Todd AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
Mau-Sherwood Supply Co., Cleve 


STANLEY 


land, discontinued monthly state This tamous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
ments and starting bill ing on In tools + drapery, industrial and builders hardware * door controls + aluminum windows + stampings + springs 


Co.'s he idquarters 


voices on ly + coatings + strip stee! + stee! strapping—made in 24 plants in the United States, Canada, England and Germany 
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L«I 
EXCLUSIVES AT NO 

EXTRA COST TO — 

YOUR CUSTOMER, 
BUT THE SAME 
PROFIT TO YOU! 


DOWEL PIN 
REAMERS 


Straight Shank, 











Right Hand Cut with 
Straight, Right or Left 
Hand Spiral Flutes. 
14 Sizes from .1230 
thru .4995” Sets, too! 


OVER & UNDER 
SIZE CHUCKING 
REAMERS 

Straight Shank, 

Right Hand Cut with 
Straight, Right or Left 
Hand Spiral Flutes. 


14 Sizes from .124 
thru .501” Sets, too! 


These reamers are two 
more reasons why L&I 
is your source for a 

complete reamer line. 


Get the L&I Story now. 


“the reamer specialists” 


LAVALLEE & IDE, INC. 


CHICCPEE, MASS. 
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William E. Caldwell 


Harold C. Hurtt 


Death Takes Two Officials 
Of Cleveland Twist Drill 
William Ernst Caldwell, chai 


man of the board, The Cleveland 

I'wist Drill Co., died Aug. 22 after 

1 brief illness. The same day, Hat 

old C. Hurtt, assistant to the vice 

president of sales, died suddenly 
following a heart attack 

Mr. Caldwell, who was 73, was 

born in Knoxville, Tenn., in 1884 

and came to Cleveland in 1900 

with The Cleveland 

1 Co. in 1901. During his 

1 the company, he worked 

ral offices in Cleveland 

and, in 1915, became a service rep 

resentative in Philadelphia. He was 

Q?? 


appointed manager of sales in 1922 





1957 


Packaged 
PIPE NIPPLES 


RED BRASS & 
COPPER NIPPLES 


A.S.T.M. B-43 and B-42 
FROM STOCK: 


Ve" to 4” Standard and Extra 
Strong weights 


Ye" to 2” Chrome Plated Red 
Brass 


%" Straight and Angle Gauge 
Syphons 
TO ORDER: 


Chrome plated nipples over 6 
1D-5 long and over 2” pipe size 


iA, 
Wsbu f NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH i2, PA 


WARNOCK 


protects polished pipe 


stly dam 
ndling pol 


ie strong 


for more 


WRENCH co. details 


WORCESTER, MASS 








In 1951, he was elected vice-pres 
dent and director of sales and 
served in this capacity until 1956. In 
iddition, he was elected chairman 
Mf the board in 1953, a position he 
held until his death 

Mir ( ildwell served l ¢ pres 
dent of the Metal Cutting ‘Tool 
Institute from 1932 until 1939, and 
is president from 1939 to 1942 
\fter his term as president, he con 
tinued to serve the Institute as vice 
president from 1943 to the present 
time. He was a member of the 
Central States Hardware Club. In 
iddition, he was a member of the 
Union Club, Caterbury Golf Club 
ud American Turners, all of Cleve 
land, and the Detroit Athletic Club 

Mr. Hurtt, who was 45, began 
his career with Cleveland Twist 
Drill in 1939, as service representa 
tive in the Chicago and Kansas City 
ireas. In 1950, he was appointed 
stockroom manager for the Detroit 
irea. He was appointed assistant 
nanager of sales in 195] and, in 
1957, became assistant to the vic« 
resident of sales 

Since moving to Cleveland im 
1952, Mr. Hurtt resided in Chagrin 
Falls. He was active in the Chagrin 
Falls High School Booster Club in 
iddition to being a member of St 
Martin’s Episcopal Church there 
He also belonged to the Cleveland 
Athletic Club, the Cleveland Cham 
ber of Commerce, the Chagrin Val 
lev Country Club, and the American 
Societv of Tool Engineers 


William J. Magee. 
Norton Company 


William J. Magee, retired treas 
irer and director of Norton Co 
died Aug. 26 at the age of 65 

Mr. Magee retired Feb. 1, 1955 
ifter a career of 25 years in various 
financial positions with the firm 
He was controller from 1934 to 
1941. and assistant treasurer until 
1946 when he became treasurer and 
director. He also served as treasure! 
¥§ Norton Behr-Manning Overseas, 
Inc.. and Norton Co. of Canada, 
Ltd 


Active u ymmunity aftairs he 


precision motor driven spindles or work heads 


rm 


| 
all units dynamically balanced 


precision belt driven spindles or work heads 


in? 


... and precision machine tool attachments 


all units dynamically balanced 


Mr. Dealer: 


these olH \ DARD units 


are naturals for special 
Machine Tool Builders 


Shown here is only a small part of STANDARD’'S com} let 
precision spindles and attachments including Traverse, Slides, I 
Tables ; manual, air, or hydraulic. Contact j istomer 
or build special machine tools and show tl how STA 
versatile line will save ts on 5] 
Write for complete literature 

BOOTH 1641 @ METAL SHOW ® CHICAGO ¢ NOV. 4-8 


Se hades ath 
ondardin A  STANDAAD electrical too! ca 


MACHINE TOOLS 
°520 RIVER ROAD e@ CINCINNATI 4 @ OHIO 


wi 


NDARD'S 


~ 
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SALES TIPS 


FOR PROFITABLE 
SELLING 


what does a MULTI-DRILL do? 


A MULTI-DRILL will drill 2 to 8 holes at 1 
stroke—cut production time... reduce tool 
investment ... lower hole costs. Fits any 
drill press without use of special tools 

or need of alterations. Thousands of 
MULTI-DRILLS in use today wherever 
metal, wood or plastics are drilled or tapped. 


features that help you sell 


Extremely flexible—quickly adjustable to drill any 
hole pattern within a 9” circle. 


Centers as close as '2"’. 


Standard Extension Spindles available to 
«ncrease working area to 22/2". 


Precision spindle assemblies . . . 

enclosed ball thrust bearings . . . heat 

treated alloy gears ... heavy duty universal joints 
guarantee long, trouble free service. 


Fit any drill press. 


Manufacturing Company 


4217 W. Kinzie Street cogo 24, Illinois 





SPEEDY 1-TON AIR PRESS 
Does the work of expen- 
sive presses! 5-inch 
throat; Ram 0 to §°; 
stroke %"; table 5” x 5”. FOOT CONTROL 
Operated by foot or : 
fingertip controls. $85 


HIGH SPEED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations—milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
'T; . 
SPEEDY AIR RAM No. 70 produce more! Light squeeze to 2250 pounds 
Mounts in any position. pressure! Extra thick jaws for attaching jigs. 
Compoct, extsomely Jaws open to 3 inches; 6" to %” maximum 
sturdy. Exerts gentle c ich 
pressure to one ton travel. Complete with foot control. air hose 


thrust. 672° high, 574° IN socio oskbcee vente $44.00 


wide. $35.00 





Write for new Air Tool Catalog 


W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 335, ILL. 


MPRESSORS 
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served as director of the Guaranty 
Bank and Trust Co., director and 
treasurer of the Worcester Hahne 
mann Hospital, and treasurer and 
trustee of the Bancroft School, 
Worcester. 


Adam Z. Moore 


Adam Z. Moore. 
Steinman Hardware 


Adam Z. Moore, president ot 
Che Steinman Hardware Co., Lan 
caster, Pa., died suddenly of a heart 
attack in his home Aug. 16. He was 
61. His wife, Mrs. Alice Ruth John 
son Moore, 64, died at Lancaster 
General Hospital, Pa., on Aug. 23, 
just one week after the death of her 
husband 

In addition to being president of 
‘The Oldest Hardware Store in the 
US”, which celebrated its 213th an 
niversary this year, Mr. Moore was 
very active in public service, pat 
ticipating in many community pro} 
ects 

Mr. Moore was first associated 
with the Kirk Johnson Music House 
in Lancaster and, after he became 
president of Steinman’s Hardware 
in 1928, he continued to operate 
the Music House as a subsidiary. 
He was a member of the National 
Wholesale Hardware Association 
and the National Association of 
Music Merchants, and served as 
president of the Lancaster Rotary 
Club, the Lancaster Chamber of 
Commerce and the Pennsylvania 
Wholesale Hardware and Supply 
Association. 





Mir 


tee of 


Moore Was 
Trinity 


clected a trus 
Lutheran 


Lancaster, in 1955 


He is surved by his daughter, Mrs. 


Frederick Shand, his son, Lt 


(jg 


John Robert Moore, USN, and one 


grandchild 


Mrs. 
Mrs 


Adam Z. Moore 
N I OTE, 


wife of 


son. Her father founded the Kirk 
Johnson Music House, which closed 
down recently 


to her son 


Surviving, in addition 
daughter, are two brothers, 
Devon Johnson, Ocala, Fla. 


George T. Johnson, Philadel 


ind 

Kirk 
ITA 

md 


phia 


Earl H. Goodby, 
Sanson & Rowland 


Karl H 
and treasurer, Sanson & Rowland, 
Inc., 
of nuts, bolts and screws, Philadel 
phia, died at Temple University 
Hospital on Sept. 6. His age was 66. 

Mr. Goodby was a member of the 
Union League, Merchants & Manu 
facturers of Philadel 
phia, Llanerch Country Club, and 
the Downtown Club. 

He his 


daughter and son 


Goodby, vice-president 


manufacturers and distributors 


Association 


leaves wife, Lydia, a 


Frank E. Jorns Dies 
Strong Carlisle Manager 

Frank E. Jorns, retired manager 
of the steel tube department, Strong 
Carlisle & Hammond Co., distrib- 
utors, Cleveland, Ohio, died Aug. 
23 in Venice, Fla. He was 74. 

Mr. Jorns was born in Cleveland 
and lived most of his life on the 
West Side. He was employed by 
Strong Carlisle & Hammond for 54 
VCars 

He was a member of Brooklyn 
Lodge, Order of the Eastern Star, 
Ancient Accepted Scottish Rites, 


Church, 


Adam Z. a 4 7 
Moore, was vice president and secre 
tary of The Steinman Hardware Co.., 
of which her husband was president. 
Born in Lancaster, Pa., Mrs. 
Moore was a daughter of the late 
Kirk and Alice M. Thompkins John 


GAGES FOR Tor rrentcTiON 


Hanson Whitney 


TAPS : THREAD CACES : HOBS : 
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CENTERING MACHINES 


y 


i 


SETTING 
tHe 
STANDARD 


4 
Hanson-W itney 


THESE ADS BUILD 
PROFITS...FOR 
HANSON-WHITNEY 
DISTRIBUTORS 


Every Hanson-Whitney advertise- 
ment features the local distributor. 
Yes, H-W ads in leading metal- 
working publications feature your 
service . . . stress the traditionally 
high quality standard of Hanson- 
Whitney’s complete line of stand- 
ard and special taps, hobs, machine 
tools, cutting tools and precision 
gages. 

As a H-W Distributor, you enjoy a 
line of unquestioned leadership, 
plus the benefits of Hanson-Whit- 
ney’s policy of 100% selective dis- 
tributorship. 

You have full field engineering 
service available to solve your spe- 
cial threading problems. 

These are the reasons why H-W 
Distributors are enjoying substan 
tial and profitable sales volume 
across the United States. A lucra 
tive H-W franchise may be avail- 
able in your area. Write us today 


Hanson-Whitney 


Division of THe Wuitney CuHatn COMPANY 


175 BARTHOLOMEW AVE., HARTFORD 2, CONN 


1957 


THREAD MILLING MACHINES AND CUTTERS 


297 
£4 





Lakewood Council of Masons, and 
the John K. Corvin Chapter, 205 
R. A. N. 

He is survived by his wife, Kath 
erine, and a sister, Miss Edna I 


Jorns 





Philo W. Butler, 
Gaylord & Butler 
Philo W. Butler, head of the 


plumbing supply firm of Gaylord & 
Butler, Scranton, Pa., died at his 
home on Aug. 23. He was 76 

\lr. Butler, who founded the firm 

Gavlord & Butler, was Lacka 

na County Republican chait 
man for U. S. Senator Edward 
Martin when the latter was elected 
Governor of Pennsylvania in 1942 


Vdddddddd dd 


bh 


He was also a member of the 


Wihhy 


Scranton Planning and Zoning 
Commissions and chairman of the 
board of trustees at Clarke Summit 
State Hospital 

His father, Charles, was formerh 
mavor of Binghamton, N. Y., where 
\MIr. Butler was born and where he 
started his career as a newspapet 

rter 
: ; Mr. Butler was a member of the 
Kester FLtux-Core Sot nen is the time-proved solution Pennsvlvania Society of New York 
to every soldering requirement Because most of you the Mackinesy Club of New York 
customers know this, and because we've been telling ind the Scranton Country Club 
them for more than half a century it makes a “‘lette: ry 

ahem oa ; antacid Surviving are his wife, Estelle: 
perfect” product sos you to handle . . . K-E-S-T-E-R son. Philo W Jr - a daughter, Mrs 
S-O-L-D-E-R. All of your customers use Solder — Keste: 

: rank A. Simmiuns, and two sisters 


—and it’s good practice to mention Kester on every call 
H. B. Spackman, 
Lyon Metal Products 


Il. B. Spackman, 58, president 


Your customers want ¢ = , 


<A 


Kester be sure you ~~ 
have plenty of stock x 
to fill those orders 


KESTER SOLDER 


4214 Wrightwood Avenue e Chicago 339, Illinois 


Newark 5, New Jersey e Brantford, Canada 


H. B. Spackman 
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and chief executive officer. Lyon 
Metal Products, Inc., passed away A DOUBL cal D 


Aug. 20 at St. Vincent's Hospital, 


New York i 
Mr. Spackman came to Lyon DOOR OPENER! 


Metal Products as general sales 
manager in 1937. ‘The following 
vear he is elected vice-president 
in charge of sales. He has been a 
cirector of the company since 1939 
He was elected executive vice 
president in 1946 and became presi 
dent YU 
Prior to his association with Lyon, 
Mr. Spackman was an executive 
the Northwest + yeseuen 
from 1922 to 192 Later 
ginated the Steel Sead 
f the U.S Gypsum Co 
1 director of several or 
ns, including The Pyle 
National Co., The Merchants Na 
ional Bank of Aurora, IIl., and the 
ox Vallev Manufacturers’ Associa 
ion, of which he was past president 
Mr. Spackman is survived by his 
wife, Jane, and his son, Lt. Richard 
Spackman, USAT 


Hugh F. McKnight. 
Samuel McKnight Hardware 


Hugh F. McKnight, chairman of 
the board, Samuel McKnight Hard 
ware Co Pittsburgh, died on 
Sept 2 

\MIr. McKnight served as presi 

| , ob THE PRODUCT JEWELOX READY ROLL Abrasive Cloth 
dent of the company from 1920 to a. 
helps distributor salesmen open up new ac- 
4 + 4 , > > » 

46, at which time he was elected counts, hold old accounts. Its easy-to-use, hang- 
hairman of the board. He was ac up-type packaging that features metal spool 
with full 1” arbor plus its large selection of 
widths and grain sizes appeal to men working 
with metal. 


tive in the hardware industry for 50 


vears and was past president of the 
tail Hardware Associa 


THE ADVERTISING Prospects and customers are being 
contacted and cultivated regularly for distrib- 
utor salesmen through consistent AP advertis- 
ing that blankets the country. 





SAFETY ON THE JOB 


From first excavation to final clean- Are you cashing in on this double-barreled 
up, 691 days and 750,000 man-hours door-opener? Write today for complete details 
of work, not a single employee suf- on the profitable JEWEL BRAND ABRASIVE fran- 
fered a disabling injury in construction chise. ABRASIVE PRODUCTS, INC., South Brain- 


of an insurance company building in tree 85, Massachusetts. 


Minnecpolis, Minn., Construction Meth- 
ods and Equipment, McGraw-Hill pub- 
lication, says. Twenty-three accidents 
had been expected, based on the aver- 2 


ee Ah rcp Produit | 


disabling injury 
SOUTH BRAINTREE 85. MASSACHUSETTS MAKERS OF JEWEL COATED ABRASIVES 
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PRECISION BRAND 


a oe 
SPACERS 
and SHIMS 


packet 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter. 


WITH KEYWAY WiTHOUT KEYWAY 


Please 
specify 
type 
desired 
when 
ordering 


PRECISION STEEL 
GY) WAREHOUSE, INC. 
421 MAPLE AVE retell >ROVE aii S 





IQUCKCYE 


BEARINGS 


Fe: 


eo) 
| WATLEY, 
BRON ZE BUSHINGS 
MAGHINED PARTS 


ALL RECOGNIZED BRONZE 
BEARING ALLOYS 


LUBRIGO-HILEAD 
. GOMPLETE FAGTUTIES 


STANDARD BUSHINGS 
MACHINED BARS 
Mae entn helen satlan 
bite este 
BRASS & MFG, GO. 
‘fo sulinie 3; Ono 





~NEW 


Starts on page 124 





Defense Aide Accepts 
Distributor Post 


Thomas P. Pike, former 


Secretary of Defense, 
Special Assistant to President Eisen 
to California and 


Assistant 
and later, 
hower, returned 
was elected a director of ‘I 
public Supply Co., Los Angeles 
Before being called to Washing 
ton in 1953, Mr. Pike headed the 
Vhomas P. Pike Drilling Co., which 
he had founded in 1938. An expo 
nent of the profit-sharing idea in his 
wn business, Mr. Pike became sole 
western trustee for 
Profit Sharing Industries in 19 
Mir. Pike was an active figure 
of California, 
serving as Chairman of the Finance 


the Republican Party 


the state. He was 


1953 


Committee for 
called to Washington in Oct 
to serve as Deputy Assistant Secre 
Charles 


accession Of 


Defense under 
Thomas. With the 
Mr. Thomas to the office of Secre 
tary of the Navy, Mr. Pike was ap 
(Assistant Secretary of De 
fense-Supply Logistics He 


tarv of 


pointed 
and 
served in this capacity until June 
1956, when he moved to the White 
Ifouse as Special Assistant to Presi 
dent Eisenhower in charge of liaison 
vith departments and agencies of 
the federal government. 

Returning to the Defense de 
partment in Dec. 1956, he served 
as Special Assistant to Defense Sec 
retary Wilson, in 
Military Assistance : 
the finalization of the fiscal 1958 
Department of Defense budget 


charge of the 
Program and 


Minneapolis-Honeywell 
Leases New England Plant 
Henry F. Dever, president, Min 
neapolis-Honevwell Regulator Co.., 
Industrial Division, announced the 
opening of a new plant at Fall 
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THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE 


Dies and 
Templates 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy 


Write for full information 


THE DYKEM COMPANY 


Established 1920 
2305A North 11th St. « 


= \ 





For Floats, — 
Harris is your 
most dependable source 


For over a half century, industrial 

i a 
distributors have used sear = 
prime source of supply for industria 
As specialists in their 


| floats 
meta floats in 


manufacture, Horris builds ' - 
a wide variety of shapes, sizes an 
tically any workable metal 

ats of copper and 
om 2” 


of prac 
Standard ball flo , 
stainless steel in diameters fr d 
to 12” are carried in stock for promp 
shipment at all times 

When your customers need flocts : 
contact Harris for better quality an 
more dependable service. 


ARTHUR HARRIS & CO. 
208 No. Aberdeen St. 
Chicago 7, Hl. 


Write for 
Harris 
Float Catalog 

















River, Mass. The $300,000 plant 
contains 37,400 sq. ft. and will pro 
duce a new line of electronic re 
cording and controlling instruments 
for industrial use 


Leased from a group of business A quality line 


men-stockholders, it will be under 


the supervision of George W. Hoff e 
meister that builds 
confidence 








as well as profits... 


) 


WIRE ROPE CRANE HOOK BLOCKS 


-.-wire rope slings ..-Max-Lift permits 

and swaged fitting ae ft higher lifting 

assemblies. All limits on mobile 

standard sizes and and derrick cranes. 
Stanley Kelley constructions. 


ie Ne dhe tele em... a block for every purpose. 


Wire Rope Gin Block 
Snatch Block 


John Harris . ih 40) o eoeR el cee. | made to highest standards 


for tough service. Complete line of fittings. 


Federal-Mogul Creates 
Three Sales Districts | 
Ihree new sales districts wet j 
reated by Federal-Mogul Service 
to facilitate operations in the south 
ern and western states 
Headquarters for the new districts 
ire Memphis, Tenn., Houston, 


l’exas, and Denver, Colo. These Shackles 


: :, Wire Rope Clips 
ireas were formerly served by the | § Turnbuckles 
firm’s Atlanta, Dallas and Wichita SORENESS FOR SANETY 


listricts. = THE UPSON-WALTON COMPANY 


(he Houston district will be un 12525 ELMWOOD AVENUE « CLEVELAND 11, OHIO 
] M P NEW YORK . CHICAGO bd PITTSBURGH 
der the direction of John Harris 
vho | 19 , : a MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS ( Turnbuckle 

10 Nas p Yeats Cxperlence im Che 1 ‘ Shackles, Clips, Thimbles, Hooks, Sockets, Eyebolts, Eyenuts, Swive ESTABLISHED 1871 
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facts about Flexfl 





SG 


yte” 





that explain why this 
ducting is easy to sell 


What is Flexflyte? 
A lightweight, reinforced ducting 
made of a spring steel wire helix 
covered with coated fiber glass or 
a cotton fabric and bound with a 
fiber glass cord. 

What are its applications? 
Flexflyte is used for transmission 
of hot or cold air, fume removal. 
dust collection, materials han- 
dling, etc. 

How flexible is Flexflyte? 
It will take tight turns at any 
point up to 180° without buck- 
ling. No elbows or fittings are 
required to install it. 

What are its temperature 

ranges? 
It remains flexible from minus 
120°F to plus 650°F. 


What about Fiexflyte’s 
resistance to abrasion? 
It is highly resistant to abrasion, 
especially when coated with FT- 
506 which has more than 200 
times the abrasion resistance of 
any tubing of its type and weight. 


Is it flame resistant? 
Flexflyte has exceptionally high 
flame resistance and will not sup- 
port combustion. 


What pressures will Flexflyte 
handle? 

Internal working pressures up to 

70 psi and external working pres- 

sures up to 15 psig. 

What about installation? 
Flexflyte is quickly, easily in- 
stalled by means of metal clamps. 
It is also available with special 
enlarging or reducing ends, either 
cylindrical, rectangular or poly- 
hedral for special requirements. 
Can Flexflyte be engineered 
for unusual applications? 
Yes. In addition to standard 
lengths and diameters, special 
fabrics, coatings, connections, 
lengths and diameters are avail- 
able. Our special Silicone Depart- 
ment, working with automated 
machinery, is prepared to meet 
any requirement for silicone 

ducting that you may have. 





Robert Frazier 
1utomotive market. He has _ bee: 
issociated with Federal-Mogul f 
in a sales capacity 


Kelley will come fron 


seven vears 
Stanle 

the company’s headquarters in Dc 

troit to head the new Memphi 


branch. His previous experience in 


cludes seven years of selling an 
sales management posts with the 
National Motor Bearing Co. prio 


to its merger into Federal-Mogu 
195¢ 
(he Denver district will be undet 
the management of Robert Fraziet 
who has been with Federal-Mogul 
1 salesman for two years and has 
15 years of previous experience 


+ 


ve service market 


, 
the automo 


New Sales Managers 
For Celfor Tool 


Lou Herman and Finn Jensen 


ippointed district sales man 


For complete information on this profitable product, write to Dept. 110. 


Flex!ble Typing 


CORPORATION 
GUILFORD, CONNECTICUT ¢ LOS ANGELES 64, CALIFORNIA 





Lou Herman 
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STARRETT PRECISION MAKES GOOD PRODUCTS BETTER 





Named and color identified to help you 
recommend the right blade for low cost, 
fast cutting, long life 


Colorful hacksaw blades with easy-to-remember, 
a plus value that makes Starrett 
Production-Proved Hacksaw Blades easy to specify 


colorful names 


and easy for shop men to identify. 

Bright yellow blades with the red stripe are 
Starrett REDSTRIPE SM* High Speed Hand and 
Power Blades . . . extra tough, long-wearing special 
alloy high speed steel blades recommended for pro- 
duction work and run-of-the-shop jobs. 

Yellow blades with the green stripe are Starrett 
GREENSTRIPE SAFE-FLEX* High Speed Hand and 
Welded Edge Power Hacksaws... 
breakable blades 
gang sawing and interrupted cuts. 


shatterproof, un- 
the safe blades for heavy feeds, 


Yellow blades with the 4/ve stripe are Starrett 


BLUESTRIPE* High Speed Hand and Power Hack- 
saw Blades made of selected high speed steel 
especially heat treated for high speed production 
sawing and hard-to-cut metals. 

In addition to Starrett REDSTRIPE SM, GREEN- 
STRIPE and BLUESTRIPE power and hand hack- 
saw blades, you have related lines of Starrett band 
saws, hole saws and band knives to help you build 
volume on every sale. The L. S. Starrett Company, 


Athol, Massachusetts, U. S. A. 


*Registered trade names 


Starrett 


World's Greatest Toolmokers 


PRECISION TOOLS « DIAL INDICATORS « STEEL TAPES « GROUND FLAT STOCK « HACKSAWS « HOLESAWS « BAND SAWS + BAND KNIVES 
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Protective 
Coating... 

protects your 
reputation 


Clark's special rust-resistant coat- 
ing does more than provide all- 
weather protection for Clark bolts, 
nuts and rivets in storage and in 
use. By protecting the products, this 
exclusive CLARK process also pro- 
tects your reputation for handling 
quality products. 

Dealing with CLARK also offers 
the advantages of: 


SPEEDY DELIVERY—Prompt processing 
of orders, shipment by fastest means 
. and usually from stock. 


SUPERIOR PACKAGING— Engineered’ 
to save space and speed inventory- 
taking, provide maximum protection, 
permit instant product identification. 


PERSONAL SERVICE—At Clark, every 
order is an important order... receives 
the personal. attention and follow- 


through it deserves. 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 














Finn Jensen 


agers of Celfor Tool Co., a sub 
sidiarv of Avildsen ‘Tools and Ma 
chines, Inc. 

Mr. Herman, who joined Avild 
sen in 1942, previously held execu 
tive positions in Chicago and New 
York. This latest appointment takes 
him to Celfor’s new plant in Glen 
dale, Calif. 

Mr. Jensen was formerly with 
Carrier Corp. where he held the 
position of purchasing agent in 


charge of non-productive purchases 
Before joining Carrier in 195], Nir 
Jensen the 
Chrysler Airtemp Division, and the 
Motor Body Co. Mr. Jensen will 
make his headquarters in Syracuse, 


 & ¢ 


was associated with 


Deal Elected President, 
Lyon Metal Products 


Following a special meeting of 
the board of directors of Lyon 
Metal Products, Inc., Henry A 





L. D. Deal 
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Unequalled fou 


QUALITY 
DEPENDABILITY 
SERVICE 


FANNER 


| 
| 












hook and eye 
turnbuckles 
| e swivel eye 
screw pin blocks 
anchor 
shackles ) 
connecting links 
molleable 
wire rope 
clips shoulder 
nut eye bolts 





In FANNER industrial hardware, you get 
@ unique combination of facilities un- 
equalled for quality, dependability and 
economy in cast iron, malleable iron 
and drop forging products. When you 
need industrial hardware or wire rope 
fittings in a hurry — FANNER gives you 
fast service, plus service life! 










Only a few of the many items in the 
complete range of FANNER industrial 
hardware and wire rope fittings are 
illustrated here. Get acquainted with 
the complete line by sending for your 
free copy of the new FANNER Catalog 
20 today! 


THE FANNER 
MANUFACTURING CO. 


industrial Hardware Division 
Executive Offices and Plant 


BROOKSIDE PARK @ CLEVELAND 9, OHIO 













WRITE TODAY 
FOR A FREE 
Copy OF 
THE NEW 
CATALOG 20 






57 








Gardner, chairman, announced that 
L. D. Deal had been elected presi 
dent to succeed the late H. B 
Spackman. 

Mr. Deal came to Lyon in 1925 
from a firm of certified public ac 
countants in Chicago and started as 
assistant auditor. In 1936, he was 
made auditor and, in 1941, he was 
clected assistant secretary and assist 
int treasurer. In 1950, he was elect 
ed secretary and treasurer and, in 
1951, became a member of the 
board of directors. 

[he company also announced the 
election of A. W. Walan as secre 
tary-treasurer and J. B. Gossett as 
assistant treasurer. 








Larry Battin 


Battin Heads 
MeJunkin Branch 
1 


Larry Battin was appointed man 
ager of the McJunkin Corp.'s 
branch sales office in Houston, 
Tex. He replaces Clyde Loescher 
in his new post with the distributor 
firm. 

Mr. Battin is a native of Ohio but 
has been located in Houston for 21 
years, where he acquired experience 
in the sale of industrial and oil well 


supplies 


Dayton Distributor 
Expands Facilities 

Scott Equipment Co., now lo 
cated at 1313 Lorain Ave., Dayton, 
will move into a new $160,000 
building now under construction 
at 272 Leo St. about mid-December. 
Founded in 1948, the company is a 









MOM a Modern Fittings Package 


one more reason for specifying 


W-S FORGED STEEL FITTINGS 


W-S Forged Steel Fittings are now being 
shipped in strong, lightweight fiberboard 
cartons designed to make purchasing a 
pleasure. Shipments are made up of unit 
cartons packaged inside a larger rein- 
forced carton. It’s easy...and advanta- 
geous to order your fittings in packaged 
quantities. 

Here are additional advantages of the 
new W-S package: 

1. Compact and easy to handle. 


2. Ideal for neat, efficient stacking on 
warehouse and stockroom shelves. 

3. Sealed against dust and moisture. 

4. Contents clearly marked on outside face of each carton, readily visible for 
prompt identification. 

The new W-S package is only one of many reasons why W-S Forged Steel 

Fittings are the most widely accepted by industry. 

Don’t forget, too, W-S carbon steel fittings have the additional protection of 

their new blue synthetic coating. For detailed information on packaged lots 

...and for a copy of our new fittings catalog, write today to W-S Fittings 

Division, H. K. Porter Company, Inc., Roselle, N.J. 





Sold Through Leading Distributors 


H.K. PORTER COMPANY, INC. 


W-Ss FITTInGsS DIVISION 
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sales engineering firm, specializing 
as a stocking distributor of indus 
trial, pneumatic and hydraulic 
equipment. Branch offices are lo 
cated in Columbus, Cincinnat 
Indianapolis and Louisville 

lhe new quarters will be a one 
orv, brick building, containing 
t 8000 sq. ft. of floor space 
} 


pit 


hon 
Customer parking facilities will 
provided. Also located in the nev 
building will be the Scott Material 
Handling Co., distributors of con 
evors, electric hoists, and other 
types of industrial material handling 


equipment. Roger L. Scott is presi 


lent of both firms 








Verli-Line 
PROCESS PUMPS 


COOLING SYSTEM 
board of directors of Vick 


At the Brea Chemical Company in ers, Inc., announced the election of 
Southern California two 50 HP Verti-Line Esch as a vice-president of 
process pumps are handling 1800 GPM at company 
105°F, returning water from the ammonia ta zn a beled Vichess in 
synthesis area to cooling towers. These SONY cite diiienlll alien smmeeien Ua 

tht years prior to taking over man 


R. E. Esch 


Vickers Sales Head 
Elected Vice-President 


units have been operating 24 hours a day - 

since May, 1954 — without maintenance ravi LE FO DEON NE 

expense other than normal service. an ee ie “ts ‘i ’ Egan 
Over 100,000 satisfied vertical pump capacity, he will be responsible for 

users agree there’s no pump like Verti-Line il Vickers operations outside of 

for low first cost, economical operation, the U.S 

and negligible maintenance. 


West Coast Distributor 


IF YOUR NEEDS INCLUDE PROCESS PUMPS, IT WILL 
Promotes Smith, Barbeau 


a Veg 

eens PAY YOU TO INVESTIGATE VERTI-LINE BEFORE YOU BUY 
William D. Smith was appointed 

assistant manager of C. W. Mar 

LAYNE & BOWLER PUMP COMPANY wedel, San Francisco, a subsidiary 


general offices & main plant z 7 
2943 VAIL AVENUE*LOS ANGELES 22, CALIFORNIA of the Garrett Corp. He replaces 
Ralph V. Vincent, assistant man- 








Verti-Line Pumps are exclusive products of 
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GRADUATED DIAL 
INDICATOR 


HAYS is advertising regularly, 
through direct mail and magazine 
@ GRADUATED FLOW CONTROL @ EASY TO READ DIAL space, to the men who buy from 
@ BEST QUALITY BRONZE @ SIMPLE CONSTRUCTION you... more than 57,000 industrial 
@ BRONZE INDICATOR HANDLE @ PLUG PRECISION GROUND executives — presidents, vice-presi- 
@ INDIVIDUALLY TESTED @ FOR GAS, WATER, AIR, STEAM 


dents, general managers, owners 
SIZES — Va" Grong 3” 


and partners, production and main- 


Tae a a wal 23° oy ; 
f IN THESE AND MANY OTHER APPLICATIONS m ‘enance executives, general super- 
s intendents, works managers, plant 


managers, superintendents, engi- 


HAYS GRADUATED DIAL STOPS neers, purchasing aeons ~ are 


Shut-Off Stops for Gas Engines Pilot Valve to regulate pressure on Burners 

Oil Well Pumping Engines and Combustion Engines § reached by HAYS advertising 
x Drilling Equipment Engines for Farm Work operating — : 
Gas Burners for Small and Large Boilers Water Pumps—Feed Grinders— > Check your customers’ need for 
Heating Installations Cotton Gins—tirrigation Systems HAYS GRADUATED DIAL STOPS 
Gas Fired Furnaces for Brick — Used extensively in Oil d the hundred h n 
Ceramic — Pottery Industries and Gas Fields on ana the hundreds of other items in 
Heat Treating and Metallurgical Furnaces Natural Gas and Gasoline Engines the HAYS line. . . including many 
Send for HAYS DIAL STOP Folder 130 : . 
Also Folder 103-9 illustrating other HAYS Industrial Products styles of stops, valves, and fittings, 

Leading Industrial Distributors stock : 
the complete line of HAYS stops, valves, and fittings each in a full range of sizes, for 


,2 
‘ 
é 


ae: ; every need in your customers’ 
SOME OF THE MANY OTHER HAYS INDUSTRIAL PRODUCTS plants, for steam, air, water, gas, 


3 WAY LOW PRESSURE STEAM IRON FLARED TUBE i 
STOPS STOPS STOPS STOPS FITTINGS and chemical lines. 


Pes HAYS products are known wher- 
8 ever you go, for quality and depend- 


ability, serving American Industry 


2 for more than 80 years 


HAYS MANUFACTURING COMPANY 


West 12th Street, ERIE, PA. 
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NE W! Profit with another 
Campbell chain EXC/usive! 


for easy 
9g 
dlin and quick invent 


“contro dirty hand 


CAMPBELL 
CHAIN 


han- 


ory 


s oF 


@ 3/16", 1/4", 5/16", 3/8” Proof Coil 
Chain . . . in lengths of 10’, 15’, 20’, 
50’ and 100’ . . . in attractive self- 
service packages. 


Instantly identified by the rich blue 
color... tempered right into the chain. 


Now, for the first time, you can offer 
your customers the convenience of pre- 
cut, pre-packaged chain that stays clean 
and stores easily . . . over 25% of your 
sales are in these pre-cut lengths. And, 
‘Blue Temper” provides instant identi- 
fication—you and your customers al- 
ways know it’s Campbell ‘‘Blue Temper"’ 
Chain. Start selling chain the modern 
way ... write for complete information. 


in Hot Gaivanized 


CAMPBELL CHAIN Company 
York, Pa.—W. Burlington, lowa 
Portland, Ore.—Sacramento, Calif.—E. Cambridge, Mass. 


Makers of the famous Lug-Reinforced Tire Chains 
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ager and member of the board of 
directors who resigned. 

Succeeding Mr. Smith as sales 
manager of the firm is Jay A. Bar 
' 


beau, who has been working out 
of Los Angeles for Garrett. 





James K. Buckwalter 


Edward E. Ogren 


Buckwalter Joins 
Stanley Hardware 
James K 


pointed manager of industrial sales 


Buckwalter was ap 


for Stanley Hardware, a division of 
lhe Stanley Works. 

\fr. Buckwalter was previously as 
sociated with U. S. Asbestos and 
the Hamilton Watch Co. Most 
recently, he was vice-president of 
sales and a member of the board of 
directors of Wooster Rubber Co 


Stanley Honors Ogren 

Edward E. Ogren, assistant secre 
tary and credit manager of The 
Stanley Works, was honored by the 





WIRECO 
SERVICE 


like BrunStand WIRE 
ROPE 








always on the job! 


for you! You make the sale; then contact your Wireco 


when you need it... Delivery is no problem when 
you use the facilities of these 25 fully stocked Wireco Warehouseman! He’ll tailor the order to your speci- 
fications and your customer’s needs—any size, any 


Warehouses! Your wire rope needs are ready now for 
length for any job—then ship it immediately! 


shipment! Make your sales in the knowledge that 
promised shipping dates will be met! And when your 


customer knows that he gets what he needs, when he where you need it... Wireco Warehouses are stra- 


° ° ° tegica , oca serve > é . ~usto nao 
needs it, the selling is easy! gically located to serve you and your customer 

Regardless of how decentralized the operation may 
be, there is a Wireco Warehouse nearby to insure fast, 


how you need it. . Wireco saves you capital, space 
efficient service! 


and manpower by maintaining your wire rope inventory 
Benefit by this complete network of WIRECO Warehouses 
for your wire rope needs! Write for Information! 


WIRECO 
Buwn Stuund 


WIRE ROPE CORPORATION OF AMERICA, inc. 
St. Joseph, Missouri 
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..-No Equal for 
Quick Pipe Threading 


RIGID, 
Drop-Head Dies 


A die head for each size, 
‘<”’ to 2’’—they snap into 
ratchet ring from either 
side, can’t fall out—reverse 
for close threads. Tough 
malleable and steel heads, 
famous RIGID long-wear 
dies—conduit or special dies 
available. OOR and OR, 

-’’ to 1”; 111R and 11R, 
s””’ to 1%"; 12R, %” to 2”. 
It pays you to stock these 
fast sellers for easy 
threading! Order today. 
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company and his associates on com 
pletion of 50 years of continuous 
service. He was presented with a 
50 year pin and 50 silver dollars in 
a miniature Early American tool 
chest 

Mr. Ogren joined The Stanley 
W orks in 1907 as an office boy and 
mail clerk 
present position as assistant secre 


tarv in 1941. 


He was elected to his 


Tube Turns Announce 
New District Managers 

S. Merle Hardison was appointed 

trict manager for the firm in 
according to an an 
nouncement by John G. Seiler, 
president, Tube Turns, a division of 
National Cylinder Gas Co. 

Mr. Hardison succeeds W. E. 
Geiser, who has returned to the 
headquarters staff in -Louisville, Ky 

Mr. Hardison joined Tube Turns 
in 1941 and was associated with the 
Louisville, Pittsburgh and Houston 
sales engineering staffs before going 
to Philadelphia in 1948. Mr. Geiser, 


who joined the company in 1929, 


Philadelphia, 


was southeastern district manager 
from 1935 to 1940, when he was 
placed in charge of the company’s 
ictivities in the shipbuilding field 
In 1942 he was made district man 


iger in Philadelphia. 


Name McColloch 

Joseph S. McColloch, a spec 
in solving corrosion problems, 
district 


named manager in 


Joseph S. McColloch 
CONTINUED ON PAGE 244 





FORGED STEEL FOR SURPLUS STRENGTH 


H 1600 . 


wpaultless CASTER 


EXCLUSIVE HORN CONSTRUCTION RESISTS SHOCKS, PROTECTS LOADS 


For safe movement of tremendous loads on 
casters capable of resisting high impact shocks, 
yet swivel and roll with minimum effort, 
Faultless presents a materials-handling man’s 
answer in the H1600 Forged Steel Caster. 
Faultless design engineers drew on a back- 
ground of more than fifty years experience 
with caster problems when they perfected an 


exclusive heavy duty horn design 
pronounced the most durable forged 
steel construction ever offered in a 
caster. 

The cutaway illustration shows the 
large diameter raceway and large 
ball bearings that carry the load 
around machined hardened surfaces. 
A Timken combined radial and thrust 
bearing is nested in the horn top 
plate. Timken tapered roller bear- 
ings are also furnished in the Forged 
Steel and Semi-steel wheels. 


MR. DISTRIBUTOR 
The Series H1 600 is typical of many Faultless 
Casters engineered to solve problems in 
every important industry. If you are not yet 
selling Faultless Industrial Casters like the 
Series H1600 and want to know the prof- 
itable facts, write today, no obligation. 


DESIGN 


a f A R 
machined for load 
bearing balls. 


machined for load and thrust bearing 
raceways. 


3. so consists of a complete 
row of hardened ball bearings operating 
in lubricated machined raceway and Tim- 
ken combined radial and thrust bearing. 
Raceways case-hardened. 


4. ;5 made of heavy 
steel, deeply embossed and formed for 
additional strength. The embossing 
forms a shoulder to prevent axle from 
turning. NOTE: The forged top plate of 
the horn is machined to form a perfect 
shoulder against which the side members 
or legs of the horn are securely welded, 
thus transferring the strains from the 
welding bead to the top plate—the most 
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Exclusive with 
Faultles: 

For the most durable 
construction possible to 
moke Foaultless engi- 
neers machined the 
heovy drop forged 
horn top plate to form 
strong shoulders 
against which the 
heovy steel side mem- 
bers or legs ore se- 
curely welded. The 
lood strains cre thus 
transferred from the 
welding bead to the 
fop plate — the most 
durable forged steel 
construction made 





H 1600 SERIES HEAVY DUTY CASTER 
SHOWN WITH FORGED STEEL WHEEL 


FEATURES 


durable forged steel construction made 
—an exclusive FAULTLESS feature 


5S. sp KIN 1” in diam 
eter, esooubied with lock-nut and 
securely staked. 


6. Ax 1” in diameter. Bolt head 
held against horn embossing shoulder 
to prevent axle turning. Heavy duty lock 
nut is standard. 

7. wHee_—Forged steel wheel supplied 
in 6” size. Semi-steel wheel supplied in 
8” size. Vulcanized rubber tread wheel 
supplied in 6” and 8” sizes. Roller bear 
ing standard in all wheels. Timken 
tapered bearings can also be supplied in 
forged and semi-steel wheels 


8. ics easily accessible for 
fast, thorough lubrication of swivel head 
and wheel 


9. cinispH—lustre green lacquer 





You have 
MORE TO SELL 
MORE TOGAIN . 


with | / 


Wayne 
Your Vial 


No matter what your customers pump—petroleum products, chemicals, paints, pulps, syrups, 
vegetable oils—in plant or to and from tanks and trucks, you will have the right pump for their 
jobs when you sell Wayne Rotary Pumps. 

More than that, you have more fo sell . more to gain with Wayne because you are 
equipped to give pump customers and prospects 


A COMPLETE ROTARY PUMP LINE... with * FASTER, NATIONWIDE SERVICE . . . on exact 

capacities from 3 to 300 GPM. replacement parts and repairs. Wayne's nation- 
wide organization minimizes lost-time for repairs 

GREATER CAPACITY . . . HIGHER SPEEDS . . and maintenance. 

MORE COMPACT SIZE... because of Wayne's 

exclusive rolling gear tooth design. 





These are just a few of the user advantages 
that give you a strong sales story—and more 
LONGER LIFE . . . QUIETER OPERATION... profit opportunities—when you sell Wayne 
Only two moving parts mean less friction, less wear, Rotary Pumps. 
less maintenance. Simplicity of design and opera- And here is a big advantage for you! 
tion adds to pump life, minimizes maintenance. Wayne Rotary Pumps cost your customers less 
; than they have been paying for rotary 
LOW OPERATING COSTS .. . less horsepower ' , , 

4 : pumps without Wayne's exclusive features. 
required. Power and operating costs are less. : 

Wayne backs up your selling efforts too 

with sales and engineering assistance on 
tough installations, and technical and promo- 
tional literature to help you sell customers 


QUICK, EASY INSTALLATION . . . Compact 
Wayne Rotary Pumps are easily mounted in close 
quarters, and have multi positionable ports for 


convenient installation. and prospects. 


Write now for complete information on how you can take on the profit making Wayne Rotary 
Pump line... THE WAYNE PUMP COMPANY, industrial Division 
FORT WAYNE, INDIANA «© Satissury, MARYLAND * TORONTO, CANADA 
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Check these Seven 2 
Important VICTOR Sales Features > 
that Generate 
GREATER HACK SAW BLADE 

SALES FOR YOU 


, 


1 A High-Quality Product 
2 Excellent Marking and Finishing 
3 Sturdy, Efficient Packaging 


From Victor’s Seven Points... 4 Prompt Shipment 
5 A Fair Sales Policy 


that Point the way to 6 Strong, Well-Planned Advertising 
MORE PROFITABLE SALES, 7 Effective Missionary Help 
SATISFIED CUSTOMERS: 


Point No.: ) 
* *« . + 
Efficient Missionary Help 
Victor's efficient missionary program is ready to provide Victor salesmen 
who will accompany distributor salesmen on their calls. These Victor 
salesmen are well equipped with a wide range of experience for the 
strengthening and expansion of distributor sales. Take advantage of 


AA ae 


this missionary help for your share of hack saw blade sales! 


iF YOU CAN'T CHECK “YES” TO ALL 7 POINTS 


IT WILL PAY YOU TO CHECK THE VICTOR LINE NOW! ' 
VICTOR SAW WORKS, INC 


FOR QUALIFIED DISTRIBUTORS 
Victor Hack Saw Blades , 
are manufactured by , 


SOME TERRITORIES OPEN A Middletown, N. Y 
= 1 7 [] HAVE SALES REPRESENTATIVE CALL 
f ] SEND CATALOGUE #43V 


i Nome 


SAW WORKS, INC. 
Vi MIDDLETOWN, NN.Y., U.S.A J Address 


Makers of Hand and Power Hack Saw Blades, Frames ! City 
Metal and Wood Cutting Band Saw Blades 
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CONFORM TO 
A.1.S.E. COLOR 
CODE 


COLD MARKERS 


down to 


HOT MARKERS 
up to 
2100°F 


WHAT YOUR 
CUSTOMERS WANT... 
YOU CAN GIVE 

THEM — EASY! 





PAINTSTIK MARKERS 


THE ONE LINE THAT COVERS ALL MARKING NEEDS 


MARKS ARE PERMANENT =- FADE-PROOF -: WEATHERPROOF 
For red hot marking of metals up to 2100°F., annealing, heat treating 
welding; ice cold marking down to —50°F., wet, icy, oily, acid, alkali 
any type of marking condition or material. It's easy to take care of 
your customers marking requirements if you sell MARKAL PAINTSTIK 
MARKERS 


SEND today for complete information, literature and free samples 


MARKAL COMPANY 


3094 West Carroll Avenue + Chicago 12, Illinois 


THE MARK OF QUALITY. MARKAL 
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northeast for Tube Turns Plastics, 
Inc. He will make his headquarters 
li Riderwood, Md. 

Mr. McColloch was formerly as 
sociated with the National Carbon 
Co. and, most recently, was a manu 
facturer’s agent in the northeast fot 

rosion resistant materials and 


equipment 





Clark 


Three Named to New Posts 


With lowa Distributor 


Globe Machinery & Supply C 
Des Moines, announced the 
pointment of three new Sales repre 
sentatives 

irley Clark will represent Globe 
H Clark will rej t Glob 
southeastern Iowa and will re 
in Ottumwa. Mr. Clark was 
recently general sales manager fot 
Plumb Supply Co. of Des Moines 
rank iller, formerly a sales 

} | Mil 

representative for Globe’s Spencer 


branch, will be the new territ 


Frank Miller 





Richard Lasell 


ve in the Mason City 

reside in Mason City 

Lasell of Des Moines 

the Des Moines area 

Globe in the Spencer 

Dodge areas since 1948, 

Mr. Lasell most recently served 


Globe as power transmission sales 





Richard M. Chewning 


Chewning Appointed 
Conference Chairman 

Richard M. Chewning, vice 
president, Republic Supply Co., Los 
Angeles, and director, Wholesale 
Plumbing Institute of Southern Cal 
ifornia, was appointed chairman of 
the western conference of the 
Plumbing Wholesalers Liaison 
Committee, according to an an 
nouncement by P. 1 Keenan, 
president, Wholesale Plumbing 
Institute 

Mr. Chewning revealed that Del 
Monte Lodge at Pebble Beach will 


DRIFT PINS are in steady demand — 
WOODINGS-VERONA provides all 


wanted types and sizes for you to sell 


Contractors, builders, engineering firm 


' 
| 


industrials frequently nee 
replace those normally 
This inexpensive item can | 
dependable income prod 
Woodings-Verona ofters both plug and bart 
Pins in any diameter and length; also Bull 


partial or full taper in three diameters. Standard 


Shown above are some of the more widely used Woodings-Verona Tools 
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Standard 
Package 
Quantities — 
1,000, 500 
or 100 loose 
washers 

per box. 


If you prefer M-C Lock Washers 
in Standard Package Quantities, 
they are available in 2-label car- 
tons having the same smart yel- 
low, black and white design as 
the well known Coin Pak Car- 
tons. 

M-C Lock Washers in standard 
package quantities are packaged 
as follows: 44” and smailer — 
1,000 per box; larger than 14” 
to 1” — 500 per box; 1” and 
larger — 100 per box. A.S.A. 
Light, Mediumor Heavy Section. 


Write for Prices and Distributor Discounts. 


} 


be the site of the fall meeting of 
western plumbing wholesalers who 
will enjoy a two-day session of busi 
ness and social activities on Nov. 
11-12. 

Principal speaker at the closing 
banquet will’ be Frank Elliott, 
chairman of the board of Crane Co. 





Lloyd I. Fraser 


Whitney Chain Makes 
Sales Appointments 

Whitney Chain Co., Hartford, 
Conn., announced the appointment 
of Lloyd I. Fraser as district man 
ager of the firm’s Detroit office. He 
succeeds Curtis G. Green, Jr., who 
was appointed regional manager of 
the company’s southwestern terri 
tory. 

Mr. Fraser joined Whitney 
Chain in May 1957. He was pre 
viously associated with the Hanson 
Whitney Co. and Gates Rubber 
Co. as a sales engineer. 

Robert G. Atkins will head Whit 


Curtis G. Green, Jr. 
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Lock Washers 
in ColmPcls 


9 Popular Sizes 
Machine Packaged and coun- 
ted in Crimped-End Tubes 


PLATED 
WASHERS 
in White 


PLAIN STEEL 
in Yellow 
Tubes 


Patent Pending 


—and 2-Label 
Telescope CARTONS 


for upside-down or right-side-up stack- 
ing or telescoping open carton in 
cover—all with Readable Right-side- 
up End Label. 


Use Them 
Like This 
Block bottom up 


for ‘‘upside-down 
stacking 


— or This 


Yellow top up for 
conventional stock- 
ing 


Open carton tele- 
scoped inside cover 
with reodable right- 
side-up End Label 


Get Details of 
Distributors TRIAL ORDER 


M-C Lock Washers in Coin Pak 
are sold to industry only through 
recognized Industrial Suppliers. 
If you are not familiar with this 
Modern, Functional, Small Lot 
Packaging of Lock Washers, write 
today for Full Information on Coin 
Pak Trial Order for distributors 
only. Ask also about JOB-PAK, 
the new Bulk Package for volume 
users. 





PACKAGED 


as You 
Want Them 


« COIN PAK 


9 Popular sizes of 
M-C Lock Wash 
ers, plain steel 
and plated, are 
Machine Pack 
aged and counted 
in Crimped End 
‘ubes — and in 
colorful 2-Label 
Telescope Car 
tons 3/16”, 
a , 5/16”, 3/8”, 
416” 1/2” 9/16", 
5/8” and 3/4”, 
Medium Section 
Sold only through 
recognized distributors. 


é« Standard Packages 


of 1000, 500 

or 100 loose 

lock washers 
per box 


If you specify 
this type of pack- 
aging, you get 
M-C Lock Wash- 
ers in colorful 2- 
Label cartons 
with legible, right-side-up end labels .. . 
whether stacked with black or yellowside up. 


« JOB-PAK 


For Volume Users — the Modern Function- 
al Bulk Package at No Extra Cost. The 
contents of a Keg in ONE Shipping Con 
tainer — divided into 6 equal inner cartons, 
labeled and counted. Individual inner car- 
tons same as a distributor package. 


« BULK 


For Volume Users who 
prefer to buy lock washers 
in bulk, you may order 
M-C Lock Washers loose 
in keg sized bulk shipping 
container. A.S.A. light, 
medium or heavy section; 
plain steel, plated steel or 
non-ferrous. 


Lock Washers for the Distributor 
Mellowes offers you, the distributor, lock 
washers in a wider choice of modern func- 
tional packaging than any other manufac- 
turer. 


Write for Distributor Price Lists 


; ney Chain’s newly created Market 
ing department, which will func Lock Washers 
tion as a market factfinding and 
recommending agency for both 
tkins 
company divisions. Mr. Atkin . « « Modern, Functional 
joined Whitney Chain in 1941, BULK PACKAGING 
where he has served as advertising 
Cc § - ed as adve if as oe No Extra Cost ! 
and export sales manager for th 


past 12 vears. 





rn Ween: 
y te. 
as ee S+16- mee 


=) he 


*The contents of a Keg 
ONE Shipping Container — 
divided into 6 equal cartons 
Le eel — Labeled and Counted 
amson rr Se€sslOns 

aceite Shae aiiiiies FOR VOLUME USERS 
REESE. Ae mage JOB-PAK reduces handling ex- 
pense — each inner carton of lock 
washers weighs approximately 33 


7 
and general sales manager, ‘The Ibe. — easy to place on stock 
shelves with other packaged items 


T. Wm. Kelly 


James G. Rayburn, vice-president 


Lamson & Sessions Co., announced 
the promotion of ‘I’. Wim. Kelly to JOB-PAK assures maximum uss 
of sto k room floor area no open 
> y kegs, boxes or cartons on floor or 
> teri LIStT I . 
of the firm’s western district. Mz i piefien. 
} 


PZ : ome 
Kelly will headquarter im ms Com JOB-PAK eliminates counting 


pany's Chicago plant and weighing, manual effort and 


; , warns. raps z d mi 
G. William Eggers was appointed error—prevents spilling and mix 


the post of assistant sales manag¢ 


ing of sizes 


sales representative for Lamson & 
. . JOB-PAK provides re-usable 
Sessions in the St. Louis area, which ; 

| containers 


is also part of the firm’s western | jop_paKk poner enone ae 
district. ventory, simplifies stock distrib 
tion. 
JOB-PAK individual inner car 
tons of lock washers are the same 
as a distributor pac kage 


FREE! Home Assortment 


of Plated Lock Washers in Min- 
iature JOB-PAK. Write for Yours 


tt t~ — 


( 


LOCK : WASHERS 


tHe ALZLITZAGZE co 


129 E. Nash St. © Milwaukee 12, Wis. 
Manvtocturers of a Complete Line of Lock 
Weshers in all Standerd end Special Sizes, 
Neon-Ferrous end Picted in Bulk, Conventional 
Packages, Special Pockoges, Colm Pek and 


dob-Pak. 
A 8476.1/3c8 


G. William Eggers 
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Spotcheck 


SPRAY CAN 


SK-3 Complete Inspection Kit 


Everything needed for complete dye penetrant 
inspection included in handy, lightweight 
Fiber-glass carrying case. 2 cans Penetrant, 
2 cans Developer, 4 cans Cleaner. Instruction 
book and cleaning cloths 


ALL ABOUT SPOTCHECK! 


SPOTCHECK — manufactured by the 
MAGNAFLUX CORPORATION —is 
the Dye Penetrant Inspection available 
in pressurized spray cans. For mainte- 
nance and in-process inspections, 
SPOTCHECK marks all crack type 
defects open to the surface (including 
defects invisible to the naked eye). 


A “SMALL ORDER” PROFIT GETTER 


SPOTCHECK is used to inspect metals, 
carbides, ceramics, plastics, etc. YOU can 
see that the market is BIG and what is 
more important, GROWING! In use, 
SPOTCHECK SK-3 KIT materials are 
used up in a hurry. Repeat business is 
really automatic! You get big profits 
and fast — you buy by the case and sell 
by the can. You can also supply your 
largest users with bulk deliveries. You 
can get the ball rolling with a modest 
stock because you will be dealing with 
MAGNAFLUX, the leader in the testing 
field. We can steadily and rapidly fill 
your orders — FROM STOCK. 


PRICE INFORMATION 


gives you— 
acMeltiielelelc) gee 


these 
ole Mel alvele(=t; 


& SMALL INVENTORY 


modest dollar and space investment 


STABLE PRICE 


All substitutes cost more 


NATIONAL ADVERTISING 


By Magnoflux 


DIRECT MAIL PROMOTION 


Tested folders for Distributor use 


MINIMUM SELLING TIME 


No Service Calls — Good mail seller 


© HIGH PROFITS 


High first sale profits 
Higher replacement profits 


SPOTCHECK Gives Your Customers 


@Y COMPLETE INSPECTION — Avoids visual 
guesswork. No other equipment needed 

@J FAST INSPECTION—This easy-to-use 
“crack finder” sprays on fast with no 
waste. 

© Portasiity — the lightweight SK-3 Kit 
can be used in the plant or in the field 
No power needed. 


© Lower PRICES — ALL substitutes tost 


more! 


® satistaction — Magnoaflux guarantees 
satisfaction with all its products. 


The complete SK-3 Kit shown above is priced at $36.00 to your customer. He can't do better 
anywhere. Send the coupon below for more details. Get Distributor price list on the SK-3 
Kits, low case lot prices on replacement materials, and bulk deliveries. OO IT TODAY! 


NO salesman will call. 


We have a Selective Distribution Policy 
Some Good Areas are Still Open—WRITE TODAY! | 


MAGNAFLUX CORPORATION 
7330 West Ainslie Avenue, Chicago 31, Illinois 


| Please send all details on Spotcheck including distributor terms. 


| NAME 
TITLE _ 
COMPANY____ 
ADDRESS____ 








INDUSTRIAL DISTRIBUTION # OCTOBER, 1957 


Robert P. Eninger 


Wayne Pump Appoints 
Head 


t P. Eninger was ap] 


Distributor Sales 
of distributor sale 

Industrial Division, ‘The 

Pump Co. He will be 

Fort Wayne, 

. - 


e€ respons ¢ 


Ind., where he wi 
for sales of | 
through distributor 

Mr. Eninger has been associate 
vith Wavne Pump for many vears 
ind has held a variety of posts. H« 
vas assistant director of the A 
| iborator\ 


manager of domestic sales, manage! 


Compressor Research 


of export sales and, for the past ten 
vears, has served as sales manager 


for air compressors and hose reels 


Names Sales Manager 
Ralph G. Pappert was appointed 
manager of sales service for Wayne 


Pump’s industrial division He 
joined Wayne in 1916 and was man 
ager of the industrial division’s cen 


tral district. 


Ralph G. Pappert 





St. Louis Distributor Plans 
Tool and Machinery Show 


Plans were announced for the 
second St. Louis Tool and Ma 
chinery Show, sponsored by Mill 
Supply and Machinery Co., St. 
Louis, on Oct. 9, 10, 11 and 12. 

The event, which was first held 
two years ago, will feature working 
demonstrations by factory techni- 
cians from throughout the US. 

Carl W. Burst, Jr., vice-president, 
estimates that 2000 production men 
will attend the show. ‘The site is to 
be the newly-purchased and remod- 
eled headquarters of Mill Supply. 
The entire second floor and part of 
the first floor 
displays of equipment handled by 


will be devoted to 


the firm 


Robertshaw-Fulton Moves 
The Robertshaw-Fulton Controls 
Co. moved their executive offices 
to 911 East Broad St., Richmond, 
Va. They will occupy the entire 
top floor of the Life Insurance Co. 
of Virginia Building. It an- 
nounced, however, that John A. 
Robertshaw, chairman of the board, 
and the company’s international 
operations under John A. Robert- 
shaw, Jr., vice-president, will main- 
tain their headquarters at the old 
110 East Otterman St., 


Greensburg, Pa. 
~ 


was 


address, 





LARGE INVENTORIES, says George 
Mihalcik, sales manager, Woodbury 
& Co., Portland, Ore., are another 
good reason for constant analysis of 


sales these days 


CURTIS MODEL C-100 


Two-Stage, Air-Cooled Air Compressor 


Delivers MORE Air... 


MINUTE 
HORSEPOWER 


L4i he)’ / vam tel!) mel: 
ELECTRICAL ENERGY 
CONSUMED 


PER 


25-30-40 H. P. 
Provides Higher Operating 
Efficiency Costs Less to Install 


The Curtis Two-Stage Compressor as- 
sures a saving in your power costs. 
It’s air cooled, thereby eliminating 
expensive water bills—quick and easy 
installation with no complicated 
plumbing problems. 


The new C-100 embodies 
all the well-known Curtis 
engineering features such 
as centro-ring oiling and 
Timken Main Bearings. 


For complete information 
write for illustrated folder. 
u 


cam, Crvesrip, 


% OUR 103rd YEAR 
4 MANUFACTURING COMPANY 
PNEUMATIC DIVISION 


1911 Kienlen Ave. St. Louis 20, Mo 


, eS « 
“wy eee 

* Fd 

AIR HOISTS AUTOMOTIVE 
AIR CYLINDERS AIR COMPRESSORS 


a COUN, 
Y 0 
Lt 





PACKAGED 

| AND 
REMOTE 
AiR 





INDUSTRIAL DISTRIBUTION # OCTOBER, 1957 





Continuous Threaded 


STEEL ROD 


Sintz ert* threaded rod gives you these important 
time-money saving features. 

@ Quality—Made from #1010 CISI cold rolled 
steel @ Smoother, More Uniform Threads 
@ Greater Strength @ Low Cost. 

Try SINTZ once and you'll be convinced. 


ORDER FROM YOUR MiILL SUPPLY HOUSE— 
__ INDUSTRIAL JOBBER OR DIRECT FROM... 


craupe SINTZ inc. 


1940 STANLEY AVENUE 
DETROIT 8, MICHIGAN 


*Cold Rolied Threaded 
—Bends Cold 


STUDS + FORMED RODS « PIPE PLUGS 


ALWAYS FIRSTEST 


with the bestest 
precision screw 


machine products. 


CAP SCREWS +- COUPLING BOLTS 
SET SCREWS: MILLED STUDS 
7) Nha Ih .. Our specialty. 


The Ottemiller line is sold exclusively through 
Mill Supply houses and Industrial Distributors. 


WHGetomiller CO YORK, PENNA. 
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Robert B. Little 


Washer Institute Elects 
Little President 


Robert B. Little, general sales 
manager, Reliance Division, Eaton 
Mfg. Co., assumed the presidency 
of the Helical Spring Washer Insti- 
tute at the organization’s Sept. 
meeting. 

Mr. Little was elected president 
after serving two years as chairman 
of the institute’s Standards Com- 
mittee. 

Before joining Eaton’s Reliance 
Division in 1948, Mr. Little was 
New York district manager for the 
Moltrup Steel Products Co. 


Open House Scheduled 


C. R. Dent, vice-president, Blue 
Ridge Hardware & Supply Co., 
Inc., Bassett, Va., announced that 
Oct. 4 and 5 will be the dates of 
an open house and industrial show, 
to be held in conjunction with the 
Virginia Machine Tool Co. There 
vill be displays and live demonstra- 
tions by nationally known manufac- 
turers. An informal buffet dinner 

vill od served to guests on Friday 
evening, Oct. 4, at 6 p.m. 


Spuck Named Bank Trustee 


Conrad P. Spuck, president, 
SagerSpuck Co., Inc., Albany, 
N. Y., was elected to the board of 
trustees of the City and County 
Savings Bank, Albany. He was co- 
founder of the industrial supplies 
firm with the late Howard M. Sager 
in 1923 





With, of US Steel, 
Retires; Darney Named 
George O. With, assistant vice- 


president, reinforcing bar division, 
U. S. Steel Supply Division, retired 


after 24 years of continuous service | 


with the company. 
Mr. With began his career with 


U. S. Steel’s former Carnegie-llli- | 
nois Steel Co. as a sales engineer. 
That same year he was promoted to 


assistant manager of sales, structural 
division. He subsequently held the 
positions of manager of sales, con- 
crete bar and specialty products di 
vision, and manager of sales, con 
struction industries. In 1949 he 
joined the U. S. Steel Supply Divi 
sion as assistant vice president, re 
inforcing bar division, a post h« 
held until his retirement. 

Daniel F. Darney was appointed 
manager, stainless steel products di 
vision, U. S. Steel Supply Division 
headquarters, Chicago. 

Mr. Darney began his career as an 
ofhice boy with U. S. Steel’s former 
Carnegie-Illinois Steel Co. In 1953, 
he joined U. S. Steel Supply Divi- 
sion in its Chicago general office as 


assistant to the manager, stainless | 


steel division. The following year 
he was transferred to the St. Paul 
district as product specialist, stain 
less steel, and in 1956 was made 
product representative there, the 
position he held until his recent ap 


pointment 





al 
WRITING UP an order for Hendrie 


& Bolthoff Co., Denver is counterman, 
Jim Betts. 


You have 4 lines of 
hydraulic jacks and pullers 
to sell which fit ALL of 
your customers’ needs 
Whether they push-pull- 
or-lift tell them about 
SIMPLEX units shown 
below: Fit the job! Do it 
faster! And guarantee your 


me BIG 4 


IN HYDRAULIC 
JACKS AND PULLERS 


*Y SIMPLEX 


ARE YOUR SALESMAKERS. § 


customers’ satisfaction! 


**RE-MO-TROL’’ 

PULLERS 

The “Re-Mo-Trol” Puller 

Unit is a powerful hydrau- 

lic Ram connected by high- 

pressure hose and remotely operated by electric, gas, 
air-powered or with hand-operated Pump. 7 Models 
have “center-bole’’. 


APPLICATIONS 


CAPACITY | 7 BENEFITS 





10-100 tons 


I t i ! 
11 models pulling or pressing sleeves, 


tensioning wire in pre-stressing concrete, lift-pull-or-push in ony direction easily 
geors, pin- & sofely from a distonce! 
ons, etc 





(2) SIMPLEX ‘““JENNY’’ CENTER-HOLE PULLERS 


The “Jenny” is a rugged, self-contained unit for pulling or pushing 
the most difficult jobs with hydraulic power and efficiency. 


BENEFITS 


CAPACITY | APPLICATIONS | 





push-pulls-lifts without to 
que through center hole 


mines, oi! fields, shipyords, 
reilroods, diesel, general 
maintenonce, post tensioning 
concrete, efc 


30-100 tons 
6 models 





© ROL-TOE JACKS 


BENEFITS 


CAPACITY APPLICATIONS } 





lifting heavy mochinery 
also tronsform 


10, 25 and for toe 
50 ton and eavipment, 


lifts full copecity on cop or toe! 
3 models ers 





Q STANDARD HYDRAULIC JACKS 


BENEFITS 


CAPACITY | APPLICATIONS | 





smooth lift power, service-free 
operation! 


3-100 tons 
8 models 


all general construction indus- 
trial maintenance problems 





SIMPLEX MAKES SPECIALS, TOO! 

Simplex makes and stocks all kinds of special-purpose jacks 
including Trench Braces, Mine Roof Jacks, Cable Reel Jacks, 
Pole Pulling or Straightening Jacks, Planer Jacks, Pipe Push- 
ing Jacks and all kinds of jacks for Railroad work 


eoe tee . rene 
min Anca, ane MYORAWAM JACKS 


TEMPLETON, KENLY & CO. 
2523 Gardner Road Broadview, Illinois 
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Wooster 
Pipe Roller 


makes pipe painting 
faster, easier 


Contractors and maintenance 
crews will welcome this time- 
saving Wooster PipeKoter. It 
makes pipe painting as fast 
and efficient as painting flat 
Even the hard-to- 
get-at top side can be coated 


surfaces. 


fast and easy. 

Now contractors can make 
safer bids on such jobs as color 
coding or moisture proofing 
pipe systems, as well as routine 
pipe maintenance. 

Three sizes of PipeKoters 
fit all pipes, from the smallest 
through six inch. Use coupon 
below for demonstration. No 
obligation, of course. 


OOSTER 


BRUSH CO. 


" \Zelol—ue -4- melo ile) 


ee ee 2 eS eS eS eS eS Se eS ee ee ee ee eee eee 
We'd like to see how 

this new PipeKoter works! 

Nome 

Title 

Distributorship 

Address 

City and Stote 


Made by Wooster maker of the famous 
Exploded-Tip® Brushes 


wm 
Ww 
nd 





| GARLAND 


RAWHIDE 
HAMMERS 






John M. Mele 


Bay State Names 
Mele District Manager 


The appointment of John M 
Mele as Philadelphia district man 
ager was announced by Elden | 


\uker, vice-president in charge of 
sales, Bay State Abrasive Products 
Co 

Mr. Mele, a mechanical engineer, 
has been associated with the West 
boro, Mass., 
abrasive engineer first in the Ohio 
New 
joining Bay 


firm since 1951 as an 


area and most recently in 
York City. Before 


State, he was employed by the Shell 





Oil Co. in their Industrial Lubn AND 
cant Division. 
As district manager, Mr. Mel 


Rawhide | 
Mallets 


If you sell where precision 


will supervise Bay State’s activities 
in the Philadelphia area, which in 
cludes eastern Pennsylvania, south 
em New Jersey, Delaware, Wash 
ington, D. C., Maryland and Vir 
ginia. 
striking is done . . . and 

: i chances are, that’s in 95% of 
Technical Writer 


. you should be 
Joins Moore Staff 


your accounts. . 
selling Garland products. 

John B. Moore joined the sales 
force of the John B. Moore Corp 
as their sales representative for all 
the southeastern states, with head 
quarters in Miami. 

Mr. Moore previously devoted his 
energies to addressing technicians 
and engineers and writing for trade 
publications. His articles “You Can 
Do More About Solvent Safety” 
and “Selection of Solvents and Con- 
trol of Hazards” are well known in 
the field. 


From a profit standpoint, you'll 


be smart to 


FOR FULL 
DETAILS 
and PRICES 








48 WATER STREET © SACO, MAINE, 
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Lunkenheimer Announces 
Personnel Changes 


Harold H. Layritz, sales manager, 


I'he Lunkenheimer Co., announced 
the appointment of Glenn Hill, 
Bob Miles and Lowell Barton as 
sales representatives. Messrs. Hill 
and Miles will represent the firm in 
the Cincinnati and Los Angeles 
ireas, respectively. Mr. Barton, a 
sales trainee, will be assigned to a 
branch territory in the fall, after 
ompleting field training. 

Mr. Lavyritz also announced that 
Phil Stokes, formerly at the New 
York office, has been transferred to 
Des Moines and will represent the 
ompany in Iowa, Nebraska and 
South Dakota. 


Retirement Announced 


Harleston R. Wood, president, 
\lan Wood Steel Co., announced 
the retirement of Chester E. Davis, 
executive vice-president of the firm 
since 1943. Mr. Davis joined Alan 
Wood in 1930 as an industrial engi- 
neer. He became assistant to the 
vice-president in 1937 and was pro- 
moted to vice-president in 1939 


Dallas Distributor Expands 


Dallas Screw Products Co., Inc., 
distributors of Dallas, Texas, moved 
into new and larger quarters at 
3008 Taylor St. Additional floor 
space was acquired and several new 
lines were added. W. E. Norris is 


ind founder of the spe 


president 
ialty fastener concern 








PRESIDENT f the Industrial Suy 
( Denver Walter S. Bean 


beiry tly 7 1 + ‘ rter 
juaTtel 





9 COMPLETE LINE ° 
* ANCHORING AND DRILLING DEVICES 


FOR ALL MASONRY 


Arro Anchoring and Drilling Devices are distributed 
by the most economical method to you 
through industrial suppliers, wholesale hardwares, or 
electrical supply houses throughout the country 


-_— 


(FSO 11) = 4\ 


SPIRAL-DRIVE NAIL ANCHOR MACHINE SCREW ANCHOR 


. 
- - — ARR, 
Tae — 

- 
le! § 


—, 


EXPANDER SETTING TOOL 


LEAD SCREW ANCHOR 


¢C ~ 
A - 

(pn Amen 1a): | TWO WING SPRING-TYPE 
— —"\s 


TOGGLE BOLT 


STUD BOLT ANCHOR 


evemerenee 
Pe | 
NO. 5 TUMBLEHEAD 
TOGGLE BOLT 


ie FSi Gn Oay 
ARROFLUTE CARBIDE MASONRY DRILL 


FOUR-POINT HAND STAR DRILL 


MAL-LEAD BOLT ANCHOR 


LAG SCREW EXPANSION SHIELD 


~ 


a 


TWIST DRILL POINT 


Ae 
a 
sill 7. wi — es —————$—— > 


o FOUR-POINT DRILL POINT 
A-C-E EXPANSION SHIELD 


Gn hi {i1)) a/ ‘ (= cm 


—_— 
» 


©-E EXPANSION SHIELD 
RUBBERGRIP DRILL POINT HOLDER 


‘co —— es 


LITTLE MAJOR TURNBUCKLE 


xcs lal = 
DOUBLE EXPANSION. SHIELD 
DISTRIBUTORS: 
Tus Advertisement Appears in Lending Hubtications 
Directed to Your Customers 
ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 
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Sarco Head Named 


A . To Charity Post 
mazingty Herbert L. Simmons, president 
C O O L treasurer, Sarco Co., Inc., was ap 
pointed chairman of the Plumbing 
MODEL 55-VCX-701 
HEAT | 
cular Dystrophy Associations of 


VENTILATED FOSTORIA America, Inc., according to an 
da, °9 aCCc 5 f 
REFLECTOR Reoley- Vans - announcement by William Mazer, 


MDAA president. 
Mr. Simmons will organize sup 
port among firms and individuals 






and Heating Division of the Mus 











FINEST OF ALL 
LOCAL LIGHTING UNITS 








{© 
Ze in the heating industry for the 1957 
$9.31 MARVELOUS NEW MDAA campaign for funds to sup 
In Std pas SEEING TOOL port research into the crippling 
as Frictional arm and collar ; disease. 
disc joints give flexibility ; ' 
of a thousand positions He has been associated with Sarco 
to direct light exactly as for more than 30 vears, where he 
wanted. Rugged con- Ae ; 
struction with heavy duty INNER SHIELD has held many executive capacities 
, industrial socket, Levolier ACCESSORY He is currently president of the 
switch and universal base. a . ee " 
using 100 Steam Heating Equipment Manu 
WATT lamps. facturers Association. 
WRITE for complete ja. : 
catalog of Localite /% > 
Models for every in- | } 
dustrial use @) ? 
a Executive Appointments 


THE FOSTORIA PRESSED STEEL 

CORPORATION, FOSTORIA, OHIO 

Localites are available through 
wholesalers everywhere 


Announced by Witt Cornice 





The promotion of Stuart J 
Swensson, Jr., as secretary and Rob 
ert A. Suddendorf as comptroller 
was announced by James C. Witt, 


} 


THE MOST COMPLETE SOURCE 
president, The Witt Cornice Co. 
Mr. Swensson was formerly asso 


‘ ciated with the American Hot Dip 
R E W S Galvanizers Association before join 
PRECISION BRAND® 3° ing Witt Cornice in 1955. In addi 


BOLTS NUTS |Miguunnn og 





tion to serving as secretary, he will 








WwW Distinguished for quality, continue in his present capacity as 
A S H E R S |  @ecuracy, uniformity, straight- reneral sales manager 
ness, etc. PRECISION BRAND - a ily 
RIVETS --FASTENING DEVICES dowel pins are made from the Mr. Suddendorf, the new comp 
ALL TYPES finest steel obtainable for f troller, has been associated with 
A 


‘S this purpose. They are 
4 : - ALL SIZES hardened and ground to 
» Ng ANY QUANTITY += .0001” and are available 
Available also in from 4" to 1" die., %” to 6” 
lengths. Supplied in .0002” 


EVERDUR e@ MONEL and .001” over basic sizes. 


NICKEL ALLOY STEEL and also come in bulk quanti- 
NAVAL BRONZE 


ALUMINUM PRECISION BRAND dowel pins Vf 
are attractively packaged ‘ f 


SPECIALS viii 
MANUFACTURED ‘ oa a 
TO BLUEPRINT | AVAILABLE 
SPECIFICATIONS | GF send Us You 


Specifications 


Stainless | PRECISION STEEL 





SCREW & BOLT CORP. WAREHOUSE, INC. 


131 CHURCH STREET, NEW YORK7ZN Y i 


f WNER . ve LIN S 


Stuart J. Swensson, Jr. 








254 INDUSTRIAL DISTRIBUTION # OCTOBER, 1957 




















A. Suddendorf 


Robert 


Witt Cornice since 
and advertising capacities. He is a 
director of Varland Metal Service, 
Inc. 


1950 in sales 


Leschen Appoints 
NW Sales Representative 
Charles C. Wallace 
pointed sales representative for 
Leschen Wire Rope Division, H. K. 
Porter Co., Inc. His territory will 
include all of Washington and 
Montana, and most of Oregon and 
Idaho. 
Mr. W 
fornia. His previous experience in- 
cludes selling Leschen wire rope to 
loggers for Pacific Engine & Ma 
He will headquarter 


was a p- 


illace is a native of Cali- 


chine Works 
in Seattle 


Adds Sales Representative 

David M. Taylor has joined the 
sales force of the S. G. Taylor Chain 
Co. Inc. He was previously em 
ployed by the Reynolds Metal Co 
as an inside sales contact man in the 
firm’s Chicago office. 





“DROP ROCKS HERE” 


Michigan’s Midland County is going 
to transform a citizen-contributed rock 
pile into a 52-prisoner jail, says Engi- 
neering News-Record, McGraw-Hill pub- 
lication. The jail will need about 7000 
rocks—and they must be fieldstone and 
no smaller than a football. The county 
has erected a sign on a courthouse 
lawn directing contributors to “Drop 
Your Rocks Here.” 











| 


| 
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«-- another reason why you can make more sales 
with GREENLEE No. 798-AC Hydraulic Power Pump 





This exclusive aew feature of the Greener No. 798-AC Lightweight P 


1 } 


Power Pump . . . two-speed action for fast approach to the work and auto- 
matic change-over to lower-speed high pressure . . . means a big sales } for 
you. Buyers prefer the Greencer Pump because it eliminates costly w 

time for the ram to reach the work . . . mak bs move fast. Thi mpact, 
p rtable electric motor-driven pump handles a wide variety of hy 


power requirements: Either for hydraulic pipe | 
the field . or for opera 


systems in the plant or laboratory 


share of it now by stocking and selling the G N N 


<= 
GREENLEE 


Greenlee Tool Co. 
1930 Herbert Avenue, Rockford, IIlinois 


Please send data on the timesav new GREENLEE 


No. 798-AC Portable Hydraulic 


Power Pump. 


Nome 


Company 


GREENLEE TOOL co. 
1930 Herbert Avenve 
ROCKFORD, ILLINOIS, U.S.A, 


Address 


City ond State 


OCTOBER, 1957 














MR. DISTRIBUTOR: 


IAS 
THINKING OF © 
Z DEPENDABILITY? \ 


7 


N) ass) (aa 





‘ 


THE ANSWER 


“POSITIVE” 


LOCK WASHERS 


KANT LINK TYPE 


HIGH COLLAR TYPE 
THE LINE BUILT BY 


66 YEARS 


OF DISTRIBUTOR CONFIDENCE 
Yes—since 1891 many Distributors 
have depended on “Positive” as 
their sole source of supply because 
“Positive” makes the best possible 
product for every fastening need 
and sells through Distributors. 


‘ss DOSITIVE ~ 


(2 
iz LOCK WASHER CO. 


nf 
AVE. A & MILLER ST,, NEWARK 5, N. J. 
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John R. Gillis 


Roper Pump Appoints 
New England Sales Aide 

John R. Gillis, Lexington, Mass., 
was appointed district sales manager 
for the Geo. D. Roper Corp., pump 
division, in the New England ter 
ritory. 

Mr. Gillis is a graduate mechan 
ical engineer with wide experience 
in sales of power operated industrial 
equipment. 


Cameron & Barkley 
Open New Branch 
The Cameron & Barkley Co., dis 
tributors of Jacksonville, Fla., 
of a 


an- 
nounced the opening new 
branch at Cocoa Beach, Fla. 

Ihe new branch, located in the 
Jaymas Building at the 
tion of Merritt Island Causeway 
and U. S. Highway AIA, will be 
under the direction of William 
White. Ben Ward will be the local 
sales representative. 

Cameron & Barkley also maintain 
branches Charleston, S. C.,, 
Savannah, Ga., Jacksonville, Tampa, 
Mulberry-Bartow, Orlando and 
Miami, Fla. 


intersec 


In 





Everybody benefits 
when everybody gives 
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cacH IN ON 
BIG DEMAND 


Bridgeport! NEOPRENE 


CUSTIION 
GRUP 


SCREWDRIVERS 


90/ 


GREATER 
TORQUE 


SUPER COMFORTABLE 
NON-SLIP GRIP 
UNBREAKABLE HANDLE 
ALLOY STEEL BLADE 
FULLY GUARANTEED 





Resilient Neoprene 
Cushion Grip Saves - | 
Strain—Saves Skin— 


ncreases efficiency 


and production 


TESTED AND APPROVED 
BY INDUSTRIAL AND 


AUTOMOTIVE MECHANICC 





16 SIZES & STYLES IN OPEN STOCK 
REGULAR & PHILLIPS $1.00 to $2.70 list each 





special alloy tool steel for use on all case 


*Phillips blades specially made of hardened 
hardened sheet metal screws 


Write for information on 3 2700 Assortment 
with FREE Merchandiser 


THE BRIDGEPORT HARDWARE MFG. CORP 
BRIDGEPORT 5, CONN., U.S. A 








7) Mim bee.) 3B a ey 0 8}. - 
ITS KNOWN SO WELL'!... 


ise 


OF CINCINNATI! 


The Hisey line is welcomed by machinery buyers 
the nation over. Check on your possibility for 


EXTRA SALES—EXTRA INCOME—WI/TH HISEY! 





J. Porter Golden 


P.S. Ask about the few key 


Golden Replaces Laughridge: area distributorships now open. 
, . ee i fl x . We're on the move at Hisey ... 
Fafnir Expands in Florida WRITE TODAY! 





J. Porter Golden took over the 
post of Atlanta regional manager of From 
The Fafnir Bearing Co., replacing Surreys 


A. G aughridge who has retirec 
A. G. | hrid | | t 1 





to Sports Cars 








after 33 years with the firm 
Mr. Golden was formerly produc 





tion manager of Golden’s Foundry 
ind Machine Co. Mr. Laughridge 
joined Fafnir in 1924 and last vear 
was promoted to southeast regional 






A famous name in 
grinders and buffers! 


Hisey 


OF CINCINNATI 


manage! 
Kxpansion of the firm’s industrial 






activities in Florida has led to the 3 JA Drill 
new Fafnir sales headquarters in the Grinder with Yes, for more than a half- 
Tampa-St. Petersburg area. The me OS tate century, the name Hisey 
new district will be covered by Fred has meant high quality, 


eric D. Van Arnam 


low cost machine tools in 
every kind of industry. 
From horse-and-buggy 
days till now, Hisey has 
kept pace with America's 
ever-changing machine 
tool needs. Write today 
for Hisey catalogs de- 
scribing and picturing a 
leader line among the 
nation’s outstanding 
heavy duty and general 
purpose grinders, buffers 
and polishers. 


Infinitely 
Variable 
Speed Buffer 
1 to 15 HP 


Davis Promoted by Parker 

D. W. Holmes, vice-president, 

Parker Appliance Co., announced 

the appointment of Earl C. Davis 

is sales manager of the firm’s indus 

trial hydraulics division. Before 

joining Parker in 1955, Mr. Davis 

4 was with the New York Air Brake 
Co.’s Hydreco division. 


Pedestal 
Girnders — 
i>, ae Oe 








Jeffrey Acquires New Site 


Improved facilities will be the re- 


THE HISEY-WOLF 


sult of the change of address an- 


til 
nounced by The Jeffrey Mfg. Co 


for its Houston, Texas, district of 


MACHINE CO. 


360 MT. HOPE AVE. 





fice. The new address is 505-A 


Southern States Life Building, 3400 Precision Grinder Ye to 10 HP Cincinnati 4, @) IT: 


4” to 20” Wheels 
Montrose Blvyd., Houston. » 3 . 
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Our modern new plant at Chaffee, N. Y. 


The Super-Sierling BROACH 
line of Hand, Power, and Band Saw 
Blades will be represented at the 


NATIONAL METAL EXPOSITION, NOV. 4-8 
by Mr. Ed. Canne, Vice-Pres. — Sales. 


PR 
DIAMOND SAW WORKS, Inc. 


Chaffee, N. Y. 


Fvery plant needs a SHOPLIFTER 


(THE ORIGINAL 
500 LB. HAND LIFTER) 


More than 10,000 have 
been supplied to over 
50 different types of 
industrial plants 
all over America 


Only *210°° 


Rugged, simple, few moving parts. Will 
last a lifetime with practically no upkeep. 

Pays for itself over and over again in 
time and labor saved — lifting dies, ma- 
chine parts, loading and stacking. Elimi- 
nates danger of lifting injuries. 

1000 Ib. and 2000 Ib. Shoplifters and 
many special duty models available. 
Write Don Subr for salesmen’s catalogue 

sheets and re-sale information. 


- Performance guaranteed. 
arene Sold with a 10-day 


free trial offer. 


ECONOMY ENGINEERING CO. 


4532 W. Lake St., Chicago 24, Ill. 
Eastern Sales Office: 342 Madison Ave., New York 17, N. Y. 
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Edward H. Hodgson 


Duff-Norton Assigns 
Sales Promotion Slot 


Edward H. Hodgson will handle 
sales promotion for Duft-Norton 
Co. as the result of his latest pro 
motion. 

Formerly sales manager for the 
firm’s Ohio district, Mr. Hodgson 
was a steel salesman in Pittsburgh 
before joining Duff-Norton in 1949. 


LeValley McLeod Acquires 
Fifth Stocking Branch 


LeValley McLeod, Inc., Elmira, 
N. Y., acquired the office and ware- 
house, inventory and equipment of 
the Binghamton branch of W. A. 
Case & Son Mfg. Co., Inc., 358 
Water St., Binghamton, N. Y. 

The firm, which has maintained 
1 branch sales office at 158 Water 
St., Binghamton, since 1950, will 
move immediately to the former 
Case warehouse, where complete 
stocks of plumbing and _ heating 
equipment, industrial and mill sup 
plies, will be maintained. 

The building contains approxi- 
mately 56,000 sq. ft. of warehouse 
space and is adjacent to a pipe yard 
where stocks of steel pipe up to 24 
in. in diameter will be carried. 

The Binghamton branch will be 
under the direction of Frank Mer- 
ville, vice-president, LeValley Mc- 
Leod. Working with Mr. Merville 
will be Hugh Neely, former assist- 
ant manager of W. A. Case & Son. 
Mr. Neely will be in charge of the 
plumbing and heating division. 





Earl G. Fugett 


Fugett Branch Manager 
For Cuno Engineering 

C. H. Winslow, vice-president, 
The Cuno Engineering Corp., an- 
nounced that Earl G. Fugett will 
be branch manager at the firm’s 
new sales engineering office in 
Ardmore, Pa 

In his new capacity, Mr. Fugett 
will direct Cuno’s field sales and 
service activities in metropolitan 
Philadelphia and the surrounding 
four state area. Working with Mr. 
Fugett is John Toebe, recently ap 


pointed sales engineer. 


Stanley Promotes Mabry 
to Head Atlanta Branch 


Frank E. Mabry was appointed 
branch manager in Atlanta for Stan 
ley Building Specialties Co., a sub- 
sidiary of ‘The Stanley Works, ac 
cording to an announcement by 
Benjamin I. McGovern, Jr., general 
sales manage! 

Mr. Mabry joined Stanley as a 
salesman. Previously, he had worked 
is a construction superintendent 
ind salesman in the building mate 


rials field 


Lewis-Shepard Promotes 
Edward S. Miller, associate rep 
resentative for Lewis-‘Shepard Prod 
ucts, Inc., in Minnesota and north 
ern Wisconsin, was promoted to the 
post of senior sales and service rep- 
resentative for that area. His head- 
quarters will be in St. Paul. 


here’s what GLOBE means by a 
COMPLETE LINE of BELTING 














 ieeete 
bet pe : 


ANY QUANTITY 
> 











. a (A y 
any | Suess} 4/4) } 


QUALITY... 
Globe belts have always been good belts. Words have seldom 
been used to talk quality into them. Instead, for more than 40 
years we have been at the job of making them better 























The largest stock of belting in the industry. Where the ratio of 
outstanding quality to honest price is what makes a lasting 
impression on users of Globe belts. 


SERVICE... 
Is there anything higher on the list of important busines: 
items than good service? At Globe, service is a habit. Stock 
items are shipped the same day your order is received. Specia 
orders are furnished on short notice. 


MANUFACTURERS OF: 

WHITE SOLID WOVEN COTTON BELTING e IMPREGNATED 
PRESS-CURED BELTING e WATERPROOF AND WAX TREATED 
BELTING e KANRY-TEX BELTING e« NEOPRENE BELTING 
PLASCELL BELTING e CELLULOSE BELTING e¢ STITCHED 
CANVAS BELTING e ROUND BRAIDED ENDLESS BELTS 
HEVALOID ENDLESS BELTS e WOVEN ENDLESS BELTS 

CLEANER AND SIFTER BRUSHES + WEBBINGS 

HOISTING SLINGS e BELT DRESSING 


GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON STREET e BUFFALO 6, NEW YORK 
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crushing... 


is this your wire rope problem? 


A New Departure 
in National 
Advertising 


Here's another in a con- 
tinving series of Leschen 
RED-STRAND wire rope 
ads designed to build good 
will and sales by empha- 
sizing service to insure your 
customers’ satisfaction. 
Watch for this series in 
leading trade publications. 


Carl K. Shank 


Right construction for the job reduces 


downtime... cuts wire rope costs! 
SEND FOR LESCHEN ‘RED-STRAND”’ BULLETIN NO. 102 


Once wire rope is crushed or pinched out of shape on sheaves 

or drums, useful life is drastically shortened. More often than 

not, this loss can be prevented. Minor changes in equipment, 

adequate inspection or using the most suitable rope construc- 

tion may eliminate the difficulty entirely. These and other 

solutions are clearly explained in Bulletin No. 102 which is 

yours for the asking. By all means write for your copy today. ‘i a 

Feel free, too, to ask for solutions of any other wire rope prob- Richard Kelcer 
lems you'd like to have solved. The full re- 

sources of our engineering staff and field Dodge Appoints New PA: 
organization are at your service. Address: ices lies icles Wiis ilies 
Leschen Wire Rope Division, H. K. Porter ee aooe meses Saree Wulets 


Company, Inc., St. Louis 12, Missouri. Iidwin Khodes, former special 
engineer of Dodge Mfg 


H. K. PORTER COMPANY, INC. : ii ° was appointed purchasing 


LESCHEN WIRE ROPE DIVISION yr the firm, according to an 
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ill "It's a honey 


The company, manufacturers of 
powe! transmission equipment, also f h ! hl 
announced the appointment ot O a ack Saw ade 
Carl K. Shank as works manager . 
and Paul Jordan as director of engi 


neering. Richard Kaiser succeeds 
Mr. Jordan as plant engineer. 


Minneapolis-Honeywell 
Makes Sales Appointments 
Appointment of E. J. Byrne as 
petroleum industry manager for the 
Industrial Division, Minneapolis 
Honeywell Regulator Co., was an 
nounced by J. A. Robinson, field 
sales manager. 
Mr. Byrne joined Honeywell in 
1947 as an industrial instruments 
salesman in the Houston office. He 
was subsequently industrial sales 
manager in the Dallas office and for 
the last four years served in the 
same capacity at Houston. 
Mr. Robinson announced that 
K. R. Knoblauch, who joined the 
firm in 1924, will now serve as 
chemical industry manager on a 
national basis. Mr. Knoblauch was 
formerly metals processing industry , 
manager. Mr. Ned Kellner, Partner, 
[wo new industrial managers Kel+ Sir Company, Milwaukee, Wisconsin. 


were also named for the Dallas and " 

Houston branches. At Dallas, Paul SURE we're enthusiastic about selling 

R. Sharadin succeeds Robert Harris, DISSTON Hack Saw Blades," continues Mr. Ned Kellner, 

who became district manager at Partner, Kel*Sir Company, one of Milwaukee's 

Tulsa. C. D. Walker succeeds Mr. largest distributors. 

Byrne at Houston. Mr. Walker and "We've got complete faith in their quality and so 

Mr. Sharadin joined Honeywell in do our customers. That means sales — over and over 

1948 and 1951 respectively. again. What's more, we buy Disston Hack Saw Blades 

at prices that allow profits ... attractive profits. 
"Disston supplies us with a complete line, too. 

So whatever our customers’ needs — power or hand 

blades — we can satisfy them. And, believe me, 

Disston's year-after-year advertising is a big help. 

It helps melt any sales resistance that's left." 








Want more information about Disston 
tools? ... about how you, too, can benefit by Diss- 
ton’s selective distribution policy? 

Write to: Henry Disston Division, 
H. K. Porter Company, Inc., 
Philadelphia 35, Pa 


“You are feeling sleepy . . . you will H. K. PORTER COMPANY. INC. 


sign the purchase order and insist on 


Arcrite bearings in the future.” Henry O'S STON DIVISION 
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COLUMBIAN 
aduertises 


eee 


Buyers Purchasing 
Digest 


Canadian Machinery 


Conover-Mast 
Directory 


Hardware Age 
Hardware Retailer 


Industrial 
Arts Teacher 


MacRae’s 
Mill and Factory 
Motor Service 


New Equipment 
Digest 


Popular Mechanics 
School Shop 
Thomas Register 
Vocational Education 





HYDRAULIC 
VISE 


speeds up production! 


frees operator's hands 
for essential work 


Every plant, machine 
——=—= shop, garage . 
every metal working 
company can speed 
production, save time 
and manpower, reduce 
costs with Columbian 
Hydraulic Vises. 


AA-?64 


For full details, write 
for Bulletin LL-2029 


Viseb The Columbian Vise & Mig. Co 
Cleveland 4, Ohio 


} Sledge Tested 
guoronteed unbreokabile 


controlled by 2 simp © 
foot pedals! 
SOLD EXCLUSIVELY THROUGH DISTRIBUTORS 





Stedard Stock 
BRONZE 


Qlexille HOSE 
CONNECTORS 


/. Fast moving, salable 
units to service industries 
needing All-Metal Connectors for 
correcting piping expansion and 
misalignment, or eliminating vibration. 


2. For full particulars write for 
DISTRIBUTOR’S UC3 BRONZE CONNECTOR BULLETIN. 








2163 South Kedzie Avenue, Chicago 23, Illinois 
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Henry G. Morgenson, Jr. 
Norton Announces 
New Sales Engineer 

Norton Co. announced the ap 
pointment of Henry G. Morgenson, 
Jr., as district sales engineer for the 
grinding machine division in the 
Detroit area. 

Mr. Morgenson joined Norton in 
1950 and has since been a sales engi- 
neer in the Worcester sales office. 


McConnell Fills New Post 
Created by Pangborn 

James R. McConnell was appoint- 
ed to the newly created position of 
manager, abrasive sales, with the 
Pangborn Corp. 

Mr. McConnell’s 
follows 10 years of experience in the 
abrasives field. Most recently he 
served as sales manager and treas- 


urer of Globe Steel Abrasive Co. 


appointment 


James R. McConnell 





Byron Jackson Consolidates 
Pumps in Lawrenceburg LIGHT YOUR WAY... 


Manufacturing and sales for all 
Byron Jackson “Standard Line” 
pumps are now headquartered in 
Lawrenceburg, Ind., according to an 
announcement by E. S. Dulin, 
president, Byron Jackson Division, 
Borg-Warner Corp. Previously, ex- 
ecutive management for these 
pumps was centered in Los Angeles 
with Lawrenceburg operating as 
one of several manufacturing plants. 

This remodeled plant is on a 10 
acre site and offers more than 175,- 
000 sq. ft. of manufacturing facili- 
ties. The new plant includes a 
Meehanite licensed foundry and its 
own hydraulic testing laboratory. 


Bostwick-Braun 
Adds Warehouse 


The Bostwick-Braun Co., Toledo, 
purchased a 100,000 sq. ft. ware- 
house at Hamilton and Tecumseh 
Streets, Toledo, which was formerly 
occupied by the Kroger Co. 
The new facility has a Nickel | ye. 60 
Plate railroad siding for eight cars, | Semeée type 
and an enclosed truck dock capable 
of handling 12 vehicles at the same 


' a : , me Normally used by contractors, munic- 
time. The addition of this new , 


/ ipalities, public utilities and industries, 
space to the other three ware- ea 

. the new DIETZ Visi-flash opens up 

houses operated by the company in- 

creases the firm’s capacity by 25%. 

Bostwick-Braun supplies dealers 

and industry in Ohio, Michigan and 


Indiana. 


many new markets because of su- 
perior design, construction, perform- 
ance, and lower cost. 

Visi-flash is shockproof because of 
elimination of fragile parts. Transis- 
tors do it . . . withstand jarring and 





abuse. Brighter because of optical 
lenses. Longer lasting because the 
transistor circuit doesn’t wear out. 


This is your selling ammunition... 
plus a complete distributor pre 
. ee package. Additional 
7 ' details in the new Visi-flash 
360° fer Barricades Fs ty nah na folder. W rite for it today. R. E 
Dietz Co., 116 Leavenworth 
Ave . Syr icuse l, N 


#630 Traffic Cone 360° Lens 





@ Civil Defense Operations 


for the world’s first transistorized 
@ Parking Areas and Drive-in Theaters 


WORK CONTINUES on the con- HAZARD WARNING LIGHT @ Animated, illuminated advertising displays 


. ana - 
ay at Link-Belt Co's ‘eur gs be @ Police and Fire Depts.; Sheriffs, State Police @ Dock Beacon and Camp Guiding Lights 
Indianapolis which is expected to go @ Private Airports and Emergency Aviation @ Organizations providing disaster aid for 
into operation at the beginning of the Lighting floods, wrecks, windstorms, etc. 
new year. 
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Special analysis Moly alloy steel, 
mill rolled to uniform gauge. 
Heat treated to 460-512 Brinnell 
hardness and tensile strength of 
200,000-275,000 p.s.i. Selected 
XX White Ash handles. Patented 
steel I-beam reinforcement stops 
handle breakage. Fully finished. 
Uniform quality 12 to the dozen. 
Workers like them for perfect 
hang, balance and finish... and 
they last 2 to 3 times as long 
as others. 


See Woed for non-sparking, acid 
resistant ALUMINUM shovels, too! 


THE WOOD SHOVEL & TOOL CO. 
Piqua, Ohio 


D 
moous BY WOO 


Bed 


SAM COHN, left, general manager 
FE. Cohn & Sons, Cedar Rapids, Iowa, 
report with E. | 


goes over a sales 


Heintze, sa 


es manager 





Brake Shoe Makes 
Sales Appointments 


I'he 


ican 


Amforge Division of Amer 
Brake Shoe Co. appointed 
W. Holbrook, marketing 


manager and George L. Essig, sales 


Francis 


manager. 

Mr. Holbrook joined the firm in 
1934 in an engineering capacity. He 
became a sales engineer in 1936 and 
a sales manager in 1941. 

Mr. Essig started with Brake Shoe 
in 1942 as a draftsman and became 
a sales engineer in 1947. In 1952, he 
was made sales manager of the divi 
sion’s Chicago (Drop) plant 





SHIPPING at The Ross-Willoughby 
Co., Columbus, Ohio, is a faster, more 
eficient operation in new Goodale 
Blvd. warehouse 
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i.» i 
every plant! 


a 


| 


“PLASTIC STEEL 


A DEVCON PRODUCT 


80°; steel 20°; plastic 


You can sell PLASTIC STEEL 


... the only product of its kind 
every plant where you call. Show 
your customers how it can save them 
hundreds of hours . . . thousands 
of dollars on all types of repair 
and maintenance work. Already, 
PLASTIC STEEL has cut lost pro- 
duction time to a minimum in 
thousands of actual cases . . . most 
of which are common throughout 
industry. It can be used for repairing 
and rebuilding machinery . . . salvag- 
ing metal parts . . . fixing leaking 
pipes and tanks . . . and making 
complex jigs, molds, dies and fix- 
tures at a fraction of the usual cost. 


Features that sell 


Bonds to metals, woods, and other 
surfaces 


in 


As easy to use as modeling clay. 


Hardens to steel-like strength in 
hours even under water. 
regular 


Can be machined with 


metalworking tools. 
Won't 


corrode. 


shrink, expand, rust or 


Available in 1, 4 and 25 lb. packages 
has long storage life. 


INTENSIVE ADVERTISING 


2 IN OVER 


TRADE MAGAZINES 


plus data sheets and technical literature 
pre-sell PLASTIC STEEL to your accounts. 
Trained field representatives in your area 
are ready to demonstrate the benefits to 
your customers. Cail or write today for 
full information. 


*PLASTIC STEEL is the registered 
trade mark for Devcon Coarporation’s 
metallic molding and filling compound. 


eo) a" feole) Meile)-i_fel- 7 wale), | 
77 Endicott Street, Danvers, Mass 





Hundreds of tool men have told us why they specify Super 
HPH and IBH Standard Milling Cutters. As a salesman or dis 
tributor of tools you'll value these reasons why many shops 
have worked Super cutters for over ten years without failur: 
und you'll profit by passing the word to your friends and cus 
tomers wherever you call. 

Here’s why: For high speed machining of cast iron, malleable iron or 
brass, our HPH cutter has big solid carbide blades for maximum strength and 
elimination of braze strains. Blades are set radially, the number being the 
diameter x 2. You sharpen with a minimum removal of carbide—not the 

you lose with serrated-back blades—as Super blades can be moved a 
few thousandths or less at a sharpening. Then after scores of sharpenings, you 
use the carbide down to a stub because our wedge (with a filler-blade) gives 
you a locking area the complete length of the slot. The blade is solid as 
though part of the body itself since there are no back-up screws. If a wreck 
occurs—as it may in the best shops—only the wedge is damaged or scrapped 
not your cutter body. There are no threads in the body to strip as our wedges 
are tapped to take locking screws let in from the back 

[he Super cutter body is #4130 Steel, heat treated for optimum strength 
Drift pockets are machined under wedges for quick removal or adjustment 
Mounting is versatile; it may be bolted on a #50 NMTB mount and it also 
has a keyway and ground bosses for arbor mounting 





IBH CUTTER ; cae ; 
If you’re not familiar with the 


steel, most other metals. A big Super line of solid and carbide 
f our HBH Cutter except tipped tools, write for our complete 
at 10° positive angle to catalog and full information on our 
o: Tenia of Unies tp Gees sales and distribution plan. 
For efficiency ect the correct grade of 
carbide for the metal; grind to the proper 
angle. Your Super 1BH Standard Cutter will 
do the rest! 


21650 HOOVER RD. + DETROIT 13, MICHIGAN 


WAREHOUSES CHICAGO ; DETROIT : NEW YORK : LOS ANGELES 
Division of Van Norman Industries, Inc. 
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f, Ry thie mang aon 


M. Hause and E. P. Newsted 
have been appointed district sales 
managers in Los Angeles and San 
Francisco, respectively, for the 
firm’s new R-P&C valve division, 
according to an announcement bv 
C. L. Haslup, sales manager, Amer 
can Chain & Cable Co., In 

Nir Hause. associated with 
\CCO for more than four vears 
has worked as a valve salesman out 


of Los Angeles since 1955. He was 





previously associated with Lock 
heed Aircraft and the R. L. Spitzles 
Heating Co 

Newsted joined ACCQO 


a Y : z . - 
Plastic Coating Stops 53 wae aes in Deve 


Allie 


























’ 
manager in San Francisco in 195¢ 


Costly Condensation Dt ing ACD, he we 
Drip and Rust 


the Detroit Edison Ci 

THE COSTLY PROBLEM caused by drip- 

ping from this sweating pipe was permanently 

solved with one easy and inexpensive applica- Wesley J. Kiley, marketing man 
tion of NoDrip Plastic Coating. Sweating pipes, ger of Blackhawk Mfg. Co., was 
ceilings, air ducts and other metal equipment named manager of the firm's dis 
are also completely protected against rust and 
corrosion by low cost NoDrip. 


Kiley Fills Blackhawk 


Distributor Sales Post 


tributor sales division. 
G. H. Goehrig, vice-president in 


Tg of S le S. Sal ‘ ] 
NoDrip Plastic Coating acts immediately to charge of sale oon d Mr. Kiley would 
ucceed W. V. Dvke 


insulate and protect. One application adds 

many years of service life to metal equipment. lication feld 

NoDrip is also resistant to acid, alkali and hia tie 

brine...protects concrete, brick, plaster, tile ape 

weal or competion exstean. Ing and sales promotion manage! 
it Blackhawk before assuming th 


* who is leaving 


the company to enter the trade pub 
r ] + 
was formerly advertis 


Easy application requires no special equipment duties of marketing manager ; 
or skill. Anyone can apply NoDrip with brush, 

trowel or spray. Stop your condensation prob- 

lem now! Get full details without delay. 


“ © iortell 


COMPANY 


32-PAGE NoDrip DATA HANDBOOK 
Complete with photographs, charts and tech- 
nical information to solve your condensation 
problem. Write today. 


ding plumbing and mill supply houses 





J. W. MORTELL CO., 533 Burch St., Kankakee, Ill. 
Please send my FREE copy of the NoDrip Data Handbook. 





Compony 








eo ee ee ee 


City. 





r 
| 
! 
! 
! 
! 
! 
| 
! 
1 


Wesley J. Kiley 
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FAIRBANKS NEW PATENTED RENEWABLE SEAT RING GATE VALVES 


Doors fly open before the Fairbanks Distributor 
with the new patented Renewable Seat Ring Gat 
Valve in his hand. New doors and old doors, doors 
once locked, are now ali ajar to you because this new 
valve brings an entirely “new look” in long lasting 
service dependability to Bronze Gate Valves. 

Without ever remov ng the valve body from the 
line, it is now possible to replace the nickel alloy seat 
rings and wedge in a bronze gate valve. Within a 
matter of 7 to 10 minutes there is the equivalent of 
a new gate valve in the line. No need for special tools 
or especially trained mechanics. The strength of the 
design is in its simplicity, and the simplicity permits 
the maintenance man, with ordinary tools, to have tl 
process line or plant service again in operation within 
minutes. 

The heart of a bronze gate valve lies in the seat 
rings and wedge. Only you can sell the savings that 
are possible with the valve with the renewable heart 
that goes into the line to stay. 








These new patented Renewable Seat Ring Gate 
Valves are another reason why it pays to sell Fair- 
banks products. Like all Fairbanks products, they 
are needed in every industrial plant and commercial 
enterprise in your territory. Typical of Fairbanks 
products, with exclusive salés features that make 
them easy to sell, they open doors for the sale of all 
Fairbanks products. 


YOUR SALES LEADER OF THE MONTH 


Get in step with the LEADER. Make the tising campaign and direct mail program to 
new patented Renewable Seat Ring Gate win new customers and re-sell the old. Work 
Valves your Sales Leader for this month. ing together, we will use the sure-fire interest 
Take advantage of the interest created in in these new valves to boost your sale 
these valves by Fairbanks national adver- build-up your profits 




















ra 2 
r 


Executive Office: 393 Lafayette Street, New York 3, New York 
Valves ¢ Dart Unions ¢ Trucks ¢ Casters * Wheels 


520 Atlantic Avenue 393 Lafayette Street 15 Stanwix Street 202 Division St: 
Boston 10, Mass. New York 3, New York Pittsburgh 22, Pa. Rome, Ga 
Factories — Binghamton, N. Y. and Rome, Ga 
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SPARTAN AND THEIR DISTRIBUTORS 
ARE PARTNERS IN PROGRESS 








Sparty says: 


“We are going ' 
Joseph J. Sinkew 





to keep it 


that way” Buffalo Distributor 








Advances Sinkew 


(he promotion of Joseph J. Sin 
kew to office manager of the Elmira, 
N. Y., branch was announced by 
David B. Voorhees, president, R. C 
Neal Co., In 

Mr. Sinkew was formerly associ 
ited with Ward LaFrance and 
Remington Rand in Elmira. He 
joined R. C. Neal in 1947 and since 


that time has served primarily as an 






































side salesman with the firm’s F] 


mira branch 

















Pau! Morga will continue as dis 
oe | 


of trict manager for the FE] mira area of 
ad the firm. 








Locke to Supervise 
**Texrope” Sales 


“It's Still A Two-Way Street” David A. Locke, Jr., a member of 


the American Society of Mechanical 


Engineers, was named supervisor of 


When manufacturers and distributors sit around : s . 

ciaaicetaae il ‘i ‘ ’ ? : sales, ““Texrope” drive department 

ROLE PLAYING” and they discuss with their sales \llis-Chalmers Mfg. Co. 

organization collectively what really counts, we be- Mr. Locke has been an applica 

lieve you will agree that the important things are a pes “9 . age — a 
‘ = 1¢ exrope arrive depal ment 

Policy, Profits, Promotions, Sales Plan, Products— since 1955 

which all add up to “Partners of Progress.” 


: ; ; Olin Mathieson Names 
We have and will continue to talk about all of these John F. Hack was appointed cus 


values—not product alone—for the payoff in this bus- tomer service manager, fabricated 


iness is still a “TWO-WAY STREET.” poocects, Ce Wet Brae 
Mills. division, Olin Mathieson 
: Chemical Corp. Mr. Hack, who 
ro ___ wa ? rarlos . "lec 7 7 
Remember—we don’t overload territories. has been with the firm in various 
sales capacities for 24 years, will 
headquarter in East Alton, IIl., the 


SPARTAN SAW WORKS SPRINGFIELD, MASS. _ division’s executive offices 
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WIS 


...always a cut above competition 


M.-2 Aviation M-3R Aviation M-5R Aviation A-9 Solid Steel A-16 Solid Steel 


* 


"i 


‘ 
*} 
“ 
A 
— 
é 
& 
4 


e 
* 


Ay pee 


eh 
yf PW 
te int Sp. 


Sent =e 


= So ans 


s ; V-10 Solid Steel 
V-13 Solid Stee! Combination Combination V-19 Solid Stee! Combination No. 5 Inlaid No. 8 Inlaid 


The finest line of metal-cutting snips 


Talk to almost any shop superintendent in the sheet METAL MASTER “AVIATION” SNIPS SOLID STEEL COMBINATION 
. . Cut with half the normal effort All-purpose, for metal, viny!, leather, rubber 
metal industry and he'll tell you any job that calls yy. left. 10 ' Cut straight & curved 


cuts ie ong, is 
for SNIps, calls for Wiss! M-2, cuts right. 10 ng, 1% 
M-3, straight and curved cuts 

Wiss snips are far and away the favorite of pro- cut. Versatile and powerful! 


tessionals and for good reason. Made in many M-S, Bulldog for notching, nibbling. 9% 


long B” «cut INLAID STEEL SNIPS 


sizes and designs for specific cutting jobs, Wiss snips ee 
= - designates vinyl grips opt 
actually make cutting of all kinds of sheet metal a eueeh eum eee 
simple matter . . . and they stay sharp for years A-9, cuts straight. 12%” long, 3” cut. Other 


sizes from 8” to 11 


For a bigger cut of the market, you can’t Miss Qe Bp idoe combination 
with Wiss! Sold through industrial distributors ved. 16” lor ; 


J. WISS &@€ SONS COMPANY, NEWARK 7, N. J. 


— Met 
Ska f & ar Vie 


rid’s Largest Manufacturer of Shears, Scissors, Pinking Shears 





...1m many 
types and sizes 


ANOTHER REAGON YOULL 


PREFER 
PROTO 


POWER & IMPACT SOCKETS 


Sockets 
pictured are 
actual size 


Protoloy alloy steels, scientific heat treatment and 
advanced design give Proto sockets extra 
strength... plus... high safety factor, long life, 
low cost. Send 10¢ for 84-page tool catalog. 

Proto, 2208 Santa Fe Ave., Los Angeles 54, Calif. 


MANY TYPES AND SIZES 


Standard sizes 
from \,” opening in 4” drive 
—to 34%” opening in 1” drive 

Special sizes 


up to 944” opening in 214” drive 


PROTOSSTOOLS 


PROTO means 


PROfessional TOols 


DIVIBION OF 
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Maj. Gen. Marshall S. Roth 


General Roth Joins 
Richards-Wilcox 

Na il Niarshall S 
USAI was appointed to the 
position of assistant to the 
dent, Gordon §. Culver, a 
irds-Wilcox Mfg. Ce 

General known for his 


contributions to the fields of con 


. } 
ir Gener Roth, 


Roth 
jet aircraft and 
After 32 
he 


Aug. 1, 


ventional and 


guided issiles vears of 
retired 
1957 


listinguished _ service, 


from the Air Force 


Armour Announces 
New Area Sales Head 
K. Emerson Wilhelm of Cleve 
land was appointed to the new po 
sition of 
northern 
Co.’s ¢ 
\ir. Wilhelm was sales supervisor 
in Cleveland and Massillon, Ohio, 
1950 


regional sales manager 
Ohio for 


ibrasives division 


Armour and 


vated 


At the annual division 
this 


ror 


since 


sales conference vear, he re 
outstanding 


1956 


d a_ trophy 


ichievement in 


Atlas Valve Names White 
Atlas Valve Co the 


ippointment of a new sales reprc 
Robert H. White. Mr 


sentative, 
former plant engineer 


announced 


White, a 
with American Viscose Corp., will 
cover the northern New Jersey ter 
ritory and operate out of the firm’s 


plant in Newark. 





Built to outlast others 


we times / 














IMPACT 
WRENCH 


@ One-half inch, square drive, reversible, high-speed, 


6,000 rpm. 
@ Impact mechanism consists of three functional parts. 


WRITE for complete literature and details of the attractive 
profit-plan for you as an Aro Distributoi. 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO 
Plants at Bryan and Cleveland, Ohio 
Aro of California, 3141 S. Grand Ave., Los Angeles 7, Calif 
Aro Equipment of Canada, Ltd., Toronto 15, Ontario « Offices in All Principal Cities 


ARO 4!R, Toots 


EQUIPMENT .. AIRCRAFT PRODUCTS 
GREASE FITTINGS 
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a 
profitable line! 





\ folelem.-ae—) ol -lalet—ia 


M. J. St. John 


Federal Pacific Makes 
Executive Promotions 


high speed ground « high speed cut « carbon 


' 
unsurpassed quality . 
ert C. Graves, vice-president 


} Tg i] s OI 1 ] , | 
a coossecncen  TEPPPEEETET TTT TTT Ts ; charge of sales for Federal Paci 


Electric Co 


\ series of executive promot 
to further consolidation of 


marketing was announced by Ro 


SPENCER 


(hose promoted include M. J. St 


’ ’ : i | 
Tp4 | in to manager, distributor | 
ea icts department, Newark divis 


4 
Benson to manager, 


We 
atthadue packagug 7 
agghsur promotion, 
Sei NM 


It pays to stock and sell Wood & Spencer’s 
complete line of standard taps, precision- 
produced to the industry’s highest standards. 
Wood & Spencer, threading specialists for 
over 40 years, also offers competition-beating 
delivery on special taps. 


plant apparatus; G. A. Dusch t 
product manager, switchgear appa 
atus; and C. A. Schmidt to manage 
industrial products department 


Newark division. 


SEEEEREOEe. 


The alert Wood & Spencer organization offers 
its distributors a new, better brand of 

distributor assistance and factory service—the 
type that pays off in more tap sales. C. A. Schmidt 


Why not write for our latest catalog today? 





THE WORKING HOUSEWIFE 
THE WOOD & SPENCER co. hor percentage of housewives with 
jobs has increased 4% since the war- 


1930 East 61st Street ° Cleveland 3, Ohio time peak of 1944, according to Food 
Engineering, McGraw-Hill publication. 





” 








“Top tap ouality for top tap <a/e 
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OTHER MARMAN 
PROFIT OPPORTUNITIES 


Adjustable Band Clamp Diometer 
problems ore solved with this easily 
adjustable High-Strength Band Clamp 
Quick coupling action allows instant 
removal and fast installation. Three 
stocking sizes provide a diameter range 
from 1%" to 6". 


Marman Universal 
Band Clamps on 
radictor and oil 
filter lines on 


ce . 
Universal Band Clamps Solve ew 


Hundreds of Industrial 


Universal Flagmaster This ol!-stair 
less, corrosion resistant “Flag” ottached 


Fastenin Problems / to a Marman Stainless Stee! Strap cor 
be quickly and firmly attached to pipe 
light stands or poles for fast identifica- 


tion purposes. It is reusable and fully 
adjustable. 


N 


Exceptional Profit Opportunities for Distributors! 


Marman Universal Band Clamps offer high performance in strength 
and dependability. The stainless steel band fits any shape or contour 
and the self-locking action of the swivel nut makes the clamp com- 
pletely vibration proof. Available in band lengths to fit tubing, ducts eee pore oneal aemad fonens 
and hose from 4" to 16%” O.D. tube size. Mail coupon below for 


complete information on Marman fastening and joining products. 


pipe lecks of pressures up to & ps 
Stainless steel patch plete and IME 
synthetic rubber pod conform +t 
pipe contour. Sizes for %° to9 Vs 


NAME 


DIVISION 
=w\eroquip Corporation ae 


ADDRESS 


11214 EXPOSITION BLVD.. LOS ANGELES. CALIFORNIA anid 
IN CANADA: AEROQUIP (CANADA) LTO... TORONTO 10, ONTARIO 
Marman Products are Covered by U.S. and Foreign Patents and Other Patents Pending 
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NEW 


LEIN 


CATALOG 
FOR 
e LINEMEN 
e ELECTRICIANS 
e INDUSTRY 


MORGAN 


A VISE Supply 


SOUR. sc 0 


/mportant to YOU 
VALUABLE to 


Your Customers 


SALES ANALYSIS reports are kept l 
handy file for F. H. Shannon, sales 
manager, The Ross-Willoughby (¢ 
Columbus, Ohio 








Permacel Tape Groups 
Industrial Adhesives 


lhe formation of an industrial 
adhesives department by Permacel 
lape Corp. was announced | 
George C. Riegger, president 

Director of the new department 


IS IC ' ssist: secretal 
is John O. Green, assistant s¢ ExpERIENCE has proved that our 


way of doing business, in supplying 
vises, results in all around satisfac- 


of the company and a member of 
the board of directors. He is also 


vice-president of LePage’s, Inc., oe 
et S tion. We have eliminated problems 


and troubles through a well planned 
sales and service set-up. You have 


Permacel subsidiary, where he is i 
charge of the bulk and industrial 


] 
sales 
everything to gain when you stand- 


According to Mr. Riegger, the 
7 — ardize on the sale of Morgan Vises 


industrial adhesives department wil 
market both Permacel and LePage’s 
products. Within the new depart 


ment, H. Walsh is managing Le 


You sell quality that identifies you as 


a dependable source 


You are in position to furnish the 








a | 


100 years ago in 1857, Mathias 
Klein opened a little forge shop in 
Chicago. Out of this has grown the 
national institution known as 
Mathias Klein & Sons. 

To dramatize this 100 years of 
service to industry, Klein has pre- 
pared a completely new catalog. 

It contains illustrations and de- 
scriptions of the wide range of pliers, 
grips, climbers, belts, safety straps— 
the tools and equipment needed by 
linemen, electricians and industry. 

A new feature is a section giving 
the dimensions of each plier—length 
of handle, length of cutting knives, 
width of head, size of point, etc. 

This Klein Catalog No. 100 will 
be of interest to linemen—electricians 
—good workmen everywhere. A copy 
should be in the hands of every pur- 
chaser of good tools. Write for yours. 


Mathias KLEIN & Sons 
cr oa 
1200 CHICAGO 45, ILLINOIS 


200 McCORMICK ROAD «© CHIL 


Page's products, and J. Norman 
product manager for Permacel 





BETTY DIGNAM, is switchboard op 
erator and receptionist at Great Lakes 
Supply Corp., Chicago. 
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correct vise for ali needs 


You get fast service and full co-opera- 


tion 


You sell vises that are unconditionally 


guaranteed. 

Each vise shipped is packed in a 
strong fiberboard carton to prevent 
damage in transit. This also simplifies 
handling and stocking. 

You'll like the Morgan distributor plan 


Let us tell you about it. 


We urge users to buy thru their local distributor 


MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 





Ww pi jw 
* 


SOLD EXCLUSIVELY THROUGH 


/ teller =|\ 
ee . \ 


5 7 
\) “YOUR OUTSIDE TOOL ROOM’ ‘ 


Heller Zane” Tools 





multi-kut 


all 


hogs off metal yet 
leaves a smooth finish 


HELLER 
AMERICA’S MOST VERSATILE FILE! It can 


be used on many jobs; filing stainless Slves J ou more 
steel, cast iron, aluminum, brass, bronze, 

magnesium, plastics and other materials ws SELLING HELP 
. « . even filing brass and steel inter- More Selling Points 
changeably without dulling icin eaten. ae Hi 

HELLER MULTI-KUT FILE FEATURES in- American Sutt 

clude: bastard tooth spacings for remov- atiern and 

ing the most stock per stroke . . . chip 

breaker rows to reduce loading and speed 

filing . . . broad chisel teeth to generate 

smooth surfaces. 


SEEING IS BELIEVING! Comparative on- 
the-job tests prove that Heller Multi-Kut 
files do the work of Hand, Mill and Flat 
bastard files, also Brass files . . . giving 
better results at lower cost. 


neler Too! Uo. 


AMERICA’S OLDEST FILE MANUFACTURER, NEWCOMERSTOWN, OH!O—Subsidiory of Simonds Sow and Stee 





- . an 
EN 
~ 7 
° lad . 
yn - 
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PIC Endurance Rated Counters 





make Friends for Distributors 

















Super-Wizard Electric Counters 


200 Million 
Count Life. 


The real heavy duty 
electric counter- 
unapproached 
leader for over 25 
years 


5 watts power con- 
sumption 
Quiet, no AC hum 


Available for all standard voltages and fre- 
quencies including DC 





PLC-600 Electric Counters 


QUIET 
no AC hum 


50 Million Count Life 


Tested at 1000 CPM; reliable at much higher 
speeds with suitable actuation. 

Only 7 watts power consumption. 

Available for all standard voltages and fre- 
quencies including DC, 


Mercury Electric Counters 


Small, compact counters 
for use where space is 
limited and duty is light 
to moderate 


Extensively used for lab 
oratory service, also for 
built-in application on 
office machines, light in- 
dustrial equipment, and 
vending machines of all 
kinds. 


Knob Reset models rated 
6 million counts, Non- 
Reset, 3 million. 





Silver King Stroke Counters 


The 
Toughest 
Stroke 
Counters 


200 Million Count Life 


Used in automobile and aircraft 
plants, stamping, metal working, die 
casting and plastic molding plants, 
factories of all kinds. 


and 













Silver King Revolution Counters 


Rugged as a 
bull dozer. 


Operate 
smooth as 
a watch. 





200 Million Count Life 


Used on measuring machines and co 
winders, for revolution counting on engines 
pumps, etc. and for tool registration 






Junior King Stroke Counters 


Small, light to moderate 
duty mechanical stroke 
counters for use where 
space is limited and duty 
is light to moderate 


Widely used for laboratory 
service, also built-in 


application on office ma 


chines, light industrial 


equipment, etc 


Reset models have 6 
million count life; non- 
reset models 3 million 


Backed by a distribution policy that builds distributor prestige and profit. 
Send for catalog describing the PIC modern line of Electric Counters and 
Actuators; Mechanical Stroke and Revolution Counters; and electrically 
operated Automatic Batch Counters. 


ae iin Galil 


DIVISION OF GENERAL CONTROLS CO. 


8062A McCormick Boulevard, Skokie, Illinois 
manufacturers of counting instruments for every purpose 


42 Branch Offices and Representatives serving USA and Canada @ 
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Frank W. Jackman 


Jackman Heads 
New Goulds Branch 


Frank W. Jackman, engineering 
sales representative for Goulds 
Pumps, Inc., in New York Cit 
vas Chosen to head the firm’s ne\ 


sales branch in Buftalo 

Mr. Jackman will be 
for sales of Goulds pre 
Niagara 


‘I 


ICspol sible 
ts in th« 


clu 


iva 


American Pulley Selects 


The American Pulley Co. a 
nounced the appointment of th« 
B-C Control Co. of Kansas Citw as 
their representatives in the states 
yf Nebraska and Kansas as well as 
western Missouri, Iowa, Arkansas 
ind Oklahoma 








PRODUCT MIX has to he watched 


in a changing industrial picture, accord- 


ing to Nathan Schuman, president, 
Schuman Steel Products, Bellingham, 
Wash. 

















Weller 
Consolidated 


Pa., will be the site of 

the consolidation of Weller Electric 

Corp.'s US operations. Weller Elec 

tric Corp. was merged with Weller 

Mfg. Co. and Weller Sales Co., 

with Carl Weller as president. 
New facilities 


wer til VCal 


Electric Plans 
Plant 


Easton, 


are to be erec 
to quadruple 
1?.000 sq. ft 


\n 
will be 


tr the present 


iston 


space 
idditional 
added _ to 
head 
engineer- 


building in |} 
40,000 ft. 
house general 


Sq. 
offices, sales 
quarters, manufacturing, 
ing, research and design. 
Operations at Weller’s 
Street plant in 
the 
ompleted. ‘That plant was sold to 
the Ashton Casket Co 
rently being rented from the owner. 


Norman | 


president, 


Lehigh 
term! 
are 


i] 


Easton will 


nate when new facilities 


and is cur 


Ritter becomes vice 
Weller Elec 
tric in the merger. Joseph F. Whita 
ker is 
Edwin \ 
vice-president, manufacturing 
Welle: ilso 


plants near San 


service, of 


vice-president, sales, and 


(hompson will serve as 


maintains three 
Juan, Puerto Rico, 
vhere all three basi 
ints 


lh pel 


tools are manu 


manned by 


} 


factured in pl 


SOnTIC 


Kay Products Purchased 


Oscar Vaudreuil, president, Avon 
\Ifg. Co. and General Screw Ma 
hine Products, Inc., announced the 

yf the Kav Products Indus 
of Cleveland, 
Kav “Le 


manufacturng 


purchase 
try manufacturers of 
the 
\l] 
will now take place at 
plant in Worcester. 


r Spray” hose nozzles. 
and warehousing 


Avon 


the 





UNDERWATER DESTRUCTION 


The United States Navy’s air-dropped 
atomic anti-submarine weapon—Lulu— 
has a lethal underwater range meas- 
ured in miles, Aviation Week, McGraw- 
Hill publication, reports. World War Il 
depth charges had a 25-foot deadly 
radius and had to be exploded within 
12 feet of its target to split a sub- 
marine’s pressure hull. Lulu is assem- 
bled in Albuquerque, N. M 











GRIPLINK 


This unique belt assembles to any 
length needed. Ideal where 
obstructions hinder belt replacement 


STEEL CABLE GRIPBELT 


Transmits heavier loads with smaller 
sheaves or fewer belts. Negligible 
stretch, longer life, greater economy 
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GRIPBELT 
FOR EVERY PURPOSE! 


GRIPBELT, SUPER GRIPBELT 
The high-quality all-purpose belts 


proved by years of satisfactory 
service in all types of drives 


GRIPROLL 
For special applications where 


endless belt cannot be used 
Cuts to any length, splices re 


1957 



































Thomas F. Long, Jr. 








} | | | } 
of the market ? |_ 


Valdura offers maintenance 
paints made from specific 
resins for every condition 


_EPON 


VAL-CHEM. Versatile, chemical re- 
sistant ~~ rimer for use under any 
finish coat. LPON ENAMEL. Pre- 
vents damage by oils, solvents, alkalies 
and other chemicals on wood, metal or 


masonry. PARLON | 


PARAVAL ENAMEL. Not affected 
by acids, alkalies and other chemicals. 

on wood, metal, concrete or ma- 
sonry. RUBBER BASE ENAMEL. 
Combines excellent exterior durability 
with high chemical resistance. 


_LBAKELITE } 


SUPER SERVICE ENAMEL. Re- 
sists chemical, moisture ry abrasive 
conditions on metal wood o 
ASPHALT ALUMINUM PAINT. 
98% waterproof metal coat prevents 
rust, rot, corrosion. Highest reflec- 


— OAL TAR 



























masonry. | 


_| Formsprag Names 


Thomas F. Long 
\ppointment of ‘Thomas I’. Long, 


+ + try 


Ir.. as sales engineer at the firm's 
Philadelphia headquarters was an 
nounced by Charles F. ‘Trapp, 

ice-president in charge of sales 
the Formsprag Ci 

Mr. Long will report to | 
sprags district manager f the 
| Middle Atlantic states, Ross M 
| Barnes. He was previoush 

ated with Remington Rand | 
Division of hon Rand Corp 

a research and development 9 
nee! 


Borroughs Expands 

broken for a new 
glass addition to the Bor 
Kalamazoo, NI 


] 
genectal Cxpalisit 1 


Ground was 


brick 


rough 


and 
plant 


as part fa 





SEWAGE DISPOSAL BLACKS. Used 
for protecting concrete and metal sur- 
faces from water, etc., found in sewage 
plants, reclamation om. refrigera- 
tion systems, metal and concrete pipe, 
marine exposures. 

_[URE 







innounced bv George B 
Borroughs Mfg. ¢ 
American Meta 


new addit 


gram 
nett, 
a subsidiary of the 
Products Co. The 


president, 













URAVAL. The very latest type of 
coating that combines the ultimate in 
resistance to chemicals, solvents, mar- 
ring and abrasion. Uraval will stand 
up where all other types of coating 
have failed. 





M & F ENAMEL (General Mainte- 
nance), VALKOTE (Implement En- 
amel), DARYWHITE. Products that 
utilize the outstanding durability of 
alkyd resins. All these coatings are 


vhich is expected to be complete 
in November, will increase the firm’s 
space by 15‘e and its manufacturing 


by 25 ¢ 


capacity 


Rubber Company Names 










hard, tough, quick drying and color 
retentive. 


Write today for complete infor- 
mation. 


VALDURA 


HEAVY DUTY 
PAINT DIVISION 
AMERICAN-MARIETTA CO. 
101 E. Ontario St., Chicago 11, lil. 
687 Wellington St., Ottowe, Canada 


Phoenix Rubber Co. has added 
two new salesmen to its staff. Jim 
Robinson, previously associated 
with Pidgeon-Thomas Iron Co. and 
Havs Supply Co., will handle the 
Memphis trade area. Robert Mas 
sev, formerly with International 
Harvester Co., will be citv salesman 


in Memphis. 
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All over America.. 
dall-eoig-b'ce)amaal—t-lal— 


Vivid 
Markings 


that 

ig -Jeat-tle 
clearly 
visible! 





IRON, 
a a a a 


MARKS LUMBER, STEEL, 


: Write for a FREE SAMPLE! : 

\ Specify the surface i 

i to be marked. | 

In Red, Yellow, Blue 

and 9 other highly visible colors 
Sold everywhere in Mill Supply 
Houses, Hardware Supply Firms, 
Industrial Supply Distributors and 
Engineering Supply Firms. Be Sure 
To Specify: 


LUMBER CRAYONS! 


THE JOSEPH DIXON CRUCIBLE CO. 





PENCIL SALES DIVISION— DEPT. 2-10 
167 Wayne Street Jersey City 3, N. Y. 





Peters and Prosser Join 
Ladder Manufacturer 
William H. Peters and C. | 
Prosser joined the sales staff of R. D. 
Werner Co., Inc., as products divi 
sion manager and sales manager fot 
Industrial-Roll formed products 
respectively 
Before joining R. D. Werner, Mr. 
Peters served as eastern sales man 
ger Of Remington Corp., eastern Power Drive 
regional manager of Acme Indus ‘ for hand 
trices, Inc iid most recently as pipe 
general sales manager of Brown 
Products Corp. He will operate out 
of the firm’s New York sales office 
Mr. Prosser was previously asso 
iated with the sales division of 
National Metal Products Co. and 
vas employed by the U. S. Steel 
Orp., Hlomestead District Works, 
iS production s 


nT rvicor 
upc 1 


Carner Takes Post 
With Yale & Towne 
mer, Jr., a distributor of 
trucks in Chicago for WEIGHS ONLY 


vears, was appointed national 


iccounts sales manager of Yale 77 POUNDS! 
Materials Handling Division, The FULL aed 
Yale & Towne Mfg. Co., according §74NDARD RANGE! 


to an announcement by Clyde R. 

Dean, Jr., general sales manager. 
Mr. Carner will coordinate sales 
f industrial lift trucks to certain 


multi-plant national concerns from 


the foun s midwestern regional sales PLENTY OF POWER 10 
fee in Chicag THREAD, CUT, REAM 
AND TURN UP FITTINGS! 
) First time anywhere... — 





a rugged, full-duty power 

drive—Oster quality through- 

out— with new “POWER- Complete, as shown. 
MATIC” front chuck and self- As little as $45.00 down 


centering rear chuck .. . at the and $12.38 per month. 
LOWEST price on the market! Get 


cus. the complete facts .. . mail coupon today! 
ARP HARDWAR 


ISEMENT.- ** 
- feria Model 100 


t in 
is appearing this month and nex . 
de publications — 
f every Oster Distributor! 


THIS ADVERT 


e revolutionary ne 


announcing th 
Power Drive, 
leading industrial and tro 


fforts © 
THE ARP HARDWARE CO., ing up the sales e 


Chevenne, Wvyo., handles wholesalc 


oe ee ww ww mew www nnn 





hardware ind ™m ndustT S ppiles 
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William E. MacLachlan 


Rockwell Names Teacher 
As School Sales Manager 


iam E. MacLac 


REED MACHINISTS’ VISES Iast a long, long 
time. The few seconds saved by Reed's easier, Goodvear Advances 
faster, no-play action are significant in a single 
work week ... substantial throughout the long, 
useful life of the vise. Further, good workmen acca thes eunesintenenhs @ 
like good tools ... do better work with them. nor 8. Sones 06 os | 


Tire Salesman 


lhe Goodyear Tire & 


Manager oO 


. . . a rusty ] ty < ] S ley rr? nt 
Yes, a vise is a vise. But Reed Machinists’ (rial tire sales department 


iated with the firm’s Buf 


Vises are befter . . . with differences that lower eo 

. , N. Y., district for more than 
labor costs for your customers and build good 29 yeors, Sls, Benes. tehen ever bls 
will for you. It pays to sell quality! — 


iew duties following four vears as 

ASK YOUR DISTRIBUTOR district truck tire salesman. He suc 
eeds E. D. Doyle who was trans- 
ferred to Des Moines as assistant 
listrict manager—wholesale. 

Mr. Jones worked for nine 
Buffalo area service store 
posts from bookkeeper to store 
manager. Assigned to district head 
quarters in 1946, he worked as a 


r\ 
SeCT\ 


REED MANUFACTURING COMPANY ind field representative un 
ERIE, PENNSYLVANIA e@ U. S.A. il 1953, when he was 


. te Ls Sse ] 
(TUCK tire Salesman. 


appt unced 
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WATER PROOF 


PIPE yo! 
COmPOU 


HIGH PROFITS 


BEST SELLERS FOR 40 YEARS 


AUMMUAUMMMMMU 


Vitey 
ei) 
uPuTe past 


G 


James J. Feenan 
Feenan Appointed 
For Bassick Co. 


Sales for The Bassick Co. in 
the eastern New England area will 


KEY. Pipe Sealing Compounds Are Backed by 
Sustained Advertising Plus Liberal Sampling Programs and 


Sales-Making Follow-up Letters. 


W-K-M 
owen or Gi C fino STRIES 0¢F 


PLANT: MISSOURI CITY, TEXAS 
MAILING ADDRESS: FP. 0. BOX 2117, HOUSTON, TEXAS 


be the responsibility of James J. 
Feenan, newly appointed sales rep 
resentative 

Mr. Feenan will handle the com- 
plete line of Bassick products and 
work the 
of veteran Bassick representative, 
R. W. Sutton, with headquarters in 
Boston. 


will under supervision 


i KEY-TITE . 








Sarco Acquires New Site 


and Sarcotherm 


. announced the trans- 


Sarco Co., Inc., 
Have your pick of 7,000 — 


. ? 
Controls, Inc 
} that’s right, “seven thousand 
fer of their national headquarters — sizes, RIGHT OFF THE 
SHELFI® And that’s not all. We 
give you speedy service 
specials too Don't 
turn down your customers in 
items. Turn 
If it's stain 


from the Empire State Building to 
expanded office facilities at 635 


quiries on special 


Madison Avenue, New York City. 
Chey occupy the entire twelfth floor 
of this newly constructed building. 
(he company’s manufacturing facil- 


ities are located in Bethlehem, Pa 














Write, wire, or phone for your 


copy of the new Star catalog. 


OC STAR STAINLESS SCREW CO. 


‘phone: Little Falls 4-2300 


645 Union Bivd., Paterson 2,N.J. © 
(F< Direct N. Y. ‘phone: Wisconsin 7-9041 © Philadelphic: WAlnut 5-3660 
MANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. Inquires Invited 


» over to us 

we can make it. We mill 
grind, tap, slot, thread 
stamp and bend. We'll 

get off to a quick start from 
sample 


STOCK OR SPECIAL LOOK 
TO STAR FOR STAINLESS 
STEEL FASTENERS RIGHT OFF 
THE SHELF TO YOU 


either a biveprint or 


TAINLESS STEEL 


Bolts and 


Ss 
. 
7 
. 
+ 
. 
. 
. 


Stainiess Stan 
says ‘Star 
screws have 
clean, bright 
and-shiny 

heads 
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Sue peace of mind = j Beebe 


when he Ti See Te 
pressure is on... | ' 3 * : i] jfACTION 


PRESIDENT OF M. L. Foss, 
Denver, is Warren L. Foss Hundreds of applications mean thou 
sands of sales possibilities for 





distributors. 
Weatherhead Promotes 
George Shetlin 


George H. Shetlin, veteran sales 
engineer, of 1821 So. Curson Ave., 
Los Angeles, was named industrial 
field specialist for the Fort Wayne 
Division of The Weatherhead Co 

Mr. Shetlin will remain in Los 


C it | # Angeles to train distributor sales- 
ses apl 0 men and develop special markets Beebe 


> ° ° argest 
for the firm’s industrial division. lars 


tures 
( 6000+ f (| | He will instruct and assist salesmen delicate 
all orge working for Weatherhead distribu- | 
tors in California in the uses, poten- | 
t | lj tial, and varied markets for the com- 
S ee Coup Ings pany’s industrial line. 
Before joining Weatherhead, Mr. 


for all high-pressure installations | Shetlin was the California repre 
sentative of the Sealol Corp 


Control 
“feel 


Full couplings and half couplings 





are available from stock for By 
‘ : , use of tail yoke 

prompt shipment in all sizes can be used deen Winches 

and » ‘ "re for p 1 

from 14” through 4” Tn ehtening. No Station oe 

8 5 ’ mount needed !onary 


Manufactured to ASTM Speci- 
fications A-105. 


UTY WINCHES 
5 ton models 


ORDER EVERY TYPE 5 wii 
OF COUPLING FROM Fi assent SHUR wonm': SAFETY Moen 


types 


BEEBE HEAVY io) 
BEEBE a 


aoe OS | 
cT OisTsS—with nterna! 
nen ag 900 Ibs. Specie 
ti brakes ° 
cifications 
we BEEBE ELECTRIC CAR PULLERS 


¢ drum types 


ted 
Distributors inquiries inv 


Manufacturers of the strongest geared power 
Po ee 2a 


Beebe Bros. 


COUPLINGS — NIPPLES — UNIONS — MARY ELLEN ALBERS is the girl MANUFACTURERS 
BUSHINGS — PLUGS — REDUCERS — Friday at the Union Bearing & Trans S780 Veh ue. Se 
@® SEATTLE 4, WASHINGTON 


CAPS—CAPADAPTERS—WELL SUPPLIES mission Co., Denver 
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New Orders Show Moderate Decline 


300 


MASONALLT ADJUSTED NEW OfDEE moex | 
} «= OUSTRIAL SUPPLIES AND machuneRY r 


l ~~ ees 


125 
r- — — amen | 
F208 SEASONALLY ADJUSTED DEX | 
IMOUSTBAL PRODUCTION | j | 100 
MmAnUrACTURES Ovlamt 
~ - o ' 
— 75 
: + } + 4 


Pepored by Amerwer opty b Mectine ) Memherterer: Asem ren me 


50 50 


—— a ] 


fmamss atone 


1957 


1952 1953 1954 1955 1956 


New orders placed by industrial distributors with their manufacturing source 
tinued their moderate decline in July. The mild slide off began the first of the year 
The New Order Index, seasonally adjusted, stood at 197 in July compared with 1 

n June. Index is prepared by American Supply & Machinery Manufacturers Associ 


tion 





dling Engineers is sponsoring the 
event in Atlantic City, October 
28-3] 


List of Exhibitors 
Grows for NIPHE Event 


Ihe annual exposition is devoted 


packaging, 


Over 50 manufacturers, repre 
exclusively to industria 
package 
and thei 


In addition to this year’s exposi 


senting the nation’s leading pro 


ducers of industrial packaging and handling, 


relation to distribution 


transportation 


package handling equipment, have 
already contracted to exhibit their 

products at the 1957 National In- tion, the event will feature educa 
dustrial Packaging and Handling 
Exposition. The Society of Indus 


trial Packaging and Materials Han- as well as a handling competition 


tional sessions on various problems 


of the materials handling industry, 





Industrial Production Holding Steady 


sor Yeorly Averages —— 
(Left hond scole) 


Monthly Averages | 
(Right hand scole) 


1947-49100 (Adjusted for seasonal voriation) 
Source: Board of Governors, Federal Reserve System 
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PRODUCTION 
COSTS G0... 


CHICAGO 


MOUNTED WHEELS 


Yes sir, you can't beat ( hicago 
Mounted Wheels for economy AND 
quality! Chicago Wheel franchised 
dealers can guarantee their custon 
ers’ production costs will drop and 
go down, down, down, when they 
start using Chicago Mounted Wheels 
Cost-conscious customers can't afford 
NOT to buy Chicago Mounted 
Wheels. They're taster, cooler-cutt ig. 
last longer 

Chicago Mounted Wheels ars 
guaranteed to stay on the mandrel! 
uniform, true-running. Available i 
a complete range of sizes, shapes, 
grains, grades and bonds 

Remember Chicago Mount 
Wheels are First and Finest! 


CHICAGO WHEEL & MFG. CO. 
Dept. ID-9 
1101 W. Monroe Street + Chicago 7, Illinois 











LOOSENS rusted bolts 


nuts, screws, “frozen” parts! 





A powerful blend of quick-acting 
solvents. Frees parts frozen by rust, 
corrosion, scale, paint, varnish, car- 


Safe for all metals. 8-oz., Pt., Ot.,Gal 
5-Gal. Also now in 
handy “SPRAY 
CANS” 


bon or gum. 











For leakproof, pressure-tight connections... 


Gasket & Joint SEALING COMPOUNDS 
Heat-proof, vibration-proof, non-solvent. Will 
not shrink, crack or crumble ...meets every 
gasketing and sealing requirement. Prevents 
rust, corrosion and seizure of joints. 

For Profit . . . Sell Quality! 
For information write Dept. 4 


RADIATOR SPECIALTY CO., Charlotte, N. C. 


Radiator Specialty Co., Ltd, Toronto 


§) 


oy ay 
RT 


Qe 
<2 


In Conoda 





step up..to | 
greater 
protits 


DIE CAST 


zinc ALLoy FASTENERS 


BECAUSE GRC die casts wing nuts, wing screws, 
cap nuts, round-head thumb nuts, round-head thumb screws, rivets and other standard 
. in brightly finished, non-corrosive zinc alloy . . . at lower cost to assure 


fastenings 
to manufacturers in ads...in over 30 national magazines 


RIGHT prices promotes them 


YOU CAN capitalize on this great sales potential . realize GREATER PROFITS 
when you sell GRC rustproof fasteners in quantity to your manufacturing customers. 
i. 


DON’T WAIT . . . ACT on OPPORTUNITY! 


Write, wire, phone TODAY for more information 


GRIES REPRODUCER CORP. 
World’s Foremost Producer of Small Die Castings 
165 Beechwood Ave., New Rochelle, N. Y. NEw Rochelle 3-8600 
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William H. Peters 


Peters Joins 
R. D. Werner 


William H. Peters joined the 
executive sales staff of the R. D. 
Werner Co., Inc., as products divi 
sion manager. He will operate out 
of the firm’s New York sales office. 

Before joining R. D. Werner, 
Mr. Peters served as eastern sales 
manager of Remington Corp., east- 
ern regional manager of Acme In- 
dustries, Inc., and most recently as 
manager of Brown 


general sales 


Products Corp. 


Davis and Soloff 
Advanced by Parker 


D. W. Holmes, vice-president, 
Parker Appliance Co., announced 
the appointment of Earl C. Davis 
as sales manager of the firm’s indus 
trial hydraulics division. Before 
joining Parker in 1955, Mr. Davis 
was with the New York Air Brake 
Co.’s Hydreco division. 

The transfer of Robert Soloff, 
field application engineer, from 
Dallas, northern 
Ohio, western 
New York was also announced by 
Parkers Franklin C. Wolfe divi- 
sion. Mr. Soloff’s new offices will 
be in Cleveland. 


Texas, to cover 


Pennsylvania and 


Somma Tool Moves 
The Somma Tool Co., 

moved into a new plant located on 

Scott Road, Waterbury, Conn. 


Inc., 








Trane Fills 
New York Posts 

Robert W. Thomas, a graduate 
sales engineer, was named manager 
of The Trane Co.’s New 
office. Mr. Thomas joined the firm 
in 1949 and for the past seven years 
was in Los Angeles, where he spe 
cialized in air conditioning and 
heating lines. r 

At the same time, the creation of 
a new post was announced by Trane 
—that of eastern sales region man- 
ager. This post will be filled by 
William Graham, Jr., who was for- 
merly with the firm’s Greensboro 
sales office and most recently at the 
firm’s home offices in La Crosse, 
Wis. In his new post, Mr. Graham 
will operate out of New York, 


Van Norman Promotes 
Steffes 
7. es 


Tool division, 


and McDonald 


Fisher, president, Super 
Van Norman Indus 
tries, announced the advancement 
of Milton J. Steffes from the post 
of vice-president of sales and engi- 
neering to that of vice-president and 
works manager. 
will assist Mr. 
capacity. 

At the was 


same time, it 


ild was appointed sales manager. 


York | 


Bernard J. Bretz | 


Steffes in his new | 


an- 
nounced that Lawrence A. McDon- | 

















LINDSAY-OBERHOLZER CORP., 
power transmission distributors, moved 
their Philadelphia plant to this new and 
larger site at 5000 Mascher St. Founded 
in 1946, the firm now has offices in 
Philadelphia, Trenton, N. J. and Wil- 


mington, Del. 


4% LA\S \\A . ee, \\ 
BUILT RIGHT—Best materials 


CALDER the Dresser Line 


for Bigger Profits... Easier Sales 
Aaa aaaa ne 


tool \ 


WAYAAN 
throughout 


steel cutters .. . Right and Left hand Threaded Bushings 


. for Automatic Tightening. \\ \ 


3 


SOSSNER 
EXCLUSIVES 


MEAN 
NEW 
SALES 


OPPORTUNITIES 4 


FOR 


DISTRIBUTORS 


For full 


details 


Mr. T. T. Sossner 
Sossner 
Tap and Tool 


\\ 


\ SNA 
EASY TO HOLD— Extra \\ 
x‘ \ 
Weight distributed \ \ 


\ for smooth handling. 
KAA \N 


\ Also CALDER Fine Diomond Dressing Tools \ 
\* KV VAAAAAANAAAANAANAANNAAASN 
\ SOLD ONLY Lilie. DisTaNaUTORS \\ 
WALBBBdadLdoada dosasaadsa san 
CALDER MANUFACTURING CO. 


2049 North Prince Street ° Lancaster, Pennsylvania 


well 


“elektraLUBE”’ 


SOSSNER 


How 
“elektralLUBE”’ 
Works: 

High pressures at A and B force out 
conventional lubricant. ‘‘elektraLUBE 
takes over at these critical points 
and provides permanent 

super - lubrication 


elektr 
Geposit 
vbdrica 

Not subject to ct 

sures the ceposi! imbe 
the ground tap, result 
Reduces torque up t 
loacging weiding , and 
in the workpiece 


OTHER SOSSNER EXCLUSIVES 
TRIPLE TEMPERED SPIRAL TAPS 


TAPS The most complete line 
EN 
T 





contact: 


~ 
— 


Y 


Regular 

ook 

Three Flute 
Double Scoop 


a standard 
with SOSSNER 
delivers 
FULL VALUE 











Corporation 


LYnbrook 9-7620 
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TAP & TOOL CORPORATION 


29 BROADWAY. LYNBROOK, L.I.. N.Y 


SOSSNER 


FACTORY WAREHOUSES IN NEW YORK AND LOS ANGELES + 


DEALER STOCKS IN OTHER CITIES 


1957 





CHALLENGE 


i 


To Increased 
Sales of 


Precision 
Surface 
Equipment 











Challenge enables you to capital- 
ize on the growing demand for 
precision surfaces by offering you 
the most complete line of preci- 
sion surface equipment available 
from a single source—backed by 
the most extensive advertising of 
any surface equipment manufac- 
turer! In addition, helpful sales 
aids in the form of complete cata- 
logs, syndicated catalog pages 
plus factory technical assistance 
are always available to help you 
solve the precision surface equip- 
ment needs for all your metal- 
working customers 


ASK FOR LATEST CHALLENGE CATALOG 
SHOWING THE MOST COMPLETE LINE OF 
Straight Edges 
Welding Tables 
Layout Plates 
Work Benches 


Surface Plates 
Floor Plates 
Lapping Plates 
Bench Plates 


Angle Plates 
V-blocks 
Box Parallels 
Angle trons 


Be sure each of your 
salesmen has a copy 
of this valuable sales 
aid, the Challenge cat- 
alog of precision 
equipment. 





The Challenge Machi 

Grand Haven, Michigan 
Send 
Catalog 838-W 


copies of Challenge Precision 


C—O —_—___—__— 
Position 
Company 





Address__— 





ee ee ee ee ee ed 


eae eee ee eK ee eee ee ee eee oe ol 


Opens The Door 


R. B. KUNSE, SR. is president and 
manager of the industrial supply de 
partment, Western Belting & Packing 
Co., Denver 





B. F. Goodrich Assigns 
Buffalo, L A Posts 

| Donald W. Reagan and Wesley 
R. Kemp were named managers for 
B. F. Goodrich Industrial Products 
Co.’s Los Angeles and Buffalo dis 
tricts respectively. 

| Mr. Reagan succeeds Lee L. Hor 

| chitz, who was appointed western 

representative on a newly organized 

| B. F. Goodrich management coun 
cil. Mr. Reagan joined the company 
in 1941 and lately was a special 
held representative in the San Fran- 
cisco district. 

Mr. Kemp succeeds Jack A. 
Knowles, who retired after 44 years 
with the company. In his new 
capacity, Mr. Kemp will be assisted 
by Robert D. Benfield. 





NEW PURCHASING AGENT for 
the Plant Equipment Co., Denver, is 





J. R. Berenberg. 
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ADJUSTABLE SOLDERING 
IRON HOLDERS 


Three sizes for large 
and smal! irons. Can 
be placed on top of 
bench, fastened under 
bench or clamped to 
bench top or shelf. 
Available with wip- 
ing pad attachment, 
also slide for fasten- 
ing small holder to 
large. 


Write for further information. 
WILDER MFG. CO., INC. 
DEP’T F 
MECHANIC ST. & ERIE R.R. PORT JERVIS, N. Y. 














Service? 


Order S A Ni 


~ 


“BRASS FITTINGS 


To give our customers 
the fastest possible 
delivery service, 

we maintain one of 
America’s largest stocks 
of Brass Fittings, 
manufactured by Span 
to the most rigid quality 
specifications. In many 
instances, shipments are 
made “same day.” 
Write for free catalog. 





Construction Costs Still Climbing 
We've heen talking 


Yeorly Averoges Monthly Stotstcs 


(Left hond scole) (Right hond scale) / . 
! % about you 


1947-49-=100 
U.S. Department of Commerce - Composite index 





Potartasritias il 
940 945 1950 1955 
National Resear 


Ihere’s been little interruption to the three-year climb in the cost of 
and none seems in prospect. Distributors who planned to build new 
waited some time before beginning are well aware of this. Constructior 
indirectly affect distribution selling to plants that are expanding their | 
ture or supplying the construction industry itself. There’s been no 
building, but no one knows how many projects may have been shelved 
increased costs 





®a5° V b We believe ¢ ompressead Asbestos 
Ground Broken for $5-Million alve lant Sheet Packing, among other vitals for 
industry, is properly and efficiently mar- 
keted when sold through you—the Indus- 
trial Distributor 
Current advertisements in leading trade 
publications— Plant Engineering, Power, 
Mill & Factory, etc.—are telling your 
customers the advantages of Palmetto 
SUPERSHEAT...urging him to buy from 
you. A full-page, 2-color insert in Thomas’ 
Register sells for you too—helps further by 
listing your name and location for buyers 


convenicnce 


Follow through for more profit! 
Palmetto SUPERSHEAT is a natural 


Supply House item a superior packing 
with years of industry-wide acceptance 
behind it. With this acceptance now be 
hind you, you have every reason in the 
wide industrial world to stock and tall 
SUPERSHEAT: an outstanding product 
a “conditioned” market, an excellent 
prospect for repeat sales at an attractive 


pront level 


I king points on 


; or sound tal 
PALAET® SUPERSHEAT and other sheet 


packings in the complete Palmett 
ro line, write for Bulletin SP-23 
Fred W. Belz, president, Walworth Co., sinks a shovel into a section of an 85-acre \, packung oe partmmance ite avery applicator 


tract in Braintree, Mass., as the first step in construction of a $5-million brass valve 
plant which will consolidate many of the firm’s operations presently performed in 


18 buildings in Boston. Others in the ground-breaking ceremony are (I. to r.) 

Chester W. Nelson, Braintree selectman; George J. Jackson, Walworth’s Boston GREENE TWE 

works manager; T. S. Paulsen, George Fuller Co., building contractor for the ’ . 
Smiley, chairman of the Board of Selectmen, Braintree; 


new plant; Harrison T. 
Fred A. Tenney, selectman, and Wilfred M. Hall, president, Charles T. Main, Inc NORTH WALES, PENNSYLVANIA 
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To Find HIDDEN Sales 


on your regular calls — 


FOLEY automatic 
SAW FILER 


yt of customers who use saws 
ll sharpen them by hand or 
ay find many hidden pros- 

fe any plant where 

kly pays for 





The FOLEY SAW oe is the only 
machine that files BAND SAWS up to 
442" wide. CROSS-CUT CIRCULAR SAWS 
up to 24” diameter and all types of HAND 


THE roUnY SAW FILER Practically Sells SAWS. (All Saws that can be sharpened 
Itself on our 30-DAY TRIAL OFFER with a three cornered Mle) 


Our 30-Day Trial Offer is open through you to any 

ell rated c« any, and your customers will thank 
¥C to be informed about it Write today for full 

letails and literature 

FOLEY MANUFACTURING CO. Sn, 4 
3363 N. E. 5th St. Minneapolis 18, Minn. 


We also make Foley Retoothers for hand saws, Saw Setters, Grinders, etc. 











ie LErs, 
et eta 
care.) 


INDUSTRIAL DISTRIBUTORS 


JOBBERS and DEALERS 
Reasons why you should write 
for our “PROFIT” package 

* Product you can back with confidence 
* One Year Warranty * Money-Back Guarantee 
* Realistic Sales Policy Buisipseapy jnysemog « 
* Complete Line of Pumps 








HI-PRESSURE PUMPS 


* Above Average Profit 
DIAPHRAGM PUMPS 


Handle CROWN PUMPS for greater SALES, more PROFIT 
‘. - with complete assurance your customers will be 
fully satisfied with the job performance of CROWN 
Pumps, and enjoy CROWN’S Double-Protection. 


WRITE TODAY! 


PORTABLE PUMPS 
SELF-PRIMING CENTRIFUGAL PUMPS 


CROWN MANUFACTURING COMPANY @ Waterioo, towa 
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James P. Stine 
Stine Heads Thor 
New York Branch 

James P. Stine, Thor service engi- 
neer and former east coast zone 
manager, was promoted to manager 
of the New York branch of Thor 
Power Tool Co. 

He succeeds W. J. McGraw, re- 
cently named manager of Thor’s 
electric tool division. Mr. Stine 
joined Thor as an electric tool serv 
ice engineer in the New York terri- 
tory in 1948. He was appointed 
manager of the east coast zone in 
1955. 


Lloyd M. Price 
Price Joins 
Bay State Abrasive 

Lloyd M. Price joined Bay State 
Abrasive Products Co. as an abrasive 
engineer. He will cover the states 
of Minnesota, North Dakota and 
South Dakota. 

Mr. Price was previously associ- 
ated with Morse Twist Drill & Ma- 
chine Co. and Armour & Co 
Coated Abrasives Division. 








Wolverine Tube Makes 
Six Sales Appointments 


Robert Allan and George F. Wal 
lace were appointed sales representa- 
tives for the Grand Rapids area and 
the northern Texas and Oklahoma 
district, respectively, according to 
an announcement by 
Tube Division, Calumet & Hecla, 
Inc. 

Mr. Allan, who will be replacing 
S. C. Seekall, was formerly sales 
representative for Wolverine Tube 
in Kansas City. His new headquar 
ters will be in Grand Rapids. 

Mr. Wallace, formerly with Na 
tional Supply Corp., will headquar- 
ter in the firm’s Dallas office. 


Wolverine 


Flynn Succeeds Smith 

Richard B. Flynn was appointed 
manager of the east central sales 
district, succeeding Jack H. Smith 
who was chosen to fill the newly 
created post of manager of districts. 

Mr. Smith, who joined the firm 
in 1940, was most recently on loan 
to Washington as director of the 
copper division, Business and De- 
fense Services Administration, De- 
partment of Commerce. He was 
also designated to the BDSA unit 
of the National Defense Executive 
Reserve. In his new post, Mr. 
Smith will coordinate the activities 
of all Wolverine’s Sales districts 
marketing the firm’s copper base 
alloy and aluminum tubular prod- 
ucts. Both Mr. Smith and Mr. 
Flynn, a veteran of 18 years with the 
firm, will headquarter in Detroit. 


Other Posts Filled 


F. F. Moore, Jr., has been named 
to the post of eastern district sales 
manager for Wolverine. He has 
served Wolverine in sales capacities 
in New York for the past ten years 
and most recently was assistant dis 
trict sales manager. Mr. Moore will 
be located in New York. 

James P. Moore was appointed 
sales representative in the Kansas 
City area. His territory will include 
Nebraska, Kansas, western Iowa and 
Missouri and his office will be in 
Kansas City. 





FITLER 


PURE MANILA 
PREMIUM 


“W ATERPROOFED’ 


and 
“ROTPROOFED” 


For Your Protection When Buying Rope Look 
for the Blue and Yellow Registered Trade Mark 


STRONG — DURABLE — FLEXIBLE 


Fitler Rope is now treated with a new water- 
proofing known as Fungi-Static which arrests 
the growth of mold, mildew, fungi and bac- 
teria. It is this inner, finer quality of Fitler 
Rope which gives assurance of long life. 
Here is a premium rope at no extra cost. 


FITLER 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


THE EDWIN H. FITLER CO. 


EST. 1804 
PHILADELPHIA 24, PA. 











Write for Bulletin 33-C SPROUT-WALDRON 


BELT-SAVER PULLEYS 


The large demand for Belt- 


Belt-Saver ads, such as the one pic- 
Savers is continually growing for 


tured here, have promoted indus- 
trial markets for distributors over 
a period of many years. Industry 
is sold on Belt-Savers, and they've 
become a “bread and butter” line 
for many distributors. Let them 
earn steady profits for you 

You'll win customer good-will, 


too, because Belt-Savers increase 


belt life from 50° to 400° % in in 


stallations conveying abrasive 


materials. Sharp lumps and rough 
materials are dislodged from Belt- 
Saver Pulleys by the exclusive cone 
and wing design without lodg- 
ing between belt and pulley. 


applications ranging from stone 
and gravel to wood chips and foun 
dry sand. You'll find hot prospects 
among the quarries, foundries 
mines, sand and gravel plants, con 
tractors and others in your terri 
tory 

Quick sales can also be made 
with Sprout-Waldron's line of 
standard cast-iron pulleys for 
transmission and conveyer us¢ 
They're available in a wide sele« 
tion of types and sizes. Write for 
full details 


SPROUT -WALDROR 
——§ Merafallarieg Faginevre Sieve 1866 —— 
3 LOGAN STREET * MUNCY, PA. 
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SELL 


The Only 


Complete Line 


ZIP 


“T” Slot 


BOLTS 


¥% to 1” Diameter 
1” to 30” Long 


Immediate Delivery 


GEO. H. SELTZER & CO. 
FOLSOM, PA. 


Flux 


Sodering Paste 
SAVES TIME—SAVES LABOR 


Sofest—fast working 
sodering paste made. 





Sodering Liquid 
Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 


Feast (.00) erm: eee 
nome 
= LGAby = 
19 ive 
a 








rare sy 


e— 


Call Your Distributor 
or Write to 





JOHN F. SPAULDING, vice presi 
dent, The Black & Decker Mfg. Co 
congratulates Gustave S. Fischer, New 
York Industrial-Automotive Division 
district manager, upon his completion 
of 30 years’ service with the electric 
tool company. 








Gardner-Denver Expands 


G. V. Leece, president, Gardner- 

| Denver Co., announced completion 
of a major part of an extensive ex 

| pansion of foundry facilities at the 
firm’s main plant in Quincy, III. 

Che new equipment and the 14,000 

sq. ft. building involved an outlay 

of $500,000. As a further step in 

the company’s expansion program, 

a new chemical and metallurgical 

laboratory is soon to be completed. 








APPOINTED TO the newly created 





L. B. ALLEN CO., INC. 


9331 Berenice (Schiller Park) 


Metropolitan Chicago, Ill. (Box 96) | 
| 


® Sold thru Distributors 
@ Send for Catalog 


post of assistant manager, advertising 
and sales promotion department, 
Joseph Dixon Crucible Co., is Eugene 
R. Kelly, formerly advertising and sales 
promotion manager for the Acme 
Shear Co. Mr. Kelly is a member of 
the Salesman’s & Purchasing Agent's 
Association of America. 


“FOR 
Pr to 
DELIVERY!” 


YORK 


PHONE 
© WRITE ® wo 6.0600 


OF NEW 





WIRE 
NEWARK 


ATLAS SCREW & SPECIALTY CO. 


DEPT. ID 
450 BROOME STREET, NEW YORK 








365 





13, N.Y. 








| WHITNEY 
No. 95A Hydraulic Punch 


Here is another example of Whitney 
skill in design and engineering. 
Operated from a foot treadle. De- 
scent of punch always under com- 
plete control of operator. Makes a 
58’ hole thru V4" iron—oa 7%" hole 
thru 3/16” iron—2” hole thru 1/8” 


iron 


A Tool 
with many 
Sales 
Points 


FaADE MARK 


REGISTEREQ 


20 STROKES 
PER MINUTE 


capacity 
1212 tons 
Operator 
works 
from 
the 
front 
of the 
tool. 


Send for 
complete 
catalog. 


Also made 
in unenclosed 
models and 
known as 


number 95B. 


W. A. WHITNEY MFG. CO. 
636 RACE STREET © ROCKFORD, ILLINOIS 
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Tape- 
easured 


color- 
coded 


efor positive 
identification 


® accurate 
measurements 


6 quick sales 


® easy profits! 


BBB —color coded RED 

Proof Coil—color coded » 
GREEN 

Hi-Test—color coded BLUE 

Alloy — color coded ORANGE 


Taylor's color-coding and 
tape-measuring help you and 
protect you three ways. Chain 
is color-coded for grade. 
Taylor’s famous brand name 
and the grade are clearly 
printed on each tape. 
Colored tapes are located at 
five foot intervals. The 
obvious result is more satis- 
fied customers, fewer costly 
mistakes in grade and 
length ... faster sales — 
more chain profits for you! 


Advertised in 
Business Week, 
Stee! and other 
leading business 
publications. 


S.G. TAYLOR CHAIN CO., INC. 
Box 509, Hammond, Indiana 
3505 Smaliman St., Pittsburgh, Pa, 


Tayior 


oR Mabe 


AT NAME IN 


R 
+ 
SINCE 1873 





NEW SALES MANAGER for the 
Allen Bearing Supply Co., Inc., Den 
ver, is E. H. Mixer. He replaced S. R 
Lyman who opened a new branch office 
in Grand Junction, Cok 





Rockwell Head Accepts 
US Chamber Post 


Willard F. Rockwell Jr., presi 
dent, Rockwell Mfg. Co. was 
named to the Manufacture and In- 
dustrial Development Committee 
of the U. S. Chamber of Commerce. 

Mr. Rockwell is president of the 
Pennsylvania State Chamber of 
Commerce and a vice-president of 
the Pittsburgh Chamber of Com- 
merce. Last year he served as co- 
chairman of Governor Leader’s bi- 
partisan Tax Advisory Committee. 


General Controls Expands 


Skokie, Ill., will be the site of 
new and larger quarters for its pro- 
duction instruments division, in a 
move announced by General Con- 
trols Co. The expanded manufac- 
turing facilities will be provided by 
the General Controls Co. plant at 
8080 McCormick Blvd., Skokie, II] 





“| agreed to pay you $75 a week to start— 
how about starting?” 
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DAVIS 


VALVE SPECIALTIES 
FOR STEAM, 
AIR 

OR GAS 


Davis offers a complete line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 
regulators and emergency valves. No 
matter what the control problem, 
there’s a Davis spec.alty product to 
meet the need. Contact Davis today 
for precision control valves. 


+ {? Prin 


No. 401 
PRESSURE 
REGULATOR 
Everything you want for 
pressure reducing and con 
trol service on steam, air or 
gas. Spring loaded, balanced 
disc construction for indoor 
or outdoor service. Range of 
size: 44 to 10° initial pres- 
sures to 600 psi reduced 
from 500 down to 1 psi. Con- 
troller attached or remote 
Request Ceteleg 200 


No. 80 BACK 
PRESSURE VALVE 
For automatic control 
of exhaust steam for 


heating and processing 3 


use. Semi-balanced double 

port valve. Temperature 
compensated to avoid stick 
ing. Standard sizes 2 to 24° 
Davis No. 81 style for abso- 
lutely drip-tight closing 
Davis No. 82 where both pres 
sure and vacuum conditions 
prevail. Ask for Bulletin 101A 


ta 


No. 101—No. 102 
BOILER STOP AND 
| CHECK VALVES 


| No. 101—For high pressure 

> heavy duty steam plants 
External oi! dash pot 
counter-weighted lever 
for testing and visible 
action. Clean, simple 

—® inner construction 


No. 102—Popular valve for genera 
Internal stean 
eliminates chatter 

Both valves ir 

size ranges 

eibow semi-cart 
alloy stee t The 
trim to suit pres 
temperature needs 


for Bulletin 101A 


~ > — | | 


SEND FOR COMPLETE FILE OF LITERATURE 


2544 So. Washtenaw ” Chicego 8, Illinois 
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HERCALIOY. 


the original alloy steel chain 


FOR THE FIRST TIME 
Assemblies are now 
available with a choice 
of coupling links: 


WELDED 


coupling links 
...the type with which you 
are thoroughly familiar. 


DETACHABLE 
coupling links 


...the new type called 

Hammerlok introduced 

a by Columbus McKinnon 
in 1955. 


cu Hammerlok 


The “do-it-yourself” reusable cou- 
pling link that permits you to make- 
up or rebuild your own Herc-Alloy 
assemblies with all components 
furnished by your local distribu- 
tor. Simple and safe. Endorsed by 
leading alloy chain users. 


CALL YOUR CM DISTRIBUTOR 


or 


write for helpful literature on alloy chain assem- 


bly, care, use and inspection 


HOISTS AND CHAIN 


COLUMBUS McKINNON 


CHAIN CORPORATION 
TONAWANDA, NEW YORK 


Regional Offices: New York * Chicago * Cleveland 


In Canada: McKinnon Columbus Chain Limited, 
St. Catharines, Ontario 
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‘Thomas Appointed General Sales Manager 


Robert E. named 
general sales manager of The Cleve 
land Cap Screw Co., Cleveland, a 
subsidiarv of Standard Pressed Steel 
Co 

\t one time assistant geenral sales 
manager at Cleveland Cap, Mr. 
['homas rejoins the company after 


Thomas was 


two and one half years as sales man 
ager of Triplex Screw Co. 

Mr. will supervise the 
company’s inside sales force, its 


Thomas 


sales representatives throughout the 
country and the operations of ware 
Philadelphia, Chicago, 
New York and Los Angeles. 


houses in 





7-8¢ a Mile Average Drug 
Salesman’s Car Allowance 


Seven to eight cents per mile was 
found to be the average car allow 
ance granted salesmen in the drug 
and chemical industries, according 
to a recent survey. Three hundred 
and twenty companies, 184 of them 
having their offices within a 75-mi. 
radius of New York City, were can 
vassed by the Drug, Chemical and 
Allied Trades Section of the New 
York Board of Trade. The report 
of survey subsequently published 
disclosed that 41% of salesmen are 
using their personal cars for which 
they are compensated by the em- 
ployer, chiefly by mileage allow- 
ances. Only 19% of the employers 
make a direct payment for deprecia 
tion of salesmen’s cars, most includ 
ing that in the mileage allowance 
Throughout the country, between 
78 and 86% of the employers reim 
burse salesmen for parking fees, 
bridge tolls and overnight garaging. 

Payment for liability and prop 
erty damage insurance on person- 
ally owned cars is made by 58% of 
the firms, 47% also providing com 
prehensive fire and theft coverage 
and 42% assuming the cost of 
medical expense riders on automo 
bile policies. Cost of repairs to cars 
owned by salesmen is about evenly 
divided between the salesmen and 


| the employer. 


Over 90% of the companies co- 
operating in the survey assume the 


cost of rooms and meals for em- 
ployees when working away from 
territories. Approxi 
the actual 


amounts spent and betwen 12 and 


home 
R1% 


their 
mately absorb 
13% compensate salesmen by a flat 
allowance. 

On allowances for entertainment 
of customers by their salesmen, 
62% of employers throughout the 
country replied that this expense is 
borne by the company, most of 
them reimbursing their representa- 
tives for the actual amount spent. 
Less than 20% of reporting com 
panies pay for advertising, dona 
tions and like expenditures for their 
sales force. 





ED JOBES, manager of the supply 
department, Midwest Rubber & Sup 
ply Co., Denver, goes over quotation 
orders with Mrs. Virginia Bell, secre 
tary 











REPUBLIC 


TWIST DRILLS —REAMERS 


Whether it is for No. 40 holes in Titanium 
sheets for Jets or '¥\4"" holes in thick armor 
plate, Republic Drills give more holes per 
drill and more holes per hour of direct labor. 


REPUBLIC DRILL & TOOL CO. 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 
MAKERS OF ""CELFOR,"* “CENTURY,” 
"REPUBLIC" AND ''U.S. EAGLE"’ BRAND TOOLS 


CHICAGO — LOS ANGELES 





3 PLANTS — NEW YORK 


NEW YORK PLANT 
100 LAFAYETTE ST., NEW YORK 13, WN. Y. 











s 
MA K-A-KEY 

s &e 
12-inch lengths of zinc-coated, cold-finished 
steel machine key stock. Rust-proof; .000” to 
+.003” oversize. Just cut, file and fit. 
Standard Assortment in sturdy counter dis- 
play: Vig. Ya. Vig, ¥e- "ie. '/2 in. squares. 
Handy New 7-11 Kit —7 sizes fit 11 key- 


ways: Ye" square; 3/4" x4"; Va" x54" — 
will file to fit Vg" x4" keyway; 5/4” « ¥%” 
—will file to fit 5/jg” x 5/4” keyway; 4” x 
4" — will file to fit ¥%”%x%y" keyway; 
1/4" x2" —will file to fit /jg"x 7/5" key- 
way. Additional sizes available. 





DEVAN-JOHNSON CO. 


508 RATHBONE AVE., AURORA, ILL. 





Charles Feiser 
Chain Specialist 
Joins Company 
Charles Feiser, past chairman of 


the York, Pa., chapter of the Amer 


ican Society for Metals, with 22 
years experience in the chain indus- 
try, has joined Campbell Chain Co 
He will 


helping the firm’s local salesmen 
with their technical problems 


terrnt 


work in field territories, 


Mexican Branch Opened 
By Mine Safety Appliances 

Formation of Mine Safety Appli 
ances de Mexico, S. \ rat > \ , 1S 
announced by C. M. Donahue, 
president of the new firm. 

Arch S. Abbey, Latin American 
sales manager of MSA, will be gen 
eral manager, with headquarters in 
Mexico City. J. ‘I 
dent of the parent firm, and G. H 
Deike Jr. are vice-presidents. C. P 

| Rooney is secretary. 

The Mexican 
| MSA subsidiary outside the US 
Others are in Scotland, South 
| Africa, Canada and Venezuela. 


| 


Ryan Jr., presi 


firm is the fifth 





TOOLING UP FOR ‘57 CARS 


The automotive industry spent over 
$100 billion for new tools and equip- 
ment preliminary to production of the 
1957 cars, reports American Machinist, 
McGraw-Hill publication. The General 
Motors Corporation allocated approxi- 
mately $400 million; Ford Motor Com- 
pany, $300 million, and Chrysler Cor- 
poration, $200 million 














2572 


REMOVE MOISTURE 


from 


COMPRESSED AIR LINES 


Air operated tools, instruments 


and controls demand air that is 


CooL 
CLEAN 
& DRY 


The Murphy Aftercooler System 


GUARANTEES IT! 


Write now for FREE Data Sheet 
No. 2572. 
Eee 
National advertising has doubled 
sales leads, and we have a few 
active territories open. Can you 
sell our guaranteed aftercoolers, 
separators, filters, traps? Attrac- 
tive distributor agreements can 

be made now. Write. 


YAMCO 


JAS. A. MURPHY & C0., INC. 
1422 EAST HIGH STREET 
HAMILTON, OHIO 








TELL YOUR CUSTOMERS about this ideal filing 
system for their drills! No more rumaging 
around in dark drawers and boxes. Indexes 
are made in 17 sizes to hold one 
fractional, number 


f-a-size of 
letter, metric, stub or 
taper shank drills 
Drills not furnished 

Made of steel, hammer 
lin enameled. The con 
venience and attractive 
prices make them sell on 


sight. Remember 


“Huot rhymes u 
yr catalog pages 


ith Do it” 


Write 
0 551 No. Wheeler St 
HUOT . eo St. Paul 4, Minn. 
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BUY IBIG ORANGE, AND Roller Bearing Plant 
Underway in Australia 


YOU BUY THE BEST ; Be ETS 
Construction 1s underway on the 


Shackle Chain HOOKS building that will house The Tim 
Use on “HIGH TEST” Choin | ken Roller Bearing Co.’s new bear- feq-d), |e) 3.4) 


EXTRA STRONG ing producing facilities at Ballarat, GIVE You 
Even the pin is made | Victoria, Australia. 


of hi-strength steel and : eure 
heet-treeted Australian Timken  Proprietry 
SAVES TIME Ltd., the corporate name of the 


Can be ottuched nm . . 

onywhere on the limken operation, will be the first 

job nly o@ poir 

of pliers needed. | | COMpany to produce tapered roller 

GRAB HOOKS | . , 
Svoilable —— bearings in that country. The new 
~ Oa Aveilable building will contain 30,000 sq. ft. 


for Choin 


Fe. & of floor space with a producing ca 


* ond pacity of one million bearings a year. 
ANCHOR and CHAIN > eae _ : 
Screw Pin SHACKLES Production from this plant will be 
supplemented by bearing shipments , 
. 2 YS . EXTRA PROTECTION! Totally enclosed 
from the U. S. and Canada, provid- plash- proof motors shut out dust, grit, metal 


ing a complete range of bearing particles. Can't clog—last years longer’ 
- . LUBRICATED-FOR-LIFE, ball-bearing 
sizes to that part of the world. In motors. Never need servicing! 
addition to Australia, markets are OYNAMICALLY BALANCED MOTORS! 
Smoother operation ... less vibration! 


expected to be developed in New COMPLETE LINE! Grinders for every 
Ta A fein a need. % HP to 3 HP, 6* to 12° individually 
Zealand, Africa and the Far East. neta Ha nag at Ayn ln oer rmem A 


Except for a few Americans, all GUARANTEED! An outstanding 
performance record for over 35 years 


D 
Forged of HI-STRENGTH STEEL of the employees at the new plant sa aaaiiilieestiaiiniasiitetiaiiamad 


Availopie im sizes Ya" to 2”. EXTRA STRONG . . 
—EXTRA TOUGH. Self-colored or golvonized will be Australians. Personnel hired Lower priced . .. longer lasting! Write for 


Order trom your Distributor or Write . ° . . Bulletin 321-P on complete line 
MIDLAND INDUSTRIES, INC. as executives will receive training in BALDOR ELECTRIC CO. 
Cotes Rasthe, tawe imken plants in the U S. I Imer ate hae ct Gea Ok 
Schweitzer, manager of Timken’s 
Zanesville, Ohio, plant, will be 
managing director of the new com 


DISTRIBUTORS pany. A Sales Repeater because it's 
WANTED DEPENDABLE 


EFFICIENT 
ECONOMICAL 














—the oil, marine, construction or 


Cutters mean extra sales and pro- 





fits for you. Write today for in- 


formation an distributor set-up in 





Ball Bearing Firm | ' 
. You can depend on the selling power of 
HAMMERBLOW Names PA RUBYFLUID, because it’s the soldering flux 
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Company Reports 


American Chain & Cable Co., Inc. 


6 mos. te June 30 

1957 1956 
Net sales . $61,119,389 $60,598 
Net inc $3,797 , 861 
Shr. earns $3.45 
Shrs. outsdg 1,099,279 


Borg-Warner Corp. 
6 mos. to June 30 
Net sales . $321,624,442 °$309,741,181 
Net inc... : $16,974,939 $17,239,136 
Shr. earns... $1.90 $1.92 
* Inclndes merged companies’ sales of $61,434,343 
and net earnings of $2,787.77 


Brad Foote Gear Works, Inc. 


9 mos. to June 30 

Net sales — $7 444,900 $5,025 , 60K 
Net ine ‘ $224,200 $50,700 (loss 
Shr. earns 26¢ 6¢ (loss 


Clayton Mark & Co. 


6 mos. to June 30 

Total sales $6,993 , 570 $7,131,556 
Net inc... $200, 639 $239 342 
Shr. earne ; 52¢ O4¢ 


Greer Hydraulics, Inc. 


6 mos. to June 30: 

Net sales... $2,873,490 $3,188,103 

ik. eesneee *$204 , 105 $309,933 (loss) 

Shrs. outedg...... 286,024 286,024 
* $153,000 is non-recurring capital gain 


Minnesota Mining & Mfg. Co. 

6 mos. te June 30: 

Sales oe . $181,578,367 $154,495, 586 

$19,832,980 $17,814,767 
‘ 1.17 

Shrs. outadg oc 16,777,733 16 


Seiberling Rubber Co. 


6 mos. to June 30: 

Net sales staee $23 . 289,041 $24,018, 569 

Net inc . : $508 , 402 $452, 820 

Cm. shr. earns.* 96¢ 82¢ 
* Adjusted for number of shares outstanding 

June 30, 1957 


Stewart-Warner Corp. 
6 mos. to June 30 
Net sales : $60,903,908 $57,830,083 
Net ine $3,373, 809 $3, 178,028 
Shr. earns " $2.23 $2.23 
Shrs. outsdg 1,514, 568 1,428,129 


United States Rubber Co. 
6 mos. to June 30 
Net sales $451,298,696 $464,095,454 
Net inc $18, 140, 234 $18, 659, 10¢ 


Shr earns $2.77 $2.91 


United States Steel Corp. 


3 mos. to June 30: 

Sales 5 . $1,170.3 million 

Net inc .-. $115.9 million 

Cm. shr. earns 75¢ 
* No comparison available. 


The Yale & Towne Mfg. Co. 


6 mos. to June 30 

Sales $45,735,086 $62, 206, 607 

Net inc . *$2,720,395 $2, 823 . 57 

Shr. earns $1.51 

Shrs. outsdg 2,199, 675 1,875, 661 
® After deduction of non-recurring costs of 

expansion 


Here’s How FLEXCO 
and ALLIGATOR Field En 


gineers 


Help You Sell More 


The FLEXCO-ALLIGATOR field organization is constantly work- 


ing with and for distributors to promote the sale of belt fasteners 


Factory and field trained, these men are specialists in the application 
of conveyor and transmission belt fasteners. They offer invaluable 
assistance to distributor salesmen in solving belt joining and 


repairing problems. 


Our men devote one hundred percent of their time to the introduc- 
tion, promotion and sale of belt fasteners. They are available to 


work with your salesmen and are trained to conduct sales meetings 


New techniques in beit fastening, new tools for applying fasteners, 
literature, samples, demonstrations all go to round out the many 
services rendered by Flexible Steel Lacing Company leaders in 
the development of quality belt fasteners. 


Our sales plan has helped many distributors to increase their belt 
fastener sales volume. If you are not taking advantage of the 
program let’s talk it over. 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington St., Chicago 44, Ill. 
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STARRETT PRECISION MAKES GOOD PRODUCTS BETTER 


Features pioneered by Starrett include: 
* Quick - reading 
figures 


Simple sleeve 

adjustment with 

Hi-Micro finish on 

anvil and spindle 

faces (Carbide faces & 
also available) 


STARRETT MICROMETER CALIPERS 


for guaranteed accuracy, longer life, lower costs 


In buying a micrometer, utmost reliability is the 
first consideration. The name Starrett, represent- 
ing more than 75 years of specialized know-how in 
micrometer manufacture, is the best guarantee of 
quality and precision. 

All Starrett micrometers offer the above features 
that insure better, faster precision measuring with 
lasting accuracy ...the only safe way to reduce tool 
costs and lower production costs. 

Starrett Satin Chrome Micrometer Calipers are 
made in a complete range of styles and sizes from 
19 to 168 inches in full finish and black frame types 


Visit Booth 1730, National Metals Show 


PRECISION TOOLS « DIAL INDICATORS « STEEL TAPES « GROUND FLAT SI 


also tubular micrometers, inside micrometer 
calipers, micrometer depth gages and a wide variety 
of special purpose micrometers. 

Always the first choice of skilled craftsmen and in- 
dustrial buyers, Starrett micrometers easily outsell 
all other makes. You'll find ready sales and steady 
profits when you stock and sell Starrett microm- 
eters and other precision measuring tools. The 
L. S. Starrett Company, Athol, Massac husetts, U.S.A. 


tarrett 


PRECISION TOOLS 
World's Greatest Toolmakers 


TOCK « HACKSAWS « HOLE SAWS « BANI 





gives you a full line to meet a 
wide range of customer requirements 


2 sizes—Up to 2-ton Capacity 


This new WriGurT Electric Chain Hoist is THESE FEATURES MEAN EXTRA VALUE: 
now available in two capacities: 300 Safe, positive upper and lower limit 


to 2000 lbs. (single chain) and 3000 to switches 
4000 Ibs. (double chain). It is safe,easy to Heat-treated alloysteel forged hooks 


operate, rugged and durable. It is excep- Gearing fully enclosed yet readily 


. . accessible 

tionally valuable for use on production , 
: : 2 : Heat-treated alloy steel load chain 
lines, over machine tools or in any shop 


ie h aa nie ous Heat-treated alloy steel forged load 

location where space is at a premium. wheels 

Self-locking worm gearing acts as 
own load brake 


| WRIGHT Safeway Hoist 
12 sizes—!/2 to 50-tons 


In the WriGHT Safeway line you sell the closed in high-grade analysis steel hous- 


utmost operation efficiency over the 
widest range of lifting applications. Long 
service life of these rough, tough hoists, 
is increased by a sealed construction 
which fits them for both indoor and out- 
door service. Ali vulnerable parts are en- 


ing. These features give excellent service 
in cement mills and foundries where 
excessive dust prevails, heat-treating in- 
stallations with their high temperatures 
and outdoor applications with cold and 
wet exposures. 


WRIGHT Trolleys 


WriGut Roller-bearing 
Trolleys shown) come in 


WRIGHT Type "C” Pull-A-Way 


3 sizes—I11/2-ton, 3-tons, 6-tons 
Designed for a thousand quick hook-up jobs in 
every industry. The most practical and econom- 
ical tools for moving objects with a minimum of 
lost time. 


geared or plain models 
and providesmooth han- 
dling of loads from 1/4 
to 40 tons. Other trolley 
types avail able with pro- 
portional strength and 
flexibility for lighter in- 


1¥4-ton 3-tons 6-tons dustrial applications. 


Capacity Capacity Capacity 


Standard 1 Standard Standard e 
a x , - ; 
lift: 5’; Full } lift: 5’; Full lift: 5’; Full WRIGHT Jib Cranes 
load pull on i load pull on I load pull on a = pees ; cu 
poiies i iiee. i Rctiine tae handle: 90 WRIGHT Jib ( ranes are extremely 
Min. distance I lbs.; Min. dis- I Ibs.; Min. valuable to supplement regu- 
betweenhooks: } tance between distance be- lar traveling cranes or mon 
: orail track, or for indi- 
I 
I 
i 
i 


rOOOOOe 
Ocoee 


rcheh cr aerare 
<rcrcrcree 
4 te eee 


13-1/2"; Max. hooks: 2014’; tween hooks: 
reach: 6’ 144”; Max. reach: 6 23%"; Max. 
Standard wz 814"; Standard reach:7’;Stand- 
length chain: length chain: 11’ ard length 
5’ 6°; Net 6"; Net wt. 3614 . chain: 23’ 6’; 
wt. 23% . lbs Net wt. 63 lbs. 


vidual use in bays, on 


c 


sides of shops, et« 


Oooo, 


For complete information 
Send for these booklets for further information 
on items shown on these pages. 
Write to York, Pa., office 
WRIGHT Safeway Hand Hoists: Bulletin DH-164B 
WRIGHT Electric Chain Hoists: Bulletin DH-73 
WRIGHT Pull-A-Way: Bulletin DH-56 
WRIGHT Jib Cranes: Bulletin DH-300 
WRIGHT Differential Hoists: Bulletin DH-521 


Wright Hoist Division | AECO 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. MARK 
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